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The Cover 


We had all kinds of brainstorms 
for the cover this month. Taken 
on face value Planned Selling 
would seem to be easy enough to 
iMustrate. But you try it, George, 
and maybe you'll arrive where we 
did, There just isn’t any picture in 
that title. So we give you a purely 
design cover which we hope you 
will like anyhow. However, there 


* is a dollar story in that title, plus 


a fund of valuable information for 
all who sell. Start reading on page 
81 and keep going through page 
112 for real and practical analysis 
of this vital subject. 
































Easy oiling and chip clearance means better threads and longer die life. 


BACK OFF OVER FINISHED THREADS ? 


@ Designed specifically for use with electric power drives, the Beaver 
"77" threader is an Opening Diehead with a range of 1/2 to 2-inch 
pipe or conduit and up to 1-1/2-inch bolts. Beaver “77" uses the same 
high-speed steel, heavy-duty dies as the Beaver Models A and B 
Pipe Machines. 

When the thread is completed, the throw-out lever releases the dies 
and the tool lifts off. No wasted effort is spent backing off. Leaky joints, 
due to damaged threads, are thus eliminated. Close the throw-out 
handle and the dies automatically return to standard starting position. 

Dies are fully adjustable to cut standard, over-size or under-size 
threads, compensating for variations in pipe fittings. The dies are 
instantly interchangeable without tools. Nearly a hundred different 


kinds and sizes of dies are available for use in the Beaver “77.” 
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Not the New BEAVER “TT” POWER THREADER! 


The BEAVER “77” 


The Beaver "77" may be used 
with all power drives to sub- 
stantially lower labor costs. 

Write Beaver Pipe Tools, Inc., 
216-300 Dana Ave., Warren, 
O., today for new complete 
catalog showing the entire line 
of Beaver Pipe Tools, Ma- 
chines Power Drives, cic. 
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Easy oiling and chip clearance means better threads and longer die life. 
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BACK OFF OVER FINISHED THREADS? [ama@ 
Not the New BEAVER “77” POWER THREADER! 


@ Designed specifically for use with electric power drives, the Beaver 
"77" threader is an Opening Diehead with a range of 1/2 to 2-inch 


pipe or conduit and up to 1-1/2-inch bolts. Beaver "77" uses the same Th & B E A VE e “_ 


high-speed steel, heavy-duty dies as the Beaver Models A and B The Beaver “77” may be used 
with all power drives to sub- 
stantially lower labor costs. 

When the thread is completed, the throw-out lever releases the dies Write Beaver Pipe Tools, Inc., 
216-300 Dana Ave., Warren, 
O., today for new complete 


Pipe Machines. 


and the tool lifts off. No wasted effort is spent backing off. Leaky joints, 


due to damaged threads, are thus eliminated. Close the throw-out catalog showing the entire line 
of Beaver Pipe Tools, Ma- 
handle and the dies automatically return to standard starting position. chines Power Drives, etc. 


Dies are fully adjustable to cut standard, over-size or under-size 6 





threads, compensating for variations in pipe fittings. The dies are 
instantly interchangeable without tools. Nearly a hundred different 


kinds and sizes of dies are available for use in the Beaver "77." 
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The Cover 


We had all kinds of brainstorms 
for the cover this month. Taken 
on face value Planned Selling 
would seem to be easy enough to 
illustrate. But you try it, George, 
and maybe you’ll arrive where we 
did. There just isn’t any picture in 
that title. So we give you a purely 
design cover which we hope you 
will like anyhow. However, there 
is a dollar story in that title, plus 
a fund of valuable information for 


all who sell. 
81 and keep going through page 


Start reading on page 


112 for real and practical analysis 


of this vital subject. 














--. the screw with something under its cap! 


H-K Cap Screws have something different under 
their cap. . 
run the length of the screw. This is achieved by 


. continuous, unbroken fibres which 


Completely Cold Forging, a patented H-K process. 
It compacts the core fibres of the H-K Hetras pan* 
Steel into a contour which reinforces socket walls 
and distributes stress evenly throughout the head, 
with the result that sockets are micrometrically 
accurate to full length of their useful depth. 


Holo-Krome Authorized Distributors, too, have 
something under their cap. They have the knowl- 
edge that they are selling the Completely Cold 
Forged Socket Screw . . . the screw that needs no 
introduction. In addition, they have the reassuring 
feeling that they are backed by Holo-Krome’s 100% 
Distributor Distribution Sales Policy, the policy 
that pays off in orders and reorders. SATISFAC- 


TION? ... ask the men who sell Holo-Krome. 


*a special analysis heat treated alloy steel scien- 
tifically held to exacting Holo-Krome specifications. 


HOLO-KROME 


Complatily Cold Forged 5, Socket Screw Prodactt 


f/ 
Ve pent® 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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-LINK-BELT offers the 


“QUALITY QUINTET” 


Series 200 ball bearings Series 300 ball bearings 


Solid or split housing Solid or split housing 
pillow blocks (solid pillow blocks (split 
shown) for shafts 5%” shown) for shafts 3” 
to 3'%6” —also flanged, to 3'%". Also flanged, 
take-up, and hanger flanged cartridge, cart- 
blocks. ridge and take-up 
blocks. 



















Series 400 roller bearings 


Solid housing pillow 
blocks for shafts 34” 
to 4”—also flanged, 
flanged cartridge, 
cartridge and take- 
up blocks. 












[Series 6800-6900 
roller bearings 


Series 7800-7900 
roller bearings 








Split housing pillow 
blocks for press-fit 
on precision -turned 
shafting of 1.7700” 4 
to 7.4800” di- 
ameter. 


Split housing pillow 
blocks with adapter 
sleeves for mounting 
on commercial shaft- 
wu 


ing of 1%” to 
6'%6" diameter. 








LINK-BELT 
BALL AND ROLLER 


BEARINGS 


’ 


SEND FOR CATALOGS! 





LINK-BELT COMPANY 


Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, 
Toronto 8. Distributors in Principal Cities. 11,465 
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The new idea in V-Belt Sheaves 
that saves you time and money! 
Proved in over 3/4 million installations! 


TAPER'‘LOCK 


a —,* . von” 
collar. It’s different. fight 
1 No flange-No a oe 
“ 5 and D gro° | ; 
. ai - it-and you'll standardize on 
. . INDIANA” 


Just tighten ws 
3 the bushing: 


popGE MA 


CALL THE TRANSMISSIONEER, your local Dodge / 
Distributor, for information on new and better / 
methods of transmitting power. Look for his name 


under “Power Transmission Equipment” in your of Mishawaka, Ind. 


classified telephone book. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX PIPE JOINT COMPOUND No. 51 


is applied with a brush. It spreads evenly over threaded 
surfaces . . . and stays put! 








- Does not harden or crack. Remains flexible and resistant to 
continual vibration. Assemblies can be adjusted easily... 
without breaking seal. 


PERMATEX PIPE JOINT COMPOUND No. 51 
produces unions that are leak-proof to hot or cold water, 
salt water, steam, illuminating gas, lubricating oils and 
greases, fuel oils, gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


~ oh + _PERMATEX COMPANY, INC. 
> JOINT COMPOUND. = BROOKLYN 29, N. Y., U. S. A. 
Leaders in Chemical Research and Production since 1909 
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DON'T LET “HABIT” 











HO’S to say whether midnight snacks form a “good” or “bad” 
habit? Depends too much on the individual —too much on 
the snack itself! 


. The same holds true in considering a valve franchise. It depends 
both on you and the amount of “nourishment” the franchise can 
contribute to your continued growth. Think carefully. Are you 
handling a certain line of valves purely from time-worn “habit” 
—or because it’s a real money-maker? It’s a serious question. If 
your answers don’t measure up, you'll be wise to check OIC’s 
Selective Valve Franchise! 
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YOU GET COOPERATION—NOT COMPETITION—FROM OIC! 


All too often, valve sales that are rightfully yours are 
lost through out-and-out competition rather than co- 
operation from your manufacturer, 


If this has a familiar ring, call in your OIC represent- 
ative. He'll explain frankly and in detail how OIC 
works with you, right down the line, to .build your 
profits on valve sales. 


In the ‘first place, you'll have the powerful backing of 
more than two million “written. sales calls” per year. 
Ywo-color ads in leading trade papers clear the path 
for your salesmen — save valuable selling time. 














To make that selling time productive, your OIC repre- 
sentative is equipped to hold training meetings for your 
salesmen. He uses modern training methods, and ‘arms 
your men with important product information and 
proven sales techniques. 

















I- you’D like to have an OIC representative explain 
what the OIC selective franchise will do for you, drop 


us a note. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 






BRONZE ¢ CAST STEEL FORGED STEE ee 


0-849-6 


VALVES 


OIC gives your sales- 
men complete, hard- 
hitting sales tools. They 
include the big 235- 
Page OIC catalog, the 
famous OIC Cross Ref- 
erence Chart that makes 
application of the right 
valve easier and the 
OIC Forged Steel 
Valve Catalog No. 
48FS. 





You can handle your customers’ complete valve require- 
ments. The OIC long line of bronze, cast steel, forged 
steel, stainless steel and iron valves assures the right 
valve for the job. 





OIC keeps im touch with your requirements, and builds 
stocks accordingly. Since OIC is located in the heart 
of industrial America, with ready access to the nation’s 
finest transportation facilities, your orders are routed to 
save valuable time. 
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@ The highly polished slinger dust shields on these 
two Fafnir 214” Ball Bearing Pillow Blocks tell a 
significant story. They get this polishing from operat- 
ing at 2000 r.p.m. in a dense atmosphere of #50 
steel grit ...on this main drive shaft. They have taken 
this kind of treatment... high speeds, heavy loads, 
extreme vibration and abrasive grit... 16 hours a day, 
for 214 years without replacement. 


@ Conversion of this pump, handling 900 tons of sand a day, 

to Fafnir Ball Bearing Pillow Blocks increased bearing 
service life 400‘/ and cut maintenance time for periodic recon- 
ditioning from 16 hours to 7. 


Fafnir makes a complete line of ball bearing power transmission 
units. See your Fafnir distributor. 
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@ Condensation and extremely dirty surroundings 
are the daily fare of these Fafnir 11144” Ball Bearing 
Pillow Blocks on this conveyor which carries red hot 
forgings from annealing and normalizing furnaces. 
The belt burns through every few months but the 
pillow blocks, despite extremes of heat and cold, plus 
dirt, have been carrying the load for seven years with 
absolute minimum of maintenance. 















Where to look for TODAY’S SALES 


Your customers... and plants you’d like for customers 
...are using this lull in production for modernization 
that will cut production costs. Power transmission is 
one of the big spots where these plants plan to save 
power and cut down maintenance by changing over 
from wasteful, hazardous plain bearings to ball bear- 
ing units. Fafnir has the most complete line of ball 
bearing power transmission units with well-estab- 
lished records of smoother, more accurate machine 
operation, lighter starting loads, freedom from break- 
downs and substantial savings in lubricants and lubri. 
cating time. 

Here are sales you haven’t been able to make till 
right now . . . business that plants all around you are 
practically waiting for you to pick up. Fafnir adver- 
tising is pointing out to these plants the production 
savings possible by modernizing with Fafnirs, There’s 
good business in it for you! Cash in. The Fafnir 
Bearing Company, New Britain, Conn. 


FAFNIR 


BALL BEARINGS 





MOST COMPLETE LINE IN AMERICA 
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Sixth in a series of 
Unusual Grinding 
Wheel — 








@ The delicious chocolate flavor of Hershey's % 
and other brands of chocolate, starts with the % 
grinding of the dried cocoa beans. Pulverizing 
the bean by grinding, rather than by any other 
process, retains the original flavor. 




















Whatever Your Customers’ grinding problem 
may be, Bay State can solve it. . . fast. In many 
cases the exact specifications to meet your re- 





n 

s quirements can be supplied directly from largo 

e : stocks either in Westboro or from our branch 

E i warehouses. | 

t- F | 
If you do not carry an abrasive line, i 

i , Y ‘ Y = ‘ vedi _ These mills, using fine, hard grinding wheels convert 

i : are contemplating a change, it will pay to in- the dried cocoa beans into rich chocolate liquor. 

le vestigate Bay State. Courtesy of Hershey Chocolate Corporation 

[ 

is BAY STATE ABRASIVE PRODUCTS CO. 

. Westboro, Massachusetts, U. S. A. 

. Branch Offices and Warehouses — 

f Chicago, Cleveland, Detroit, Pittsburgh. 

va Distributors — All principal Cities. = 

2S 


Tle A & 
TD | | 


Hen or werrure Ok Pergormauce Conscatently Duplicated 
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An Important(/ 


to distributors of Delta-Milwaukee, 


Pictured above are officials of Rockwell Manu- 
facturing Company and the sales staff that now 
makes up the new Power Tool Division. 


In most cases, the same sales personnel will 
contimie to serve you — though a substantial 
expansion program will require some shifting. 
The bigger staff will help us to be more readily 


available to supply you with technical informa- 
tion and to assist your sales force. 

In addition to adding men, the expansion pro- 
gram calls for the sales force to be sub-divided 
between the industrial and the consumer fields. 
The industrial group will include specialists on 
the Delta Multiplex and Crescent machines. 





Announcement| 


Delta’ Multiplex, Delta Homecraft, and Crescent tools 


Power Tool Division of 
Rockwell Manufacturing Company 


now directs sales, service, and advertising of the 
following metalworking and woodworking machines: 


* Delta-Milwaukee Machine Tools 
* Delta-Crescent Tools 


* Delta Multiplex Radial-Arm Saws 
* Delta Homecraft Power Tools 


* Crescent Woodworking Machinery 


miwaykee HOMECRAFT: 
DELTA MULTIPLEX ® 





The Power Tool Division was formed on July 
first to handle the entire output of the four 
Rockwell plants making the above products. 

This consolidation brings you definite ad- 
vantages: You deal with a siggle sales organi- 
zation, which simplifies your buying. One 
source accepts responsibility for quick ship- 
ment of your orders — and for quick action 
on service. 

Robert P. Melius, for many years Director 
of Sales of the Delta Manufacturing Division, 
heads this new organization as vice president, 
with headquarters in Milwaukee, Wisconsin. 

The Delta Sales Policy — the written state- 


ment that has protected distributors’ interests 
for years — will continue to govern our rela- 
tionship. A revision of this policy, reflecting 
the new set-up, is to be announced shortly. It 
will cover sales, advertising, freight, dealer co- 
operation, and intercu_..ge of discounts among 
dealers handling Delta, Crescent, Homecrafe, 
and Multiplex machines. 

To avoid confusion and delay, please send 
all orders and remittances — as well as requests 
for information regarding price and delivery 
on any of these machines —to Power Tool 
Division, Rockwell Manufacturing Company, 
600 E. Vienna Ave., Milwaukee 1, Wisconsin. 


POWER TOOL DIVISION 


ér3 Rockwell 


Manufacturing Company 


MILWAUKEE 1, 


WISCONSIN 








ATKINS £2.4<:ip ye 


MILLING SAWS 


When you show your customer how ATKINS 
“Curled-Chip” Milling Saws can cut milling 
costs to new lows... you are talking his language. 

Because of their greater tooth strength and 
“Curled-Chip” tooth face, Atkins Milling Saws 
allow heavier feeds and faster cutting speeds. 
The inward-curving Atkins “Curled-Chip” tooth 
gets under the chip and lifts it in a smooth, self- 
ejecting coil. There is less heat and no feed 
chatter. Chips are carried free of the cut; tooth 
breakage is practically eliminated. Cutting 
periods between grindings are greatly length- 
ened. The total result is truer cuts that need 
less re-machining— sharply lowered saw replace- 
ment and servicing costs. 

Arrange to have an Atkins Cutting Engineer 
demonstrate Atkins ‘““Curled-Chip”’ Milling Saws. 
You'll be putting your customers on the way to 
important savings —and you'll be laying the 
foundation for profitable, year-in, year-out sales. 


} 


INS Caled. Chip SEGMENTAL SAWS 


The saws that keep heavy-duty cutting on a rock-bottom 
economy basis. The “Curled-Chip” tooth form reduces 
horsepower required per unit of metal removed, elimi- 
nates chips jamming in the cut, permits narrower cutting 
widths. Worn-out teeth can be quickly replaced without 
discarding the saw. All sizes, 11-inches to 10 feet in 
diameter. 


ben Chel’ SAWS 


et 


KINS AND COMPANY VW, “tan wt ie 


Home Office and Factory: 
Illinois Street, Indianapolis 9, Indiana A i » | S 
Branch Factory: Portland, Oregon 


Atlanta e Chicago @ New Orleans © New York i a al 
Los Angeles @ San Francisco 


TTER SAWS FOR EVERY CUTTING JOB 
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TAPS 





*by the Pittsburgh Testing Laboratory 


Alo mokers of DIES 





The Certified * 


+ SCREW PLATES 
pi— STOCKS ° TAP WRENCHES 
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‘howe is no substitute for full coopera- 
tion and aggressive backing up by the 
manufacturer you represent when you're 
on the firing line of everyday selling. That's 
why we at Card do everything we can to 
help make selling easier and more profit- 
able for you. 

Take space advertising, for example. In 
1949, nearly a million sales messages are 
going out to cutting tool prospects through 
advertisements in AMERICAN MACHINIST, 
MACHINERY, MILL AND FACTORY and MODERN 
MACHINE. SHOP — the leading publications 
in the metal working field. And every 
one of these advertisements was based upon 
Card's unique sales idea: ‘The Certified* 
Cutting Tools’’ to give you a real 
competitive selling edge. 

In addition, every advertisement 
furthers your interest with the 
message “CONTACT YOUR LOCAL 
DISTRIBUTOR." 

You're backed up in other ways, 
too . . . modern merchandising 
materials are furnished you for 
your own selling efforts: tap and 
drill size charts... envelope 
stuffers . . . advertisement reprints and 
catalog inserts with your imprint to help 
you in your mailing program. 

Trained engineers, who are familiar 
with every phase of the cutting tool field 
and its problems, are ready to back up you 
and your customers so that you'll both get 
the most from Card cutting tools. 

Finally, there’s Card's progressive Dis- 
tributor Policy . .. a model of fair dealing, 
full protection and hearty cooperation. 
You'll see what we mean when you talk 
with a Card Representative. 


$.W, CARD 


MANUFACTURING COMPANY 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 












































Line that Builds Sales). 


______Here’s the golden opportunity for you to handle this nationally recognized 

line of industrial equipment—any part or all shown here. , 
| Act now to enlarge your scope of service to your customers and build a 

good, steady volume on these Ingersoll-Rand products which have many 

applications in all industries. Fill out and send in the coupon today for 

details of our Authorized Distributor Plan. Let us discuss our selective 

distribution policy with you. 


mma 


Pointing out these features will bring 
MORE COMPRESSOR SALES 


© V-Shaped Design with Individual Cylinders 





© Stainless Steel Valves 
@ 4 Piston Ring Construction 
® Totally Enclosed Centrifugal Unloader 


@ Splash Oiling and Automatic Level 
Oil Filling 


These are a few quality features which make 
Ingersoll-Rand Type 30 Compressors stay 
on the job longer and give years of trouble- 
free service. These units have made money 
for authorized I-R distributors. Type 30 
Compressors are available in single and two- 
stage models from % to 15 HP. 


Easy to Use Makes This Air-Operated 
J-10 UTILITY JACKHAMER Easy fo Sell 


Only 14 lbs. in weight, it finds many uses 
around every kind of plant for maintenance 
and construction work. With fast, built-in ro- 
tation, it saves many hours of costly, tedious 
hand drilling. It’s a lightweight with a heavy- 
weight wallop—a money-saver for your cus- 
tomers and a money-maker for you. There is 
a complete line of accessories available. 





INGERSOLL-RAND CO., Room 1360, 11 Broadway, New York 4, N. Y. Tell me more about the following Products 
: and your Authorized Distributorship 


NAME 
Type 30 Compressors Motorpumps 


J-10 Jackhamer Supirjets 
Electric Tools prey 


COMPANY. 
ADDRESS—______- 
or —$____. 
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$}.0- aad Keeps Customers 


Satiofied 


ROTARY ELECTRIC IMPACTOOL 
Sell the popular tool of today 








Triple your electric drill business by selling 
the Ingersoll-Rand Impactool. It’s the world’s 
greatest nut runner and multi-purpose tool. 





g It’s available in popular-sizes for immediate 
delivery which means more profits for you. 
" Every plant is a prospect for both production 
and maintenance work. 
SUPIRJET 
Performance Pays Off in Profits 
SUPIRJET users like the simple, compact 
ke design and rugged construction that gives 
ay them high lift performance and a steady sup- 
“ ply of water at all times. Horizontal and verti- 
ey cal models for deep and shallow wells with 
30 motors from % to 1 HP. Larger units 1% to 
~ 40 HP are also available for lifts to 400 feet. 





Make it a point to investigate this volume 
sales item. 






If You Want Satisfied Customers — 


Sell These MOTORRPUMP’S 


These heavy-duty pumps handle anything 
from water to highly viscous fluids—move 
them faster and cheaper. They are made in a 
wide variety of types and sizes for every pump- 
ing requirement; 1 to 40 HP; 10 to 1800 g.p.m.; 
heads to 600 ft. And they can be mounted hori- 
zontally, vertically or on any angle—or on a 
carriage for portability. 


\— build Your Business on the Ingersoll-Rand Line 
Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y 
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The weight and number of screw fastenings in a product can 
be reduced a fourth or more by using Chicago “Safety Plus” Socket 
Head Screws rather than standard hexagon or fillister cap screws. The 
greater strength of “Chicago” Socket Screws means that your 
customers can fasten their products more securely with fewer 


screws . . . effecting a neater, sturdier construction at lower cost. 


They save money, too, due to the consistent uniformity of 
Chicago Screw products. The most modern manufacturing equip- 
ment and rigid inspection assure a perfect fit with every “Chicago” Screw. 


When you sell your customers “Chicago” products, in quan- 
tities of thousands or millions, you can be sure they will be 
consistently true to their products. You will be selling them the 
best and most economical screw products made. 


Chicago “Safety-Plus” Products Include: 


Socket Head Cap Screws °* Socket Set Screws 
Stripper Bolts © Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for ‘SAFETY PLUS” 
Products * Hexacon Head Cap Screws * Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws * Taper Pins * Milled 
Studs * Semi-Fin'shed Hexagon Nuts °* Semi- 
Finished Hexagon Castellated Nuts. 
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MARINE 


CONSTRUCTION 


DETROIT PUBLIC LIBRARY 











KENNEDY'S sales policy 


HELPS YOU... 





HELPS YOUR CUSTOMERS! 


















FROM MANUFACTURE to the final inspection nothing 
is spared to insure the quality and dependability of 
b7 Kennedy Valves and Fittings. 


The same care and thought is extended to sales! 














That is why Kennedy Valves and Fittings for domestic 






and industrial use are sold only through a local distrib- 






utor. The prompt, informed service which the distributor 










offers, the knowledge of local conditions and local markets 
which he has, all add up to better service for users of 
Kennedy Valves and Fittings . . . and the establishment 
of a relationship that is profitable for everyone. 


* That is why Kennedy advertisements, making 
more than 2,600,000 “sales calls” per year, 
all say, “Buy from your local distributor.” 











VALVE MFG. CO. 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 








OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 





When your customers want a better 
paint that saves costs... 


You Can Recommend and Sell Permite Paints for === 


Boiler Rooms Walls Food Processing Plants Hospital Equipment Coal Mining Equipment 

Dairies Water Pipes Cold Storage Plants Farm Implements Laundries 

Bridges Furnaces Road Machinery Machinery and Equipment Tank Cars 

Stacks Radiators Ship Equipment Transmission Towers Highway Guard Rails 

Roofs Aircraft Truck Bodies Outdoor Storage Tanks Fire Plugs and Lamp Posts 
All Wood, Metal and Masonry Surfaces 





P E R M ; TE Paints have the high quality that cuts painting 
costs. They are made of 99+-% pure aluminum pigment combined 
with an EXCLUSIVE specially-processed vehicle that assures perfect 
multiple leafing, and binds the metallic flakes into a hard, smooth, 
silver-bright coat. Keep reminding your customers of Permite’s 


Get This Book! superior features, and watch the sales grow! 
It tells Where, How and Why to use 


Permite. It will help you sell more ALUMINUM INDUSTRIES, INC. -- CINCINNATI 25, OHIO 
paint. Write for a copy today. hee ; : 
The Originator of READY-MIXED Aluminum Paints 


ERMITE £2 ALUMINUM PAINTS 
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CURTIS air CYLINDERS 



















a a & 
Increase Plant Efficiency— Decrease Production Costs 
% 
: 
cg 
ae 
‘ 
Curtis Pneumatic Machinery Division of Curtis Mfg. Co. 
1911 Kienlen Ave., St. Louis 20, Mo. 
I am interested only in items checked below: 





Sea MMMRT: RMN, oi 5 rns ni tapevepasnssavatvens seskivistcerseihicae Oo buisiieeeoeunanraan 


| O Air Cylinders oR ec Near irs Se oe BE on | 
PNEUMATIC MACHINERY DIVISION DC Abr hnmprcrmnre — Bar anne cccessssscssnssenee Fee ey ee ee ree . 
of Curtis Manufacturing Company | Baca inaGemurnioniae ZOE: «1... a eee | 


000) Giesion Avseve, Gelsidess OO Minert |W... commana manda monmawe 
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How much do my abrasives cost? 











| 

















You no longer have to ask... 
SUichigan. ABRASIVE COMPANY makes it easy and 


simple to figure ...one discount... unit quantities reduced to two 


PRICES SIMPLIFIED .++Chain discounts are abandoned, to meet the 
V4 ABRASIVE BELTS popular demand of distributors.... There is only ONE DISCOUNT... it's 
easy and simple to figure both costs and resale prices. 


V4 ABRASIVE ROLLS UNIT ARRANGEMENT SIMPLIFIED -:- Instead of four or more unit 


quantities... there are now only two... up to twenty-five units and twenty- 


V ABRASIVE DISCS five units or more. This means GREATER PROFIT on all small abrasive purchases. 
It eliminates in many cases the need to build excessive inventories in order to 
Vv ABRASIVE SHEETS secure a greater discount. Your total investment is less—your profit is greater. 
This change is brought about to fully cooperate with distributors who have 
V4 LAPPING COMPOUNDS wanted a simple pricing system. Michigan Abrasive Company markets its 


quality products through distributors...in full cooperation with them. The 
relationship between manufacturer and distributor offers a pleasant and profit- 
able method of securing a worthwhile volume of abrasive business by distributors. 
It will pay you as a distributor to get full details... write today. 





MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Michigan 

















COAT BRAND 


‘ * . Ne 
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A DIRECT LINE 





The “UNBRAKO" Line of Socket Screw Products is recognized 
and accepted by Industry as definitely outstanding. These 
products sell fast and stay sold...make friends for you... 
assure a STEADY, DEPENDABLE, REPEAT BUSINESS... provide 


good profits for you. 





Complete plant facilities, effective sales promotion, consistent 
business paper advertising, and prompt, courteous service to 
you and your customers make it easier for you to sell this 


famous “UNBRAKO” line. 


Write today for further details. 








“UNBRAKO” “UNBRAKO" “FLEXLOC” “HALLO WELL” “HALLOWELL” 
FULLY FORMED SOCKET SET SCREW SELF-LOCKING NUT STEEL COLLAR STEEL WORK BENCH 
PRESSURE PLUGS WITH KNURLED CUP POINT 








STANDARD PRESSED STEEL CO. 


BOX 519 JENKINTOWN, PENNSYLVANIA 











“Serving Industry continuously since 1903 through Industrial Distributors” 
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“UNBRAKO”" SOCKET HEAD STRIPPER BOLT 
WITH KNURLED HEAD 

Knurling of the "UNBRAKO” Socket Head Stripper Bolt 
head allows for a fumble-proof grip—even if the fingers 
and the head are oily—thus materially speeding pro- 
duction. Preferred by die-makers everywhere. Useful 




























for many machine applications. 





“UNBRAKO"” KNURLED SOCKET HEAD 
CAP SCREWS 


The Knurled Head of the "UNBRAKO” Socket 
Head Cap Screw speeds assembly, because it 





provides a slip-proof grip, even if the fingers 
and the head are both oily. Therefore, you can 
screw this “UNBRAKO” in faster and farther 


, before a wrench becomes necessary. Full range 
of sizes from # 4 to 1%" diameter. 
“UNBRAKO” DOWEL PINS 
(Precision-Ground) 
“UNBRAKO” Dowel Pins are “tremendous trifles” 
of a thousand uses in Industry. Made of special 
analysis alloy steel, hardened and precision- 





ground to uniform and extremely close tolerances. 





Available from stock in complete range of stand- 
ard sizes. TWO “repair” sizes for extra useful- 





ness: .001'’ and .002”’ oversize. 






~ 
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That's right! DOWELLVALVES really 


Every day, the cost of production is becoming a more 
important factor... and maintenance is a major item. 


Take, for example, the cost of maintaining flow control 
equipment. By installing Valves that are properly de- 
signed and made of materials best suited to meet the 
exacting requirements of the service in which they are 
to be used, important savings in wages paid to mainte- 
nance crews can be made and, above all, costly shut- 
downs, resulting in loss of production, are avoided. 


To build valves that give long, trouble-free service has 
always been, and will continue to be, the prime con- 
sideration of Powell Research and Engineering. Powell 
Valves “‘stay sold”. Smart Distributors know what that 
means in terms of satisfied customers. 


Fig. 190—150-pound tron Body Bronze 
Mounted ‘‘Irenew” Globe Valve. Has 
screwed ends, union bonnet and regrind- 
able, renewable, wear-resisting ‘‘Powell- 
ium” nickel-bronze seat and disc. > 


Fig. 560 — 200-pound Bronze 
Regrinding Horizontal Swing 
Check Valve. Screwed ends, 
screwed-on cap and regrind- 
able, renewable bronze disc. 


Powell Valves are made in Bronze, fron, Steel and 
a wide selection of Corrosion-Resistant metals and 
alloys. Valves of every type—Globe, Angle, Gate, 
Check, Non-return and Flush Bottom Tank Valves— 
are included in the Complete Powell Line. 


‘ 


Fig. 375 — 200-pound Bronze 
Gate Valve with screwed ends, 
inside screw rising stem, union 


Fig. 1708—200-pound Bronze Globe 
Valve with screwed ends, union bon- 
net, renewable, specially heat treated 


stainless steel seat and regrindable, Th W il C Ci 4 4 22 Ohi bonnet and renewable wear- 
“ € m. owe 0., incinnati © 10 resisting ‘‘Powellium” nickel- 


renewable, wear- resisting *‘Powell- 
bronze disc. 


a DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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a firmer grip 
On your 
customers 


with the Sacoes approach! 


Rule No. 1 for successful selling in a buyers’ market, or any other, is to 
arouse the interest of your prospect. Fundamental, you say. 
Right! That’s why you’re safe when you use the Jacobs approach. 
Mention Jacobs Chucks and you’re talking any prospect’s language. For, 
although he may be only a prospect for other of your lines, nine times out of 
ten he’s a satisfied customer as far as your Jacobs line is concerned. 

That’s a fact. Few items in industry today enjoy such universal acceptance 
as Jacobs Chucks. There’s a reason. No other chuck can match the 
rugged grip and accuracy of a Jacobs .. . and everybody knows it. 


CONSISTENTLY ADVERTISED 

Jacobs makes it easier for you to win 
and hold customers by reminding them in 
their favorite business papers that Jacobs 
is ‘foremost in chucks — firmest in grip.” 
So, open up with Jacobs Chucks and put 
prospects in the buying mood all along the 
line. The Jacobs Manufacturing Company, 
West Hartford 10, Connecticut. 


‘é No 

SACO 
"Ce, in? <= 
If it’s a JACOBS...it holds 
business for you 
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How to pick up more Abrasive Business in the 








$ Billions — 
“ 
CONSTRUCTION CONTRACTS 1935-1949 20- 


Estimated 
Total 


Engineering Construction 
Pp Reported by ENR 


w 
l 








I a a ale ames cee ee aa 








1945 ‘48 ‘49 
Estimated 


Abrasives by 


” “Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 
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Facts and figures point up the importance of 
this market for abrasives. Because of its local 
nature, it is tailor-made for distributor service. 
Because of its volume and scope it offers excel- 
lent sales opportunities for abrasives of all types. 


Dollar-wise, construction of all kinds topped 17 
billion in 1948... is heading for an estimated 18 
billion during 1949. According to the authori- 
tative Engineering News-Record, engineering 
construction alone for 1948 exceeded 1947 by 
25%...tiding a back log of proposed projects 
large enough to support six years of heavy con- 
struction at this rate. 


A complete line of abrasives... from coated 
products for floor finishing to wheels for cut- 


ting pipe, bars and other materials...is required, 
in a steady flow, for these projects. The buyers 
are contractors, constructors and staff engineers. 
They want abrasive products...of known quality 
...upon which they can depend to do the re- 
quired job quickly—at low cost. And they buy 
these products locally...as near to the job as 
possible. 


CARBORUN 


Abrasives by CARBORUNDUM are the only 
complete line available to this industry. Even 
more important, they carry a name known and 
respected for products that deliver uniformly 
high performance. Therefore, in talking abra- 
sives by CARBORUNDUM, you have the 
advantage of handling the best there is. And 
steady promotion keeps your market aware of 
this fact. 


Your local construction market is large enough 
to call for an appraisal of its abrasive profit 
possibilities. By going after this business, you 
can build volume and turn-over that repays 
you many times for your planning and selling 
effort. The Carborundum Company, Niagara 
Falls, New York. 


TRADE MARK 
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Quickly and Accurately _— 


Counts R.P.M. of Shafts 
and Other Revolving Parts 


Engineers can make constant efficiency checks of motors, 

generators, machines, spindles and line shafting with this 

handy precision instrument that quickly and accurately regis- 

ters R.P.M. To use, simply press against the revolving object 

and time one minute, using any watch with a second hand. 
The counter will then show the ex- 
act R.P.M. The exclusive Veeder- 
Root spring clutch allows the oper- 
ator’s attention to be given to the 
watch instead of the counter .. . 
eliminates need for a stop watch in 
timing. Individually boxed in color- 
ful 6-unit, display cartons. Com- 
pletely descriptive consumer fold- 
ers furnished with orders. 





A compact precision counter that counts anything that can 
be seen. Invaluable for counting inventories, traffic, at- 
tendance, production units, packages — anything you can 
see. Held in comfortable operating position by means of 
a finger-ring. A slight pressure on the operating lever 
adds one additional count. Totals [7 @eAy 

are quickly returned to zero by 
turning the reset knob. Colorful 
display carton contains six individu- 
ally boxed Veeder-Root Hand Tally 
Counters. Sales-getting consumer 
folders furnished with orders. 


Be sure to stock these two popular items — Mail Coupon Below 


Veeder-Root 


VEEDER-ROOT INC., HARTFORD 2, CONN. L 
Please send complete information and discount sheets on: 


(0 Veeder-Root Clutch Speed Counters 
( Veeder-Root Hand Tallies 
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‘THEY BUY from this Catalog 










This catalog has 
wide distribution 
among your 
customers as a 
result of Williams 
advertising to 
industry. 






FOR 
BIGGER 
WRENCH 
VALUE. 
aud 
BETTER 
WRENCH | 
PERFORMANCE 


i : 





(This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. Qyueibulors Locryuhere 
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... fora FAST: PAYOR: 
sell WH ABRASVE, 





THESE GLEAMING 
ROLLS of stainless steel were 
polished with especially devel- 
oped Jewel Silicon Carbide 
paper belts . . . belts that cut 
faster and last longer, because 
the abrasive is cemented to a 
strong paper backing with 
Bondite . . . a powerful, heai- 


resisting adhesive. 


JEWEL ABRASIVES 
cut costs and speed up opero. 
tions on the brake shoes tho 
stop our trains. Here tough 
fast-cutting, heat resistan 
Weldisks permit faster grinding 
safely! Weldisks will not cw 
or warp — are noted fy 
their outstanding durability. 





HERE'S A 3-WAY 
PROBLEM licked by AP 
Engineers. An abrasive was 
needed to finish stainless steel 
carving knives with cocobolo 
wood handles, and brass rivets. 
Jewel Silver Streak cloth belts 
outperformed all other abra- 
sives on this unusual combina- 
tion of materials. 


AP ENGINEERS recon. 
mended Silver Streak belts for 
phenol plastic switch plate: 
Silver Streaks cost no more tho: 
previously used belts, did 25 
more work, and eliminated 
spoilage. Like all Jewel belt 
they have AP's exclusive 
smooth-running Velvet Joint. 





ONE OF THE WORLD'S 
LARGEST manufacturers of 
record players uses Jewel 
Natural Garnet to bring out 
the beauty in the fine wooden 
cabinets. Jewel Garnet does a 
better job than synthetic grits 
and does it faster .. . because 
Jewel Garnet is specially pro- 
cessed for faster cutting. 





PLYWOOD, now used mon ¥ 
than ever by the boating ir 4 
dustry, can be finished faste i 
at amazing savings, by Bonde 
Garnet Fibre. This productofy 


boosting abrasive for dnt 
sanders lasts up to 8 tims 
longer than ordinary garnt! 





Becau 
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aiter 
canno 
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ally | 
for sp 
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Here ¢ 
( the m«¢ 
where 
have : 
If you 
prospe 
ing pri 
Sales 
out a 


profita 


@ The ii 
page 
current 
ing fe 
metal 


and in 


n tough sanding jobs 


Because we are geared for prompt delivery on 
special orders, Jewel Distributors are able to go 
aiter profitable business that other dieniinon 
cannot handle. And the quick solution of a cus- 
tomer or prospect’s, tough sanding problems usu- 


ally leads to orders for stock items as well as 
for specialties. 

AP’s experienced Sales Engineers are continu- 
ously developing new business, new products 
that convert into additional sales for Jewel Dis- 


Here are a few examples of 
the many unusual applications 
where Jewel Coated Abrasives 
have saved time and money. 
If you have a customer or 
prospect with a special sand- 
ing problem, call in one of our 
Sales Engineers. He will work 
out a solution thot will prove 


profitable for you. 


@ The illustrations on opposite 
page were reproduced from 
current Jewel advertising, work- 
ing for you in the leading 
metalworking, woodworking 


and industrial magazines. 


e 
WRITE FOR YOUR COPY 
OF THE NEW 1949 
CATALOG and PRICE LIST 


tributors. If an AP Sales Engineer is unable to 
recommend a stock item for a job, he will work 
out a special solution. Often these specialties prove 
to be so popular that they are added to our long 
list of stock abrasives. 

It is this extra service and know-how, backed 
up by the ability to deliver the goods, that builds 
faith in Jewel Products, and pays off in profits 
for Jewel Distributors: Abrasive Products. Ine., 
South Braintree 85, Massachusetts. 


THE: TREAT 
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You are our sales manager 


Raybestos-Manhattan relies 100 percent 
on the industrial distributor for all sales 


of R/M packings for maintenance. 














RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. 


FACTORIES: 
Bridgeport, Conn.; Manheim, Pa.; 
No. Charleston, S.C.; Passaic, N.J. 





RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings « Asbestos Textiles » Mechanical Rubber Products 
Abrasive and Diamond Wheels « Rubber Covered Equipment » Brake Linings + Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose » Powdered Metal Products + Bowling Balls 














os eo 
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Tf ... choose from 
>» this Complete Line of 


RSE REAMERS 





IS CUT TO EXACT SIZE when 
MJo the job...and when adequate 
hole. For Morse makes reamers 
and deep enough to clear chips 

ing or scoring of the surface. 
all types of reamers, for use in 
s metals...and in all sizes, from 
@ the huge, husky tools used in 
ral work. Straight flutes are fur- 
al use. But where you need smooth, 
performance (as in taper pin reaming) 
d types should be specified. Let your 





BRANCH WAREHOUSES: NEW YORKe 
DETROIT e CHICAGO e DALLAS @ ; 
SAN FRANCISCO coca 


This advertisement also appears in leading industrial magazines . . . backing up your sales effort, 
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Corning Mill Supply Glassware 
PACKAGED AND ADVERTISED TO HELP YOU SELL 


IT'S BEST 
BY TEST! 


There is a large, profitable market for it. glasses, 
sight glasses, lubricator and oil cup glasses and similar 
mill supply glassware. Corning has helped to build this 
market through better products, packaging and sales pro- 
motion. Are you taking advantage of your opportunity ? 

We suggest that you check immediately with your 
nearest Corning stock-carrying distributor (write 
Corning for name and address) to see how you can 
build up your business in this line. Gauge glasses are 
used in large volume on boilers, tanks, steam engines, 
pressure vessels, etc. Almost every industrial plant and 
commercial building require them! 


The Most Complete Line of Mill Supply Glassware 


- PYREX and CORNING brand tubular gauge glasses will handle 
sieam pressures up to 350 p.s.i., depending upon type and size. 

2, MACBETH brand flat gauge glasses—good for steam pressures 
up to 1,500 p.s.i. 

3. PYREX brand sight glasses for ovens, absorption columns, re- 
action kettles, furnaces, pressure vessels, stills, tanks, etc. 
—up to 300 p.s.i. 

» PYREX and CORNING brand oil cup and lubricator glasses for 
rugged service conditions on machine operations. 


IT'S PACKAGED 
FOR EASY STOCKING 
AND SELLING! 


Corning constantly promotes its mill supply glass- 
ware to all important industry users. Besides Pyrex 
brand glassware is known throughout America from 
years of advertising in such leading publications as the 
SaturDAY EvEentine Post. You have everything to 
gain by stocking the Corning line yourself. Act today! 





=~ 
IT’S ADVERTISED 
CONSTANTLY TO 
YOUR CUSTOMERS 





~~. 


é (O° NRG 
\( PYREX |} 


Stocked by leading Industrial Suppliers everywhere 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + 
‘ LABORATORY GLASSWARE + OPTICAL GLASS + GLASS COMPONENTS 


CORNING GLASS WORKS e CORNING, NEW YORK 


SALES OFFICES: 


INDUSTRIAL SUPPLY GLASSWARE 


NEW YORK « CHICAGO « SAN FRANCISCO 


GLASS PIPE * LIGHTINGWARE + SIGNALWARE 
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CARBOLOY’S NEW TOOL MANUAL 


... @ “best-seller” with your best customers 


Manian 


ONE-VOLUME REFERENCE LIBRARY 
With over 800 practical illustra- 
tions, Carboloy’s new tool man- 
ual gives the latest approved 
recommendations on such sub- 
jects as grinding, design and 
application of carbide tools. 


SECTION 


Nie det salar ai 
Py i 





J 


SECTION 7 


,, JECTION i 


Joo! Contro| 


and 
Method 
Selection 


This information-packed tool manual, the latest addition to 
Carboloy's hard-hitting sales-aid program, will help you get... 


7ou’vE got a “best-seller” working for you today 
if you’re a Carboloy distributor. 


It’s the recently released Carboloy tool manual, 
the only one of its kind made available to the metal- 
working field by the carbide industry. 


This new 200-page manual is one more phase of 
Carboloy’s continuing policy of furnishing the most 
helpful technical literature in the carbide field. 
Over three years in preparation, it’s comprehensive, 
complete, practical. It gives your customers the 
answers to over 3000 questions related to carbide 
tool use. More than 15,000 direct requests have 
already been received for this book, plus many 
thousands more through distributors. 


More telling-selling aids, too! 
This manual is another chapter in Carboloy’s 


 CARBOL 


CEMENTED CARBIDE 
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extensive, up-to-the-minute technical information 
program. This program is a real working aid that 
makes it easier and more profitable for you to sell 
Carboloy. It includes catalogs, manuals, direct-mail 
pieces, training films and even a training school for 
your customers. 


Manufacturers and tool engineers realize that 
Carboloy literature offers the latest word on the 
correct use of carbide tools. Carboloy’s policy of 
furnishing such “best-selling” literature to them 
will pay off for you in increased sales and profits. 


CARBOLOY COMPANY, INC. 
11131 E. 8 Mile Bivd., Detroit 32, Michigan 
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THE CARBIDE 
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Gee, my boss was right 
... this Handiwinch 
is the greatest little 
door-opener I ever saw. 











The Sale’s a cinch with HANDIWINCH! 


Works like magic. Just mention you’re the Handiwinch man 
and zingo! buyers’ doors fly open. Know why? Because there’s 
scarcely a one of your customers who hasn’t read in his fa- 
vorite industrial magazine about the tough, sturdy little 95 
pound portable winch that gives one man 10,000 pounds of 
lifting or pulling strength. 
Any company in your territory that has heavy loads to lift 

Alll steel construction, yet weighs ; , or pull needs a Handiwinch ... or two. And you can sell them 

only 95 Ibs. Wire rope capacity 175 ft. (%"), - f if 

Capacity 10,000 Ibs. in “low” 475 ft. (*"). for immediate delivery. 


gear and 1900 Ibs. in “high" gear. Hand brake, free spooling, many ° 
Cut steel gears throughout. Self. “big hoist’ features. You bet Handiwinch opens doors . . . and order books, too. 


jubricating bronze bearings. Also available with 24" drum. 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 


American Blocks and Sheaves 
All types and sizes, from 12 to 250 tons. ; ees 
‘locks feature ARMORED CONSTRUC- Pee eee: 82 as Sane, 2. 
‘ION with thick side plates, heavier pins Sales Offices: NEW YORK * PITTSBURGH * CHICAGO 
end axles, forged steel hooks and shack- 


|_s, precision-grooved sheaves. AMERICAN HOIST & DERRICK CO. « St. Paul 1, Minn. 


Please send me sales-boosting literature on 


() American Handiwinch () American Blocks and Sheaves () Crosby Clips 


SEND 
Genuine Crosby Clips COUPON 


For wire rope from Ye to 3 inches. They're - 
crop-forged and hot-dip galvanized for © NOW FOR 


| 

| 

| 

NAME 
extra strength and service. Precision thread- = LITERATURE ; 

| 

| 


COMPANY 
ADDRESS 
CITY 


d bolt, extra high wings. Nationally TO HELP 
dvertised for easy sales and high profits. © YOU SELL 
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SKIL Drivers and Nut Runners... 


give you the right types, sizes and designs to sell every prospect! 


It pays to push SKIL 

Drivers and SKIL Nut Runners 

in assembly-line plants. This 

big, complete line meets all their 

needs ... giving you more pros- 

pects, more sales, more profits. 

But don’t overlook your 

smaller customers! SKIL Drivers and 

SKIL Nut Runners speed hundreds 

of jobs besides those on production 

lines. So fast, so powerful, so easy- 

to-handle . . . they're easy-to-sell. 

And one sale makes others for you. 

9 times out of 10! 

Write today! We’ll tell you 

promptly if there’s a SKIL Tools Dis- 
tributor Franchise in your territory! 


All models available 
: } r SKILSAW, INC. 
with = 


P . 5033 Elston Avenue, Chicago 30, Ill. 
reversing switches Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 
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the Norton ABRASIVES Line 


. « « the Complete Abrasives Line 





Adequate Stocks 


At the mile-long Norton plant in 
Worcester and on the shelves of the 
Norton branch warehouses in five im- 
portant industrial centers the stocks of 
grinding wheels and other abrasive 
products are larger and more varied 
than ever before in Norton history. 


Progressive Research 


The Norton research laboratories at 
Worcester and at the Chippawa elec- 
tric furnace plant are the largest and 
best equipped in the grinding wheel 
industry. The staff of over 135 scientists 
and technicians is constantly develop- 
ing new and improved abrasive and 
grinding wheels to reduce your 
customers’ grinding costs. 


ES,a Norton distributor can take care of all of his customers’ grinding, polishing 
and tumbling needs. He doesn’t have to turn profitable business away to other 
distributors who carry a wider variety of grinding wheels and abrasives. 


NORTON COMPANY, WORCESTER 6, MASS. 





Skillful Engineering 


Norton abrasive engineers and field 
engineers, supplemented by specialists 
from Worcester, are available the 
country over to help distributor sales- 
men in solving grinding problems and 
in selecting the most efficient wheels 
for their customers’ grinding jobs. 


Aggressive Advertising 


Attention-getting advertisements in 
over 60 technical publications, exten- 
sive direct mail, a vast library of in- 
formative literature, instructive motion 
pictures, striking trade show displays 
—all of these combine to keep the 
Norton name constantly before grind- 
ing wheel users the world over. 





Behr-Manning Corp., Troy, N. Y., Manufacturers of Coated Abrasives, and Norton Pike Co., Littleton, N. H., Manufacturers of 


Sharpening Stones, are Divisions of Norton Company 
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A MUST for 


your showroom 
* 


Mill supply distributors find 


this attractive, full-color COMPOUND achioy ao 


POVROE wi 
Stee, 
MOM MEET ty * rte 


panel display a helpful sales- 


getter for their show- & & 
FRW 


rooms. All of the necessary 


OS Connon 
specifications and ru 
: P . 7 FOR STRAIGHT Currys 
information are printed 


beside each pair of \ 
WISS snips mounted on 

the panel. It is a powerful 

self-seller requiring 

little floor space... only 


24)4” wide and 53” high. 


Colors—two-tone green i , ; 
with gold copy panels and ff € 
BLASS 


red trade-mark decora- i 3 REGULAR ae 
{ i ay Fon 


tion. Order WISS No. 1 TRAIGHT CUTTing 
Snip Panel. 





J.WISS & SONS CO...NEWARK 7, N. J. 
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A Zcce PROFIT-MAKER 


from all angles... 


AMERICAN REDUCTION DRIVES 


now available for 


VERTICAL APPLICATIONS! 











Its SIMPLIFIED DESIGN 

prices it 30% to 50% 

BELOW other Vertical 
Speed Reducers! 


All the advantages of American 
Reduction Drives now incorporated 
in this new Vertical Speed Reducer ! 


Any driven speed below 154 r.p.m. 


from standard, stock parts! , , . . 
For complete information on the design, construction, 


75% LESS headroom required... specifications, and selection of the unique American 
the Speed Reduction Unit mounts Reduction Drive for vertical applications, drop us a 
right on the shaft of the driven line, now. 

machine! 


@ No special supports or brackets! The Cnerican Jadley Company 


@ Primary belt drive cushions damag- 4218 WISSAHICKON AVE. e PHILA. 29, PA. 
ing impact of starting and shock 
loads! 


@ Quick, easy speed changes! 


@ 1/3 LIGHTER than other vertical 
reducers! 


Interchangeable bushings permit 
easy installation and relocation! 
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Westinghouse 


hh 




















Since the war, Westinghouse 
has scored 35 firsts 
in producing new and 
improved light sources. 
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AND LAMP REPLACEMENT 





TIMES AS LONG! 


-o - YET COST NO MORE! 


@ Now Westinghouse fluorescent lamps will last 
214 yeors in average store installations . . . 3 years in 


average one-shift office or factory installations. 


This amazing increase in life was engineered into 
Westinghouse fluorescent lamps many months ago. 
Since then they have been under strenuous life tests 
—tests that cannot be hurried. Now the results are 
in and they prove that Westinghouse lamps last 


three times as long as before! 


Save on lamp replacements. One of the new 


Westinghouse lamps burns as long as three did 
before. 

Save on lamp maintenance. Time-consuming 
work in replacing burned-out lamps is sharply 
reduced. 

Light output, too, has been consistently improved 
during the past years. Now Westinghouse fluores- 
cent lamps burn brighter and last longer than ever 
before. So, when you buy lamps, always specify 
Westinghouse. Lamp Division, Westinghouse Elec- 
tric Corporation, Bloomfield, New Jersey. 


YOU CAN BE SURE...IF ITS 


Westinghouse 
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WHY THERE’S 


IN THIS SOCKET 


Tell your customers: 


Designs can be more compact—narrower 
flanges and streamlined surfaces . . . Assem- 
bly work can be speeded up—with internal 
wrenching . . . Fastenings can be made more 
securely ... When they use Bristol’s Socket 
Head Cap Screws. 


Made from a special alloy steel, heat- 
treated, they give the strength that in other 
fasteners might call for a “custom job”’. 


Conforming to Class 3 fit, they assemble 
easily, mate tightly with the tapped hole. 


And you can also talk about Bristol’s 
complete line—choice of Hex or Multiple- 
Spline socket screws ... cap or set... 
National Fine or National Coarse Threads 
... sizes from No. 4 wire to 1 in. diam. 


Bristol Advertising 


builds preference for the extra values in : Peng 
Bristol’s lex Socket Screws . . . searches out 

new prospects for Bristol’s Multiple-Spline 

Socket Screws (offer of free sample creates 

leads for distributors). And Bristol’s ‘‘corre- 

spondence course’”” on socket screws helps eR MAR 

make sales easy. Ward (ACE RING 


HASING 
. 


oO a ail 


aia 


A Bristoi representative will tell you more 
about our 100% distributor policy . . . profit 
structure . . . promotion plans. Write: THE 
BRISTOL COMPANY, Mill Supply Divi- 
sion, 126 Bristol Road, Waterbury 91, Conn. 


wage 


s es 





Multiple-Spline and Hex Socket Screws... Cap and Set 


BRISTOL'S 


Only with Bristol Con You Sell the RIGHT EG OQOCKET SCREWS 


Socket Screw for Every Application 
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4 1S THE WORD FOR 


GSES 


INGERSOLL 


Alloy Steels « Armor Plate « Clutch 
Plate Steels « Tillage Steels + Soft 


' eek - Center Steel + Shovel Steels - Knife 
: oe Steels « Saw Steels, including 
, = "4 ~—_— Hack Saw Blade Steels » TEM-CROSS 


Steele Stainless Steels e INGACLAD 
Stainless-Clad Steel 





“f \ 


a9) salt i: ks, 





t 

&. 

é Borg-Warner Corporation 
‘ New Castle, Indiana 

t y 

} ‘ Plants: New Castle, Ind. * Chicago, li 
"i 


Kalamazoo, Mich 


BASIC SALES-BUILDING 
e ee FORMULA FOR YOU! 


— 


The formula M = PT (Morse means Power Transmission) 
is becoming the buy-word with your customers—the men 
who count! 
The reasons key men specify Morse Power Transmission 
equipment are the same reasons you should stock and sell 
the sales-building Morse line. The reasons: 
1. Morse Chain produces the finest and most complete 
line of power transmission products—silent and roller 
chain drives, clutches, couplings and driveshafts. Wide 
- choice of sizes, capacities, ratings! 
2. Cost per unit of Morse Power Transmission equip- 


ment is low due to mass-production with automatic 
machinery! 
3. Each Morse product is backed by a 51-year record 
of specialization in precision engineering and crafts- 
manship! 
4, The application experience of Morse Power Trans- 
mission engineers is readily available! 
There’s an extra margin of profit for you in dealing with 
a single source of supply. You get undivided responsibility, 
and a resulting simplification of your work. Sell the com- 
plete Morse line! 


Typical Application of Morse 
Power Transmission Products 


Morse-Formsprag Clutch Cou- 
plings combine full complement 
Morse-Formsprag over-running 
clutches and Morse flexible cou- 
plings. The over-running clutch 
automatically engages when torque 
is applied and automatically dis- 
engages when torque ceases. The 
automatic action is instantaneous 
to protect equipment in the event of 
failure of either engine. The Morse 
flexible couplings compensate for 
misalignment. M—=PT (Morse 
means Power Transmission). 








PULLING 





Morse Silent Chain drives are adaptable to 
high velocity applications because of the rocker 
joint. Movement in each joint is confined to a 
rocking action—all rubbing or sliding motion is 
eliminated. This fact explains why Morse Silent 
Chains are capable of high velocities and require 
6) less lubrication ... why M=PT (Morse means 
Power Transmission). 








b= 


hess 











Two high speed diesel engines 
compounded by means of Morse, 
high velocity silent chain drives 
and driving an alternating cur- 
rent generator. 
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* * MORSE DISTRIBUTOR NEWS! x x 





Two new, aggressive industrial distributors have been 
added recently to the Morse distributor organization: 


GENERAL CHAIN AND BELT COMPANY 
276 Lafayette St. ° New York, N.Y. 


LINDSAY OBERHOLZER & COMPANY 


4432 Ridge Avenue + Philadelphia, Penn. Morse Morflex Radial Couplings with resilient, preloaded 


rubber “biscuits” assembled radially, are raggedly con- 
structed, and are torsionally flexible. Morflex Radial Cou- 
plings compensate for misalignment, absorb shock and dampen 
vibration. These qualities result in smooth, vibration-free 
power transmission. M = PT(Morse means Power T ans- 
mission). 


The personnel of these organizations have had many years 
experience in the specialized field of power transmission 
application. This experience, plus Morse products, add up 
to outstanding customer service for the New York and 
Philadelphia areas. 
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P & Morse Roller 
f . Chain Drives } 
. . a Morse Silent 
& Chain Drives , 
? Morse Roller 
/ i!) «6Chain Couplings 


Morse Silent 
Chain Couplings 


Morse Morflex 
Couplings 


Morse Morflex 


PIE Radial Couplings 


Morse Morflex 
Drive Shafts 
f ‘\e Morse-Formsprag 
. Clutches 
Morse-Rockford i 
Clutches 


= -_ 
ee , Morse-Rockford 
~- Pullmore Clutches 





Transmission 


Get the story about the related line of Morse Power 
Transmission products right away. Send for information, 
data and specifications on the complete line of Morse 
Power Transmission products. 


Morse Chain Company 
7601 Central Avenue, Dept. 407, Detroit 8, Michigan 


Gentlemen: Please send me information, data and specifications 
on the complete Morse line. [] 
| am interested in learning more about why | should 
handle the Morse line. [1] 
MECHANICAL ian 


POWER TRANSMISSION 
PRODUCTS siaitina 
Address__ 
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PRECISION-MADE 
to assure satisfied 


customers and 
REPEAT ORDERS 


For 50 years, industrial distributors have found our 
“American Swiss” Files to be fast-selling, repeat-order 
tools because of their uniform excellence and the 
quicker, better filing work which they do. 


With our line of AMSWISS Files, distributors can offer 

‘their trade American-Pattern Files of highest quality 
in a complete range of types, cuts, and sizes . . . each file 
guaranteed to be uniformly hard, with keen, clean-cut 
teeth and perfect in every respect. 


As in the case of all of our products, we give 100% 
cooperation to distributors of these tools. Write for 
full information and prices on these profit-makers. 


SWISS FILE & TOOL CO. 


: o 
ae ~ i OE a i ae Se 


ALSO MILLED CURVED TOOTH FILES, ROT 


a 


= 


ARY FILES, A 
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ND MECHANICS’ HAND TOOLS 








It’s a light, 
Powerful 

8”Saw Sensation 
that’s going to 


SWEEP 


the market! 


Take a good look at this Guild 8" 
beauty! Because it’s the saw that’s 
going to spin through the trade like a twister! It 
has everything today’s market demands—the 
quality—the performance—the price. Rings the 
bell over and over again—for sturdiness—power 
—speed—balance—ease of operation—weighs 
only 14 lbs. 


Watch the sales ring up on this big value item. 
It’s getting extra-heavy advertising in the 
Saturday Evening Post and many other national 
publications. More, you’ll receive point -of-sale 
aids, newspaper ads, radio announcements, dis- 
play cards, mailings—all free with initial order. 


So don’t be caught asleep at the switch. Line 
up for bigger profits. Several good dealerships 
still open. Ask for franchise proposition today. 


EASIER TO HANDLE thanks to 
EXCLUSIVE 3-WAY BALANCE 


NO TIPPING! Hold your Guild Saw this way—note 

that it will not nose down as many saws do. It’s in a 

- horizontal, balanced position—all set for easy appli- 
a cation and true cut. 


NO VEERING! Place your Guild Saw this way 

on a narrow straightedge—note that it does not 

topple sidewise. Again, it's balanced—no veer- ml 
ing or cramping. 


by a string. Note how it starts without a 
dangerous ‘‘power jerk’’ or twist—instead, it's 


¢ 
NO TWISTING! Now, suspend your Guild Saw -) : 
always correctly centerpoised. 


PORTER-CABLE MACHINE CO. 


1809 N. Salina St. Syracuse, N.Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 


= 


Now, an 
8” SIW 


at only 

















Match these features with any o her saw 
anywhere near the price—if you can... 


Saws lumber, plywood, composition, plastics, 
transite, etc. 


Abrasive wheel cuts sheet metal and light bars; 
scores tiles, brick, etc. 


Ventilated by unique turbine fan. 


Sawdust or grit cannot work back into motor or 
bearings. 


Air from front opening keeps cutting line clear. 


Blade is on right side . . . easy-to-guide, safe 
location. 


Knob raises or lowers blade for any depth cut 
between 1” and 274". 


Extra-broad base for steadier rest on work. 
Helical gear power drive. 

Saw arbor and flange one-piece steel. 

Safety, retractable blade guard. 

Comfort-grip handle with double-pole trigger 
switch. 

Guaranteed against defective material and work- 
manship. 


Special: A-8 Saw, tilting attachment for 
angle cuts, and metal carrying case — 
all for only $99.95. 
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rHere’s VIBRATION: 


CHAMPION Vibration Service Lamps are specially 


FOR ROUGH, engineered and constructed with filament mounting 


and super flexible filament entirely different from 


TOUGH SE RVICE ? that of ordinary lamps. They stand up under severe 


and sustained vibration. 





HERE'S WHERE 
YOU WANT REAL 


CHAMPION 


PERFORMANCE 


Maintenance 
-- Modern Industry 
WHEN Mill & Factory 


THERE'S SMOGK— Perchalinn: 


Asx Your INDusTRIAL OR CHAMPION Rough Service Lomps are just what the Industrial Equipment News © 
doctor ordered for locations subject to sudden 

Exectricat Suppty House for shocks or bumps, as when used with extension cords. Electrical World 

As many as sixteen scientifically designed supports 


these Ciiampion Special cushion the filament. Electrical Construction and. 

Service Lamps, or ask us to Maintenance 

put you in touch with the Electrical Equipment 3 

supplier nearest you. iluminating Engineering a 

New England Electrical Ne 

‘ CHAMPION Lamps. mean. 
lamp accounts, new lamp p 
for you. May we tell 
Champion story. 





CHAMPION 
LAMP WORKS | 


Lynn, Massachusetts THERE’S SPh ASK 


CHAMPION Hard Glass Lamps are specially de- 
A DIVISION OF signed for locations exposed to weather, moisture 
CONSOLIDATED ELECTRIC LAMP CO. or splashing. 
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THE LUFKIN 
TELESCOPING GAGE 


An exclusive design feature is the double telescoping action of the plungers. 
As a result, the handle is always centered giving perfect balance and “‘feel”’ 
so essential to accuracy. 


[UFAIN Telescoping Gages and 





& 


, Measurements down to one * Each gage has its own handle sized in 


* thousandth inch or less are takeg., direct proportion to its plunger range, 
from the gage with a Micrometer’ assuring perfect balance found in no 
“% similar gage. 


Available individually or in sets packed 
in a durable leatherette case. Range 5% 
to 6 inches, 


Take Quick, Accurate 
Inside Measurements 


From '/g to 6 inches With These Two Lufkin Tools 


@ Skilled mechanics everywhere are finding the Lufkin Tele. 
scoping Gage and the Lufkin Small Hole Gage essential companion 
tools in the well-fitted efficient tool kit. They simplify the taking 
of difficult measurements, such as, measuring deep within the 
hub of a gear or small hole diameters where the use of an inside 
micrometer is impractical. 


Notice these features which you will instantly recognize as impor. 
tant time and error 





















Ideal companion tool for measuring 
small holes or slots below the} 
inch range of the Telescoping Gage. 
Simply insert ball end in hole- 
turn knurled knob until right “‘feel” 
is obtained—then measure ball end 
with Micrometer. Gages have ball 
ends flattened off close to center 
line which permits gaging shallow 
holes or grooves. Provision is also 
made whereby travel of the expand- 
ing cone is stopped at both the 
extreme open and closed _ limits 

of the gage preventing 
. breakage. Available indi- 

vidually in four different 

sizes, or as a complete set 

with range of 1% to inch. 











MEMO TO DISTRIBUTORS 


Reports from our distributors in all parts of the country indicate that Lufkin 
an advertising is bringing in an ever increasing stream of new prospects and 
buyers for the entire Lufkin line. 


This great campaign marks a new chapter in Lufkin history. This is the 
first time every level of buying influence has been reached with powerful, 
convincing selling messages. They are now appearing in leading management, 


A LH f Kl, iN industrial and consumer publications, including millions of Rotogravure 
LB Sections of the big city newspapers delivered into the homes of users. 


Make sure of capturing your share of this increased business by tying i0 


PRECISION TOOLS e TAPES e RULES locally with this far reaching national advertising campaign. 


. THE [UFAIN fpuLe [0. .. Saginaw, Michigan @ WNew York City @ Windsor, Canada 



























|  NEOPRENE-COVERED HOS 
WINS OUTDOOR EXPOSURE TEST 


a by far the best we have ever tested,” says manufacturer. 





Foals 








. Tele. 
panion 
taking 
in the 

inside 


impor. 








Hose sections covered with ordinary rubber. 
Exposed the beginning of July, 1942. Photographed 
July, 1944. Were badly cracked after four weeks ... 


unserviceable after two years. 


asuring ; 
the, Yes, that’s the verdict of a prominent hose manufacturer who con- 
g Gage. ducted this long-term exposure test. His test rack is shown above. The | 
aa superiority of neoprene-covered hose over hose with ordinary rubber 
¥ ‘ i 
A 


covers is readily seen by comparing the photographs on the right. The 











= - hose with the ordinary rubber cover is no longer serviceable after only _Hose sections covered with neoprene. (A) 
onte two years’ exposure to sunlight and weathering. The neoprene-covered = smooth finish. (B) Wrapped finish. Exposed con- 
shallow hose is still in perfect condition after seven years’ exposure under the = “ously since May, 1942. Photographed February, 
io de same conditions. 1949. Condition perfect. 
xpand- To your customers these results are significant. For the life of any hose FREE! THE NEOPRENE NOTEBOOK 
th the depends mostly on the life of the cover. If it cracks from sunlight and ; re 
Bhan weathering, it loses resistance to abrasion, cutting and chipping. And, i annmat ena 
le indi as exposure cracks get deeper, the braid reinforcement is exposed to eg i Pye mg eee 
ifferent attack from sunlight, moisture, oils, grease or chemicals. The final de Nemours & Co. 
lete set result is always the same . . . a worthless piece of hose. 0g powell a9 
44 inch. So be sure the hose you sell is made with a neoprene cover. And en eee 
when you’re selling oil or air hose, make sure the tube is , 
neoprene, too. For neoprene resists all these deteriorating 
influences . . . sunlight and weather, heat and ozone, 
grease and oil and most chemicals. And there’s a neoprene 
hose to meet your customer’s exact requirements. 
Lufkin 
>ts and 
} is the t | [ ] N T 
ywerful, 


rement, 
gravure 





ying in BETTEK THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 














FAST TIMING 





ED) \ 


Pyine. © ROPE 
j 


TRENTON # 
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IT DOESN’T MATTER what branches 
of industry your customers and prospects 
” engaged in. Whenever they look in Velen Meee | 
their trade papers, Roebling advertise- eT 
ments tell A about the “a perform- 
ance and service economy of Roebling i PURCHASING [., 
wire rope. Still other advertisements in re 
“Fortune” and “Business Week” are ad- 

dressed to business owners and executives 

... Every month, Roebling tells your com- 

plete market about Roebling products— 

helps sales by boosting the demand for 

Roebling quality. 





ROEBLING DISTRIBUTORS get lots of 
help without increasing their payrolls. 
Roebling Engineers and your Roebling 
Field Man, for instance, are always ready 
to help you suggest the best rope for any 
particular service or equipment. They'll 
find you the right answers for tough tech- 
nical problems . . . show your customers 
how to install and maintain wire rope for 
utmost economy . . . Use this assistance 








freely! It brings repeat business and new 
customers. 





ROEBLING DISTRIBUTORS can be 
sure of filling rush orders and quantity 
orders as fast as necessary. Their nearby 
Roebling branch warehouse always car- 
ries the full line of wire rope, and plenty 
of it. When a distributor's stock is too 
small, he can count on prompt deliveries 
from the warehouse to help him meet cus- 
tomers’ needs on time and right. Every- 
one at your branch warehouse wants to 
help you give fast, efficient service. 











JOHN A. ROEBLING’S SONS COMPANY « TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. 
* Cleveland, 701 St. Clair Ave., N. E. * Denver, 1635 17th St. * Houston, 6216 
Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. ® 
Philadelphia, 12 S. 12th St. ® Pittsburgh, 855 W. North Ave. * Portland, Ore., 
1032 N. W. Mth Ave. * San Francisco, 1740 lith St. * Seattle, 900 First Ave, 
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“Where can I get 
compact, high quality, 


high pressure Gate Valves 


for general service?” 


“Order VOGT 





W7 
Series 9850* 




















Operating men everywhere 
rate these valves as 
tops for general gate valve service including meter 
and gauge lines, drip and drain lines, etc. 
Series 9850 valves have drop forged carbon steel bodies 
and bonnets, rolled in 11!/-13%% chrome stainless 
steel seat rings which can be easily renewed, and 
a solid stainless steel wedge. A ground joint insures 
tightness between body and bonnet. The stuffing box 
can be repacked under pressure when the valve is open. 





Also available is Series 9750, completely 
fabricated from 18-8 stainless steel for services 











«Series 9850 where internal or external corrosion is severe. 


CARBONS 800 Pounds @ 750° F. . Z r : 
a fan sare 61 Series 9850-F8 valves have 18-8 stainless steel 


For CRON) pounds end enieteo trimmings and carbon steel bodies and bonnets. 
Union Bonnet ® Ground Joint ® Inside 
Screw Stem @ Renewable Seat Rings 
© Solid Wedge — Slotted Type © 11'/2- 


13% Chrome Stainless Steel Trimmings HEN RY VOGT MACHI NE co. 


Sizes '/4"" to 2" inclusive.  ceiadiiin 00 Ky 
fa ee 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e CHICAGO e ST. LOUIS e DALLAS 


DROP FORGED STEEL VALVES 
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Circle ® Bolts and Nuts are 
manufactured on the latest precision machinery. 


You can share in their reputation for quality by 


stocking these dependable products for your customers. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL 
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FASTENERS 





COLUMBIAN MACHINISTS’ VISES 


Columbian Malleable 
Iron MACHINISTS’ 
VISES are guaranteed 
unbreakable! In addition 
to their exceptional 
strength, Columbian en- 
gineering has built into 
these vises the finest 
mechanical perfection 
and special features ap- 
preciated by users. 
Made in all standard 
sizes — 3’ to 8” jaw 
widths equipped with 
replaceable tool steel 

jaw faces. 





COLUMBIAN 
HYDRAULIC 


COLUMBIAN HINGED PIPE VISES 


Long Pipe Jaws made of tool steel are 
furnished in !¢"' to 2” size up to and 
including the |," to 414" size. Self- 
locking hook is easy working and 
unbreakable. Malleable iron cast- 
ings provide extra strength. 
Cold rolled steel screw and 
handle. Sizes for holding 
pipe size from !,"’ up to 
12" inclusive. 

COLUMBIAN WOODWORKERS' VISES 
Continuous Screw — Rapid Act- 
ing Columbian Woodworkers’ 


MBIAN VISES 
SOLD ONLY 
GH RECOGNIZED 
STRIBUTORS ¢ 


COLU 
NA: 
THROU 
DI 


Simple ’ two- 
pedal foot con- 
trol leaves both 
hands free. 314" 
jaw widths and 
6" jaw openings. 
Precision manu- 
facturing and 


@ SAVES TIME 
© SPEEDS PRODUCTION 


@ ACCURATE WORK 
POSITIONING 


Vises are finding increased uses 
in many plants particularly for 
the more ordinary types of pattern 
work. These durable low cost 
vises are sturdily built with jaw 
openings up to 12 inches. 


tested quality 

guarantee posi- 
tive operation 
and depend- 
able power. 





Er 
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COLUMBIAN HOMESHOP VISES 


Sturdily designed, balanced strength and attractive appear- 
ance. A complete range of sizes, jaw widths 3”, 314" and 
4"; jaw openings 314", 4", 414", for home workshop, 
garage and general use. 


COLUMBIAN “804” STEEL WELDED 
WORKSHOP VISE 


This all purpose vise is a// steel fabricated by arc welding. 
Engineered for strength, accuracy, long life and greatest 
usefulness. Jaw width — 4 inches; jaw opening — 5 inches; 
weight — 20 lbs.; finished in bright ‘‘Columbian” red. 


THE COLUMBIAN & MFG. CO. 


CLEVELAND 4, OHIO 


THE WORLD’S LARGES MAKERS OF VISES 
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- TREATED TO BE TOUGH! 
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mA) — to be smooth 


ATLAS ROLLER CHAIN 


OFFERS STRONG SELLING POINTS 
TO ORIGINAL EQUIPMENT MANUFACTURERS 


Hard surfaces resistant to wear .. . tensile 
strength great enough to take shock loads 
. .. resistance to corrosion and oxidation 
—these are the characteristics bringing 
Atlas Roller Chain to the attention of plants 
everywhere. 

Atlas new sales plan for distributors 
helps you to capitalize on these character- 
istics to an extent that is enabling many 
distributors to profit in the big O.E.M. 
market for the first time. Combining selec- 
tive distribution . . . national advertising 

. complete selling tools ... an Atlas 
Man to help you sell . . . and many other 
features, it helps you to enjoy the large 
repeat orders of machinery manufacturers 
instead of just replacement business. 

The booklet “Atlas Distributor Plan for 
Original Equipment Markets” tells you how 
the Atlas Plan works to open the doors of 
O.E.M. for you. Write, wire, or phone for 
your copy today. 











A-L 7004 STEELS 











Fs 


Vows REAL Quali; Conitiol; 











DO YOU HAVE 
this 
HANDBOOK? — 


We are referring to the 
176-page book labeled 
“The Tool Steels of Alle- 
gheny Ludlum.” It covers 
LXX, DBL-2, Super 
Panther, Deward, Sara- 
toga, Huron, Ontario, 
Sagamore, Potomac, 
Pompton, Seminole, 
Utica, and other famous 
A-L grades. Get your copy. 


ADDRESS DEPT. 1D-79 











That block or bar or rod of quality 
tool steel you received from Allegheny 
Ludlum .. . had to run the gamut of 
our vigilance committee right up to 
shipment time. You probably weren’t 
here to watch the technically planned 
mill procedure, the laboratory con- 
trols, and the inspections—but you 
can quickly appreciate the value of our 
dozen or more quality safeguards, 
once the steel goes into service. 
Consider, for example, the super- 
sonic reflectoscope. It’s uncanny how 
that ferrets out any internal flaw. 
This daily ritual of checking, test- 
ing, and inspecting at the various 
stages of production means that, in 
effect, we are operating our own 
“Bureau of Standards.” By thus in- 
suring quality, we protect you—the 


customer. You get better results. 


For sound, clean, tool and die steels 
—uniformly accurate in analysis, struc- 
ture, hardness, and size—call A-L. 


[:\LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


lunes lool Gites 
Cunt (854 


wed 2492 
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these Carey Asbestos products 


go together on job after job— 


sell them as a package 





and reduce costs, increase profits! 





these Carey offices 
are as near as your telephone 


NEW YORK. .VAnderbilt 6-1530 
BOSTON... .CHarlestown 1725 
PITTSBURGH... .. .. GRant 7490 
CINCINNATI CHerry 5080 
DETROIT... ... . .MAdison 4680 
CEntral 6609 
WASHINGTON, D.C. FRanklin 1365 
LOS ANGELES. .MAdison 6-1358 
MONTREAL 


PHILADELPHIA. .BAldwin 9-6430 
CLEVELAND... .HEnderson 6500 
ST. LOUIS NEwstead 1930 
CHICAGO... ... .DEarborn 4775 
SEATTLE........SEneca 2351 
ATLANTA LAmar 5451 
PROVIDENCE Blackstone 0943-R 
INDIANAPOLIS Riley 7332 
Plateau 8489 





ASBESTOS PAPER—A standby for many furnace pipe 
and insulation uses; for lining ovens, making gas- 
kets, wrapping furnace pipes. Available in reason- 
able quantities. 


ASBESTOS MILLBOARD—-For fire screens, partitions, 
range lining, radiator recesses and other uses 
where heat resistant, fireproof material is required. 
Promptly available. 


MW-50 INSULATION CEMENT—The leading monolithic 
cement. Maximum insulation value; toughness, 
hardness and excellent sticking properties. Manu- 
factured with lead slag wool pellets and asbestos 
fibre. Easily and quickly applied. Promptly avail- 
able. 


ASBESTOS INSULATION CEMENTS—For all types of heat 
insulation jobs . . . from pointing up fittings to final 
surfacing insulation. Special types for specific 
requirements. Promptly available. 


ASBESTOS FURNACE CEMENT—Developed especially 
for mounting furnaces, stoves, boilers and flue 
pipes—for setting or patching refractories, cement- 
ing joints and cracks exposed to heat. For tem- 
peratures up to 2000° F. Promptly available. 


ASPHALT PRODUCTS —Roofings, felts, pitches and a 
wide variety of paint and plastic roof coatings. 


PIPE COVERINGS—Asbestos, 85% magnesia, wool 
felt, etc., for low and high temperatures. 


THE PHILIP CAREY MFG. COMPANY, CINCINNATI 15, OHIO 


In Canada: 
THE PHILIP CAREY CO., LTD. ; 
1557 MacKAY STREET, MONTREAL 25, P.Q 
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“Well — sounds pretty good — but we've 


been doing it this way for over 20 years. 


I'm used to it! Why change ?” 





ARMOUR 


Armour and Company 


Coated Abeasives Division 


1355 West 31st Street 


e 


Chicago 9, Illinois 


“Why change—the old way’s good enough for me!” 
Men said that about the car replacing the horse, the 
light bulb replacing the candle, television replacing 
radio, etc. 

You’ve probably heard it dozens of times when 
you've suggested switching from the old set-up wheel 
method to the efficient new backstand belt method 
of grinding, polishing and finishing hundreds of con- 
sumer and industrial items. 

Well, don’t be discouraged by that “ostrich” answer! 
Give them the facts: “In the first place, the coated 
abrasive belt cuts cooler, faster than the old set-up 
wheel because of the longer interval between work 
contacts. Secondly, inexperienced help can be quickly 
trained to operate a backstand belt machine. Thirdly, 
factory coating by a scientifically controlled process 
makes possible uniform grit distribution, provides a 
tough, sharp, fast cutting abrasive tool which assures 
smooth, even finishes. Fourthly, production is increased 
because the grinding time per unit is greatly reduced.” 
And there are many more reasons why this fast, 
economical and efficient process will pay off for you. 

But even with all these convincing facts, we know 
it’s not easy to get men to change. So we’ve been help- 
ing you by telling the backstand belt story in our ads 
appearing month after month in the leading metal- 
working publications. And we know that people are 
really interested in learning more about this modern 
method, because we’re receiving more and more 
requests for our informative, illustrated booklet, 
“Facts about Backstand Belt Grinding and Polishing.” 
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Quick facts tell why 
200 Ib. UNION BONNET BRONZE. GATE VALVES 
perform better...last longer... 
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odo announces the WORLD’S FINEST 























(AVAILABLE IN ANY SIZE WITH ALL EXTRAS) 


¢-NMEDIATE DELIVERY FRaM Stoo 


Qs SELL Opps 
\ AND YOU SELL SATISFACTION, 
REPEAT BUSINESS, MORE PROFITS 


Entirely new design giving the most rigid, your customers and listen to them insist on 


yet most easily adjustable giant strength EQUIPTO GIANT STRENGTH, IRON GRIP 
shelving on the market. SHELVING. 


Order a sample unit; see for yourself; show Priced competitively. 


NO NUTS - NO BOLTS - NO TOOLS 
ONLY A STUD for Speedy Shelf Assembly 


¥ HOW 
&. IT GRIPS 
pe | A slope in the NS 
i keyhole joins S 
i a with the taper 4 bh 
an 2F on the stud to > ie 
ca: form the tight- Ri 
est and strong- r 


estofgrips. An 


5 | exclusive 
P| Equipto design. NW 
| 
+ Gait =e” Sotia v srud 
Nothing to Unscrew 


SOME OTHER EQUIPTO ITEMS 


CLOSED TYPE mae a SESEEe : 
AS SHOWN CoH pas 
OR OPEN 


| DRAWER TOOL TOOL Rol 


















































HIGH SPEED 


TWIST DRILLS 
and 


& Besly is proud to announce these new high 
speed twist drills and reamers as additions to its 
line of precision cutting tools. Designed and manu- 
factured to meet the most exacting requirements of 
your customers, they can be depended upon to win 
you profitable sales. 


A FEW PROTECTED TERRITORIES OPEN 
A few distributorships are still open for Besly 
Taps, Twist Drills and-Reamers in choice terri- 
tories. Besly Distributors are protected by a rigid 
policy of selective distribution. Ample sales and 
engineering assistance from Besly Sales Engi- 
neers, consistent national advertising and quality 
products make the Besly Line both saleable and 
profitable. Write for information about your 
territory to E. Addoms, Vice President. 





5 —— 
BESLY BESLY HIGH SPEED TWIST DRILLS AND REAMERS + BESLY TAPS 
BESLY TITAN ABRASIVE WHEELS - BESLY GRINDERS AND ACCESSORIES 
E < et ‘ ‘ ue sf 


—_ 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton St., Chicago 6, Illinois 
FACTORY: Beloit, Wisconsin 
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pa 11 4-page bulletin cover- 
a he well rity re end iy 
line of MILWAU 
Scratch cae. , §- the «| 
features of construction that make 
these brushes xy 
value. The general uses are given 
and application | pictures shown. 


# 
we 7, 


FOR YOUR INDUSTRIAL 
BRUSH SALES PROGRAM 





e Be sure that you have a copy of each of these 
sales helps. Now is the time to get them when 
you are laying plans to build sales and profit. 


The MILWAUKEE Industrial Brush line 
consists of power driven and hand brushes 
to meet practically every requirement of 
industry both for general production and 
maintenance work. 


You can make MILWAUKEE your 
source of supply and give your customers 
the kind of service that builds business 
for you. We are in position to make 
prompt deliveries on orders of all sizes. 

ey, : Let us remind you that whether Lag 
No. 42-61. A 16 , “3 a“ chase a few or many of any type - 
bulletin designed ‘spe oey ie. WAUKEE Industrial Brush you are as- 
distributors” andthe ye a ; sured of uniformity. This is true of 
——~ gy "epecal >" ee subsequent purchases also. 


applications and 
tailed specifications of 


a | op 


A NEW 


a | MILW AUKEE 


36- 

oh 73 pages with index. Every 

distributor who keeps this catalog 

handy has a quick, dependable 

reference to a comprehensive list- 


ing of brushes and brooms which Covering all types of 


a h- Fg of industry and 

AUTOMOTIVE 
THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN BRUSHES 


Send for a copy...No. 49-98 

















WIRE WHEEL BRUSHES » WIRE CUP BRUSHES * WIRE SCRATCH BRUSHES 


it Key to Industrial Brush Problems 


FLUE = * FLOOR BRUSHES - PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES © 
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No. 5 Steel $150 Retail 
No. 6 Brass $200 Retail 


Ruggedly built, laminated padlocks. 
Finest brass cylinder, pin tumbler 
security. Extra heavy brass locking 
lever. Super-strength riveting. Steel 
lock cadmium rustproofed. 2” case. 


No, 22 35¢ Retail 
Popular, laminated steel pad- 
lock. Strong, spring warded 
locking mechanism. Cadmium 
rustproofed. 11/2” case. 








No.105 45¢ Retail 
Compact, laminated steel 
padlock. Strong warded 
security. Sturdy locking 
lever. Cadmium rust- 
proofed. 


No. 1 Steel $125 Retail 
No. 2 Brass $150 Retail 


Powerful, laminated padlocks 
with finest brass cylinder, pin 
tumbler security. Heavy brass 
locking lever, Extra-strength 
riveting. Steel lock cadmium rust- 
proofed. 13%” case, 


w ALI, 
te) 


No. 500 


1%,” case. 








Sturdy, laminated steel pad- 
lock. Modern, multi-spring ward- 
ed locking mechanism. Cad- 
mium rustproofed. 134” case. 


No. 3 Steel $100 Retail 
No. 4 Brass $125 Retail 
Strong, dependable, laminat- 
ed padlocks with finest brass 
cylinder, pin tumbler security. 
Solid brass locking lever. 
Steel lock cadmium rust- 
proofed. 11/2” case. 


(a | 


59¢ Retail 








No. 7 Steel 75¢ Retail 
No. 8 Brass $100 Retail 


Small, compact, laminated 
padiocks. Finest brass cylinder, 
pin tumbler security. Solid 
brass locking lever. Steel lock 
cadmium rustproofed. 13/4” 
case. 


Handy locking unit. Laminated padlock, 
sliding bolt and safety hasp all in one. 
Padlock permanently attached — cannot 
be lost or dropped! Cadmium rusiproofed. 


Master Jock Company, Milwaukee, Wis. e World's Leading Padlock Manufacture 
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W herever you are, wherever you might be 
- when your customer has an air problem, the 
« 


chances are that Schrader has the answer. Schrader 
makes a complete line of air control products 
and for you that means practically one name, one 
standard of quality, and uniformity of equipment. 
But Schrader doesn’t wait for customers to beat 
a path to your door. The Schrader line of air 
control products is baited with a strong and con- 
sistent advertising effort to your customers and 
prospects, backed by product information. A 
few of the national magazines that carry Schrader 
advertising are shown below. 


SCHRADER ADVERTISING FOR 1949 APPEARS R 





IN LEADING TECHNICAL PUBLICATIONS LIKE THESE 


ALWAYS SPECIFY SCHRADER, THE ¢ 
PLETE LINE OF AIR CONTROL PRODUCT 


*RODUC 
S e Air Cylinders « Operating Valves « Press i. pNCINEERING 
C Ya eT & Shear Controls + Air Ejection Sets a my 
pa ¢ Blow Guns « Air Line Couplers « Air . i ~ 
Hose & Fittings « Hose Reels + Pressure ty, 


Regulators & Oilers + Air Strainers 


Hydraulic Gauges « Uniflare Tube Fittings — ' 
ft cent 
Ita 


A. SCHRADER’S SON, 482 Vanderbilt Ave., BROOKLYN17, N.Y. | = 


mai 
you 


PRODUCTS 


CONTROL THE AIR NO 


port 


Division of Scovill Manufacturing Company, Incorporated 
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Jacking Up Sales 


WERE 50 GOOD 
WE NEVER 
NEED A 

VACATION! 


inarekno Ox 











THERE’S STILL THE WORLD SERIES BUT — September is 
properly the month when everyone goes back to work and tries 
to forget about the big one that got away; the thirty foot putt 
that didn’t miss or the beautiful girl on the beach. Now you can 
start worrying about your favorite football team—on Saturday. 
Need we also point out that, with the renewed industrial 
activity, fall brings a mighty good month to take a deep breath 
and really go after more Simplex sales. Buyers’ market or not, 
you'll discover that every Simplex Jack has what it takes for 
sales appeal—efficiency, safety and proved performance. They 
are all yours for more jack markets, more jack profits. 














SIMPLEX j 
DEALER 


/ 


—————— 
|}—_—_——_ 





REPEATERS (NOT GUNS—SALES)~—-More and more dis- 
tributors are discovering the “repeat” profits arising from 
handling Simplex quality Hydraulic Jacks. No “cut price”, 
“hope it will lift this time” unit this; but a sturdy, powerful, 
dependable, high-grade tool in capacities from three to one 
hundred tons. Satisfied customers return. If you can use repeat 
business and profits, write T.K. for Bulletin Hydraulics 48. 
Others are glad they did. Why not you? 


“M AS GOOP 
As TEN MEN 
Now. 


NO TWIST IS A NEW TWIST HERE—And a mighty im- 
portant one, too, because we mean the Simplex Jenny. This 
center hole Hydraulic Puller pushes or pulls without torque. 
It actually gives one man the strength of ten and handles tough 
pull or push jobs in minutes . . . instead of hours. It’s a “must” 
for cost-minded shops and factories: for construction equipment 
maintenance and many other markets. Make it a “must” for 
yourself, too---because it's just as easy to sell as it is to operate. 


(ADVERTISEMENT ) 


EXTRA! EXTRA! JOHN L. AND OPERATORS AGREE 
—Maybe they will and maybe they won't, but we don’t think 
you'll find much argument on the fact that safety is a top selling 
point when it comes to mine jacks. When you talk about 
Simplex, you can mention a good many other things, too— 
ease of operation, a complete line, maximum service and maxi- 
mum jacking power. It all adds up to the fact that mine opera- 
tors and miners can be your best friends (and customers) with 
a little effort on your part. From anchor jacks to pin-ups, 
Simplex leads the field. 


YOU CANT MIss 
IT, STRAIGHT WEST 
TO CENTRAL AND 
THEN SOUTH. 


DISTRIBUTORS IN THE NEWS—Sunmmertime visitors to the 
T-K plant have included: 


F. L. Hereford—Murry Brooks, Inc., Lake Charles, Louisiana. 
E. J. Becker---Becker Equipment Co., Chicago, III. 


IF WE ARE WRONG LET US KNOW — Consistent 
T.K. advertising in all major markets, plus T.K.’s 
fifty year reputation for quality, lead us to believe 
almost everyone knows Simplex Jacks. Yet there 
may be some of your customers who don’t, and 
who haven't discovered the dependability of the 
Simplex products you sell. We are anxious to help 
you and your Salesmen educate such people, and 
so discover the sales and profit possibilities of 
Simplex quality. A short, informative sales meet- 
ing will do it. Drop T.K. a line with a convenient 
date, then sit back and watch the results. 


Coon 


LO*Gti 
TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, Ill. 


tevin . SCREW . MYDRAVLIC 


Jacks 
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Schrader 


CONTROL THE Al 


Wy herever you are, wherever you might be 
when your customer has an air problem, the 
chances are that Schrader has the answer. Schrader 
makes a complete line of air control products 
and for you that means practically one name, one 
standard of quality, and uniformity of equipment. 
But Schrader doesn’t wait for customers to beat 
a path to your door. The Schrader line of air 
control products is baited with a strong and con- 
sistent advertising effort to your customers and 
prospects, backed by product information. A 
few of the national magazines that carry Schrader 
advertising are shown below. 


SCHRADER ADVERTISING FOR 1949 APPEARS REGULARLY 


/ LAA 


IN LEADING TECHNICAL PUBLICATIONS LIKE THESE 


ALWAYS SPECIFY SCHRADER, THE ( V 
PLETE LINE OF AIR CONTROL PRODUCT } 
PRODUCT 
Air Cylinders « Operating Valves « Press Peg | ENGINEERING 
& Shear Controls + Air Ejection Sets | & 
¢ Blow Guns « Air Line Couplers « Air 
Hose & Fittings » Hose Reels + Pressure 
Regulators & Oilers + Air Strainers SR « ? 
Hydraulic Gauges + Uniflare Tube Fittings fer 
a 


A. SCHRADER’S SON, 482 Vanderbilt Ave., BROOKLYN 17, NLY. 


Division of Scovill Manufacturing Company, Incorporated 
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Jacking Up Sales 


WERE 50 GOOD 
WE NEVER 
NEED A 

VACATION! 








THERE’S STILL THE WORLD SERIES BUT — September is 
properly the month when everyone goes back to work and tries 
to forget about the big one that got away; the thirty foot putt 
that didn’t miss or the beautiful girl on the beach. Now you can 
start worrying about your favorite football team—on Saturday. 
Need we also point out that, with the renewed industrial 
activity, fall brings a mighty good month to take a deep breath 
and really go after more Simplex sales. Buyers’ market or not, 
you'll discover that every Simplex Jack has what it takes for 
sales appeal—efficiency, safety and proved performance. They 
are all yours for more jack markets, more jack profits. 











SIMPLEX 
DEALER 








REPEATERS (NOT GUNS—SALES)~—-More and more dis- 
tributors are discovering the “repeat” profits arising from 
handling Simplex quality Hydraulic Jacks. No “cut. price”, 
“hope it will lift this time” unit this; but a sturdy, powerful, 
dependable, high-grade tool in capacities from three to one 
hundred tons. Satisfied customers return. If you can use repeat 
business and profits, write T.K. for Bulletin Hydraulics 48. 
Others are glad they did. Why not you? 


‘“M AS GOOP 
AS TEN MEN 
Now. 


NO TWIST IS A NEW TWIST HERE--And a mighty im- 
portant one, too, because we mean the Simplex Jenny. This 
center hole Hydraulic Puller pushes or pulls without torque. 
It actually gives one man the strength of ten and handles tough 
instead of hours. It's a ‘ 
for cost-minded shops and factories: for construction equipment 
maintenance and many other markets. Make it a “must” for 
yourself, too---because it’s just as easy to sell as it is to operate. 


pull or push jobs in minutes. . . ‘must”’ 


(ADVERTISEMENT ) 


EXTRA! EXTRA! JOHN L. AND OPERATORS AGREE 
—Maybe they will and maybe they won’t, but we don’t think 
you'll find much argument on the fact that safety is a top selling 
point when it comes to mine jacks. When you talk about 
Simplex, you can mention a good many other things, too— 
ease of operation, a complete line, maximum service and maxi- 
mum jacking power. It all adds up to the fact that mine opera- 
tors and miners can be your best friends (and customers) with 
a little effort on your part. From anchor jacks to pin-ups, 
Simplex leads the field. 


YOU CANT MIss 
IT, STRAIGHT WEST 

TO CENTRAL AND 

THEN SOUTH. 


DISTRIBUTORS IN THE NEWS—Sunimertime visitors to the 
T-K plant have included: 


F. L. Hereford—Murry Brooks, Inc., Lake Charles, Louisiana. 
E. J. Becker---Becker Equipment Co., Chicago, III. 


IF WE ARE WRONG LET US KNOW — Consistent 
T.K. advertising in all major markets, plus T.K.’s 
fifty year reputation for quality, lead us to believe 
almost everyone knows Simplex Jacks. Yet there 
may be some of your customers who don’t, and 
who haven't discovered the dependability of the 
Simplex products you sell. We are anxious to help 
you and your Salesmen educate such people, and 
so discover the sales and profit possibilities of 
Simplex quality. A short, informative sales meet- 
ing will do it. Drop T.K. a line with a convenient 
date, then sit back and watch the results. 


MYg 


oy, 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, Ill. 


tevER . SCREW . MYDRAVLIC 


Jacks 
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RADIAL SAWS © BAND SAWS © DRILL PRESSES © TILTING ARBOR SAWS © JIG SAWS e TABLE SAWS © JOINTERS e LATHES e BELT AND DISC SURFACERS 
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KEARNEY & TRECKER CORP 
N E W ©C©aP?PeakhLd ée . PLAINFIELD, N. J 


The first of several new catalogs in U.S.A 


process is now ready for distribution, 
write now for your free copy . . . All the 
latest models are fully described, the 
complete Walker-Turner line is illus- 
trated. A post card will bring your copy 
by return mail, or ask your dealer for a 
copy. Walker-Turner Machine Tools are 
sold only through Authorized Dealers. 
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EXCLUSIVE FRANCHISE! 


FOR DISTRIBUTORS OF FEDERAL—MOGUL BRONZE BARS 


HIGH QUALITY * COMPLETE LINE * GOOD PROFIT « SALES PROMOTION 


SUPPORT * NATIONALLY KNOWN NAME ° EXCLUSIVE FRANCHISE 


When you distribute Federal-Mogul bronze bars, 
you are supported by a company-product combina- 
tion that’s hard to beat ... and a quality line you 
are proud to offer your customers! 


Federal-Mogul bronze bars have fine, even grain 
structure, no hard spots or blow-holes. Wall thick- 
nesses are uniform, and bars are machined on out- 
side diameter, inside diameter and ends. The user 
gets the maximum number of bushings—with mini- 
mun waste—from each bar. Over 400 sizes of cored 
and solid bars available in a wide range of alloys. 


Many S.A.E., A.S.T.M. and government specifica- 
tions. The range of sizes gives you complete cover- 
age of your market and an unusual opportunity to 
profit with a quality bronze bar service. 


Write or wire for complete details 


This profit-making, exclusive franchise is still available in 
several territories for aggressive distributors—write or 
wire us for full information AT ONCE. 


FEDERAL-MOGUL CORPORATION 


11057 SHOEMAKER DETROIT 13, MICHIGAN 


1899—FIFTY YEARS OF CONTINUOUS BEARING EXPERIENCE—1949 
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Ask for 
COMPARE THE ALLENQHEADS. 


PRESSUR- FORMD by name 
HEADS FOR. ‘There are 1,588 standard items in 
STRENGTH the Allen line, including «a type, 


size, thread and point to meet 
every normal requirement in . 





COMPARE THE 
PRESSUR-FORMD \ | 
. THREADS FOR /' 





SOLD ONLY THROUGH LEADING DISTRIBUTORS. Write the 
factory direct for technical information, or consult our engineers 
on any problem involving special sizes, shapes or materials. 


ING 
wak RN pe 
llen-Type screws | 
wes tin 

gens Prest 


ro od screws |" MANUFACTURING COMPANY 
me 


bat. ers. 2. & Connecticut, U. S. A. 
and sine YORK, DETROIT, CHICAGO, LOS ANGELES 


poem _- ee — ne — 
FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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Distributors: 














. Are you making 
the most of your 
Allen Opportunity 

? 


How do the lines you sell measure 
up in today’s intense competitive 
selling? Will they make the grade 
with the requirements of critical 
buyers? 

® 


If you are an Allen Distributor, 
you're all set on precision fastenings. 
You are selling the best known name 
in the field. You have products that 
won’t boomerang, because they 
have the highest, most consistent 
standards ever attained. You have 
a line of more than 1500 standard 
items to draw on, and top flight 
factory and field engineering to help 
you land the big, ‘“‘tough” special 
orders. You have plentiful advertis- 
ing behind you, and point of sale 
helps to keep Allen out in front in 
buyers’ minds. You have a rigid 
manufacturer’s policy of 100% dealer 
cooperation, through selective dis- 
tribution methods. No factory sales 
without distributor protection. No 
non-stocking distributors. 


The Allen line, properly promoted, 
is not only a money maker in itself, 
but it helps your reputation as 
“tops” in your town. Are you 
making the most of this competitive 
ace in the hole? 
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FOURTEEN 140-FOOT STEEL PILINGS support Pure Oil Company’s newest offshore drilling 
platform located in the Gulf of Mexico off Cameron, La. Koppers Bitumastic No. 50 
protects these pilings against every type of corrosion. 






Salt 


LTERNATE exposure to sea 

water and salt air—caused by 
rise and fall of the tide—compli- 
cated the problem of protecting 
these 140-foot steel pilings, so Kop- 
pers Bitumastic @) No. 50 was 
specified. 

This heavy-duty, black coating 
forms a barrier that is impervious 
to the corrosive action of moisture 
and chemical vapors. It will not 
deteriorate chemically with age. It 
retains its waterproof property 
through years of service. And it’s 
economical to use, because one ap- 
plication of Koppers Bitumastic 
No. 50 equals five to eight coats of 
ordinary paint. 

Bitumastic No. 50 is one of a 
family of Koppers Bitumastic Pro- 
tective Coatings that offer your 
plant or project complete protection 
against virtually all corrosive con- 
ditions — moisture, soil, heat, in- 
dustrial atmospheres and chemical 
fumes. Each of these coatings has 
for a base highly-refined tar pitch, 
a substance with a record of a cen- 
tury of corrosion prevention. Low 
in cost and easy to apply, Koppers 
Bitumastic Protective Coatings are 
stocked by leading Industrial Dis- 
tributors. 


KOPPERS COMPANY, INC. 
Dept. ID-9, Pittsburgh 19, Pa. 


Write for complete information on Koppers Bitumastic No. 50 


$ 


, 


BITUMASTI(. PROTECTIVE COATINGS 


REG. | & PAT, OFF 





DISTRIBUTORS! 


Here is another step in Koppers campaign to make industry 
more aware of the advantages of protecting property with 
Koppers Bitumastic Protective Coatings. This advertisement 
appears in leading industrial publications. 


72 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 


\ or on all Koppers Bitumastic Protective Coatings 


\ 


‘i ~ 
l Koppers Company, Inc. | 
Dept. ID-9 | 
| Pittsburgh 19, Pa. 
| Gentlemen: | 
| Ptease send me the following: ] 
C) “Koppers Bitumastic No. 50’, a four- | 
| page folder describing this product. 
| [] “Stop Corrosion”, a 16-page catalog | 
of all Koppers Bitumastic Protective 
| Coatings. | 
| | 
| | 
| | 
| | 
_ at 


COMPAR. .cccccccccceveccccescccececes 
Position. . ccccccccccceccccccccccccscces 
AGErO0s.. ccccccccccccccccs cocccsccce 




















You can recommend 3M Abrasive Belts for nearly 
every kind of grinding or finishing job—no matter 
how tough—and know that a faster, cheaper and 
smoother finish will result. Actual shop experience 
on countless grinding and finishing jobs has proved 
that 3M Abrasive Belts cut production costs as much 
as 75%, speed up output and maintain a greater 
degree of worker safety. 

3M abrasives experts are available to help you 
set up a cost-cutting installation for practically any 
kind of job you encounter. Each installation is 
tailored to fit the needs and facilities of the indi- 
vidual manufacturer. And just watch that installa- 
tion mushroom when the plant owner starts com- 
paring costs! 

Build up customer good-will and add to your 
repeat business by recommending 3M Abrasive 
Belts for all types of grinding and finishing jobs! 


3 j 
ie | 
a 
Grinding magnesium, glass, plastics, rubber, 
ceramics... 


AR SEMA, si AE IRD BIS BSE i ll 


y ws 


Gl 


Preparing hot rolled heavy walled tubing for 
nickelchrome plating... 


Grinding soft metal parts to precise t 
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Torte 


PURE MANILA ROPE 


~ 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. +* ROPE - TWINE - OAKUM - PACKING 
’ Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. a 


Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA tain] 
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of the Trade 


MIXUP SUPREME: It has finally been straightened 
out but for a while there, John Stauffer (Herr & Co., 
Lancaster) couldn’t help but think he had struck a bon- 
anza. .. . John attended the Cleveland convention. . 
He began to run short of money and decided to go down 
to the desk and get a check cashed. . . . Well, you know 
all the la-de-da you have to go through to try to get a 
check cashed in a hotel where you’re not known... . 
John was getting pretty discouraged about the whole 
thing when it suddenly dawned on him that he had a 
check in his pocket from McGraw-Hill Publishing Co. 
. . » He showed the assistant manager that, the assistant 
manager said he knew the McGraw-Hill Co., and he’d 
be glad to cash that check. . . . Even when John said he 
didn’t want to cash the McGraw-Hill check, the assistant 
manager was cooperative and authorized cashing John’s 
personal check. . . . Of course the thing that John didn’t 
tell the manager was that he didn’t know why McGraw- 
Hill had sent him a check. . . . He had received it right 
at the hotel, and it was correctly addressed to John H. 
Stauffer. . . . When John returned home, he wrote to 
McGraw-Hill, asking what it was all about. . . . Then 
came the explanation: McGraw-Hill has a salesman 
named John H. Stauffer who lives in Erie, Pa., and was 
working in Cleveland at the same time our convention 
was going on And, the McGraw-Hill John Stauffer 
was staying at the same hotel as the Herr Co. John H. 
Stauffer. . . . What’s that old saw about truth being 
stranger than fiction? 


STILL PRESIDENT: A little squib on the sports pages 
of the New York papers recently led me to believe the 
American, Association was going to have to elect a new 
president. . . . The item stated that the New York 
Yankees had signed Ken Beardslee as a pitcher... . A 
little research (that’s a fancy way of saying I called a 
sports writer friend), and I found that my fears were 
unfounded. . . . President Ken Beardslee (Carboloy) cer 
tainly wasn’t just getting out of high school this year. 


.. . Ken Beardslee, Michigan’s schoolboy strike out king, 
was. . . . Well, I thought, the schoolboy pitcher must 
be a relative of Ken’s. . . . But now we've heard from 
Ken and, yep, you've guessed it: the two Kens aren't 
even distantly related. 








OPENING: The new Briggs-Weaver building was 
opened formally recently and Ashley DeWitt (vice-presi- 
dent and general manager) was good enough to invite us 
to attend the ceremonies. . . . We couldn’t make it 
(there'll be a report on the building in a forthcoming 
issue) but Ashley with true Southern graciousness wrote 
immediately after the opening to say that maybe it was 
just as well we didn’t attend. . . . The formal opening 
took place on a “warm” day—the temperature was 104. 
... And that’s plenty hot, humidity or not. . . . Speaking 
of openings, reminds me that McJunkin Supply (Charles- 
ton, West Va.) is planning one for its new warehouse 


and office next month. 
Ae 
a 


TRIBUTE: The Buffalo Chamber of Commerce is well 
aware of the existence of industrial distributors. . . . In 
a recent issue of its monthly publication, the Chamber 
paid tribute to supply firms, stating that they “keep the 
wheels of industry turning smoothly in the Niagara 
l'rontier’’. 


BIG DECISION: I had an opportunity the other day 
to listen in on a discussion between two financial men. 
.. . They had attended a board meeting that morning 
and were discussing it. . . . I was all ears until one came 
up with the profound conclusion reached by the board. 
... “I certainly agree with the board’s thinking,” the 
one said. “Salesmen have a big job in front of them.” 
... As if it hasn’t always been so. 

R. W.B. 
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NEW DATA FOLDER, Form 194, Illustrates and describes 
the complete line of Jenkins Stainless Steel Valves, con- 
tains a booklet of data and dimensions of each valve. 
Also includes valuable information on selection of the 
proper stainless steel alloy for the service, 


JENKINS Stainless Steel VALVES 


a complete line describéd in this New Daia Folder 


When the Jenkins Distributor calls to talk over any piping 
plans, Jenkins complete line of valves is a distinct advan- 
tage. With the broad range of types, sizes, pressures and 
metals he can offer, there’s a promise of multiple sales in 
every project. 

In addition to a complete line of Bronze, Iron, and Steel 
Valves, he can offer a wide variety of Jenkins Stainless 
Steel Valves to meet industry’s expanding need for valves 
to control highly corrosive fluids, and liquids which may 
become discolored or contaminated by other metals. And 
they are built to the same quality standard that makes 
other Jenkins Valves industry’s first choice for long service 
and lowest upkeep. 

Advertisements in September issues of 15 leading in- 
dustrial magazines will feature Jenkins Stainless Sted 
Valves, will offer the Data Folder. Again Jenkins Distrib- 
utors will benefit from this industry-wide promotion. 
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With a complete line, continuously advertised,—with 
the engineering cooperation of leading valve specialists,— 
with strong, steady sales support,—no wonder Jenkins 
continues to be the preferred valve franchise . . . why, 
year after year it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 80 White Street, New York 13, N. Y. 
Bridgeport, Conn.; Atlanta; Boston; Philadelphia; Chicago; 
San Francisco. Jenkins Bros., Ltd., Montreal 
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The swing in catalogs today—is to 


ABRASIVE es. . SUPPLY COMPANY 
Newark, New Jer 

AIRCRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 

ALLEN SUPPLY COMPANY 
Cedar Rapids, Iowa 

ALLIED TOOL & ABRASIVE COMPANY 
Los = ye amneonie 

ALMQUIST BR 
Los | el mtg California 

ANCHOR RUBBER COMPANY 
Dayton, Ohio 

THE BALBACH COMPANY 
Omaha, Nebraska 

BALDWIN SUPPLY COMPANY 
m, West Virginia 
ARRETT-CHRISTIE COMPANY 
so Illinois 

BARRETT HARDWARE COMPANY 
Joliet, = 
—e . CARR COMPANY 

San oar California 

CASANAVE SUPPLY COMPANY 
Philadelphia, Pa. 

CENTRAL & RUBBER SUPPLY COMPANY 
Indianapolis, Indiana 

CHICAGO PULLEY SHAFTING COMPANY 
Chicago, Illinois 

CLARK HARDWARE ~~ “poneeaiad 
Jamestown, New 
EVELAND TOOL & “SUPPLY COMPANY 
Cleveland, Ohio 

COGGINS & OWENS COMPANY 
Baltimore, Maryland 

COUCH & HEYLE, INC. 
Peoria, Illinois 

CRAMER HARDWARE COMPANY 
North Tonawanda, New York 

CROSBIE nar 
Washington, D. C. 

R. C. DUNCAN COMPANY 
Minneapolis, Minnesota 

HAROLD DESSAU, INC. 
New York, New York 


ELLFELDT MACHINERY & SUPPLY COMPANY 


Kansas City, Missouri 
THE FAETH COMPANY 
Kansas City, Missouri 
FUCHS MACHINERY & SUPPLY COMPANY 
Omaha, Nebraska 
GALIGHER COMPANY 
Salt Lake City, Utah 
ENERAL MACHINERY COMPANY 


San Francisco, California 

GLOBE MACHINERY & SUPPLY COMPANY 
Des Moines, Iowa 

THE F. HALLOCK COMPANY 
Derby, Connecticut 

HARPER FOUNDRY 4 MACHINE COMPANY 
Jackson, Mississip 

HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee 

HARRIS PUMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 


Oklahoma City, Oklahoma 
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HART SUPPLY COMPANY 
Oshkosh, Wisconsin 

HARTFIELD-HEALY COMPANY 
Buffalo, New York 

HAVEN SAW & TOOL COMPANY 
Oakland, California 

HAYS SUPPLY COMPANY 
Memphis, Tennessee 


HOUSCH INDUSTRIAL SUPPLY COMPANY 


Evansville, Indiana 
INDUSTRIAL SUPPLY COMPANY 
Richmond, Virginia 
ae gH oy -rengg' eS on 
Salt e City, U 
INDUSTRIAL SUPPLY DIVISION 
Louis Berkman Co. 
Steubenville, Ohio 
INTERSTATE ee COMPANY 
maha, Nebras 
IOWA MACHINERY. SUPPLY COMPANY 
Des Moines, Iowa 
JONES & AUERBACH, INC. 
Newark, New Jersey 
KASPER & KOETZLE, INC. 
Brooklyn, New York 
KIRK-W. a 
Kansas City, Missouri 
M. D. LARKIN COMPANY 
Dayton, Ohio 
LEWIS SUPPLY COMPANY 
Memphis, Tennessee 
LINDQUIST HARDWARE COMPANY 
Bridgeport, Connecticut 
LOWRY ELECTRIC Co. 
Williamsport, Pennsylvania 
MACHINERY & es, COMPANY 
Kansas City, Missou: 
MACHINERY SALES & "SUPPLY COMPANY 
Dallas, Texas 
MACHINISTS TOOL & —— COMPANY 
Los Angeles, Californi 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michiga 
MARSHALL-NEWELL SUPPLY COMPANY 
San Francisco, California 
mg to nigh mn & COMPANY 
oenix, Arizona 
Mc]UNKIN SUPPLY COMPANY 
Charleston, West Virginia 
MECHANICAL SUPPLIES COMPANY 
Cincinnati, Ohio 
METROPOLITAN SUPPLY CORP. 
Los Angeles, California 
F. MEYER & BROS. COMPANY 
Peoria, Illinois 
MEYERS SUPPLY COMPANY 
Chicago, Illinois 
MID-STATE INDUSTRIAL CORPORATION 
Rockford, Illinois 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
MIZE SUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRAMS, INC. 
New York City, New York 


New York City, New York 
Ww. S. NOTT COMPANY 
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our modern photo-offset way. 


OLIVER ABRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & SUPPLY COMPANY 
Oakland & San Francisco, Calif. 

PATRON TRANSMISSION COMPANY 
New York City, New York 

PEDERSEN BROS. \ eaeataeaed 
Chicago, Illino® 

— yo ed HARDWARE COMPANY 


w Jer 

PHILLIPS. & ERSTON 1 SUPPLY COMPANY 
Wichita, Kansa 

PRODUCTION TOOL & SUPPLY COMPANY 
St. Louis, Missouri 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY- AM, INC. 
Miami, Florida 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 

SOUTHWEST SUPPLY CO. 
Glendale, California 

STACY SUPPLY ono 
Springfield, Massachuset 

STANDARD EQUIPMENT & ‘SUPPLY co. 
Hammond, Indiana 


STANDARD MACHINISTS ata COMPANY 


Pittsburgh, Pennsylvani 

STANDARD-SHANNON “SUPPLY COMPANY 
see Pennsylvania 

STANDARD SUPPLY | EQUIPMENT CORP. 
Baltimore, Maryla 

STAR MACHINERY COMPANY 
Seattle, Washingto 

STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 

STELLHORN COMPANY 
Toledo, Ohio 

WM. H. TAYLOR COMPANY 
Allentown, ae at 

TAYLOR SUPPLY COMPA 
Baltimore, Maryland 

TERRE HAUTE HEAVY HARDWARE CO. 
Terre Haute, Indiana 

-, Ss. — co., INC. 

Paso, T: 

TOOL SHOP ‘HARDWARE COMPANY 
Detroit, Michi 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY = 
Milwaukee, Wisco 

TRANTER MANUFACTURING COMPANY 
rin Pennsylvania 

WARNER HARDWARE COMPANY 
Minneapolis, Minnesota 

J. M. WARREN & COMPANY 
Troy, New York 

WATKINS, INC. 
Wichita, Kansas 

. T. WEAVER 


& SONS 

Washington, D. C. 

WHITE STAR MACHINERY co. 
Wichita, Kansa: 

A. V. WIGGINS COMPANY 
Syracuse, ye York 

J. T. WING & C — 
Detroit, Michi 

YARROW IND TRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 

ZO TRIC TOOL COMPANY 
Los Angeles, California 


Cutting Tools (Drills, Reamers, T, etc.) Made of HIGH SPEED STEEL, are priced in red. 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 














-Industrial Distribution 





Get The Facts 


K, all like to pride ourselves on the fact that 

we “know the score” as far as our jobs are 
concerned. ‘l'ruly, the human mind can retain a 
prodigious number of related and unrelated bits of 
information. We feel quite set up as we listen to 
the quiz programs on the air and again and again 
get the answers before the participants. But what 
does this prove when we know the programs are 
obviously geared at the mass audience? And even 
with an admittedly vast amount of information 
in the backs of our heads, do we have it organized 
in such a manner that it can be effectively used? 

Selling Facts 

‘To be specific, let’s talk about selling facts. 
And to narrow it down still further, let’s have you 
salesmen conduct a little private quiz on what you 
really know about one aspect of your job—vour 
customers. Certainly, you'll all agree that one of 
the basic hall marks of a good salesman is his 
“knowledge of customers”. Of all the things you 
should know about your customers, let’s take only 
a few and let’s limit the quiz to the three largest 
plants you call on—the biggest operations either 
in terms of employees, plant area or value of out- 
put regardless of whether these plants are the lar- 
gest for you saleswise now or only potentially. 

How many different products are being pro- 
duced in each of these three plants? What are 
they? List those for cach plant. 

What different manufacturing operations arc 
involved? Has the composition of their produc- 
tive activity changed in the last month? Last year? 

Are they hiring or firing and in what operation? 

How many buying influences in each of these 
plants do you know? Make up a list for cach 
plant. 

Do you know the number one and number two 
men in each operation? 

Do you know the individuals responsible for 
maintenance, safety, stores, materials handling, 
power? 

Do you have a detailed recagd by individual 
products showing month-by-month or quarter-by- 
quarter sales to cach of these plants? 

Among your many products, can you list the 
ten with the highest potential as far as these 
plants are concerned? Have you tried to set a 
dollar figure on their annual purchases of these 
ten lines? 


Who is getting the business and why? 

Even the best posted salesman would have some 
difficulty in supplying satisfactory answers “off the 
cuff” to all these questions on his three largest 
potential customers to say nothing of those fur- 
ther down the line. \lost salesmen would have 
to get the answers out of their records. ‘he point 
is, the superior salesman would have the facts in 
his records and he would be using them in his 
day-to-day selling. 

As industry becomes more complex in its opera- 
tions and specialized in its requirements, greater 
and greater division of labor within the plant 
becomes essential. And for salesmen selling a 
multitude of products in this highly involved 
market, fact gathering becomes a indispensable 
part of the job. In this industrial supply field the 
necessary, detailed facts simply can’t be “kept in 
your hat”. It’s not that kind of a game. 

‘The modern distributor in cooperation with his 
salesmen must develop a svstem of records for 
pulling the facts together in the first place and 
then for organizing them to mect the technical 
requirements of the firing-line sales job. This 
undertaking deserves the major support of man- 
agement and salesmen in every distributor organi- 
zation. It will take time. It will take effort. It 
will take continuing, persistent and unremitting 
drive. But it is the type of things we can’t afford 
not to do. 


Planned Selling 


In this issue of InpusrriaL Disrrisution, the 
editors bring you the story (page 81 and follow- 
ing) of what one progressive distributor has done 
to get sales facts, to record them for ready use, and 
to put them to work for increased sales. Here is 
the “Planned Selling” manual as developed by 
Harris Pump & Supply Company, Pittsburgh, Pa. 
‘The ideas and principles are applicable to every 
distributor operation and to every industrial sup- 
ply salesman. ‘This account of “Planned Selling” 
tells the difference between “order taking” and 
technical salesmanship as it can be—and should 
be—in this industry. 
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i ~- REPUBLIC RUBBER 


HERE’S WHAT REPUBLIC DISTRIBUTORS SAY-— 







TOWER 
SUCTION 


Smooth bore construc- 
tion with mechanical 
reinforcing wire within 
the wall of hose. Used 
principally for gritty, 
sandy, corrosive fluids. 





Mr. Ray L. Smith, President 
Troy Building & Supply Co, 
Troy, New York 







For Distributors of 
Industrial Supplies ONLY 


Republic is interested in making sales of 







mechanical rubber goods only through distrib- 






utors of industrial supplies. For 26 years we 






have followed this practice and have adhered 





TOWER 
SUCTION 


Rough bore construc- 
tion has exposed lining 
of wire and fabric. 
Good for heavy service 
but not recommended 
for water containing 
grit or fluids having 
corrosive properties. 





to every letter, comma, and period of the 5 






Points listed below. Mr. Ray Smith, pictured 








above, will verify this fact. 




























Want to know more about Republic? Write 


or mail the coupon. 


Pioneers in the use of COLD RUBBER 


REPUBLIC’S 5-POINT POLICY 


@ A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade solicited, 


@ A QUALITY of product uniformly good and capable of deliv- 
ering service results that should reasonably be expected. 

e A PRICE basis inducing and making possible aggressive 
competition with reasonable profit return. 


@ FREEDOM from competition from his source of supply, either < 
direct or indirect, among the trade covered by his day to day * 
solicitations, n 


@ SELLING helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a tl 
knowledge of the product sold, n 


” 
REPUBLIC RUBBER DIVISION 
Y LEE RUBBER & TIRE CORPORATION - YOUNGSTOWN, OHIO 
/) Lee Deluxe Tires & Tubes . . Conshohocken, Pa. 












WHO REPRESENTS REPUBLIC IN MY AREA 


REPUBLIC RUBBER DIVISION LEE RUBBER & TIRE CORPORATIC 
YOUNGSTOWN, OHIO | 







MECHANICAL RUBBER GOODS BY 







Name, title. 








Firm 
Address 
City. State. 











DIVISION 












INDUSTRIAL DISTRIBUTION PRESENTS 


planned selling 


A practical program for increasing selling effectiveness through 


product study, customer analysis, presentations and ’phone selling 


ELLING in the days ahead will require more of each 
industrial distributor and of each distributor sales- 
man—more in the way of product knowledge, more 
in the way of knowledge of customers, and more in 
the way of technical salesmanship. In other words, 
more in the way of advance planning of sales and 
more preparation and care in each sales presentation. 
In this job of developing real, hard-hitting sales- 
manship, both the management and the inside and 
outside sales force in each distributor organization have 
an important role to play. Management has the re- 
sponsibility for organizing and carrying through on the 
necessary paper work. And salesmen have the respon- 
sibility for assembling and mastering the basic facts 


on product applications and sales. 

There is a tendency for some distributors to shy 
away from so-called “paper work”—ither on the sales 
or the financial end of the business. Lots of argu- 
ments can be advanced which purport to show why 
facts (a better name than “paper work’) are not 
necessary and systems are too expensive. Perhaps that 
is true of the family-operated corner grocery store, 
though even there it is questionable, but the average 
supply firm has now outgrown the size where all the 
details can be kept in mind. Maybe it could have been 
done as recently as 10 years ago when sales of the 
average supply concern were just under $500,000 and 
there were 29 employees. Now, however, sales of the 
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EXECUTIVE MANAGEMENT consists of these four 


men at Harris Pump and Supply Company, Pittsburgh. The © 


four executives are, left to mght, T. H. Hubbard, sales 
average supply house total more than $1,700,000 and 42 
employees are on the payroll. These facts reflect the 
growth of the “average” supply firm. They reinforce the 
contention that the distributor concerns which make up 
these average figures need records for successful opera- 
tion. This business has grown up and it needs more 
and better facts to go with its long pants. 

The distributor salesman, too, needs to gear his think- 
ing to the enlarged opportunities which lie before him 
in true technical salesmanship. The response of the 
salesman who objects to getting and learning the facts 
of his job by saying, “Do you want me to sell or do you 
want me to spend my time making out forms?” has been 
used so long it is threadbare. The point is, the field is 
wide open for the salesman who knows his customers, 
their requirements, and their purchasing habits and 
knows what his products will do for these customers. 
And to know these things, facts must be pulled together 
from many sources and organized for ready use. 


Joint Undertaking 


In this special section the editors of Inpusrriat D1s- 
TRIBUTION bring you the story of how one alert distribu- 
tor organization has organized itself to do a technical 
selling job. This is an account of “Planned Selling” as 
developed by Harris Pump & Supply Company, Pitts- 
burgh, Pa. This is not “blue-sky”. Rather it is the re- 
sult of 3 years of study, revision and testing on the firing 
line. And it is in continuing operational development. 
In setting up this plan for better selling, management, 
department heads and salesmen (outside and telephone) 
worked together to perfect all angles. It was a joint 
undertaking and is a joint product. 

InpustR1AL DisrripuTion takes this opportunity to 
thank the management of Harris Pump & Supply Com- 
pany for their splendid cooperation in making the results 
of their study and work available to us. But more impor- 
tant and from the point of view of the industry as a 
whole, thanks should go to them for the generous and 
epen fashion in which they have laid out their selling 
plans for all to inspect. 

In the 30 pages which follow, we are presenting in 


manager, L. L. Brenholts, president; Howard F. Brenholts, 
vice-president and general manager; and John S. Nichol, 
secretary-treasurer. 


‘effect the manual of “Planned Selling” as developed by 


the men in the Harris organization for their own use. 
The sales plan is built around a series of forms—yes, 
paper work. The “whys”, “hows” and uses of these 
forms give the story as distributors and salesmen will 
want to read it. 

To supply a setting or some background information 
for studying the “Planned Selling” manual a note on the 
Harris organization itself is in order. This firm is sub- 
stantially larger than the average distributor mentioned 
earlicr. Its employees number approximately 160 and 
it has 24 territorial salesmen. 


Managers Are Specialists 


Harris Pump & Supply is organized around 8 more or 
less autonomous divisions (see the accompanying organi- 
zation chart). Each division is under the supervision 
of a division manager who is delegated broad powers in 
the administration of division operations. This, of course, 
under centralized company policy. Division managers 
also function as specialists in their lines, working closely 
with territorial salesmen in that capacity. 

It may appear that the procedures set up in the 
“Planned Selling” manual entail substantial paper work 
on the part of distributor management and distributor 
salesmen. That may be true. But it is the type of sales 
program that will develop the necessary facts on cus- 
tomers and products that no aggressive sales organiza- 
tion can afford to be without. 

Our major purpose in publishing this sales manual 
is to make available to distributors across the country 
the methods by which the proven principles of technical 
salesmanship may be applied in distributor selling. The 
ideas and procedures are universally applicable. And 
it is these ideas and this approach that point the way 
toward better, more hard hitting sales efforts in each 
distributor organization. To put this program across 
there must be an unswerving conviction on the part of 
management that the job should and can be done .. . 
and the backing of this conviction with action. 

The manual is divided into seven parts each of which 
represents a task or phase of “Planned Selling”. While 
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ADVISORY BOARD members are (standing) P. H. Frauen- 
heim, E. N. Sanbern, F. N. Bailey; L. C. Miller, G. F. 
Enzian, W. H. McClure, R. J. Rooney and P. E. Bunting; 


the parts must be discussed here one by one, taken 
together they represent an integrated program. The 
topic sections of the manual are as follows: 


I. PRODUCT INFORMATION —detailed study of 
products from distributor's catalog and manufacturers’ 
literature to relate products to industries and departments. 


II. CUSTOMER PERSONNEL BREAKDOWN-— 
analysis of customer organization structure, departments 
and job function and names of persons specifying or 
requisitioning your products. 


Ill, EVALUATION OF CUSTOMER POTEN- 
TIAL-—study of customer purchases by lines compared 
with actual sales to reveal your strong and weak points. 


(sitting) J. R. Siegrist, J. J. Bothwell, J. E. Hindes, L. R. 
Frazier, H. J. Ekedahl and H. M. Moss. Absent when the 
picture was taken: F. W. Robertson and F. H. Griffith. 


IV. ANALYSIS OF PRODUCT SELLING POINTS 
—provides orderly procedure for determining and evaluat- 
ing product selling points and customer benefit points. 


V. PRODUCT SELLING TALK—procedure for the 
development of organized sales presentation fitting the 
product to the buyer. 


VI. CONTINUING CUSTOMER STUDY-basic 
details of your relationship with each customer are kept 
current through informative call reports. 


VII. TELEPHONE SELLING-—performance of the 
telephone salesman may set the scrvice level of the firm 
in the eyes of the customer. He can be a powerful force 
for increased sales. 
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Catalog Page No 
Harris Dept 


Stock - Yes___ No____ Prod Dept 


OEM - Yes No 


‘Industries 


BASIC PRODUCT DATA FORM 









































1 Electrical 

Steel 

Coal 

0il-Gas 

Public Utilities 
Transportation 
Machine Shop 
Glass-Paint-Chem 
Mchy Mfg-Fdry 
Contractors 
Plbg & Htg 
Distillers 

13 Dairies 

14 Institutions 

15 Garage 

16 Brick-Stone 


BEbBwonmxsxonnan 


17 Office Bldg-Hotels 
18 Marine 

19 Wldg-Sheet Metal 
20 Lndries-Cleaners 
21 Bakeries-Food Ind 
22 Packers 

23 Rubber 

24 Paper Mills 

25 Lbr-Woodwork 

26 Tanneries 

27 Textile 

28 Well Drillers 

29 Hardware 

3% Elec Repair 

31 Dept Stores 

22 Feed Mills 


PRODUCTION DEPARTMENTS 





1 Machine Shop 
Electric 
Grinding 
Polishing 
Foundry 
Blast Furmmace 
Forge 

Pattem 
Assembly 
Pipe 

Roll 

12 Sheet Metal 
13 Welding 

14 Plastic 

15 Transportation 
16 Tool Room 

17 Mould Shop 
18 Maintenance 
19 Shipping 
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1 Purchasing 
a Director 
b Pur Agent 
c Ass't Pur Agt 
d Buyer 
e Storekeeper 
f Expeditor 
g Invoice Dept 
h Library 


Machine Shop 
a Supt 

b Machinist 

c Die Maker 

d Tool Maker 


DESCRIPTION OF JOB AND JOB FUNCTION 


Ingineering 

a Chief Ingr 

b Chief Drft 

c Elec Inger 

d Mech Fngr 

e Estimating 

f Experimental 
g Plant ner 

h Material Hdlg 
i Shop Equipt i 
j Power-Combust j 
k Chemical 

1 Metallurgical 


3 Production 


Works Mer 

Ass't Wks Mer 
Gen Supt 

Dept Supt 

Tool Supervisor 
Prod Supervisor 


g Methods 
h Material 


Weld Supervisor 
Material Hdlg 


k Storekeeper 


Inspection Safety 


a Ch Inspector 
b Quality ner 
c Material 
d Process 


a Safety Ingr 


4 Maintenance 
a Mast Mech 
b Ch Elec 
ec Lubrication 
d Plumber 
e Heating 
f Welding 
g Transport 
h Millwright 
i Mtl Handling 
j Storekeeper 
k Pipe Fitter 


8 Miscellaneous 
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HE FORM on the opposite page is 
T the basis of a procedure by which 
you may study your catalog and 
identify the products listed on each 
page with the various types of indus- 
tries, and with the plants and plant 
departments within the industries in 
which they are or should be used. 

The procedure also will help you 
to discover the plant departments 
which would be directly interested in 
your products; and finally, to deter- 
mine the job titles of the persons who 
would actually specify or purchase 
your products. 

The catalog study of your products 
will enable you to learn: 


The name of each product 


The purpose for which it is de- 
signed 


The technical names of its parts 
How it operates 


What it will do for the customer 
Relating Product to Industries 


By relating your products to indus- 
tries and plant departments, you will 
find that the picture of the product 
shown on the catalog page will come 
to life. It no longer will be merely 
a cut on a printed page, surrounded 
with data which gives model and 
catalog numbers, and a series of sizes 
and dimensions. The product will 
become a piece of working equipment, 
designed and manufactured for a defi- 
nite purpose, doing its part in some 
type of operation in a very realistic 
plant department of a still more real- 
istic industry. 

You will derive another great bene- 
fit from this procedure. By associat- 
ing each product with industries and 
plant department operations, you will 
remember more easily the detailed 
technical information and sizes and 
dimensions given in your catalog. 

The study of products as related 
to industries and plant department 
operations also will help you to gain 
some insight into the technical back- 
ground of manufacturing and main- 
tenance operations. Such insight is 
essential to technical service and tech- 
nical salesmanship. 

You also will learn something about 
the real value of each industry and 
each plant department, in connection 
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with developing future customers. 
You will form some idea of the de- 
partment and the job titles of the 
men to see in introducing and selling 
your products. 


Procedure for Using the Form 


Take some blank forms and follow 
these instructions (loose-leaf catalog 
is required) : 


1. Insert one form between each 
two pages of your catalog. (Skip 
the pages listing bulk items, 
such as nails, bolts, screws, etc.) 


. Select a product (one product 
to a page) and enter the catalog 
page number in the upper left- 
hand corner. 


. Determine the division or de- 
partment (in distributor organ- 
ization) in which the product 
is carried, and enter the number 
of that division or department. 


. Determine whether the product 
is carried in stock, and check 
“Yes” or “No”. 


. Determine if the product is used 
by original equipment manufac- 
turers and check “Yes” or “No.” 


. Look over the product carefully. 
Analyze the specialized informa- 
tion. 


. Read carefully the manufac- 
turer’s pamphlets covering the 
product. 


. Refer to the list of 32 industries 
in the upper left-hand section 
of the form. (The industries 
listed are among those in the 
Pittsburgh trading area. They 
were selected because they are 
actual or potential users of the 
products distributors carry. In- 
cidentally, there are many other 
type of industries located in all 
parts of the country.) 

Check each industry you believe 
uses, or could use, the product 
you have selected. 


. Look over the industries you 
have checked and select the 
eight you think are most prom- 


ising. Consider each carefully. 
Rate them in importance accord- 
ing to the number of prospects 
you believe would be available. 
Enter the number of the indus- 
try in the order of its impor- 
tance in each of the eight spaces 
opposite the word “Industries” 
at the top of the form. 


By following this procedure, you 
have related the product, in a general 
way, to certain industries; you have 
rated those industries in importance, 
according to the number of prospects 
each would provide for the product. 

Now you are ready to begin to 
particularize. 

Refer to the departments listed in 
the upper right hand section of the 
form. You will note that they are 
“Production Departments.” You 
realize, of course, that there are many 
other departments in consumer organ- 
izations. These Production Depart- 
ments have been selected because 
they are the departments in which 
the product you have selected on the 
catalog page is actually used, or should 
be used. 

(Editor’s note: In larger companies, 
production is separated into divisions, 
works, plants, and plant departments. 
In medium-sized or smaller compa- 
nies, they are separated into plants and 
plant departments. Separation is de- 
termined by tvpe of product, produc- 
tion volume, nature of manufacturing 
operations, etc. ) 


Study the department list carefully 
and select eight of the departments 
which you believe are, or should be, 
consumers of the product shown on 
the catalog page. 

Estimate the volume of the product 
which you believe each department 
actually uses or should use, and enter 
in the order of their importance, ac- 
cording to volume, the number of 
each department in the eight spaces 
provided in the second row, opposite 
the words “Production Departments.” 

In the first half of this form, you 
have developed some idea of the mar- 
ket for your product, and determined 
in a general way, the plants and plant 
departments which are actual users 
of, or prospects for the product. 

For the lower half of the form you 
are asked to do a little thinking that 
will make the procedure specific. 
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The production or plant depart- 
ments of larger companies are di- 
rected or supervised by technical per- 
sonnel. They set standards for, or 
specify raw materials, production 
processes, and capital equipment. Be- 
cause of the complexity and extent 
of their work, they “head up”, in the 
larger companies, technical or spe- 
cialized departments. These depart- 
ments and technical individuals exert 
what might be termed the “buying 
influence” on specifying, requisition- 
ing, and purchasing of materials. 

These technical or specialized de- 
partments are shown on the lower 
half of the form. You will find one 
of these departments in each of the 
production departments which you 
checked previously and entered, by 
number, in the eight spaces opposite 
the words “Production Departments.” 

Your task is to determine which 
technical or specialized department 
would be most interested in talking 


to you about the product selected 
from the page in the catalog. 

Consider each department care- 
fully. Select the department you 
would contact, and enter the number 
of that department in the first of the 
cight spaces provided at the top of 
the lower half of the form. Do this 
for each one of the eight production 
departments. 

Now bring your thinking down to 
job titles and job functions in each 
technical or specialized department. 
Consider the job title and job func- 
tion of the person within the depart- 
ment whom you would contact to 
present your product. Refer to the 
check list of job titles and job func- 
tions shown under each department 
heading, and check the title of the 
individual. If, in your opinion, you 
would make more than one contact 
within a technical department, check 
the job title of each additional con- 
tact you would make. 


In completing this form, you have 
carried out the procedure covering 
the first factor in PLANNED SELLING. 
You have learned how to study the 
technical aspects of your product, and 
its application to industries and pro- 
duction departments. You have 
learned how to discover potential con- 
sumers. And finally, you have gained 
some insight into the technical or 
specialized department, and the job 
titles of those who are responsible 
for specifying, requisitioning, and pur- 
chasing your product. ; 

By carrying out this procedure until 
you have completed forms for all of 
the lines and products in your catalog, 
you will know your catalog well 
enough to use it as a selling tool. You 
will gain an insight into the indus- 
tries and consumers who are pros- 
pects for your product, and the depart- 
ments and individuals to be contacted 
in your efforts to present and sell 
your product. 





TECHNICAL SALESMANSHIP—Twelve Required Qualifications 











Che mechanization of industry, greatly accelerated during 
World War II has thrown the “spotlight” on the technical 


man—the technical salesman. His technical knowledge of . 


both product and plant operation is in great demand. 

Those who are concerned with specifying, requisitioning 
and purchasing are inclined to place great confidence in him. 
Because his thinking is exact, his ideas conservative, and his 
judgment sound, customers have great respect for his opin- 
ions and recommendations. 

Technical salesmanship recognizes the responsibility of the 
salesman to his customer and requires the same high level 
of practice found among engineers, lawyers and physicians. 

While it is impossible to attain perfection, the technical 
salesman should nevertheless strive to develop the qualifi- 
cations of a man of high calibre, the qualifications of a 
professional man. 

Included among the many and varied qualifications 
required in technical salesmanship are these twelve: 


A DESIGN FOR LIVING: A philosophy of living—high 
personal standards and personal values—intellectual honesty. 
Principles—Ethics. A design for living as a professional man. 


TENDENCIES TOWARD EXTROVERSION: Natural 
tendencies toward finding pleasure in serving other people. 
Alert to social situations. Ability to adjust to changing 
environment and changing situations. 


EMOTIONAL STABILITY: Emotional control with a 
minimum of moodiness and internal conflicts. Tendency 
toward emotional maturity. Consistent behavior and_per- 
formance. An optimistic outlook on life. 


CREATIVE ABILITY-INVENTIVENESS: Ability to 
develop an idea. Capacity for developing solutions to prob- 


lems. Resourcefulness. Ability to develop sales presentations. 


SOCIAL INTELLIGENCE: The ability to use tact and 
diplomacy in dealing with others. Insight into the meaning 
of a person’s actions. The ability to “size up” situations. 
The ability to entertain. 


SOCIAL LEADERSHIP: Ability to take charge—to persuade 
—to influence others. Social initiative. Balance. Poise. 


THE WILL TO ACHIEVEMENT: Sustained drive. The 
will to achieve. Satisfaction in achieving quotas, and sales 
objectives. 


VOCABULARY APTITUDE: The ability to explain. 
Ability to teach verbally—to express ideas in words. Con- 
versational ability. A vital speaking voice. 


ABILITY TO ORGANIZE AND PLAN: Ability to set up 
records of customer—to analyze customer accounts—to set 
up customer potentials. Ability to conserve time and reduce 
expense by effective coverage. Ability to make immediate 
and long range plans. 


ABILITY TO ANALYZE: Ability to observe details—to get 
facts. Insight—perception. Ability to relate cause and effect— 
to find meanings—significance in what is observed. 


MECHANICAL APTITUDE: Comprehension of mechan- 
ical principles. Ability to visualize structure and function. 
The ability to think and talk with mechanics and engineers 
in terms common to the mechanical field. 


ABILITY TO LISTEN: Hearing perception. Ability to 
interpret what is said and to listen with an open mind. 
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Study of Manufacturing 
and Maintenance Operations 


You must learn to place a more 
exact interpretation upon the phrase 
“Product Application.” It must mean 
more to you than the performance of 
the product itself—more than what 
the product can do in a demonstra- 
tion. The phrase must mean that a 
product is being applied to some 
specific production or maintenance 
operation, and that the benefits to the 
werall operation accruing from the 
\pplication of the product, are rec- 
ognized. It must mean that the prod- 
ict is being considered in relation to 
ome specific problem, or being of- 
‘ered as a solution to a problem. 

To appreciate the full significance 
of this interpretation, you must be 
exposed to manufacturing and main- 
tenance operations. You must make 
iepeated visits to the plants of friendly 
customers. You must reach the point 
where you feel oriented and at home 
inside of a plant. You must come to 
recognize how plants in various in- 
dustries are “laid out”, and you must 
get to know something about the 
production operations peculiar to var- 
ious products, and the maintenance 
methods peculiar to various types of 
plant equipment. 

As you complete the forms for each 
“line” or section in your catalog, ar- 
range to visit the various plants in 
which the products are used. Your 
sales management will be only too 
glad to cooperate in setting up a 
schedule of plant visits. 

As you listen to the presentation of 
products at your product sales meet- 
ings, keep the idea of the relation 
of the products to production op- 
erations and maintenance methods. 
Form the habit of relating your prod- 
ucts to problems. 

Keep in mind that the broad knowl- 
edge of product application just de- 
scribed, is absolutely essential if you 
are to discuss the technical aspects 
of your products with a purchasing 
agent or with technical individuals in 
customer plants. 

If you are to be numbered among 
the industrial salesmen who have a large 
annual dollar sales volume you must 
gain a sound working knowledge of 
a wide range of lines and products. 
Large dollar sales volume is built up 
by selling a wide range of products 
to each customer. In other words, 
customer accounts are developed by 
increasing the customer buying range. 
And by increasing the customer buying 
range, the result is a higher yearly 
sales dollar volume. 





The Law of Association 


One of the most effective ways of gaining product knowledge in a number of 
lines, is to group products around a central factor. That central factor may be 
the type of plant involved or it may be an operation. Below is a product group- 
ing with a chemical plant (type of plant) as the central factor. Other groupings 
could be based on operations such as a lathe operation. The listing below is not 
intended to be exhaustive; it is given merely to illustrate the point that groupings 


can be made. 


Angle iron 

Band saws 

Belt dressing 
Belt idlers 

Bolts & nuts 
Brushes 

Buckets & pails 
C-Clamps 
Casters 

Chain 

Chain conveyors 
Channel iron 
Clamshell buckets 
Conveyor belts 
Conveyor rollers 
Conveyor carriers 
Copper tubing 
Dollies 

Fans 

Fire extinguishers 
Flat belt 

Flat link chain 
Fluor. fixtures 
Friction tape 


A CHEMICAL PLANT 


Gasket materials 
Gauges 

Gauge glasses 
Gloves 

Goggles 

Grease buckets 
Grease cups 
Hand trucks 
Hangers 

Hose fittings 
I-Beams 

Idler sprockets 
Insulation 
Insulating cement 
Insulating tape 
Light mach. tools 
Lubricants 
Meters 

Motors 

Motor bases 
Motor couplings 
Motor pumps 
Nails 


Nozzles 





Skids 

Sleeve bearings 
Sponges 

Spray guns 
Sprockets 

Steel bars 
Steel grating 
Steel shafting 
Steel sheet 
Steel straps 
Strap iron 
Threading dies 
Tie spikes 

Tin pans (drip) 
Track wrenches 
Tube fittings 
V-Belts 

Valves 

Vernier calipers 
Wire rope 
Work brushes 
Work light 
Work rack 
Wrenches 


Oilcans 

Paint 

Petcocks 

Pillow blocks 

Pipe 

Pipe fittings 

Pliers 

Pneu.-tired wheels 
Port. elec. pumps 
Protective clothing 
Pulleys 
Refractories 
Respirators 

Rivets 

Roller chain 
Rubber hose 
Safety face shields 
Scissors 

Screw conveyors 
Screwdrivers 
Setscrews 

Sheaves 

Sheet iron 
Shovels 








The most effective way of gain- 
ing product knowledge in a number 
of lines is to group products around 
a central factor. ‘The central factor 
may be a plant in cach of a number 
of industries, or a manufacturing op- 
eration. It might even be the job 
of a technical man—such as a master 
mechanic. The idea is to make use 
of the law of association, and applv 
it by relating groups of products to 
some specific operation. 

As an illustration, note the number 
of products used in a chemical plant 
(see listing above). 

Relating products to operations 
makes it possible to gain product 
knowledge in a wide range of lines 
and products very rapidly, and enables 
you to retain what you have learned. 

In addition to this, you avoid the 
bad tendency of becoming prejudiced 
in favor of a limited number of lines 
and products. Your product interest 
is broadened, and you discover that 
you are capable of discussing technical 
product applications. 

There are various way of actually 
showing product groups. For ex- 


ample, you might turn your catalog 
over to an office clerk, after you have 
finished filling out the forms for all 
products, and have her collate the 
products as indicated by the forms. 
When such a master catalog is re- 
viewed, the array of products in a 
group becomes extremely impressive. 
It makes an impression which you 
will not soon forget. 

Another way is to show product 
groupings by  tabulating products 
under operation classifications. 

Still another way would be to study 
plant operations until you can see 
for yoursclf, a group of products 
actually in use in a given operation. 

Perhaps the best plan is to combine 
catalog groupings with studies of 
plant operations. 

Make up vour mind that you are 
not going to attempt to memorize 
the products in the catalog and be- 
come a “product parrat.” Instead, 
determine that, in addition to study- 
ing your catalog, you are going to 
study product application and equip 
yourself to become a technical sales 
representative of your company. 
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HE PURPOSE of the Customer Per- 
T sonnel Form (see next page) 
is to point up a procedure that 
will enable you to study customer 
organization structure, and to identify 
departments, job functions, and job 
titles and, finally, to determine the 
names of persons directly concerned 
with specifying, requisitioning, or 
purchasing the products carried by 
your company. 

The form also provides a check list 
by which you can make a complete 
personnel breakdown of the cus- 
tomer organization that will assist you 
in contacting, selling, and servicing 
your account. 

You will find that if you fill in this 
form for each one of your customers, 
the information will help you render 
effective service to your customer, de- 
velop the account more thoroughly, 
and improve the quality of human 
relations with the customer to the 
point where there is mutual confi- 
dence and respect. 

The information also will enable 
your company management and the 
telephone salesmen to handle your 
customer more intelligently, and to 
increase the customer purchases 
through special advertising, sales pro- 
motion, and other contacts. 


General Description of Form 


The form is divided into three sec- 
tions: 


Section 1: Space for information cov- 
ering name, address, tele- 
phone number and divi- 
sion of the customer. 
Space for names of officers, 
directors and top execu- 
tives of the company. 
Space for information cov- 
ering important company 
affiliations. 

Section 2: Space for names of key 

executives and key person- 

nel in the Purchasing De- 

partment, 

Space for names of indi- 

viduals holding key jobs 

related to purchasing. 


Listing of job titles set up 
under departments _pro- 
viding space for the names 
of those holding key jobs 


within departments who 
have to do with specifying, 
requisitioning, or purchas- 
ing products carried by 
your company. 


A Brief Discussion of the Form 


You must recognize at once that 
the Customer Personnel Form is an 
important form. It is a “key” record. 

The form is printed in duplicate, 
a white (office) and a yellow (sales- 
man) copy. The white copy will be 
retained in the office of the sales man- 
ager. ‘The yellow copy is intended for 
your use as a work sheet. As you gather 
information for the form, you will 
write it in longhand on your yellow 
work sheet, and turn it in to the sales 
manager. ‘The information given on 
your work sheet will be posted to the 
white (office) copy. A new up-to-date 
yellow copy will be typed and returned 
to you. This procedure wili be re- 
peated until the information on your 
yellow form is complete. 

You will keep your yellow copies, 
arranged alphabetically, in a ring 
binder so they will be available as work 
sheets or as customer records. 

You will readily appreciate that the 
nature of the information required 
for this record is such that you can 
not complete the form in a few hours 
or even in a few days. Gathering the 
information calls for continuous effort 
and continuous performance. The 
best thing to do is to fill in the names 
of a number of your customers on a 
number of yellow sheets, and then fill 
in the detailed information on each 
customer as you obtain it. Each time 
you obtain added information, post it 
to your yellow copies and hand them 
in to the sales manager for entry on 
the white (office) copy. Repeat this 
procedure each time you obtain new 
or added information about the per- 
sonnel of your customer. Another im- 
portant fact to recognize is that the 
job is not finished by completing your 
yellow copy of the form. 

Remember that while titles and 
jobs remain permanent, personnel 
changes. This means you always must 
be alert to personnel changes; you 
must be quick to discover new names, 
new titles and new information, and 
you must keep the office record and 
your own personal customer records 
up-to-date. 


When filling in the customer's 
name, address and telephone number, 
start from scratch. Forget you have 
ever written it before. Fill in the cus- 
tomer’s complete and correct name. 
See that it is spelled correctly. Get 
the complete mailing address of the 
customer including any room number 
or box number or zone number and 
see to it that you fill in the customer’s 
latest telephone number. 

When you fill in the name of a 
person holding an executive or a key 
position, be sure you complete the 
name so it can be used in contact by 
mail. The best way to complete a 
name is to give the first name, the 
middle initial, and then the last name. 
The next best way is to give the initial 
of the first name, the initial of the 
middle name and the full last name. 
In cases where a person has no middle 
name, you should give the complete 
first name and the complete last name. 
Never give one initial and the last 
name such as “J. Thompson” or “R. 
Brown.” Be accurate in filling in the 
person’s title. Fill in the complete 
title. A person incorrectly addressed 
is apt to be annoyed at what he in- 
terprets to be a lack of respect. 

In cases where you call upon a divi- 
sion or “works” of a company, take 
equal care with the name of the divi- 
sion or works, mailing address, tele- 
phone number, etc. 


Type of Business 


Accuracy in describing or classifying 
“Type of Business” is very important. 
Frequently, the name of the com- 
pany does not reveal the nature of the 
products manufactured. Analyze care- 
fully the major products which are 
manufactured. In most cases, these 
products will give you an insight into 
the type of business. State the type of 
business in a few carefully chosen 
words. Use such classifications as 
“road construction”, “structural steel”, 
“electrical equipment”, “Marine Divi- 
sion”, “Irvin Works”, “Duquesne 
Works”, “Homestead Works”. 

In cases where the situation is sim- 
pler, the nature of the company’s 
products will be included in the name 
of the company, such as “Crescent 
Laundry”, and you naturally will use 
this part of the name in classifying 
the type of business. 

The tvpe of business is not only im- 
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1_CHIEF ENGINEER 

2 CHIEF DRAFTSMAN 

3 ELEC. ENGINEER 

4 MECH. ENGINEER 

5 PLANT ENGINEER 

6 CHIEF ESTIMATOR 

7 MATERIAL HLOG. ENGR. 
8 EQUIPMENT 
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ENCOUNTERED WHEN SELLING: 
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DESIGN 
EXPERIMENTAL 
METALLURGICAL 
CHEMICAL 
COMBUSTION 
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GEN. SUPT. 
DEPT. SUPT. 


17 TOOL SUPERV. 

18 METHODS 
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20 MATERIAL HLOG. PROD. 
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22 MASTER MECH. 

23 CHIEF ELECTRICIAN 
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JOB TITLE 


25 PIPE FITTING 

26 HEATING 

27 MILLWRIGHT 

28 WELDING 

29 STOREKEEPER 

30 TRANSPORTATION 

31 MATERIAL HLOG. MTCE. 
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portant to you in your sales effort but 
it is equally important to the Sales 
Promotion and Advertising Depart- 
ment and the company sales analysis 
system. 


Officers and Directors 


The names of the officers of a com- 
pany may, under certain circum- 
stances, prove to be valuable. You 
may want to meet the officers and to 
‘now them. Knowing something 
about the characteristics and methods 
of the officers of a company may help 
you to gain some insight into buying 
methods and buying habits of the 
customer. And lastly, you may find 
t advisable to meet one or more of 
the officers socially, build sound 
and wholesome human relations with 
the customer. You also may find it 
advisable to furnish management with 
information as to just where and how 
the officers tie in with the general 
functioning of the company organi- 
zation. 

It is well to have the names of the 
directors of a company. In some cases, 
directors are persons other than off- 
cers. To have knowledge of their 
identity can be useful in enabling you 
to know something about their affiia- 
tions, associations and contacts. This 
knowledge will assist you to give bet- 
ter service to the account. 

You should make it a point to know 
the gencral manager. He may be 
quite a different person, more easily 
approached, than the officers, direc- 
tors or sales managers. In companies 
where there are general managers, you 
will find them in charge of the budg- 
ets or with top authority to approve 
expenditures. Much can be gained 
in developing the acquaintance of the 
general manager. 

It is always well to know the sales 
manager of a company. Like other ex- 
ecutives of his company, he moves 
about a great deal. You may meet him 
while traveling, in hotel lobbies, in 
train terminals or in airline terminals. 
It is surprising how he can and will 
help you to make contacts within his 
own company, if his attitude toward 
you is friendly. 

Where there are company affiia- 
tions, it is well to learn as much as 
you can about them so you can render 
better service or improve relations with 
the account. Quite frequently, you 
can find friends who can help you 
when their contacts make such help 
possible. Remember, the successful 
salesman does not work egotistically 
like a lone wolf, he realizes that 
through others he can frequently mul- 
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tiply his efforts and thereby achieve 
success more quickly. 

Knowledge of company affiliations, 
associated companies, holding com- 
panies, or interlocking directorates can 
also help you to cut down lost time. 
You can minimize or eliminate calls 
on companies where orders are im- 
possible to get because the business 
and the purchasing is held under re- 
mote control, or controlled by com- 
petitive, unfriendly, incompatible 
business. 


Purchasing Organization 


The number and type of key posi- 
tions, and the number and nature of 
titles, of course, are governed by the 
size of the company. It is only in the 
larger companies that you will find a 
director of purchases with an assistant. 
A director of purchases usually is ap- 
pointed in companies where there are 
a number of plants within a company 
producing widely different products, 
where certain affiliations must be 
maintained to purchase a wide variety 
of hard to get products, where close 
controls and close relationships must 
be maintained in the marketing and 
selling of products, or where there are 
a number of purchasing agents who 
are located at various companies 
within the corporation but who must 
be directed and supervised. 


Purchasing Agent 


As Se work farther down in Sec- 
tion 2, you come to names and titles 
of executives with whom you will 
make most of your important con- 
tacts. In selling many of your cus- 
tomers, you will deal directly with 
the purchasing agent. You must be 
very careful in forming your attitude 
toward this executive. Many §sales- 
men make the serious mistake of re- 
garding the purchasing agent as a 
stone wall of resistance and their atti- 
tude is that of resentment; they think 
more of trying to get past the purchas- 
ing agent than they do of dealing di- 
rectly with him in an attitude of 
friendliness. Keep your mind open. 
Make a strong effort to understand 
the responsibilities, duties and meth- 
ods of each purchasing agent with 
whom you deal. Study his personality 
and general characteristics. Discover, 
as soon as you can, his hobbies and in- 
terests. Plan your approach. Build 
up good will on the basis of being 
of service to him. Find ways and 
means of letting him know that you 
know your products in relation to his 
business, his production operations 
and his maintenance methods. 


Introduce your products as related 
to manufacturing and maintenance 
problems. Show him in a technical 
way the benefits to be derived from 
new products and talk to him in an 
equally technical way about new uses 
for old products. 

Let him know the kind of service 
your company can give him. In con- 
nection with deliveries, expediting or- 
ders, and handling invoices, talk to 
him in a friendly way about various 
members of your c company organiza- 
tion. Sell him yourself and your com- 
pany. In seeking to build friendly re- 
lations, your motives must be sin- 
cere. Acquaintanceships that endure 
must be built on mutual respect. 


Assistants and Specialized Buyers 


Assistants and specialized buyers 
are key men and are of utmost impor- 
tance to you. ‘To get to know them 
is essential if you are to service and 
develop the customer account. In 
many cases, their business and social 
level is close to your own. Make 
every effort to develop contacts with 
them, both in a business way and so- 
cially. Learn all you can, as soon as 
possible, about how they specialize 
in buying and the products they pur- 
chase. What has been said about 
studying the purchasing agent is doubly 
true when applied to assistants to the 
purchasing agent and specialized buy- 
ers. In servicing your customer and 
in developing the customer account, 
you will deal more frequently with 
assistants and buyers than you will 
with the purchasing agent himself in 
the larger companies. Learn how to 
enjoy a wholesome friendship with 
these executives. 

Study the problems which confront 
them. Help them to have confidence 
in you. Remember that there is no 
guarantee that friendship with mem- 
bers of a purchasing department will 
turn orders your way but that in many 
instances, a close acquaintance will 
help you obtain a good percentage of 
the customer’s purchases. 


Reciprocal Relations 


In some of the larger companies, 
you will find the key position of “re- 
ciprocal relations.” ‘These executives 
are appointed in companies where 
management desires to maintain re- 
ciprocal relations in its buying and 
selling. This executive usually is not 
brought too much into the foreground, 
inless he is director of purchases or 
purchasing agent. 

Usually in the Purchasing Depart- 
ment, there is an invoice clerk who 
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checks for current prices or matches 
the supplier’s invoice against the in- 
formation given on the original pur- 
chase order. It is always advisable to 
find out who this person is and*to see 
how much you can help him by giving 
him either a catalog, or list prices and 
discount information. 

It is advisable to know the person 
in charge of the library and the order 
expediter; by knowing these indi- 
viduals you may discover added ways 
to improve your service. In fact, ex- 
tending service to these individuals 
and to others in other departments 
may prove of great value in years to 
come. Remember, promotions into 
the purchasing department often are 
made from among these individuals. 


The Storekeeper 


The storekeeper is also an impor- 
tant man. His duties and functions 
are related to the purchasing organ- 
ization and frequently he exerts a 
strong influence on the buying habits 
of the purchasing department. The 
storekeeper often sets up inventory 
maximums and minimums, and usu- 
ally originates the requisitions on 
items for stock replacement. 

His latitude in selecting, specify- 
ing and requisitioning the types of 
materials handled exclusively by your 
company can pave the way for the 
development of a friendly relationship 
with the purchasing department. 


Departments—Job Titles 
—Names 


In Section 3 (page 90) of the Cus- 
tomer Personnel Form your task is to 
study cach customer organization care- 
fully, and to determine the produc- 
tion departments, and the technical or 
specialized departments which go to 
make up his organization structure. 
You are further required to focus your 
analysis upon the job titles, job func- 
tions, and finally the names of the 
individuals who would authorize the 
use, specification, requisitioning and 
purchasing of your products. 

The final purpose of Section 3 is 
to help you to relate your products to 
the individuals who handle the prob- 
lems whic your products are intended 
to solve and to become acquainted 
with these individuals. 

The job titles and job functions 
listed at the top of the form are a 
check list.. The idea is that you are to 
go over this check list carefully and 
check the job titles and functions 
which you recognize as existing in 
your customer organization. 

The next step is to secure the name 


92 


of the person holding each job title 
and to enter that name in the space 
provided below the check list. In 
these colu.ans you are also to fill in 
the job titles, and the name of the de- 
partment in which the job title or job 
function exists. Finally, you are to fill 
in the products which you would dis- 
cuss, present or sell to that individual. 
The heading ‘Policies and Condi- 
tions, etc.” appearing at the bottom 
of the form calls for special informa- 
tion relating to customer character- 
istics which must be considered when 
planning sales presentations, or when 
making your approach to actually sell- 
ing the customer. This information 
should receive very serious attention 
since it exerts a very definite influence 
in developing customer relations, and 
in establishing your position and status 
in the customer organization. 
Securing the names and job titles 
of the individuals in these depart- 
ments will require time and effort, but 
you must know who they are; you 
must develop an acquaintance with 
them if you are to gain insight into 
the types of problems with which your 
customers are confronted. You must 
learn all you can about these problems 
if you expect to sell a product to your 
customer as a solution to a problem. 
Knowing the types of problems 
handled by the individuals of various 
departments also will enable you to 


better service your account by giving 
the customer the benefit of your own 
technical advice, and counsel, or the 
benefit of the technical advice and 
counsel of a company or factory spe- 
cialist. 

Technical service may not, in itself, 
control the placing of the customer’s 
orders. But, if you can add your tech- 
nical counsel and service to a whole- 
some acquaintance with members of 
the purchasing and other departments, 
you are in a position to get your fair 
share of the customer’s purchases. To 
have the receptionist, telephone oper- 
ator and even the office boy like you 
personally can pay large dividends. 
Remember the adage, that the office 
boy might be president some day. 


The Inside Organization 


When the personnel information 
called for in Section 3 of the Customer 
Personnel Form is made available to 
management, the inside selling or- 
ganization will be in a position to 
handle more effectively special in- 
quiries or orders for special types of 
equipment; and the Sales Promotion 
and Advertising Departments wili be 
in a position to direct sales promotion 
efforts and advertising literature to 
the person and the department most 
vitally interested in the products 
which are being given special promo- 
tion. 





in the account, 





You are expected to supervise the account to the point where inquiries, orders, 
invoices and claims are handled to the satisfaction of the customer. 


You are expected to know enough about the products manufactured by the 
customer, his plant operations and maintenance methods, to broaden the 
customer buying range in your products, and to develop increased sales volume 


You are expected to gain the degree of customer acceptance and prestige that 
will enable you to. penetrate the account and to reduce competition to a mini- 
mum. Your knowledge of the customer should place you in a position to give 
valuable assistance to the sales manager in setting up customer potentials, 
setting call frequencics and developing sales promotion programs. 


You are obligated as a representative of your company to maintain a high 
standard in your business relations with the customer and to so develop your 
relations that the customer becomes a loyal supporter of your company. 


Salesman Customer Relations 


When you are assigned a customer account, you must accept with that 
assignment a very grave responsibility. You are expected to know more about 
that customer than anyone else in your organization—to become an authority 
on the customer account to whom all key personnel in your organization may 
turn for advice and direction, on handling the account. 
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"HE PURPOSE of Customer Evalua- 
. tion Form (see next page) is to: 


A—Provide a method by which 
each account may be analyzed 
and an estimate formed as to 
how the distributor stands per- 
centage-wise in relation to the 
customer overall purchases and 
in relation to competition. 


B—Provide a method by which 
the salesman may form some 
estimate as to the possibility 
of increasing the sales volume 
of each account. 


C—Provide a method whereby 
each account may be analyzed 
and a proper dollar volume 
goal, or standard, set on po- 
tential purchases of products 
carried by the distributor. 


D—Provide information that will 
enable the salesman to com- 
pare actual sales to each cus- 
tomer over the period of one 
year, with the potential sales 
volume set up at the begin- 
ning of that year. 


Value of the Form 


As you analyze each account to 
estimate customer potentials, you will 
discover that the product breakdown 
included in this procedure will give 
you the vital information you need 
to develop the account. You will 
get a clear idea of your strong and 
weak points on each account. You 
will know how to direct your efforts 
to broaden and increase customer 
purchases. This information also will 
help you set up definite goals and 
standards in dollar volume on prod- 
ucts you should sell the customer. 

The study of each account by 
product will enable you to discover 
that each customer is a_ potential 
buyer of products, which you failed 
to realize prior to the detailed analysis 
of the account. The information on 
customer potentials will give you 
added “know how” in planning for 
the presentation of products to the 
customer. 

Keep in mind that as you increase 
the volume and range of customer 
purchases, you actually are penetrat- 


ing the account to the point where 
you can feel reasonably sure that 
you influence the customer's pur- 
chases of products carried by your 
company. And last, but not least in 
importance, you are placing yourself 
in a sound competitive position. 


A Brief Discussion of the Form 


In the upper left-hand corner of 
the form (next page), space is pro- 
vided for the name and address of 
the customer. You must make it a 
point not to abbreviate or write the 
customer’s name carelessly. You are 
asked to do this so that any form re- 
ferred to may be used as a check 
against the customer name and ad- 
dress files in the office. 

In the upper right-hand corner, 
there is space for the date on which 
the form is made out and the name 
of the salesman making out the form. 
Although the item “number” does 
not appear on the form, it might be 
well to enter your salesman’s num- 
ber opposite your name. The fre- 
quent appearance of your number op- 
posite your name will help those 
handling the various forms to re- 
member your number. The use of 
the number in office practice will, 
as you know, speed up reference to 
both salesman and customer records. 

A brief, concise description of the 
type of business in which the cus- 
tomer is engaged is called for at the 
top of the form. This information 
is of great importance to the office 
of the sales manager and to the sales 
promotion and advertising depart- 
ment. This item will also greatly in- 
fluence sales promotion and _ special- 
ized mailing programs. 

Be accurate in describing the type 
of business in which the customer 
is engaged. Frequently, the name of 
the company does not reveal the 
nature of the business, nor does it 
describe the type of products which 
are manufactured. Some insight as 
to the type of business can be gained 
by carefully analyzing the major prod- 
ucts. In some cases, information re- 
lating to the type of business can also 
be gained by analyzing the applica- 
tion of the products turned out by 
the customer. Make sure of this 
background information. Study the 
customer carefully first. 


Make it a point to state “Type of 
Business” in a few carefully chosen 
words. Use such concise descriptions 
as “road construction”, ‘“‘structural 
steel”, “electrical equipment”, “laun- 
dry”, etc. 

You may get additional help in 
describing ““l'ype of Business’ by 
consulting the check list on the Basic 
Product Data Form which you have 
inserted between the pages of your 
loose-leaf catalog. 

Classification of the customer on 
a dollar volume basis goes opposite 
“Class”. However, you are not to 
fill it in. The information required 
by this item will be filled in at a later 
date, either by your division manager 
or the office of the sales manager. 


Estimated Purchases, Potential 


You are asked, under the heading 
“Total Estimated Yearly Purchases,” 
to form an estimate of the total dollar 
volume of customer purchases of 
products carried by your company, 
from all sources of supply, during the 
coming year. These figures can be 
arrived at by totalling the column 
headed “Customer Estimated Yearly 
Volume”. A detailed explanation of 
this column will be given later. 

You are asked, under the heading, 
“Total Estimated Yearly Potential,” 
to give an estimate of how much of the 
customer’s tota] yearly purchases will 
be secured by your company. You 
are to express this volume in dollars, 
and enter the total on the form op- 
posite this item. The “Total Esti- 
mated Yearly Potential” can be ar- 
rived at by totalling the column 
headed “Distributor Estimated Yearly 
Sales”. A detailed explanation of this 
column will be given later. 


Number—Products 


Under these two items, the various 
lines or products carried by your com- 
pany are listed by code number. The 
code number is very important, as it 
is the basis of the accounting and 
sales analysis systems. 

These various “lines” or products 
are listed on the form, -in order to 
provide you with a “check list” by 
which you can analvze your customer 
account product-wise. 

You are asked, under O.E.M., 
to indicate whether the products 
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listed on the form are used in O.E.M. 
by customer for resale, by writing 
“yes” or “no” opposite each “line” 
or product in the column headed 
O.E.M. 

You may secure added assistance in 
compiling these figures by referring 
to customer monthly total records, 
by products, maintained in the office 
of the sales manager. 


Customer Estimated 
Yearly Volume 


This column is directly related to 
the item “Total Estimated Yearly 
Purchases”, appearing in the upper 
left-hand portion of the form. To 
complete the column, you are re- 
juired to form an estimate of how 
much or “what volume” of each 
“‘Jine” or product in dollars, and 
enter the amount opposite each 
“line” or product in the column 
headed “Customer Estimated Yearly 
Volume”. 

By completing this column, you 
not only have an estimated customer 
purchase volume by products, but you 
also have, by totalling the column, 
a total of the customer estimated 
yearly purchases. The total of this 
column should be entered therefore, 
opposite the item “Total Estimated 
Yearly Purchases”. 


Competition—Estimated 
Yearly Volume 


This item requires you to estimate 
the volume (by “line” or product) 
of the customer’s overall yearly pur- 
chases which will be given to your 
competitor during the year ahead. 
You are to estimate this volume in 
dollars, and enter the amount op- 
posite each “line” or product listed 
on the form in the column headed 
“Competition Volume”. 


Harris Estimated Yearly Sales 


This column is directly related to 
the item “Total Estimated Yearly 
Potential” appearing in the upper 
tight-hand portion of the form. To 
complete the column, you are re- 
quired to form an estimate of how 
much you and your company will 
sell the customer during the coming 
year. You are to express the volume 
of each “line” or product in dollars, 
and enter the amount opposite each 
“line” or product in the column 
headed “Harris .Estimated Yearly 
Sales”. 

By completing this column, you 
have not only an estimate of your 
yearly sales volume by products, but 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 


you also have, by adding the figures, 
a total of the customer estimated 
yearly potential. The total of this 
column therefore, should be entered 
opposite the item “Total Estimated 
Yearly Potential”. 


Actual Sales 


This column provides a record of 
the dollar volume, by product, you 
and your company have actually sold 
the customer during the year covered 
by this estimate. 

These figures are intended to pro- 
vide you with a yardstick by which 
you can measure the accuracy of your 
various estimates of the customer ac- 
count. They will be furnished by the 
sales department after the end of 
the year. 

If you are to be successful in selling 
a wider range of lines or products to 
each one of your customers, you must 
make every effort to learn all you can 
about the nature and type of your 
competition. You must get to know 
the names of your competitors. You 
must find out just which products 
they are selling to your customer and 
the dollar volume of these sales. You 
must discover the nature of the rela- 
tionship between the competitor and 
your customer, and the basis upon 
which your competitor gets the busi- 
ness. This information will help you 
to make your overall selling efforts 
more effective and to plan more ac- 
curately the presentation of additional 
products to your customer. 


Year Sales 


On the reverse side of the Cus- 
tomer Evaluation Form (see next 
page) is space for listing the firms 
known to constitute your main com- 
petition. Such a listing will serve 
as a check list of the competitors who 
are getting orders from your cus- 
tomers. 

In the column headed “Competi- 
tion Volume” on the front side of 
the form (opposite page), you have 
shown a breakdown by product of 
the dollar volume going to your com- 
petitor. Take the total of this column 
and break it down, percentage-wise, 
allocating to each competitor the per- 
cent of the total volume which you 
believe the competitor is getting 
from your customer. Express this 
percentage in dollars, and post the 
amount opposite each competitor in 
the column headed “Year Sales” 
(side 2 of form). 

On the line opposite each com- 
petitor in the list, you are to write 


under the heading “Remarks” the 
basic reasons which, in your opinion, 
cause your customer to buy certain 
products from your competitor. You 
should express these reasons in sen- 
tences that are brief and to the 
point: 
A-—Years of service 
B—High quality of technical and 
special service 
C—Delivery factors 
D—Customer believes in spreading 
his buying 
E—Reciprocal relationships 
F—Customer is standardized on 
certain brands 
There are many reasons, of course, 
why your customer buys from one or 
more of your competitors. Your expe- 
rience with your customer will en- 
able you to discover the true reasons. 
Consider each reason. carefully be- 
fore entering it on the form. In 
cases where competition volume is 
based on selling one or two major 
products to your customer, you should 
include mention of these products in 
your statement of reasons. 


Assistance Desired 


You will appreciate the fact, as 
you use this form, that the estimating 
of customer potentials will cause you, 
quite naturally, to set up new objec- 
tives. The setting up of new objec- 
tives will, in turn, cause you to de- 
velop plans for the accomplishment 
of these objectives. 

The information required under 
the items below the listing of com- 
petitors is intended to direct your 
thinking toward the use of company 
and factory specialists in the develop- 
ment of these plans. Experience has 
shown that many salesmen have been 
successful in selling a wider range of 
products to their customers, by add- 
ing the specialized knowledge of this 
specialist to their own efforts in pre- 
senting additional products to their 
customer. Working with the assist- 
ance of the specialist will enable you, 
in many cases, to get a new slant 
on customer problems, and in this 
way help you to sell more of certain 
products to a customer than you 
could by working alone. 

It might be added at this point 
that one of the best ways to increase 
your earnings is to multiply your own 
efforts by working through others, 
whenever possible, in the develop- 
ment of customer accounts and in 
opening up new prospects. 

Go over in your mind, the various 
operations in the customer produc- 
tion and maintenance methods. Reach 
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definite conclusions as to the various 
ways in -which a specialist may be 
of valuable assistance, both to your- 
self and your customer. State on 
the form, under either of these head- 
ings, the kind of specialist’s assistance 
you want so the specialist may be 
scheduled to work with you at times 
convenient to both of you. 


Reciprocal Help Required 


Under this heading, you are asked 
to state how your company or com- 
pany affiliations may help you to im- 
prove your relations with your cus- 
tomer, 


The Time Factor 


You are asked at this point to di- 
rect your attention to a factor which 
is frequently lost sight of in every 
day selling practice. That factor is 
the factor of time. You appreciate, 
of course, that your greatest invest- 
ment in your profession as a_tech- 
nical salesman is your time. The way 
in which you use your time has a 
very important effect upon your 
monthly and yearly income. You 
know from experience how difficult 
it is to stick to time schedules. You 
know how frequently your best-laid 
plans are interfered with by all sorts 
of unexpected demands and emer- 
gencies. And yet, despite these inter- 
ruptions, you must continue to plan 
your work and to set up time heb 
ules. Even though you cannot always 
live up to them, you are better off than 
the man who makes no attempt to 
control his time. 


Calls Per Year 


This item requires that you esti- 
mate the number of calls per year 
which you should make on each cus- 
tomer to properly develop and serv- 
ice the account. In other words, you 
are asked to establish a “call fre- 
quency” for the period of one year, 
for each of your customers. In filling 
in this item, consider the buying 
periods and buying habits of the cus- 
tomer and the type of technical and 
personal services you are called upon 
to give the account. Consider also, 
the type of people you must deal with 
when making your calls. Make every 
effort to set up the number of calls 
per year in proper relationship to the 
nature and volume of the account. 


Hours Per Call 


You are asked under this item, to 
estimate the amount of time which 
you should give to each call. In arriv- 
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ing at this estimate, you should con- 
sider carefully the social and business 
aspects of your relations with the 
customer. You should also have 
clearly focused in your mind the exact 
reason for the call. Every call should 
have a purpose. You should deter- 
mine before you enter the customer's 
office, whether you intend to make 
a planned call or routine call. A well 
defined purpose in making the call 
will help you to make vour call ef- 
fective and productive. Keep in mind 
that even a routine call can have a 


well defined purpose. 


Hours Travel Time 


In filling in this item, you will 
find it to your advantage to consider 
the many variations which arise when 
traveling from one customer to 
another. Your travel time is affected 
by weather conditions, traffic condi- 
tions, and many other things. Base 
the estimate on the amount of time 
required under average conditions to 
travel from one customer to another. 
Enter your estimate of travcl time 
per call under the item “Hours ‘Travel 
Time”. 


Hours in Office 


In arriving at the estimate required 
by this item, it will be advisable for 
you to review past relations with your 
customer. Consider the frequency of 
instances in which it has been neces- 
sary for you to spend time in the 
ofhce in order to handle special re- 
quests, expedite orders, assist in pro- 
curing special equipment and to plan 
sales talks and selling demonstrations. 
Think of this phase of servicing your 
account in terms of hours, and form 
an estimate of the total number of 
hours required to service the cus- 
tomer over the period of one year and 
enter this time estimate on the form 
under this heading. 


Estimated Sales Per Hour 


You are not required to fill in this 
item. It is intended to be used for 
purposes of sales analysis by the office 
of the sales manager. 


Background Knowledge Needed 


To derive the greatest benefit from 
the use of this form, it will be neces- 
sary for you to gather a great deal of 
what might be called “Background 
Information.” If you are to develop 
a high degree of accuracy in making 
the various estimates of your cus- 
tomers required by this form, it will 
be necessary for you to have a gen- 


eral knowledge of these points: 
1. The kind and quality of the 
products manufactured. 

. How the products are used or 
applied. 

. The markets or buyers for the 
product. 

. The quantities in which the 
products are used or consumed. 

. Seasonal or other trends in the 
industry and customer business. 

. How many and what kinds of 
parts are in the products. 

. The manufacturing processes 
employed to produce the prod- 
ucts. 

. Types and names of machines 
used in production operations. 

. Materials handling equipment 
used. 

. Departments involved in pro- 
duction operations. 

. The volume and range of items 
handled by the storekeeper. 

. Quantities and nature of items 
stored in the Stores Depart- 
ment. 

. The amount of tooling re- 
quired. 

. Pipe lines for steam, air, chem- 
icals and liquids. 

5. Type and frequency of repairs. 

16. Nature and frequency of main- 

tenance schedules. 
telated to purchasing: 

. Customer buying habits and 
buying periods. 

. Systems and procedures within 
the purchasing department. 

. Diversified or concentrated 
buying policies. 

. Purchases of parts or ecquip- 
ment as part of, or related to, 
O.E.M. for resale. 

It is understood, of course, that 
you cannot secure the information 
called for in this check list, in a week 
or a month or even six months. It 
may take a year or more for you to 
build up real knowledge about many 
of these basic factors. The intention 
in giving you this list is primarily 
to guide your thinking in connection 
with forming estimates. 

You might find that the order in 
which these items are listed can be 
used as a plan of procedure. You 
should also use the Customer Per- 
sonnel Form as an aid in developing 
overall knowledge of your customer. 
The key operating jobs set up under 
departments on that form can be a 
guide in gaining insight into your 
customer potentials. During the first 
attempts to form the estimates re- 
quired by this form you will depend 
largely on trial and error methods. 
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ANALYSIS OF PRODUCT SELLING POINTS 





HE PURPOSE of the Product Study 
Form (opposite page) is to: 


A. Provide a standard procedure 
for breaking down and analyzing 
specific products. 


. Provide a method by which 
product characteristics may be 
evaluated as selling points. 


. Clarify the distinction between 
product technical points and 
customer benefit points. 


D. Establish the fundamentals of 
a product selling talk. 


By following the procedure indi- 
cated by the Product Study Form, 
you will learn how to analyze a prod- 
uct in an orderly way. In fact, you 
will acquire a kind of “Pattern” in 
product breakdown and analysis, that 
will enable you to discover for your- 
self the selling points in any product 
placed before you. 

You will learn to distinguish be- 
tween points which have to do with 
the technical aspects of a product 
(important to designers and manu- 
facturers), and customer benefit 
points which appeal to the buyer. 

The procedure will enable you, 
finally, to classify the various types of 
points’ which you have developed 
by your product breakdown and 
analysis, according to the fundamen- 
tals of a product selling talk. 


A Brief Discussion of the Form 


You will note that there are seven 
headings on the form, arranged in 
numerical sequence. (There are three 
headings on one side and four on 
the reverse side which is shown on 
page 100.) The order of their ar- 
rangement is important. It follows 
what might be called your “learning 
process.” It proceeds from a study 
of the technical aspects of the prod- 
uct to the benefits which a customer 
may derive from its application. The 
arrangement makes possible a line of 
action .which you can actually carry 
out when analyzing a product. 

The Product Study Form is in- 
tended as a work sheet. When com- 
pleted, it is to be filed in your desk 
file for reference. You should make 
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out a form for every.one of your major 
products. The forms are to be re- 
ferred to whenever you are required 
to plan a sales presentation. 


Procedure for Using the Form 


Select a major product from your 
catalog. Read carefully the technical 
and specialized information on the 
catalog page. Secure the manufac- 
turer’s booklets covering the product. 
This preliminary reading will serve 
as a “refresher” and will help you 
concentrate on the product. 

Have the product brought in from 
the warehouse whenever possible. If 
it is too heavy, then go to the ware- 
house or display room, where the 
product is located. 

Get the correct name of the prod- 
uct. Note the purpose for which the 
product is designed, and enter these 
items at the top of the form in the 
space provided. Date the form. 


Structure Points 


Look the product over carefully. 
Consider whether there are any points 
of value in its external appearance, 
size, and weight. Note the material 
of which the product is made. Ex- 
amine its parts. Note the quality of 
machining and workmanship put into 
finishing the parts. Note how it is 
lubricated. Consider the overall qual- 
ity and durability of the product. 

Develop a point for each value as 
you find it. Express each point in a 
concise accurate sentence. Enter each 
sentence on the form, under the 
heading “Structure Points.” 


Performance Points 


Note how the product is operated. 
Operate it yourself. Note how the 
product is applied. Consider how the 
product performs or functions. Note 
the speed, ease of handling, and its 
adaptability. Consider carefully just 
what the product accomplishes. 

Develop a point for each value 
as you recognize it. Reduce each 
point to a concise statement and enter 
it under Item 2, “Performance 
Points.” 


Customer Problem Points 


Refer again to the purpose for 
which the product is designed. Con- 
sider the need that it fills and how 


the product performs. 

Imagine the situation in which your 
customer is having trouble, which 
the product can eliminate. Develop 
the trouble situation into a definite 
problem. Determine whether the 
problem is in a manufacturing proc- 
ess or in maintenance. Identify all 
the factors in the problem which your 
product can solve. 

Develop a problem point for each 
factor. Express each point in a con- 
cise statement and enter it on the 
form under Item 3 “Customer Prob- 
lem Points.” 


Examples: 
1. Problem of saving time and 


labor in materials handling— 
power hoists. 


. Problem of speeding up produc- 
tion and cutting down tool 
replacements — carbide cutting 
tools. 


. Problem of insuring against lu- 
brication failures and providing 
proper lubrication—central lub 
ricating system. 


Customer Benefit Points 


Show what the product will do for 
the customer. Show how the product 
will solve each factor in the customer 
problem. Explain fully how the over- 
all situation will be improved by solv- 
ing the specific problem. Develop a 
point for each benefit. Reduce the 
benefit points to statements and enter 
them under “Customer Benefit 
Points”’. 


Points Which Anticipate 
Objections 


Consider the doubts, fears, incon- 
veniences, and risks which the buyer 
may feel in connection with the ap- 
plication, installation and operation 
of the product. Consider how these 
doubts, fears, etc., take the form of 
objections. Define each type of ob- 
jection and then develop a construc- 
tive point to meet it—to antici- 
pate it. 

For clarification, refer to your cata- 
log and note the objection points 
given in connection with the product 
you are analyzing. To illustrate: 
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Catalog—‘‘Electric Hoists.” 


Objection Point—“Load is held auto- 
matically at all 
times when current 
is shut off, either 
brake will hold full 
load.” 


Catalog—“Portable Electric Saw.” 


Objection Point—“Telescoping guard 
covers blade except 
when cutting. In- 
ner guard opens as 
saw enters cut and 
springs closed as 
saw emerges.” 


When you have developed points 
which may be used to anticipate the 
objections, put them in the form of 
sentences and enter the point sen- 
tences on the form under Item 5. 


Proof or Confidence Points 


The purpose of these points is to 
increase the confidence of the buyer 


planned selling — 


in the salesman and in the product. 
Check your own customer list and 
select, if possible, an outstanding or 
nationally known user of the prod- 
uct. If such a company is not on your 
customer list refer to your company 
overall customer list and select a 
product user from among them. 

If by chance, you fail to find a 
company with sufficient prestige, refer 
to lists of companies put out by sup- 
pliers. 

Consider your own experience with 
the product. If there are one or two 
instances in which you have sold and 
applied the product to customer op- 
eration or maintenance problems you 
will impress the customer favorably 
by citing these incidents. 

It is understood, of course, that 
you will not reveal customer confi- 
dential information. Limit the tech- 
nical information when talking about 
your experience with the product. 

Point up each “Proof or Con- 
fidence Point” and reduce it to a con- 
cise statement. Enter the statements 
on the form under Item 6. 


Closing Points 


Check the “Customer Benefit” 
points which you have listed under 
Item 4. Select the one “Customer 
Benefit” point which strongly appeals 
to you. The “Customer Benefit” 
point may be related to the appear- 
ance, the structure or the perform- 
ance. Better still, it may relate to 
the application of the product to the 
customer problem, or the benefit 
which the customer will gain by solv- 
ing the problem. Whichever it is, 
pause a moment, and give it very 
serious consideration. Decide how 
you can dramatize it so that it appeals 
to the buyer’s emotions. Decide just 
how you will “put it over”. 


Note: Keep in mind that the strong 
point” which strongly appeals to you 
is the point you can “put:over” with 
the greatest conviction. 


Express your closing point in a 
clean cut statement and enter it on 
the form under Item 7—“Closing 
Points’’. 


PRODUCT SELLING TALK 





HE PURPOSE of the Product Scll- 
T ing Talk Form (page 103) is: 


A. To identify selling points with 
the various factors in the selling 
formula. 


B. To arrange selling points into 
a “line of march” or progres- 
sion toward the close of the 
sale. 


C. To develop point statements 
into an outline for the selling 


talk. 


D. To build selling talks to fit 
specific types of buyers. 


By following the procedure indi- 
cated by the form you will learn how 
to make effective contacts for account 
development and sales presentation. 
You will develop skill in fitting the 
product to the buyer and in planning 
your sales presentation. 

You will learn how to —— the 
various types of selling points listed 


on your Product Study Form with 
the various parts of the selling talk. 

The factors in the selling formula 
will become clear to you, and you 
will become increasingly skillful in 
the arrangement of your selling 
points. 

You will learn how to develop an 
outline for your selling talk and to 
make each selling point “stand out” 
sharp and clear. 

You will develop increasing skill 
in handling sales interviews and in 
making your selling talks move pro- 
gressively from “attention to close”. 

Finally, you will learn how to build 
selling talks to fit specific types of 
buyers. 


A Brief Discussion of the Form 


You are to make out a Product 
Selling Talk Form whenever you plan 
to make a sales presentation, and to 
enter the customer name in the space 
provided at the top of the form. The 
form also is to be dated. 

After selection, the name of the 
buyer is written in on the form. 


After you have determined the 
product to be sold, enter the product 
name in the space provided. 

The heading “Problem to be 
Solved” calls for a concise statement 
of the customer problem which the 
product is intended to solve. If more 
than one product is involved in solv- 
ing the problem, you are to make out 
a separate Product Selling Talk Form 
for each additional product. 

The heading “The Approach”’ calls 
for preliminary planning, which in- 
cludes: 

1. Selection of customer. 

2. Selection of the product. 

. Definition of customer problem. 

. Selection of accessories (if any). 

. Choosing the plant department 
in which product is to be used. 

. Selection of the buyer. 

. Planning product presentation. 

. Decision as to assistance of com- 
pany or factory specialists and 
other aid. 


The Selling Formula 


Many vears ago a sale was broken 
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down into its component parts. The 
formula which resulted has been time- 
tested through many years by hun- 
dreds of thousands of salesmen. That 
formula is the basis of PLANNED 
SELLING. 

In every sale, whether it is a com- 
plex transaction or a simple sale, the 
buyer and seller follow certain fun- 
damental steps in which the salesman 
must: 

. Gain attention. 
. Develop interest. 

3. Build up a “want”. 

. Deal with customer objections. 
. Present proof and build con- 
fidence. 

6. Close the sale. 

There are many salesmen who dis- 
regard or ignore the idea of a formula. 
They are, generally speaking, men 
who sell by trial and error, or those 
who act on “hunches”. There are 
still others who claim that there is no 
such thing as a formula, and that the 
best way to develop salesmanship is 
to “pick it up” by experience. 

Salesmen who make use of these 
arguments are, for the most part, only 
mediocre. Their sales volume is small 
and their income low. When asked 
to describe their selling methods, 
their answers are vague and of little 
value, either to themselves or anyone 
else. 

Incidentally, there are a_ great 
many “top notch” salesmen who, 
while they are against the idea, ac- 
tually use a selling formula without 
realizing it. 

Technical selling in the industrial 
fields calls for well developed selling 
techniques. The use of a selling 
formula enables the salesman to fol- 
low the “buying process” which takes 
place in the mind of the buver. It 
helps to make selling methods con- 
crete and exact. It provides a “road 
map” by which salesmen may give 
direction to a selling talk and guide 
the sales interview. What is more 
important, it helps the salesman to 
become aware of what he is doing in 
the sales interview, and how he sells. 

It must be emphasized that no 
salesman can develop a selling tech- 
nique until he becomes aware of 
how he sells, and aware of the buyer’s 
reaction. 

It will be to your advantage to 
study the selling formula until you 
understand it, and to apply it in con- 
tinued practice until you can use the 
formula naturally and skillfully. 

The six steps which constitute the 
selling formula are shown on the 
Product Selling Talk Form. 


Under PLannep SELLING, the six 
main headings have been broken 
down into sub-headings. These sub- 
headings indicate the various types 
of selling points which fit into the 
selling formula. By filling in the sub- 
headings from the Product Study 
Form, you will complete the outline 
for the selling talk. 


Select the Customer 


At this point in your study of 
PLANNED SELLING, you should find 
the various record forms with which 
you have been provided, of great 
value. If you have been conscientious 
in securing and filling in the informa- 
tion required by these forms, you 
should have little difficulty in select- 
ing the customer to whom you wish 
to make a sales presentation. 

Refer to the Customer Evaluation 
Forms and check customer purchases 
by the product breakdown furnished 
on these forms. Note the products 
which they are not buying from you. 
Determine the customer accounts 
which are in urgent need of develop- 
ment. Review your plans for the 
overall development of your territory. 
Check the sales reports you receive 
quarterly, showing sales breakdown, 
by customer, by commodity. 

If you relate these factors properly, 
the selection of the customer will, 
in most cases, be wise. 

When you have finally decided 
upon the name of the customer to 
whom you intend to sell a product, 
enter the customer’s name on the 
form in the space provided. 


Select the Product 


As vou analyze the customer ac- 
count by product breakdown, select 
a product about which you feel rea- 
sonably confident, and which you 
feel the customer very definitely 
needs. Fix clearly in your mind just 
how the product should be used in 
your customer’s manufacturing opera- 
tions or maintenance. Review the 
Product Study Form covering the 
product. Consider the job of penetrat- 
ing the customer account and the 
broadening of the customer buying 
range. 

Decide on the product, and enter 
the product name in the proper space 
on the form. 

Classifying the Buyer 

To make your sales presentation 
successfully, you must first select the 
right type of buyer—the buyer who 


will be most responsive to your selling 
talk. It would, however, be difficult 


to make an accurate selection without 
some form of comparison or classi- 
fication. And so a buyer classification 
is in order. 

Since these instructions permit only 
a brief discussion of this very broad 
subject, the classification of buyers 
must be strictly limited and_ broadly 
generalized. The discussion must 
cover not the personality, tempera- 
ment and behavior of the individual 
who buys, but rather how he buys, 
the way he goes about buying and 
his general background knowledge of 
what he buys. Thé classification of- 
fered for your consideration is as 
follows: 


1. The Technical Buyer 

The buyer who is well grounded 
in production operations and 
maintenance. The person who 
knows all about mechanical 
equipment and is technically in- 
formed on machine character- 
istics, machine parts, power 
drives, etc. This type of buyer 
is accurate and specific. He buys 
the various products carried by 
your company in order to solve 
problems and to improve plant 
equipment. 

This type of buyer includes:— 
chief engineer, master mechanic, 
chief electrician, plant superin- 
tendent, general foreman. It is 
also possible that there are cer- 
tain types of technical purchas- 
ing agents who may be included 
in this classification. 


. The Equipment Buyer 

The buyer who is well informed 
on the manufacturing processes 
and the general function of his 
own equipment, but who is not 
a mechanical engineer. This is 
the buyer who appreciates the 
technical advice given by a good 
technical salesman. He is accu- 
rate in buying when he has once 
been informed in the technical 
aspects of a product. 

This type of buyer includes the 
plant owner, the person in charge 
of a water works, the operator 
of a laundry, the general man- 
ager of a small company, etc. 


3. The Supplies Buyer 
The buyer who has only a work- 
ing knowledge of mill supplies 
products. He relies on trade 
names, standard brands, etc. 
Only generally accurate in his 
buying. Has only a_ general 
knowledge of manufacturing 
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processes and plant equipment. 
Only slightly familiar with man- 
ufacturing problems. Only half 
responsive to technical discus- 
sions of problems. 

This type includes the average 
purchasing agent, the assistant 
purchasing agent, the general or 
branch manager, department 
heads, etc. 


. The Merchandise Buyer 

The buyer to whom even spe- 
cialized products are mere pieces 
of merchandise. Generally not 
accurate in his buying. The type 
of buyer who simply fills requisi- 
tions. Orders for inventory. 
Only generally familiar with 
plant operations and equipment. 
Little or no technical knowl- 
edge. Rarely interested in plant 
problems. 

This type of buyer includes a 
large percentage of purchasing 
agents, office managers, depart- 
ment heads. 


(Editor’s note: The form that is illus- 
trated has been filled out for a Tech- 
nical buver [Class 1]. The same gen- 
eral outline would be followed for the 
other classes of buyers but with less 
emphasis on technical points. For ex- 
ample, the merchandise buyer is more 
interested in brand names than in 
technical information. ) 


Selecting the Buyer 


You will agree that most of the 
products carried by your company in- 
volve technical thinking, technical 
construction, and technical _installa- 
tion or application. You will agree 
also that the people best fitted to 
purchase these products are tech- 
nical people. Now, if you carry this 
reasoning a little further you can 
conclude that for all major selling 
presentations, the technical buyer 
(Class No. 1) is the person whom you 
should select as the buyer. 

Refer to the Customer Personnel 
Breakdown Form on the customer 
whose name you have written at the 
top of the form. Consider the var- 
ious departments in the customer 
organization and determine which 
department is directly related to the 
product you have chosen to present. 
Determine in your own mind whether 
the man in charge of this department 
is the person to whom you should 
make your selling demonstration. De- 
termine also whether key men in other 
departments are in any way related 
to the buying of the product. 

It is very important that you have 


a definite buyer in mind, if you are 
to properly “point up” your selling 
talk. When you have made your de- 
cision, enter the name of the buyer 
on the form opposite the customer’s 
name. 


The Problem Approach 


To merely “peddle” a product as 
simply as a piece of merchandise made 
by “so and so” company, of “such 
and such” quality and selling for “‘so 
much” money, to make mere as- 
sertions and claims that the product 
will save the buyer “‘so much” money 
or “so much” time, represents a kind 
of selling that cannot be effective 
in the industrial field, nor can it pro- 
duce a large yearly sales volume. A 
recent survey indicates that purchas- 
ing agents and other buyers are very 
much annoyed when they hear the 
old “conventional canvass”. 

Most of the lines and products car- 
ried by industrial distributors involve 
technical construction and _ technical 
application to manufacturing and 
maintenance operations. It is obvious, 
therefore, that they require the 
kind of technical salesmanship which 
presents these products as solutions 
to customer problems. 

In the majority of cases sales pres- 
entations are made to technical buy- 
ers. These buyers are seriously con- 
cerned with improving manufacturing 
and maintenance methods. They are 
always ready and willing to discuss 
plant problems. 

You will find that the discussion 
of a customer problem will quite 
naturally lead to the technical discus- 
sion of your product and _ its _per- 
formance. 

In view of these facts you must 
realize that the best approach is the 
“problem approach”. 

The salesman and the buyer can 
soon find “common ground” when 
the sales interview opens with a dis- 
cussion of the customer’s problems. 

As instructed on the Product Sell- 
ing Talk Form, see that the customer 
problem is well defined. Make sure 
that you have included all accessories 
involved with the product. Check 
to determine whether the product 
actually solves the customer problem. 
Determine whether you have an op- 
portunity to sell more than one prod- 
uct in connection with the customer 
problem. 

Now refer to your Product Study 
Form. Review the points which you 
have entered under Item 3. Make 
sure that the point sentences exactly 
express each point. Check as to 


whether you can use them as sen- 
tences in the selling talk. 

When and if the- sentences are 
properly worded, enter them under 
the main heading “Gain Attention” 
and under the sub-heading “Prob- 
lem Points.” 

Again refer to your Product Study 
Form and review the structure and 
performance points which you have 
filled in under Items 1 and 2. Select 
from these points the structure and 
performance points which relate to 
or apply to the customer problem. 
See that these sentences are so worded 
that they can be used in your selling 
talk and enter them under the second 
sub-heading “Product Points’. 
Gain Attention 

You have uow completed the out- 
line for the first step in the selling 
talk. You will “gain attention” by 
opening the sales interview with a 
discussion of the customer problem, 
and the introduction of points in your 
product which will solve the problem. 
Develop Interest 

Your next step is to intensify the 
attention to the point where it be- 
comes real interest. This can be best 
accomplished by the actual presenta- 
tion of your product. The important 
thing in this step is to have your 
presentation well organized. If you 
are using the product itself see that 
the demonstration has a definite “be- 
ginning and ending”. Have all ac- 
cessories laid out in their proper rela- 
tionship to the product itself. 

If you are working from the cata- 
log accompanied by charts and 
graphs take great care to make your 
explanations and descriptions clear 
and to the point. 

Develop a strong point for each 
part of your demonstration and enter 
the points under the main heading 
“Develop Interest’? and under the 
sub-heading “Product Presentation 
Points”. 


Build Up A “Want” 


In the conventional sales talk, this 
step is frequently labeled “create de- 
sire”. The word “desire” is not strong 
enough. People desire many things 
which they do not buy. 


Example: You may discover a cav- 
ity in a tooth or a 
slightly broken edge. It 
does not cause you any 
great inconvenience so 
you let it go. You know 
you ought to have it 
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fixed—you desire to 
have it fixed—but you 
do nothing about it. 
However when you get 
a severe toothache in the 
middle of the night that 
is sO severe you can’t 
sleep—then, _ brother, 
you want that tooth 
fixed. You get to the 
dentist the first thing 
in the morning whether 
you have a previous ap- 
pointment or not. In 
short, you “crash” the 
dentist’s door. 


The word “want” expresses the in- 
tensity of desire which the buyer 
must feel or must be made to feel in 
order to compel him to action. 

You make your buyer “want” your 
product by emphasizing the problem 
points which will be solved by your 
product. You stress the efficiency of 
your product in relation to the prob- 
lem. You demonstrate in a_tech- 
nical way how the structure and the 
performance of the product fit into 
and solve the customer problem. 

Reduce the problem points which 
your product will solve to concise 
statements and enter them on the 
Product Selling Talk Form under the 
sub-heading “Problem Points which 
the Product will solve”. 

You build up the customer “want” 
still more by bringing out in sharp 
relief “the customer benefit points” 
which he will realize by the solution 
of the problem. You emphasize 
such things as the improvement in op- 
eration—finer quality—reduced man 
hours—lower cost—increased _ efhi- 
ciency in his present equipment—and 
how the solution of this single prob- 
lem will affect the overall manufactur- 
ing or maintenance operation. 

Turn to your Product Study Form 
and review the points which you have 
developed under Item 4. Think them 
over carefully. Word the point sen- 
tences so that thev can be used in 
your selling talk, and enter them on 
your Product Selling Talk Form 
under the sub-heading “Customer 
Benefit Points”. 

You have completed the third step 
in the sales formula. You have in- 
tensified the buyer’s interest to the 
point where he actually wants to buy 
your product. You have made the 
buyer realize how much he will bene- 
fit from the solution of his problem. 


Deal With Customer Objections 
Before this step in the sales formula 
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is discussed in detail, it might be well 
to bring out the idea that points 
which anticipate customer objections 
should be emphasized during the 
product presentation. This is par- 
ticularly true of points which deal 
with the operation and performance 
of the product. 

It might be well to add that you 
may find it necessary to deal with 
customer objections quite frequently 
during the sales interview. 

The heading, “Deal with Customer 
Objections”, is given as Step No. 4 
in the sales formula, because at this 
point you must make doubly sure 
that there are no reservations or ob- 
jections in the buyer’s mind. Remem- 
ber that buyer’s objections are al- 
ways “road blocks” on the way to 
closing the sale. 

It is well to make a distinction be- 
tween “Points Which Anticipate Ob- 
jections” and “Points Which Over- 
come Objections”. As __ previously 
stated, the points which anticipate 
objections are brought out during 
the product presentation. The points 
which overcome objections are par- 
ticularly emphasized in this step. 
They are the objections which the 
buyer actually puts forward. 

In dealing with customer objec- 
tions, never meet the buyer “head- 
on.” Don’t allow a buyer objection 
to become an issue or to reach the 
state of an argument. Don’t resent 
the fact that the buyer raises objec- 
tions. Keep in mind that clear ex- 
planation is the best way to meet 
objections. 

Refer to your Product Study Form 
and also review the instructions given 
in the text on this subject, so that 
you may properly evaluate your points 
which anticipate or overcome objec- 
tions. Make sure that they are ex- 
pressed in sentences which you can 
use in your selling talk, and enter 
them on the Product Selling Talk 
Form, under the proper sub-headings. 


Proof or Confidence Points 


Having dealt with the buyer’s ob- 
jections ir a way that is entirely 
satisfactory to him, your next step 
is to build up his confidence, both 
in you, as the salesman, and in your 
product. You must make him feel, 
by means of proof and assurance, that 
he is not making a mistake—that he 
is doing the right thing in deciding 
to buy the product you are selling. 
The type of proof and asurance re- 
quired in this step of the formula 
is that which derives from the men- 
tion of outstanding companies who 


are using the product, and from your 
own experience in applying the prod- 
uct to your customer operation or 
maintenance. 

The important reason for building 
the confidence of the buyer to a 
high point in this step, is that it 
opens the mind of the buyer to the 
idea of action—of buying. 

NOTE: At this point in the in- 
terview, you will find 
it to your advantage to 
emphasize the personal 
service you will render 
in connection with the 
installation or applica- 
tion of the product. Be 
conservative in offering 
your services. 

Refer to your Product Study Sheet 
and check the points you have de- 
veloped which give proof and assur- 
ance. Reduce them to “sales talk” 
sentences, and then fill them in on 
the form, under the heading “Proof 
or Confidence Points.” 


Close the Sale 


It is generally agreed that a sale 
is closed on one “strong point.” Any 
attempt to introduce more than one 
point will only confuse the thinking 
of the buyer and block his final 
action toward buying. 

Review the text material on “Clos- 
ing Points”, given in connection with 
your Product Study Sheet. Think it 
over carefully. The text will help 
you to make a final decision as to 
what your strong point shall be. 

Consider carefully whether the 
point you have filled in on your Prod- 
uct Study Sheet will appeal to the 
buyer as strongly as it appeals to you. 

Form some idea as to how you are 
going to “put it over’”—how you are 
going to say it to the buyer—so that 
you may have a feeling of confidence 
in your ability to close the sale. 

Compose a carefully worded sen- 
tence (or two, if you like) and enter 
it on the Product Selling Talk Form, 
under the subheading “Customer 
Benefit Point Which Appeals To 
You.” 

You have now completed the last 
three steps in the sales formula. After 
having made the buyer want your 
product, you have explained away 
his objections; and by giving him 
proof and assurance, you have made 
him feel that his decision to buy 
your product is the right decision. 
And finally, you have made a strong 
appeal which has impelled him to 
action. 

You have closed the sale. 
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) LANNED SELLING, in the preceding 

pages, has provided you with a 
means for compiling basic product 
information, for studying customer 
personnel, for evaluating customer po- 
tential, for analysising product selling 
points and for developing a product 
selling talk. Complete as this seems, 
there is an additional step—the con- 
tinuing study of customers. 

Such a study can be based on daily 
call reports. A Daily Call Report 
orm is illustrated on next page. 

The purpose of the form is three- 
fold: to assist the salesman, to assist 
the sales promotion and advertising 
department, and to assist management. 


To Assist the Salesman: 
The daily call report form is de- 
signed to provide you with an 
accurate record of: 


4. Daily Calls 
. Customer Interviews 


>. Customer Account Devel- 
ment 


The form is also designed to 
serve as a history record in cases 
where you may desire to review 
your relationship with a cus- 
tomer. 

The form also provides you with 
a channel through which you 
may make direct requests to the 
sales promotion and advertising 
department for the mailing of 
advertising literature to your cus- 
tomers. 


To Assist the Sales Promotion and 
Advertising Department: 
The information gained from 
your daily call reports will enable 
the sales promotion and adver- 
tising department to maintain 
up-to-date, accurate customer 
lists, and to develop specialized 
mailing lists for use in sales pro- 
motion. 


To Assist Management: 
Your daily call report will en- 
able your company management 
to handle your customers more 
intelligently and to assist you in 
building increased sales volume 
and increased. earnings. 
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Value of Form 


You have, no doubt, heard of the 
adage which goes something like 
this: “the man who keeps his busi- 
ness in his head never gets ahead in 
his business.”” This is another way of 
saying that the best information re- 
lating to customers is written infor- 
mation—recorded information. The 
better your records of your customers 
are, the more intelligently you can 
develop your accounts and serve your 
customers. 

The daily call report, when rightly 
used, provides a call-to-call record of 
the relationship between you and 
your customer. It provides a record 
of all phases and trends in the devel- 
opment of the customer buying. 
When filed under customer name, 
your daily call reports will serve as 
a history record of the customer, 
which will prove extremely valuable 
when you are called upon to make 
important decisions. 

The information gained from your 
daily call reports will enable the sales 
promotion and advertising depart- 
ment to maintain up-to-date cus- 
tomer lists, and to develop specialized 
mailing lists for use in sales promo- 
tion. Company management will be 
able to handle the accounts more ef- 
fectively, to improve customer rela- 
tions, and to assist you in presenting 
technical products and the develop- 
ment of a new account. 


A Brief Discussion of the Form 


A. Name of Company, Mailing 

Address and Telephone Num- 
ber: 
When filling in the customer’s 
name, address and_ telephone 
number, start from scratch 
each time you write out a daily 
call report. Fill in the custom- 
er’s complete and correct name. 
See that it is spelled correctly. 
Write in the complete mailing 
address of the customer, in- 
cluding any room number or 
box number used in the address 
and make sure that you fill in 
the customer’s latest telephone 
number. 


Time Consumed: 
This item is intended to mean 
the time you consume during 


the call on, or interview with, 
the customer. It is tied in with 
the call frequency and time al- 
lotment, which you set up for 
each one of your customers on 
Customer Evaluation Form. By 
filling in the time consumed on 
each call, you provide for your- 
self a record of the time you 
actually give to each call on 
each of your customers. ‘This 
record enables you to review 
your daily call reports for a 
given customer and thereby de- 
termine whether the estimated 
call frequency and time allot- 
ments set up on the customer 
estimate form are correct. 


. Travel Time: 


Although this item does not 
appear on the report, you will 
find it to your advantage to note 
on your daily call report, the 
travel time consumed in get- 
ting to your customer. 


. Type of Business: 


You have learned through the 
use of the product breakdown 
and customer personnel break- 
down forms, and from expe- 
rience, that the products car- 
tied by your company are sold 
more effectively and in greater 
volume when customers are 
classified according to type of 
business. Make every effort to 
be accurate when you classify 
your customers in this way, 
since your classification will se- 
riously influence the mailing 
list, the sales analysis system, 
and the sales promotion pro- 
grams. 


E. Talked To: Title: 


When filling in these items, 
please keep in mind that these 
names will be used as a basis 
for addressing the various mail- 
ings. The names of these ‘in- 
dividuals may also be important 
in connection with certain 
phases of sales promotion. 

When you fill in the name and 
title of persons talked to, be 
sure that you complete the 
name. The best way to com- 
plete a name is to give the first 
name, the middle initial and 
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F. 


then the last name. The next 
best way is to give the initial 
of the first name, the initial 
of the middle name and then 
the full last name. In cases 
where a person has no middle 
name, you should give the com- 
plete first name and the com- 
plete last name. Never enter 
one initial and the last name, 
such as “J. Anderson, R. Smith, 
etc.” Be especially accurate in 
filling in the person’s title. Fill 
in the complete title. A person 
incorrectly addressed is apt to 
be annoyed at what he in- 
terprets to be a lack of respect. 
Give the complete name and 
title of individual talked to, 
each time vou make out a daily 
call report. 


Talked About: 

Say exactly what you mean 
when you fill in this item. Take 
great care to make a few words 
tell the correct story. Be ac- 
curate. Make this information 
a true picture of the interview. 
The more exact it is, the greater 
will be its value at some time 
in the future. 


. Interview Resulted In: 


This information should indi- 
cate the actual results of your 
interview with the customer. 
These results may be either 
favorable or unfavorable. What- 
ever they are, the results of the 
interview should be stated ac- 
curately and to the point. 


. Will Present on Next Call: 


This item is intended to indi- 
cate that you have selected a 
particular product, which you 
intend to sell to your customer 
on your next call. This is one 
point of information that makes 
it wise to make out a daily call 
report immediately following 
the interview with the cus- 
tomer. While the impressions 
of the interview are still fresh 
in your mind, any loose ends, 
hints or suggestions can best 
be woven into a definite plan of 
action and thus make your pres- 
entation more effective. The 
filling in of this space on your 
daily report should indicate a 
positive step in the develop- 
ment of the account and should 
therefore be given careful con- 
sideration and preparation. 


I. Send Following Advertising To: 


This item affords you the op- 
portunity to make immediate 
personal use of your sales pro- 
motion and advertising depart- 
ment. There are many instances 
during your selling day, in 
which during the interview you 
plant suggestions relative to a 
product which you are not able 
to press too strongly at the 
moment. By sending a timely 
piece of literature covering the 
product you have suggested, 
you may so influence the cus- 
tomer that your follow-up may 
result in an order. 

You may also find it advisable 
to request the sales promotion 
and advertising department to 
send advertising pamphlets on 
certain products to your cus- 
tomer, in order to open up a 
discussion of these products. 


. Planned Call. Routine Call. 


New Prospect Call: 

One of these three items should 
be checked on every call you 
make. For purposes of clarifica- 
tion, these three items are de- 
fined as follows: 


PLANNED CALL: 

This type of call is to be 
checked when you have 
planned to present a pat- 
ticular product to your 
customer. It is to be 
checked also, when you 
have planned to attack a 
particular problem after 
advanced preparation, or 
with the assistance of a 
specialist. 


Routine CALL: 
This type of call is to be 
checked when you make 
regular calls upon your 
established customers, for 
purposes of coverage or 
personal service. 


New Prospect Catt: 

You are to check this item 
when you call upon an ac- 
count which has not been 
previously entered upon 
the books of the company; 
in other words, when you 
call upon a new account. 


K. Quotation. Order. 


These items are to be checked 
when the interview with the 
customer results in a request 


for a quotation or an order. 
You are urged to be consistent 
in checking either one or both 
of these items, as this will help 
you to evaluate at a glance the 
daily effectiveness of your sell- 
ing efforts. 


Procedure for Using the Form 


You will note that the form pro- 
vides for only one customer name. 
This means, of course, that a daily 
call report should be made out for 
each call made. 

You are strongly urged to make out 
a report immediately following each 
and every call. The reason for this 
is that the interview with its many 
details and impressions, will still be 
clear in your mind and the informa- 
tion you give on your report will be 
accurate and to the point. Keep in 
mind the idea that you will, one day, 
find these records of your interviews 
of great value when you have to 
make a decision related to the devel- 
opment or the handling of an ac- 
count. If you postpone filling out 
reports, you not only make the task 
more difficult, but you also detract 
from the value of your records. 


Report in Triplicate 


The daily call report form is made 
up in triplicate, and the copies are 
to be handled as follows: 


The pink copy will go to the 
office of the sales manager for 
filing in customer folder. 


The white copy will go to the 
division manager. 


The green copy you will file for 
your own records. 


In handling the daily call report 
form, you are requested to send in 
all three copies directly to the office 
of the sales manager. Notations re- 
lating to your requests and other data 
will be made on your green copy, and 
it will be returned to you at your desk 
for filing, and the office of the sales 
manager will see to it that the white 
copy is forwarded to your division 
manager. 

When signing the report, write 
your signature and salesman number 
clearly, and also fill in the name of 
your division. ; 

You are requested to make out a 
daily call report immediately after 
each call and to turn in these reports 
at the end of each day. Send them 
in by mail each day when out of town. 
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IERE is a great deal of misinfor- 

mation and pointless discussion 
about the all-important subject of 
Telephone Selling. 

Many “old-timers”—men who have 
learned how to sell by telephone, 
through trial and error—advance the 
idea that there is no such thing as 
telephone salesmanship—that the only 
thing to do, after you know your prod- 
ucts, is to pick up the telephone when 
the customer calls and just give him 
what he asks for. They admit that 
there are times when you have to 
“help the customer out” with infor- 
mation about a product, but at the 
same time, they say that the customer 
asks the questions and that there is 
nothing for the Telephone Salesman 
to do but give him the answers. 

It should be quite clear to you that 
when a telephone salesman allows the 
customer to dominate the conversa- 
tion, he will be slow to recognize the 
need for a well developed method of 
telephone selling. 

It must be admitted at the outset 
that it is more difficult to sell by tele- 
phone than it is when you talk to a 
customer “face to face”. And _ yet, 
despite the handicaps of a telephone 
sales interview, there are, literally, 
thousands of salesmen who, through 
the development of effective selling 
techniques, have made of telephone 
selling a really fine art. 

The sales management of your com- 
pany, after careful research, has de- 
veloped and put into practice a plan 
which provides methods of selling 
which get results. These procedures 
are coordinated and presented under 
the name of PLANNED SELLING, and 
constitute the standard sales practice 
to be followed by all sales representa- 
tives of the company. 


Customer Personnel Information. The 
first section of PLANNED SELLING is 
devoted to the principle that in order 
to properly service and develop a cus- 
tomer account, a salesman must know, 
and be in a position to contact the 
customer personnel who have to do 
with using, specifying and ordering 
the products sold by his company. 
Under PLannep SELLING, sales pres- 
entations must be carefully planned, 
and not made on impulse and snap 
judgment. Effective planning can be 
done only when you have clearly in 
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mind the person to wl.om you intend 
to make your sales presentation. 
Knowledge of customer personnel in 
charge of plants, departments and pur- 
chasing, enables you to select the right 
individuals, and to point up your sell- 
ing talk so that it is “tailor-made” to 
fit the situation and the buyer. 


Product Study—Selling Points. The 
second section of PLANNED SELLING is 
devoted to the proposition that in 
order to present a product effectively, 
you must know the product selling 
points which interest and appeal to 
the buyer. This section sets forth in 
detail the procedures involved -in the 
development of selling points by prod- 
uct study. 

Keep in mind that under PLANNED 
SELLING, products are presented as 
solutions to customer problems. Make 
every effort to understand clearly the 
structure and performance points in 
the product, which actually solve cus- 
tomer problems. 


The Selling Talk. ‘The third section of 
PLANNED SELLING is based on the pre- 
mise that since no two buyers are alike, 
selling talks must be developed to fit 
specific customer problems and _par- 
ticular types of buyers; that a selling 
talk can be successful only when the 
selling points selected offer a solution 
to the customer problem and when 
they are presented in an orderly way 
that will appeal to the buying process 
in the mind of the buyer. 

Read the section entitled “Product 
Selling Talk”. Study the instructions 
carefully and thoroughly. Pay close at- 
tention to each factor in the selling 
formula. 

Practice arranging and re-arranging 
your selling points until you develop 
the “feel” of “sequence” and “pat- 
tern.” 

The ability to develop effective sales 
talks and effective sales presentations 
is not acquired overnight. It takes 
time. You will discover that you learn 
to “do” by “doing”, and so you don’t 
wait until you are an expert. You do 
the best you can as you “go along.” 
With continued practice, you will be 
“up there with the best of them”. 


Words—Important Selling Tools 


It will be to your advantage at this 


point, to give your attention to the 
fact that you sell through the medium 
of the spoken word, Over the tele 
phone, you cannot use such selling aid 
as product samples, cuts, drawings 
etc. You must convey your ideas about 
product to the mind of the buyer 
through the use of words and sen- 
tences. You can, of course, ask the cus- 
tomer to get out his catalog and ‘turn 
to page so-and-so, so that he may sec 
the product you are talking about. 
Incidentally, you should do this when- 
ever you can. It will help tremen- 
dously. However, in the majority of 
cases, the spoken word is all you have. 

You may feel right now that it is 
ridiculous to discuss an idea that is 
perfectly obvious. Well, suppose you 
do a little more thinking. When and 
if you use the wrong words, you may: 

Make yourself sound ridiculous 


Offend your customer 


Cause the customer to get the 
wrong idea 


Lose the customer’s respect 


Waste the customer’s time 

Many more items could be added to 
this list. However, it is long enough to 
make you realize that the way in 
which you use words is a very impor- 
tant matter. 

It is not suggested that you “go 
high-brow” and talk like an animated 
dictionary. It is essential, however, that 
you make every attempt to be accurate 
in your use of words. You must find 
the “right word for the right place”, 
when you talk. Your use of words will 
greatly improve if you make it a point 
to have your ideas crystal-clear in your 
own mind before you start to talk 
about them to others. 

Another thing—don’t mumble your 
words. Make it easy for your customer 
to understand what you say by dis- 
tinctly enunciating your words. 


The Speaking Voice 
An Aid or a Handicap 


You have undoubtedly met, at one 
time or another, a person with a face 
so expressionless that you have been 
inclined to call him a “Dead-Pan”. 
Such a person is not very interesting. 
In fact, if you are forced to be with 
him too long, you find him annoying 
—unless he happens to be a comedian. 
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Well, how do you feel about a 
“Dead-Pan” voice—a voice so monoton- 
ous that the person who has it might 
very well be tagged “Johnny One- 
Note.” A good many people have such 
\oices—and they too can be very irri- 
tating. Certainly such a voice is no 
asset to telephone selling. 

The speaking voice can be a won- 
derful instrument. It can express al- 
most any shade of emotion and atti- 
tude. Quite often, we refer to a per- 
son with an expressive speaking voice 
as having a great deal of charm and as 
being pleasant to the listener. 

It is recognized, of course, that a 
business conversation does not call 
for the expressive tones used when tell- 
ing a bed-time story. The fact re- 
mains, however, that a_ telephone 
salesman should try to express inter- 
est, friendliness, pleasure, and at least 
some enthusiasm when talking to a 
customer. The speaking voice should 
express the right attitudes, such as: 


Interest in customer 
Willingness to serve 
Friendliness 

Pride in product 
Pride in company 


Make it a point to listen to record- 
ings of your own speaking voice, not 
one, but many. Listen critically and 
you will learn many things—some good, 
some bad. It will be to your advan- 
tage to find out how you sound to 
your customers and to make improve- 
ment in the way you talk. It can be 
added that a good speaking voice helps 
to build a customer following. 


Things To Do 


Keep your voice alive and 
friendly, no matter how busy 
or annoyed you may be. Make 
the customer feel that you are 
glad to talk to him. 


Be your natural self. Maintain 
your own individuality at all 
times. 


Try to draw your customer 
closer to you. 


Make your customer feel that 
you are a man of experience 
and poise. 


Try to recognize the custom- 
er’s voice quickly, and call him 
by name as soon as possible. 


Make every possible effort to 
develop a good telephone speak- 
ing voice. 


Keep your voice “down”. The 


lower frequencies of the speak- 
ing voice are the most effective. 


When a customer inquires 
about products not carried in 
your division, use your best 
judgment and do one or more 
of the following: 


1. Refer to your catalog (or 
catalogs) and give the cus- 
tomer the information you 
find there. If necessary, 
admit that you are not too 
familiar with the product. 


Make a memorandum of 
the name of the man with 
whom you talked and the 
information desired by the 
customer and take it to the 
salesman or Division Chief 
Clerk who knows all about 
the product. Ask him to 
call the customer back. 


Tell the customer you will 
get the information for him 
and call him back. 


4. Tell the customer that you 
will give him the informa- 
tion he desires in a letter. 


Grant the customer the right 
to his point of view—and then 
offer your point of view in ex- 
change. Leave the decision to 
the customer. 


Remember that a_ telephone 
interview is good when it re- 
sembles closely a conversation 
between you and a good friend. 


Be a Salesman—Not a Clerk 


The importance of serving your cus- 
tomers has been emphasized; it is a 
mighty important part of your job 
and must always be kept in mind. 
However, to concentrate only upon 
this phase of your work would be a 
very serious mistake. To think only of 
serving your customer might very well 
cause you to be over-dominated by the 
customer. It might even cause you to 
assume a passive or submissive atti- 
tude toward your job, 

You cannot afford to regard your- 
self as a. glorified telephone clerk, 
whose job it is to handle paper work, 
accept orders (which the customer is 
ready to give), and procure special 
products. It is of course obvious that 
you must always be ready and willing 
to do these things. However, you must 
project your thinking beyond this 
point. You must regard yourself as a 
producer. You must develop qualities 


of leadership. You must be a man of 
high initiative—a builder of increased 
sales volume. 

As a telephone salesman, your value 
is far greater than that of a mere tele- 
phone clerk. You are a part of the 
sales organization. Your job must not 
“run you.” You must run the job. 
You must take hold of it—mold it— 
develop it to the point where it is just 
as much of a selling job as that of 
any outside territory salesman. 

You must be alert to every oppor- 
tunity to sell your customers. You 
must make selling your customer just 
as important as serving your customer. 


Opportunities to Sell 
Daily Telephone Calls. Opportunities 


to sell your customers may occur dur- 
ing any—or many—telephone conversa- 
tions during the day. The telephone 
salesman with an alert mind will catch 
these opportunities, and the salesman 
who is less vigilant will fail to recog- 
nize them. 

While space does not permit a full 
and detailed discussion of what is 
meant by “Opportunities to Sell’, a 
few examples may be given: 


1. Suppose you are talking to 

a purchasing agent about drills: 
Now you know that in 
most cases the purchasing 
agent works directly from 
requisitions. He does not 
know that other items 
(accessories) go with the 
one he is ordering. If you 
are on your toes, you will 
ask him whether the holes 
are to be tapped or 
reamed. This will give you 
an opportunity to sell ad- 
ditional items. 


2. Suppose a purchasing agent 

is giving you an order for pipe: 
In this case, you have an 
excellent opportunity to 
sell valves and fittings. 


3. When you are selling a 
larger piece of equipment: 
In most cases, there is an 
excellent opportunity to 
sell the accessories which 
go with a larger piece of 
equipment. 


Assigned Customer Telephone Calls. 
At various intervals, special customer 
telephone calls will be assigned to you 
by your department manager. These 
customer calls will provide excellent 
opportunities to sell your customers. 
In most cases, the product to be 
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presented to the customer will also be 
assigned. There may, however, be some 
cases in which you are to select 
the product. If and when you present 
a product on these specially assigned 
calls, make sure that your sales presen- 
tation is well developed. 

Determine in advance (at least in a 
general way) what you are going to 
say to the customer. Where the call 
is particularly important, discuss your 
sales presentation with your depart- 
ment manager. These specially as- 
signed calls offer you a splendid oppor- 
tunity to improve your standing with 
the customer and to add to your cus- 
tomer following. 


Customer Follow-Up Calls. You are 
required by sales management to make 
customer follow-up calls. These calls 
have as their purpose, the develop- 
ment of improved customer relations. 
They are also made for purposes of 
“coverage”. In these cases, put all 
you have in the way of good will, 
friendliness, customer interest, and 
pride in your company, in your tone 
and manner. In other words, let your 
personality “go to work” for you. 


NOTE: In most cases, customer fol- 
low-up calls are scheduled in 
between call frequencies set by 
salesmen. In cases where you 
believe that the customer 
should be called more fre- 
quently, make recommenda- 
tions to your department 
manager. 


Selected Calls—Customer Account De- 
velopment. One of the best ways to 
develop sales volume is to increase the 
buying range in established customer 


accounts. The buying is increased by , 


selling the customer products which 
he has not been buying from your 
company. 

You are in constant touch with 
many of your customers. Through 
these contacts you have developed 
and are continuing to develop friendly 
relations with customer executives. 
You are in an excellent position to 
select customer accounts and the right 
products for presentation. 

You can go about it in this way: 
Study the Product Breakdown listing 
on each Estimated Customer Purchase 
form and consider carefully the prod- 
ucts-he is not buying, but which he 
can use. Then go over your past ex- 
perience with the customer. 

Refer to the Customer Personnel 
Breakdown form. Note carefully the 
individuals whom you thay contact. 





Decide which product you can sell to 
which buyer. This procedure should 
enable you to select products for 
presentation to selected customer ac- 
counts which you intend to develop. 

Your selection of accounts and prod- 
ucts must be approved by your de- 
partment manager before you call 
them. It will also be to your advan- 
tage to discuss the accounts with the 
territory salesmen or your sales man- 
agement, in cases where the accounts 
have been assigned. 


Daily Call Reports. You are required 
by sales management to make out a 
“Call Report” whenever you call a 
customer from lists assigned by your 
department manager, or when you call 
a customer from your own selection 
for purposes of making sales presenta- 
tions. Call Reports are not required 
when you handle regular incoming 
customer telephone calls. 

The Daily Call Report is to be made 
out in triplicate and all three copies 
forwarded to your department man- 
ager. He will return the salesman’s 
copy to you, on which, in many cases, 
he will make comments in writing. File 
your copy of the Call Report in the 
proper folder in your customer file. 

As stated in the manual on PLANNED 
SELLING, your Call Reports will prove 
valuable when at some future date you 
desire to review customer accounts. 


Set Up Customer Call Schedules. The 
old saying, “Plan your work and work 
your plan” is a wise adage. The smart 
telephone salesman will apply it to his 
job. It will be to your advantage to set 
up call schedules for customer follow- 
up and sales presentation. By so doing, 
vou can make telephone calls on cus- 
tomers during periods when the vol- 
ume of incoming calls is at a mini- 
mum. 

Schedules should be set up for each 
day of the week, in order that a maxi- 
mum number of calls may be made. 


Account Coverage. While you are 
considering the question of customer 
call schedules, it will be well to in- 
clude the telephone calls you make 
for account coverage. Right here, an 
important point must be considered. 

It is essential that you develop a 
positive approach in your practice of 
making telephone calls to “cover” 
customer accounts. Don’t wait for the 
customer to call you in cases where, 
through experience, you can form 
some idea of when the customer 
should buy. Anticipate the customer 
call and call him on products which 


you believe the customer should order. 

Be sure to include these calls in 
your call schedules. 

It might be well to emphasize the 
idea that customer calls made for the 
purpose of increasing the customer 
buying range should be carefully 
planned. Each account must be care- 
fully analyzed, and you should go 
through the entire procedure set forth 
in the PLANNED SELLING Manual, from 
the study of product to the develop- 
ment of the selling talk and the sales 
presentation. Keep in mind _ that 
planned calls produce orders. Keep 
in mind also that in planning account 
development calls, you should work 
in cooperation with territory salesmen 
and anyone else involved in the ac- 
counts. 


NOTE: As a source of additional 
customer information, division 
copies of salesmen’s Daily Call 
Reports will pass over your 
desk. Read them and make 
notes from them. 


Selling Slow-Moving or Non-Moving 
Items. [rom time to time, you will 
receive from your department man- 
ager, lists of items which have been 
slow-moving or have not been moved 
at all. Such items represent “inven- 
tory loss”. They must be sold. 

Because of the close relationships 
existing between you and many of 
your customers, you are required to 
share in the responsibility of moving 
these items. In selling these products, 
you should follow the PLANNED 
SELLING practice, set forth in the 
manual. Select the account carefully, 
make a product study, and develop a 
sales talk that will fit the prospective 
buyer. In other words, dispose of these 
inventory items by making “planned” 
calls, and include these calls in your 
schedules of customer calls. 


Sales Quotas 


Consistent with the establishment 
of customer and product potentials, 
sales quotas are set up at the beginning 
of each year, by company manage- 
ment. ‘These sales quotas are broken 
down, by division, by salesman. As 
a telephone salesman, you will receive 
your sales quota. It will be within 
the range of accomplishment. Sales 
quotas provide definite targets to 
shoot at, and furnish that degree of 
incentive which makes “playing the 
game”’ interesting and exciting. 

If you make use of all the selling 
aids, you may be confident in vour 
ability to achieve vour sales quota. 
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with Osborn Power Driven Brushes! 


F you would roll on to greater profits in ’49, 
get aboard the Osborn line of fast moving 
industrial brushes! 

For Osborn, world’s largest manufacturer of 
power driven, paint and maintenance brushes, 
keeps your customers alerted constantly to the 
need for these better built industrial “tools” 
through an aggressive, continuous campaign of 
full-page advertisements in leading national 
magazines and business publications. 

This intensive, hard hitting advertising, slanted 
to your customers, highlights the fact that there 
is hardly a product—or material—or service— 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + 
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which cannot be made better and for less money 
by the use of Osborn brushing tools and new 
brushing techniques. 


Every one of your customers uses brushes. 
Make the most of this Osborn advertising help 
by selling brushes wherever you call—and roll 
on to more sales and profits in ’49. 


THE OSBORN MANUFACTURING COMPANY 
Cleveland 14, Ohio 


Dept. 181, 5401 Hamilton Avenue 























POWER DRIVEN BRUSHES + PAINT BRUSHES + MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply Sales fell 
in July to 260—from 305 in June. The drop 


was anticipated because of vacations and paralleled the drop for 
the same period last year. 


Supply Sales Trends 











North North 

Moath Pacific Western Central South Atlantic 
Sales J. 406 345 369 313 267 
Indicator. ...... J. 356 409 221 303 234 
Orders per Sales- J. oh 7.8 5.2 941 
man per Day J. SS Sear 6.3 2.2 9.3 
Volume per J. $12,800 8,750 13,800 15,000 11,800 
Salesman J. 11,8 12,2 12, 14,400 10,600 
Size of J. $28.40 ...... 31.70 41.20 39.40 
Average Order J. aes 37.70 34.60 34.20 
Orders per J. lee 118 100 78 
Working Day 3. | re 2 144 77 











REGIONAL TRENDS were consistently down. Sum- 
mer vacations and the weather put all but the West in 
decline. The Pacific Coast lost 50 points; the North 
Central 148 points; the South lost only 10 while the 
North Atlantic lost 33. 
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ORDERS PER WORKING DAY for July were 90, 
about the same as for June. Orders per salesman per day 
were 8.7, up 1.7 from June. 


=--- 1949 | 


“——— 1948 —<--|947 
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SIZE OF AVERAGE ORDER for July was $34.70, 


down $2.80 from June. Volume per salesman was 
$12,800, down $500 from June. 
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OSTER ANNOUNCES A NEW LINE OF 


ys } / j Ny 


PORTABLE THREADING MACHINES 


No. 522 
DE LUXE 


Aluminum Alloy 
Construction 


(Stationary Die-Head) 


No. 552 
DE LUXE 
ROTARY 


Aluminum Alloy 
Construction 


(ROTARY Die-Head) 


No. 502 
STANDARD 


(Stationary Die-Head) 


(ome 


Get set for SALES! You now have FOUR 
models of Oster"Pipe Master" Portable 
Power Pipe Threading Machines to meet 
EVERY demand in the moderate price field! 
“TWO DE LUXE models (No. 522) (No. 552) 
are aluminum alloy construction. TWO 
STANDARD models (No. 502) (No. 532) 
have steel construction. 

In the No. 522 and No. 502"'Pipe Masters", 
the work turns in the stationary die-head. 
In the No. 552 and No. 532"'Pipe Masters", 
the dies turn and the work is held in the 
vise. This principle makes it possible to 
handle either BENT or straight lengths of 
pipe or other stock. 


Standard range of all four machines is !/,” 
to 2” pipe with extra !/3” pipe range. No. 
522 and No. 502"Pipe Masters" have ex- 
tended range with drive shaft from 2!/,” 
to 8” inclusive. 

Now, with this complete line of Oster "Pipe 
Master" Portable Pipe Threaders you have 
greater sales opportunities than ever before. 


Write for complete details! 


THE OSTER MANUFACTURING COMPANY 
2041 E. 61st Street ¢ Cleveland 3, Ohio 


No. 532 
STANDARD 
ROTARY 


(ROTARY Die-Head) 


- 
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BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 
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Keeping Up With Business 


First Half of 1949 
Set Building Record 


New construction during the first 
half of 1949 reached a record total 
of nearly $8.5 billion, according to 
reports by the Department of Com- 
merce. The figure was about 4 per- 
cent ($300 million) higher than the 
previous record dollar value of new 
construction put in place during the 
first six months of 1948. 

Private construction expenditures 
totaled $6.2 billion, about 5 percent 
less than last year. Public agencies 
spent over $2.2 billion during the 
first half of this year, about 37 per- 
cent more than in the corresponding 
period of 1948. 


New England Urges Sawyer 
To Increase Buying In Area 


U.S. Secretary of Commerce 
Charles Sawyer has been asked by 
business men of New England to 
do what he can to help increase gov- 
ernment buying in the area as an 
offset to unemployment. The Sec- 
retary visited the northeast area of 
the country recently in the first of 
many stops for his on-the-spot fact- 
finding study of economic conditions 
across the nation. 

The ‘purpose of the study is three- 
fold; (1) To obtain first-hand and 
up-to-the-minute information on busi- 
ness and employment; (2) to explore 
with responsible business and civic 
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leaders practical plans for maintaining 
industrial production and employ- 
ment at high levels; and (3) to carry 
back to Washington recommenda- 
tions for government action. 

New England is eighth among the 
top ten regions most severely affected 
by unemployment. Businessmen have 
reported that while employment in 
manufacturing industries was off only 
+ percent in May, nation-wide, in 
the north-east area it was off 12 per- 
cent. ‘Textile unemployment, it is 
reported, accounted for 30 percent 
of the 200,000 New Englanders 
listed as “unemployed”. 

Though textiles have been in the 
limelight, other industries have shown 
high percentages of unemployment. 
Electrical machinery fabricators _re- 
ported 16 percent fewer workers on 
the job than a year ago. In other 
machinery employment is off 17 per- 
cent. In iron, steel, nonferrous met- 
als and wire (along with other pri- 
mary metal products) employment is 
off 16 percent. 


Rail Equipment Makers 
Have 7-menth Diesel Backlog 


More than a thousand Diesel loco- 
motives on order with equipment 
manufacturers are expected to keep 
them busy at “capacity” for the next 
seven months, in contrast to the sit- 
uation in passenger and freight cars, 
where business is down sharply below 
a year ago. 
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Orders for Diesels are expected to 
continue heavy until most of the 
roads are 100 percent equipped with 
them. Car builders, on the other 
hand, expect a slack period when the 
present orders are filled, probably 
before the end of this fall. 


BRIEFS: 


... There are about 20,000,000 tons 
of steel rails in use in the United 
States, carrying more than 2.8 bil- 
lion revenue tons each year. 


... The home mortgage debt of the 
U.S. climbed to $33.5 billion in 
1948, an all time high. 


R About 1,500 fish hooks, gen- 
erally, can be made from a pound of 
steel wire. 


.. . Brick output for the first quarter 
of 1949 was 5 percent higher than 
the similar period in 1948. 


When “Old Ironsides” toured 
the country recently, air conditioning 
had been installed below decks to 
keep her timbers from drying out. 
(Wonder what distributor’s salesman 
got the contract.) 


.. . The steel industry’s contribu- 
tion to the national income, in any 
good year (like 1947, say) accounts 
for a fully 5 percent of total private, 
non-agricultural income. 
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YAR WAY 








| Number 3 
in a Series of Advertisements 
{L_ jj 





SALES THROUGH 


PLANNED 


SALESMAN’S MANUAL 


A good product and extensive advertising are two 
basic reasons for the sales success of Yarway 
Impulse Steam Traps. 


A third reason, enthusiastically approved by dis- 
tributor salesmen, is the Yarway Steam Trap 
Manual. This 72-page book is a streamlined re- 
fresher course in steam trap operation and appli- 
cation. One invaluable section is the Trap Selector 
—a ready guide to the use of the right trap in the 
right place. 


This Yarway Trap Manual is just one more reason 
why Yarway Impulse Steam Traps are so popular 
among supply house men... lead in supply house 
trap sales. 


Other reasons—Yarway’s outstanding perform- 
ance, small size, easy installation, minimum main- 
tenance, adaptability, low cost. 


More than 600,000 Yarway Impulse Steam Traps 
have already been bought! 


YARNALL-WARING COMPANY 
111 Mermaid Ave. Philadelphia 18, Pa. 


Branch Offices in Principal Cities 


IMPULSE STEAM TRAP 
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INDUSTRIAL Propuction - Declines Slowly 


The trend in business and trade’ is 
downward, although production and 
sales activity still hold at high levels. 
The decline in the Federal Reserve 
Board Index of production is about 12 
percent, but there are no signs that 
output will slide off suddenly. 

Several important industries con- 
tinue at a high, vigorous rate of pro- 
duction. Automobile ‘output is at the 
highest level in 20 years. Construc- 
tion contracts and. starts continue 
heavy—in government works particu- 
larly. But the favorable.-balance has 
been lightened somewhat by the situa- 
tion in stgeél, which: continues to oper- 
ate below. capacity and may decline 
still further before the year’s end. 

There has been a remarkable re- 
versal of form, output-wise, in indus- 
tries of importance to distributors and 
their salesmen. In our year end re- 
view of last January, all but Machin- 
ery in the product groups listed in the 
chart appearing below were on the 
“up” side of the production scale. In 
six months, however, the balance has 
shifted to the “down” side. 


Steel Showed Gains 


Only Iron and Steel, Transportation 
Equipment, and the Manufactured 
Food Products groups show produc- 
tion gains for the first 6 months of 
1949 as compared with the same 
period in 1948. 

In the case of steel, some rise was 
expected. The industry had a heavy 
backlog to work off, which kept it 
close to capacity operations. With that 
backlog substantially reduced by its 
near-capacity output of the last six 
months, steel production undoubtedly 
will fall off through the remainder 
of the year. 


Textiles Slump Continues 
The trend in textile production 


from 1948 through June, 1949 has 
been consistently downward. (From 
177 in January, 1948 to 126 in June, 
1949). ‘Fhat situation, however, has 
not surprised the experts. The indus- 
try operated,*during wartime, at an 
abnormally high rate, and has been 
working back toward normal since. 
The decline in anthracite produc- 
tion (1949 over 1948) is a horse of 
another color. Here the trend is due 
to no want of customers but to the 
gyrations of Mr. Lewis, whose chief 
competition no longet.is the coal op- 
erators Bat the weather. Mr. Lewis 
worked hard to reduce anthracite 
stockpiles, but the record heat has 
slowed the normal consumption rate. 


Domestic and commercial consumers 
are reluctant to commit themselves on 
delivery at present prices because they 
expect them to go down a little, or 
remain at about their present levels. 
Why hurry to buy, is their philosophy. 

The Metals industries and Lumber 
Products also have registered substan- 
tial reductions in output. Both indus- 
try groups started the year with a high 
demand. Then buyers became content 
to live off inventories, buying was cur- 
tailed, prices weakened and fell, more 
buyers held off to take advantage of 
lower prices, and output declined still 
further as metals & lumber producers 
adjusted for the newly contracted mar- 
ket. Now that prices have firmed in 
both groups, however, one can expect 
the market to quicken again. 








Iron and Steel 200 
Machinery Etats 260 
Transp. Equip’t ..... 232 
Nonferrous Metals, Products 196 
Lumber and Products. . 147 
Stone, Clay, Glass Products 206 
Textiles and Products... . 175 
Leather Products 114 
Manufactured Food Products 160 
Bituminous Coal 140 
OS See lll 
Crude Petroleum ; 170 
Total Production . 181 
Total Manufacturers .. 188 
TS) BS Ser 214 
Non-Durables .......... 166 





PRODUCTION IN THE FIRST HALF OF 1948 
COMPARED WITH PRODUCTION IN THE FIRST HALF OF 1949 


Aver. First 
Half of 1948 Half of 1949 or Decrease (—) 


Percent 


Aver. First Increase (+ ) 


217 +8.5 
246 —5.3 
237 +2.0 
167 —14.5 
126 —14.3 
195 —5.3 
139 —20.5 
107 —6.0 
162 +.5 
129 —8.0 
81 —22.0. 
156 —8.2 
191 +5.5 
197 +4.8 
223 +5.6 
178 +7.2 
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“So youre 
up against a 


sales 
Slump! 


Here’s how one 


distributor met 


THAT problem... 
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“WE PIN-POINT PROFITABLE PROSPECTS — 
At our regular sales meetings we select 
our most profitable groups of accounts, 
and plan our “push” accordingly. Our 
Sales Record shows us just where to 
concentrate effort . . . shows it fast and 
automatically because visible signals 
highlight all key facts. Results... 





“WE MAKE BIGGER PROFITS —The company 


does—and so do the salesmen! I suppose 
the secret of it all is selective selling, 
fewer wasted calls. Not to forget our 
Kardex Visible System—it never lets us 
forget WHO, WHEN, WHAT, to sell.” 


“WE GET THE MOST FROM EACH ACCOUNT — 
Competition never gets a chance to move 
in. Our Kardex Record reveals what 
scheduled calls have not been made, 
where sales are below potential. It even 
indicates the probable current needs of 
each account. Don’t think customers 
aren't impressed with the service! 


p SALES For THF 


“WE MAKE MORE CALLS — Acquire more 
outlets for our lines. That Kardex Record 
of ours does just about everything but 
make a salesman’s calls for him. It auto- 
matically prepares his selling angles, 
helps him plan each day, gives him more 
free time for seeking new accounts, re- 
selling marginal ones. 





(| Here’s the answer 















Copyright 1949 by Remington Rand Inc. 


to your Sales Problems... FREE? 


Send today for your copy of “How to 
Build a Profitable Sales Program”, It’s 
packed with facts, methods, ideas for 
dealing with today’s market conditions, 
Call the nearest Remington Rand office. 
Or write on your business letterhead 
to Systems Division, Room 1167, 315 
Fourth Avenue, New York 10, N. Y. 


THE FIRST NAME IN BUSINESS SYSTEMS 











g To Build a PROF Tp 
f Sales Program... 
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IDEAS: How they eee 


... boost sales with smart advertising 


Every three ménths, the Central Hardware Co., St. 
Louis, changes the theme of their billboard advertising. 
Spotted in strategic locations throughout the city, their 
most recent poster is a colorful appeal to the home work- 
shop enthusiasts, their need for tools, “for long tinker 
nights.” 

This billboard advertising program is a continuous one 
Central Hardware has been carrying on for some time. 
Not long ago they won an advertising award for the effec- 
tiveness of their billboard posters. 

What happens, in smart billboard advertising is that 
the potential customer, in this case the hobbyist, sees a 
number of Central Hardware billboards all over the city 
suggesting that this firm has the tools he needs for his 
hobby. When the need arises, this hobbyist remembers 
the Central Hardware suggestion and visits their display 
room to see for himself; to see what he can pick up. 

Why? In the advertising copy and graphic presentation 
of this poster is a short, personal message that concentrates 
on the interests of the hobbyist alone; “Tools for long 
tinker nights.” In every case this series of billboard posters 
carries a pointed message to a select group of potential 
customers, not to every Tom, Dick and Harry. This ad 


... sell” stock 


SALESMEN and key warchousemen gain an appreciation of 
the importance of inventory control in industrial supply 
operations if they are given an opportunity to assist in the 
installation of a perpetual inventory system, according to 
H. F. G. Hinson, manager of the Birmingham, Ala. 
branch of Noland Co. Mr. Hinson’s branch recently 
installed a Kardex perpetual inventory record and all sales- 
men and key warehousemen were asked to help in setting 
up the records. 

During the setting up process, Mr. Hinson said, sales- 
men were impressed by the range and types of products 
carried and “sold” on the amount of stock information 
which the records would make immediately available. A 
study of the cards gave the salesmen many ideas of how 
to use information in selling. 

Warchousemen learned of the importance of stock 
arrangement and of the necessity of processing incoming 
and outgoing shipments quickly and accurately. 

Mr. Hinson stated that his branch hoped to integrate 
the inventory control system as closely as possible with 
the operations of the purchasing and sales departments. 
He regards the functions as interrelated for efficient buy- 
ing and selling. 

To secure cooperation and initiative on the part of 
outside and inside staffs, Mr. Hinson holds a breakfast 
meeting each Monday morning at a downtown hotel for 
salesmen and key inside personnel, including warehouse- 
men. The meeting is held in a private dining room prior 
to opening of business. 

Mr. Hinson serves as a moderator rather than as chair- 
man of the meeting which is held on an informal basis. 
The airing of all gripes is encouraged and settlements, 
based on the welfare of the company, are sought. Current 
and future problems are discussed and plans drafted. 


i Yee , 
FOR LONG TINKER RIGHTS 





mes 





Billboard advertising is aimed at special groups. 


concentrated on hobbyist interests alone, it gets deeper 
penetration by being aimed at a select group. 


records by soliciting help 
N 








New inventory record of Birmingham, Ala. branch of Noland 
Co., is inspected by H. F. G. Hinson, branch manager. 


Meetings each week, such as these, Mr. Hinson said, 
keep friction at a minimum and encourage the dissemi- 
nation of ideas to improve selling and service. 
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1,151,932 SELLING MESSAGES work for you in 
Union’s advertising campaign for 1949. Published in leading 
industrial magazines, these dramatic, full-page color adver- 
tisements get over two big selling ideas that mean business 

for you! “NO OTHER CUTTING TOOL WILL OUTPERFORM 

A UNION” and “CONTACT YOUR LOCAL DISTRIBUTOR” 
.. that’s YOU! 


A COMPLETE MERCHANDISING PLAN makes selling 
easier for you at the point of sale. An eye-catching counter 
display features the latest of Union's national ads. Its side 
pockets hold useful, attractive folders, with your name im- 
printed, on Union products which function equally well as 
counter giveaways, envelope and package stuffers or for 
your direct mail program. Decimal equivalent and drill size 
charts are tops for getting your Union message right into 
your prospects: plants. And the handy drill sharpening gauge 


Distributor 
Cooperation 
Policy... 


ve aie 
UGS 








A WRITTEN DISTRIBUTOR POLICY that puts everything 
down in black and white .. . offers you genuine support and 
cooperation in line with Union's firm conviction that the Dis- 
tributor is vital to the efficient marketing of Union products. 
And at no cost to you, your firm is listed ina special two-page 
Union insert in THOMAS’ REGISTER under “Drills, Twist.” 


oe ee Moa 
SEE FOR Yours 
PREPARED TO H 


y AND PROFIT MORE FROM A UNION 5 
FRANCHISE, WRITE; 


ELF HOW UNION Is 4 
ELP YOU SELL MORE 


UNION TWIST DRILL COMPANY, ATHOLL, MASSACHUSETTS 
MILLING CUTTERS e GEAR CUTTERS e TWIST DRILLS e HOBS e« REAMERS ¢ CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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LLOYD B. GRIFFIN: 


Buyers’ Seasonal 
Needs Bear Watching 


When Lloyd B. Griffin, salesman 
for the Jackson, Miss. office of the 
J. E. Dilworth Co. of Mississippi, ob- 
tained an unusually large valve order 
from a public utility recently, there 
was an element of surprise to it. The 
surprise was not the fact that he 
secured the order, but its size. It was 
for more valves than the customer 
usually bought for its seasonal require- 
ments. 

Mr. Griffin had anticipated the 
valve order and had worked on it prior 
to securing it. This was possible 
through the Dilworth custom of pro- 
viding its salesmen with a monthly 
statement showing total sales to each 
of the salesman’s customers. Attached 
to the statement are copies of invoices, 
showing in detail just what each cus- 
tomer bought during the month. The 
practice of Dilworth salesmen is to 
break down each customer’s sales into 
major lines and enter these totals into 
a “field book.” 

To make analysis of each of his 50 
customers’ purchases, Mr. Griffin 
studies the monthly statements and 
notes any significant increases or de- 
creases. He then traces the source of 
the increase or decrease from the de- 
tailed statistics of the invoices. The 
buying pattern of the utility as far as 
valves were concerned indicated a rise 
around the first part of the year and 
Mr. Griffin had ample opportunity to 
prepare his campaign to insure obtain- 
ing the order. In this case, a sort of 
bonus was provided for anticipating 
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**Selling Is Mly Business” e e e Do you check on cus- 


tomer’s potentials? . . . Keep seasonal needs in mind? . . . Know the value of factory schools? 


the utility’s needs since the company 
was undertaking a construction pro- 
gram which Mr. Griffin learned about. 





A. K. PEARSON: 


Factory Schools Are 
Salesman’s Best Bet 


A: K. Pearson, salesman in the 
Greensboro, N. C., branch of Smith- 
Courtney Co., is a “graduate” of sev- 
eral manufacturers’ schools and is con- 
vinced that they do more to raise the 
selling efficiency of industrial supply 
salesman than any other singie de- 
velopment of the past few years. The 
salesman who lacks enthusiasm for a 
product or line he had just learned 
something practicable about, or added 
confidence in his own ability to sell, 
such a product or line, is rare in his 
opinion. 

Mr. Pearson distinguishes between 
a visit to a supplier’s plant to learn 
how a tool is made, and the “school” 
where the manufacturer emphasizes 
application, the market, competitive 
position and practical experience. The 
former is well enough for uncompli- 
cated tools and supplies. But where 
products are more technical in design 
and application, the salesman needs all 
the knowledge he can absorb to in- 
crease his sales effectiveness and 
ability to serve his customers properly. 

Although some manufacturers con- 
dense their special training courses to 
as few as three days with more or less 
success, Mr. Pearson favors the longer 
period up to a week. This gives the 
salesman time to assimilate each day’s 
experience fully and to retain im- 
portant details. 
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BILL DUNSMORE: 





Determine Calls By 
Potentials, Operations 


The two most important factors in 
determining the schedule of calls on a 
customer, according to Bill Dunsmore, 
salesman for the industrial supply de- 
partment of Noland Co., Birmingham, 
Ala., are: (1) the customer’s potential, 
and (2) a thorough understanding of 
the customer’s operations from making 
to selling his products. 

Mr. Dunsmore schedules his calls 
on such a basis. His schedule shows 
that he calls on two of his customers 
every day; he makes a call a week on 
about 85 percent of his accounts and 
a call every two weeks on the re- 
mainder. “Bees fly where the honey 
is the thickest,’ Mr. Dunsmore te- 
marked. Basically, there is not much 
difference in the potential business of 
the customers he calls on daily and 
those he calls on once a week. The 
difference in the rate of calls arises 
from the nature of customers’ opera- 
tions. 

When it came to scheduling calls 
for customers with larger potentials, 
that is about 85 percent of all his cus- 
tomers, Mr. Dunsmore based his de- 
cision on how his customers operated. 
All but the two he calls on daily, oper- 
ate on more or less long-term produc- 
tion schedules. They generally make 
their purchases well in advance of their 
requirement because they know what 

(Continued on page 192) 
















MORGAN: 


@ machinists’ bench ® woodworking 
@ quick change 


® solid nut continuous 
® sheet metal workers screw 


® combination pipe 






















en Land Ny 
THIS IS THE LINE OF 


GOOD RETURNS 


Set up a profitable sales program for yourself with 
nationally-advertised and nationally-known MORGAN 
VISES. Vises are practically standard equipment in 
industrial plants throughout the country and you can 
cover this immense market with profit by adding 
MORGAN VISES to your sales staff. The market is 
inexhaustible and these vises fit into any distributor's 
sales plan. We urge users to buy thru their distributor 
. let us give you the complete story. 


MORGAN VISE CO, 2-12» 50s. CHICAGO 6, U.S.A. 
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Frank S. McCoy 


McCoy Resigns 
From R. C. Neal Co. 


Frank S. McCoy has resigned as sec- 
retary of the R. C. Neal Co., Inc., for 
reasons of health. He joined the firm 
in March of 1928 and his retirement 
culminates a period of more than 21 
years of service. 

At a gathering in the Buffalo home 
office of the company, Mr. McCoy 
made a short farewell speech, and was 
presented with a gift from all the em- 
ployees. Later he was tendered a din- 
ner by the officers and directors of the 
company. 


3.3 Percent Sales Decline 
Anticipated in Last Half 


An average loss of only 3.3 percent 
in the dollar volume of sales for the 
second half of 1949 (compared to the 
corresponding period last year) is 
anticipated by Dun & Bradstreet, Inc. 
The estimate is based on a nationwide 
survey made by the organization. 

The greatest loss is expected among 
manufacturers: of durable goods, with 
a 5.6 percent dip, as against the 1.5 
percent drop for non-durable goods 
producers and the 2.9 percent for both 
wholesalers and retailers. 

The survey, a representative sam- 
pling of companies with a net work of 
$50,000 or over, gives no support to 
the general pessimism over the busi- 
ness picture. 

On net profits, the average expecta- 
tion of loss by all concerns was 3.6 
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percent. Durable goods manufacturers 
reported 5.1 percent, non-durable 
manufacturers 2.5 percent, wholesalers 
4.2 percent and retailers 3.6 percent 
declines expected. 

Inventories are expected to be off 
6.2 percent by all concerns—again with 
the largest loss, 7.5 percent, by durable 
goods manufacturers. Retailers inven- 
tories will be off 7.3 percent, whole- 
salers 6.3 percent and non-durable 
producers, 4.8 percent. 


L. S. Starrett Co. 
Purehases Burrill Saw 


The L. S. Starrett Co., Athol, 
Mass. has announced the purchase of 
the Burrill Saw & ‘Tool Works of 
Ilion, N. Y., manufacturers of band 
knives and band saws. ‘These products 
now are being manufactured exclu- 
sively by The L. S. Starrett Co. in 
their Athol Plant and are being mar- 
keted under the Starrett name through 
Starrett distributors. 

The Burrill items, which include 
band knives for cutting paper, textiles, 
tubber, break, cake, boneless meat, 
etc., and band saws for wood, metals, 
dry ice, fibre, meat, bone, plastics, etc., 
have been sold nationally under the 
trade name “Paramount”. 

Production of these products is now 
streamlined in a new 400 by 11+-ft. 
building used for manufacturing Star- 
rett hacksaws, band saws, band knives 
and ground flat stock. The new build- 
ing increases Starrett manufacturing 
facilities to nine acres of floor space. 








AN EXHIBITOR at the 25th Annual 
convention of the New Jersey Society 
of Professional Engineers at the Essex 
House, Newark, was J. Heller & Sons, 
with Walter Jensen, John V. Zepka and 
Edgar Gillroy of Heller on hand to 
brief visitors. 
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Henry B. Fuller 


William Kelly Retires 
At W. M. Pattison Supply 


After more than 51 years of service 
with The W. M. Pattison Supply Co., 
the last 25 as purchasing agent, Wil- 
liam Kelly has retired from active par- 
ticipation in the company’s business. 

Henry B. (Hal) Fuller has been 
appointed to succeed Mr. Kelly in his 
former office. 

Mr. Kelly started with the company 
in December 1897, just about a week 
after its formation. In April, 1924, the 
late Mr. Pattison, then president, ap- 
pointed Mr. Kelly as purchasing agent. 
In addition to his purchasing duties, 
Mr. Kelly worked on all the company’s 
catalogs except the first. 

Mr. Fuller has trained in the various 
departments of the company, serving 
as an outside city salesman for a period 
of six months prior to his appoint- 
ment as purchasing agent. He is a 
member of the Cleveland Purchasing 
Agents Association. 


Westcott Appoints Karlen 


Gerald H. Karlen, 141 Broadway, 
New York City has been named dis- 
trict representative in the metropolitan 
New York area and the States of Con- 
necticut, Rhode Island and Massachu- 
setts for the Westcott Chuck Co., 
Oneida, N. Y. Mr. Karlen will func- 
tion as manufacturer’s agent and will 
work closely with Westcott’s dealers in 
the territory. 
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byes Meal ouen 30 YEARS OF SUCCESSFUL 
"SELLING THROUGH DISTRIBUTORS 


| Means tr lou 


Shown Here is Just Part of 
The World's Most Complete Line 



























SELL 3 
ELECTRIC 
SANDERS 
BLACK & DECKER was the first company to establish and 
publish a policy of selling Portable Electric Tools through 
SELL 4 Distributors. For over 30 years we have been a leader in 
es meng promoting this policy. We know your problems. . . where 


you need help . . . how to fit our own selling program to your 
needs! 


Regular, aggressive Black & Decker advertising . . . millions 


SELL 25 





of advertisements each year in The Saturday Evening Post and 

ELECTRIC leading industrial publications . . . always sends buyers to you. 

DRILLS Attention-getting displays, booklets, catalogs, mailing pieces, 

newspaper mats back up your local selling. And exhibits in import- 

ant national trade shows contact your customers when they’re in a 

SELL 3 buying mood! Our highly-trained Field Representatives give you on- 
ELECTRIC 


SAWS the-spot assistance in opening new business and closing sales. 


Our well-developed program of tool training clinics gives distribu- 
tor salesmen the latest information on new tools. Helps break in new 
salesmen on the complete line. Helps any salesman produce greater 
volume. And you operate under a friendly, honest Distributor policy 
that builds business for you and for us, year after year! THE BLACK 
& DECKER MF6. Co., 617 Pennsylvania Avenue, Towson 4, Maryland. 
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SELL 3 
ELECTRIC Fu 
SHEARS & 


PORTABLE ELECTRIC FOOLS 


--- PLUS THESE OTHER 
GREAT SALES FEATURES! 


WORLD’S MOST COMPLETE LINE of Portable Electric Tools. Not only 
more kinds of tools; but a choice of speeds, power and price in most 
groups! 
38 YEARS OF LEADERSHIP in engineering and manufacturing. The skill, 
*™ experience and “know-how” that give you modern electric tool im- 
provements first! 
® TOP QUALITY materials and workmanship. Constantly checked 
and guarded by an elaborate system of rigid inspection. Backed 
by our standard guarantee! Z 
ee SERVICE THAT SELLS from the world’s finest electric tool service 
organization! Black & Decker owns and operates 28 Factory 
Sales & Service Branches, within 24 hours of any customer! 





SELL 25 
POWER 
DRIVERS 
























SELL 4 
ELECTRIC HAMMERS 
















INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 








Schuchman Elected To Head 
Homestead Valve Mfg. Co. 


F. E. Schuchman has been elected 
president of the Homestead Valve 
Mfg. Co., Coraopolis, Pa., valve and 
steam cleaner manufdcturers. W. R. 
Schuchman, another son of the foun- 
der, was named chairman of the 
board and J. E. Roth was appointed 
chairman of the advisory commitice. 

Other officers named were Bradley 
McCormick, secretary, and N. E. Kole- 
sar, assistant treasurer. 


Charles H. Besly & Co. 
Adds New Lines 


A new line of high-speed twist drills 
and reamers has been added to the 
products manufactured by Charles H. 
Besley & Co. and sold through dis- 
tributors. In making the announce- 
ment, Eyerett Addoms, vice-president 
in. charge of cutting tools sales, 
stressed the fact that the same policy 
which has guided the company’s tap 
sales will be put into effect for all of 
its cutting tools including: A highly 
selective policy with not more than 
one distributor in the smaller trading 
areas; no direct sales where distributor 
coverage is established; close support 
by trained Besley service men in sales- 
men training and on the job applica- 
tion; aggressive national advertising in 
key metalworking publications; ef- 
fective cooperation with distributor 
executives to assure profitable turn- 
over; and distributor sales helps in the 
form of bulletins, mailing pieces, etc. 

The year 1950, by the way, will 
mark Besly’s 75th year in industrial 
sales. For more than 65 years the firm 
has been making metal cutting tools at 
Beloit, Wis. 





Everett Addoms 








AFTER DINNER ‘discussions were in 
order at the recent distributor-manufac- 
turer conclave, sponsored by the Chi- 
cago Industrial Distributors’ Associa- 


tion. Harry Pulver, president of the 
Association, exchanges views with Neil 
Hurley, Jr., president, Independent 
Pneumatic Tool Co. 


Distributors’ Association 
Meets With Manufacturers 


Members of the Chicago Industrial 
Distributors’ association recently met 
in the first of a series of dinner-meet- 
ings which will host various manu- 
facturers and discuss with them how 
their mutual interests can be pro- 
moted to the greater benefit of each 
group. 

The distributors’ guests at the first 
meeting all were representatives of 
the portable electric tool industry. 
Among the companies represented 
were Black & Decker Mfg. Co.; Van 
Dorn Electric Tool Co.; Independent 
Pneumatic Tool Co; Stanley Electric 
Tool Division, The Stanley Works; 
Skilsaw, Inc.; Mall Tool Co.; The 
United States Electrical Tool Co.; 
Cincinnati Electrical Tool Co.; Speed- 
way Mfg. Co.; and Millers Falls Co. 

The program committee for the 
meeting was headed by Chairman 
Oscar Iber, of O. Iber Co., who also 
acted as moderator for the sessions. 
The committee included Samuel H. 
Clark, Samuel Harris & Co., and Wil- 
liam Pedersen, Pedersen Bros. Tool 
& Supply Co., all of Chicago. 

Mr. Iber defined the purpose of 
the meeting in his remarks as moder- 





THE YOUNGER ELEMENT took 
over the dutics of the reception com- 
mittee which included Bill Christie, 
Barrett-Christie Co., Chicago; Wendell 
Clark, Jr., Samuel Harris & Co., Chi- 
cago; .Bob Christie, Barrett-Christie 
Co., Chicago; Bill Iber, O. Iber Co., 
Chicago; Frank Badalli, Standard 
Equip. & Supply Co., Hammond, Ind.; 
and Sam Clark, Jr., Samuel Harris & 
Co., Chicago. 





FURTHER DISCUSSION of distribu- 
tor problems at the Chicago Industrial 


Distributors’ Ass’n. between R. G. 
Horner, (Black & Decker Mfg. Co.) 
L. L. Dietz and W. L. Barcus, Wolf- 
Parker Co., Aurora, II]. seemed to be in 
a lighter vain. 


ator. ““We want to learn more,” he 
said, “about the portable electric tool 
industry and its methods of distribu- 
tion. We want to set our sights 
higher and further. Frankly, we want 
to do a better job for you.” 

Among the questions put to the 
manufacturers present were a request 
for clarification of their policies at 
levels of distribution and a review of 
the recommended interchange dis- 
count for non-stocking distributors. 





Sterling Bolt Co 
Fetes J. P. Angsten 


J. P. Angsten, recently was the 
guest of honor at a company dinner 
to honor his 25 years of service with 
the Sterling Bolt Co. 

Charles C. Gordon, president of 
Sterling awarded Mr. Angsten the 
company’s diamond-studded symbol 
of performance. Forty top manage- 
ment personnel attended the com- 
pany dinner. 
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L. P. Kent & Co. 
Will Represent Whitlam 


L. P. Kent & Co., whose main 
office is located at Washington, D. C., 
have been named to represent the 
J. C. Whitlam Mfg. Co. in Florida. 

L. P. Kent & Co.’s resident sales 
man, Ronald Reinike, 1535 Belmont 
Place, Jacksonville, covers the entire 
state of Florida. Frank McNellis, Jr., 
who has represented Whitlam in Flor- 
ida, is moving to Chicago. 























This is one of a series of Spang 
ads which are appearing regu- 
larly in: Domestic Engineering; 
Mill and Factory; Heating, 
Piping and Air Conditioning; 
Factory Management and 


Maintenance; and Purchasing. 


ers know that there’s a heavy demand for Spang CW Pipe. But they 
t know about your sincere efforts to keep their jobs going. That’s why our 
g sells distributor service. 


similar messages will remind both customers and prospects of the 
efficient service offered by their friendly Spang CW Pipe Distributor. 


$ more, each of these ads will remind buyers that you are a dependable 
x f supply —not only for Spang CW Pipe but for all the other things you 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Les Angeles; New York; Philadelphia; 

Pittsburgh; St. Lovis; San Francisco; Tulsa 
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THE NEW PRESIDENT of the 
Springficld Sales Managers Club is Fred 
C. Emerson, vice-president and_ sales 
manager of Spartan Saw Works, Inc., 
Springficld, Mass. 


LOADING THE FIRST REEL of 20 
miles of elevator rope for the United 
Nations Secretariat Building, New 
York, in the Trenton, New Jersey, plant 
of U. S. Steel’s American Steel and 
Wire Company. Signaling the crane 
operator is Andrew Vagott of Trenton, 
hooker-on in the shipping department 
of the plant which is manufacturing 
the rope. 
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IN COMMEMORATION of fifteen years of friendly association, Hugh H. Hirshon, 
president of the W. S. Wilson Corp. in New York City is presented with a bronze 
plaque by H. J. Mackin New York manager of the Mechanical Rubber Goods Divi- 
sion of The Goodyear Tire & Rubber Co. of Akron, Ohio. The gentlemen include: 
J. L. Sturges (with Goodyear 17 years prior to his association with the Wilson Corp.); 
E. A. Hirshon, vice-president in charge of sales at the Wilson Corp.; W. H. Sawyer, 
Goodyear salesman; and S. B. Ellis, formerly with Goodyear and now with the 
Wilson Corp. 





RIGHT UP FRONT in the first row at the recent sales meeting that saw the 
establishment of Rockwell Mfg. Co.’s new Power Tool Division, were, left to right: 
Chris Wiken, vice-president and chief engineer, Rockwell Mfg. Co., Pittbsurgh; 
George Rockwell, district salesman; Bob Melius, vice-president and sales manager, 
Power Tool Division; W. F. Rockwell, chairman of the board of Rockwell; Al Rock- 
well, president of Rockwell; Ray C. DuBrucq, manager of the Crescent plant; Bill 
Brown, manager of the Arcade plant; Campbell Stuckeman, manager of the Delta 
plant and Jim Ashman, controller of Rockwell in Pittsburgh. 





_ \ 
Meo dD \ 


TESTIMONIAL DINNER is held to honor Griffith G. Jones (fourth from left) on 
the 60th Anniversary of his continuous association with the Mohr-Jones Hardware 
Co., Racine, Wisconsin, of which he is now president and treasurer. Pictured witli 
Mr. Jones are Agnes Crockett, Henry Bahr, Wm. J. Heilscher, vice-president, 
Ethel May Jerstad, chairman, George Hemingsen, and Arthur Olson, toastmaster. 
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when you sell the 
Air-Cooled Yale Cable King 


The Yale Cable King Wire Rope Electric Hoist is the 
only air-cooled electric hoist on the market today. The 
exclusive air-cooling design combined with exclusive 
positive load brake lubrication eliminates excessive brake 
heat. No more “cooling-off” periods before another lift 
can be made. More loads ean be lifted every hour—eco- 
nomically. Your customers will want to know all about 
these outstanding features that add so much to produc- 
tion speed and hoisting performance. Tell them and 
you'll sell them! 


MORE CABLE KING SELLING FEATURES TO TALK ABOUT 


1. Push-button control leaves one hand free to guide 
loads . . . makes “inching” a cinch. 


Jas A nis 


i 
; 
i 
; 
i 
j 


2. Self-actuating load brake operates whether power is 
“on” or “off” .. . insures safety for operator and load. 
Motor brake alone holds the full rated load without 
drifting! 


3. Lubrication for entire internal hoist mechanism is 
at one point only. You can’t miss it! 


4. Safety-first load hook opens slowly without fracture 
when overloaded. Gives ample warning. 


5. Adaptable for all lifting operations. Available with 
hook or lug; plain, geared or motor trolley in either 
parallel or raaht angle suspension; also winch type for 
ceiling, wall or foot mounting. 





6. Capacities from 4 to 12 tons. Winches 4 to 3 tons. 


Let these design and performance features put more 
money in your pocket. Give your prospects all the facts 
about this cost-cutting tool. Start cashing in on the 
Yale Cable King today. 


THE YALE & TOWNE MANUFACTURING COMPANY 
PHILADELPHIA DIVISION + ROOSEVELT BOULEVARD + PHILADELPHIA 15, PA. 


INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND POWER 
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TO SELL Pipe Hand Tools. YOU NEED THE ANSWERS 


Competition cutting down 
your threader sales “lead?” 
Pipe tool I. Q. rusted over a 


little? Monkey your way 


through these 16 questions. 


Answers are on Page 190. 


1.Match the keyed letters on the 

drawing, with the following de- 
scriptive terms: 

{ ] 3-wheel cutter 

[|] Stillson wrench 

(] flat chain wrench 

{_] roller cutter 

_] tongs 


. Match the following “pipe thread- 
ing” terms: 
|] lip 
|_| chip space 
| clearance 
(] lead 
(_] chasers 
with the following scrambled defi- 
nitions: 
(a) space provided in holder to 
prevent clogs, tears 
(b) angle ground or machined 
on the front of cach chaser 
to enable the dic to start on 
the pipe and distribute the 
work of cutting 
the inclination of the cut- 
ting edge of the chaser to 
the surface of the pipe dic 
head 
the actual cutting device in 
the head 
the angle between the 
threads of the chasers and 


those of the pipe. 


3. The lip angle should be: 
[] between 15 deg. to 25 deg. 
[] between 45 deg. to 60 deg. 
[] exactly 60 deg. 


4.Too much clearance between the 
heel of the chaser and the work 
is indicated by: 
[] a wavy thread 
[_] excessive wear in the heel of 
the chaser 
{_] the die works hard 


. “Rake” or “hook” in a threading 
die refers to the lip angle, the an- 
gle between the front face of the 
chaser and the actual cutting edge. 
[1] True. ( False. 


6.Chain wrenches may be used on 
pipe as small as 4-in.; as large as 
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Know your pipe tools? Then try your hand on question 1. 


18-in. (| True. ([] False. 


7.Which of the following type 


wrenches are similar to each other? 
chain pipe wrench 
Stillson wrench 
strap wrench 
toggle wrench 
tong wrench 


8. The customer who docs considcr- 


able work on nickel or chrome type 
tubing must protect the finish. 
Which one of the following 
wrenches would vou suggest he 
use on his fine finish work. 

™] a chain tong wrench 

~| a webbed strap wrench 

[] an end pattern pipe wrench 


. “Throat” defines the cutting away 


of the first three or more threads 
on the chasers to enable the pipe 
to enter the die. [] True. 
{_] False. 


. For the customer who has frequent 


trouble with pipes that “freeze” 
on the line, sell him: 
‘| a compound leverage wrench 
| a chain tong wrench 
] a plain tong wrench 


11.To avoid crushing larger diameter 


thin-walled pipe, and to handle 
larger diameters in gencral, the 


chain pipe wrench was developed. 


] True. (J False. 


2.Close quarter work naturally sug- 


gests a recommendation of the use 
of ratchet type pipe tools. [] Truc. 
False. 


. The most common pipe wrench 


used by industry today is: 
[| the chain pipe tong 
‘| the compound leverage 
wrench 
{|} the web strap wrench 


. The best lubricant to suggest for 


usc as an aid in cutting pipe is: 
{_] crank-case oil 
‘] cotton seed oil 
_] a sulphur base threading oil 
{] lard oil 


5. The customer using a knife type 


cutter will need a lubricating oil; 
the one using a wheel tvpe cut- 
ter won't, gencrally. (] True. 
_] False. 


. “Chipping” and “stickers” are an 


indication that: 
{_] too much pressure is being 
used on the dic 
[| the,dies are dull 
(] the cutting oil is of an in- 
ferior grade, and of insufh- 
cient quantity 





Next month: 


CHAIN SLINGS 








<4 


a SIMONDS ‘Red Center” gives you more 


How do Simonds Saws maintain such a high level of consistent cut-ability? These6 pfeome SIMONDS 
reasons: 1—Special Steel from Simonds’ own mills. 2—Special Simonds-designed fur- SAW AND STEEL CO, 

naces hold saws flat, and temper them under pressure. 3—Saws are hammered to i FITCHBURG, MASS. — 

even tension, by industry's top anvil-men. 4—Special Simonds-designed grinders as- | Other Divisions of SIMONDS SAW AND STEEL CO. 
sure proper clearance, right up to rim. 5—=Automatic saw-filing for exact uniformity. making Quality Products for Industry 
6—Special Simonds “Mirror-finish,” to which pitch and gum won't stick. See your , . pions 


Prac ELoma Om 


yay, dealer, or the nearest Simonds office. rn 
oo Grinding Penn wm 
Special Electric Wheels Simonds Products 
Furnace Steels end Grains for Canada 


a —_— => 
LP. SAWS «CUT-OFF SAWS «RIP SAWS FILES HIGH-SPEED KNIVES PLANER KNIVES VENEER KNIVES CROSSCUT SAWS NARROW BANDS 


BRANCH OFFICES: 1350 Columbia Rd., Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, Cal.; 228 First St., San Francisco 5, 
Cal.; 311S. W. First Ave., Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Wash.; 554 Beatty St., Vancouver, B.C, Canadian Factory: $95 St. Remi St., Montreal 30, Que. 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Sliding Vane 


Positively Actuated 
By Push Rods 


Extremely viscous liquids up to 100,- 
000 SSU are said to be successfully 
pumped with a new sliding vane. The 
vanes can be furnished in a sound- 
deadening, non-metallic material, are 
said to be positively actuated by push 
rods through rotor and shalt self-ad- 
justing for rear and are replaceable 
without disturbing piping or drive. 

Blackmer Pump Co., Grand Rapids, 
Mich.— Industrial Distribution, Sep- 
tember 1949. 











Electric Drill 


Geared Chuck With Key 
Permanently Attached to Cord 


A new }-in. standard duty electric 
drill is designed for steady light pro- 
duction drilling of metals, wood and 
compositions. 

Main features include: die cast 
aluminum frame for compactness, light 
weight and strength; powerful univer- 
sal motor for operation on AC/DC, 
115 volts, 25-60 cycles; no-load speed 
of 2200 rpm; ball bearing on armature 
shaft, dual roller on chuck spindle, 
ball thrust; momentary contact switch, 





trigger-type with lock for continuous 
operation; 10 ft. 3-conductor cord with 
tubber plug and pigtail for ground; 
overall length of 114-in. and net 
weight of 44 Ibs. 

Cummins Portable Tools, Chicago, 
Ill.—Industrial Distribution, Septem- 
ber 1949. 


Rotary Wire Brush 


Bristles Imbedded or Locked 
In Rubber Centers 


The combination of steel bristles 
mounted in rubber is the basis for a 
new rotary wire brush development. 
The brush can be used on bench or 
portable tools and is presently available 
in 6, § and 10-in. sizes. Its potential 
market includes industries and shops 
where buffing, roughing or finishing 
with a wire brush is a part of the 
operation. 

Main features include increase of 
service life since the brushes may be 
worn down to the rubber flange; in- 
creased and more efficient production 
since the flexible, upright wires con- 
tinuously maintain maximum number 
of cutting points in contact with the 
work. The brush face will hold its posi- 
tion and readily conform to uneven 
surfaces. Due to almost complete re- 
tention of wire bristles, the construc- 
tion reduces the number of flying wire 
points, offering a safer tool. 

Hewitt-Robins Inc., Buffalo, N. Y. 
—Industrial Distribution, September 
1949. 














Air Compressors 


Feature Combination Intake 
Air Filter & Silencer 


Six new models of two-stage aii 
compressors are designed to suppl) 
compressed air for spray painting as 
well as air. Built for 200-lb. working 
pressure, the tanks are tested to 300 
lbs. The standard pressure setting is 
160 to 200 Ibs. 

The units feature automotive-typc 
pistons, non-breakable steel valves, 
copper-finned intercoolers, totally en- 
closed and dustaproof crankcase. A 
patented loadless starting mechanism 
completely unloads the compressor 
until the motor has attained its full- 
load speed on re-start. 

Binks Mfg. Co., Chicago, Ill.—In- 
dustrial Distribution, September 1949. 


Carbide Blanks 


Increase in Length 
Provides Longer Life 


An improved line of 7 sizes of 
standardized solid carbide blanks for 
lathe and grinder centers is now avail- 
able from stock. The length has been 
increased, providing longer life and 
giving a stronger design. A new larger 
size has been added—length of 1#-in. 
The center blanks range in diameter 
from .250 to .875-in. 

Blanks are now ground to a toler- 
ance of plus .000 and minus _.002-in. 
They can be fitted easily and ac- 
curately into the recess for uniformly 
strong brazes. 

Carboloy Co., Detroit, Mich.—In- 
dustrial Distribution, September 1949. 


(Continued on page 136) 
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Winter advertising appears 
regularly in such publications 
























as AMERICAN MACHINIST, A 
MACHINERY, TOOL ENGINEER, 
WESTERN MACHINERY, and y 


MODERN MACHINE SHOP. 
Every ad, in addition to 
making your customers 

more familiar with Winter tools, 
tells them to call on 

their distributor for every 








staple industrial product. a 
Currently featured are He 
Winter Chip Driver Taps w 
(shown in illustration). 

‘ ee the 
Later issues will discuss 
the rest of the Winter line, 
which includes hand, a 
machine screw, nut, pipe, ish 
pulley, stove bolt, +e 
and tapper taps, and a complete ied 
selection of dies. 

WINTER 
WINTER BROTHERS COMPANY © Division of the National Twist Drill and Tool Company 






Rechester, Michigan, U.S.A. Distributors in Principal Cities + Branches in New York, Detroit, Chicago, San Francisco 











NATIONAL SERVICE ENGINEERS 
ARE TRAINED TO HELP 
YOU AND YOUR CUSTOMERS 





When you are faced with a difficult metal cutting problem, 
call your nearest National service engineer. 

He is factory-trained to recommend the right tool 

for every job and the right way to obtain - 

the highest production and longest life from it, 

and he is thoroughly familiar with the characteristics of 
every one of National's complete line of rotary 

metal cutting tools. In addition to twist drills 

(shown in large illustration), the National line includes 
reamers, milling cutters, counterbores, 

end mills, hobs, and special tools. 





NATIONAL 


TWIST DRILL 






NATIONAL TWIST DRILL AND TOOL COMPANY + Rochester, Michigan, U.S.A. 
Gistribsters in Principal Cities + Factory Branches: New York + Chicago + Detroit - Cleveland + San Francisco 














Auger Bit 


Can Be Re-Sharpened 
On Ordinary Grinding Wheel 


Made from drop-forged steel, car- 
burized and heat treated to correct 
hardness, a new auger bit assures abso- 
lute straightness and concentricity be- 
tween screw points, cutting head and 
stem. 

Because of the keen cutting edges 
and the true roundness and concen- 
tricity of the tool, a special screw point 
is used that feeds the tool into the 
wood at twice the rate used formerly. 
In spite of this rapid rate of penctra- 
tion, less power is used. 

Chicago-Latrobe, Chicago, II]_—In- 
dustrial Distribution, September 1949. 














Vertical Sander 


Features Built-In Oiler, 
Governor-Controlled Operation 


Combining light weight with power- 
ful performance at speeds adjustable 
to 5,000 rpm, a vertical sander is fur- 
nished with a choice of 7-in. backing 
pad, 4-in. cup grinding wheel with 
guard or 4-in. wire brush. The sander 
has an all-magnesium housing for 
lightness and toughness and weighs 
5 lb. without pad. The height to end 
of spindle is 84-in. The speeds can be 
adjusted by throttle control. 

An improved handle design forms 
correct angle in relation to motor hous- 
ing, giving proper balance. A new ex- 
haust deflects and cools pad during 
operation. Direction of the exhaust 


136 


can be controlled and the sander also 
has a safety throttle. 

Further advantages include full bear- 
ing support throughout and _ helical 
gears assuring smooth operation and 
long life. The air outlet has g-in. open- 
ing. 

Aro Equipment Corp., Bryan, Ohio 
—Industrial Distribution, September 
1949. 














Extinguisher 


Carbon Dioxide Cylinder 
Inside Extinguisher Shell 


The extinguishing principle of a 
new dry chemical extinguisher is the 
expulsion of a fine white powder onto 
the blaze. ‘The heat of the fire releases 
carbon dioxide gas from the powder, 
cooling and smothcring the blaze. 

The cylinder is contained inside the 
extinguisher shell, providing a more 
compact appearance. High efficiency 
is obtained by the use of a special con- 
ical bottom funneling the powder di- 
rectly to the outlet. 

General Detroit Corp., Detroit, 
Mich.—Industrial Distribution, Sep- 
tember 1949. 


Electric Saw 


True Balance Eliminates 
Starting Torque or Twist 


An 8-in., medium weight, high pow- 
ered electric saw features a wall be- 
tween saw and motor which seals out 
dust and grit. The position of the 
handle, at the top of the gravity center, 
enables the operator to guide the saw 
with a minimum of effort and fatigue. 














Helical gear drive delivers the highest 
percentage of motor power to the cut- 
ting blade. 

‘The saw is adjustable for any depth 
up to 24-in. and is graduated for any 
angle up to 45°. Operator safety is 
assured by a positive, spring-returned, 
hinged guard. Standard equipment in- 
cludes a steel carrying case, 10 ft. cord 
and plug, wrenches and rip gage. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y.—Industrial Distribution, 
September 1949. 


Pressure Plug 


Seals Pressure-Tight 
Without Sealing Compounds 


The unique design of a socket pres- 
sure plug thread provides actual crush- 
ing or sealing at both major and minor 
diameters, preventing spiral leakage 
even under extreme pressures. In addi- 
tion to the thread, the plug incorpo- 
rates other features, including fully 
formed threads, uniform taper and per- 
fect roundness. 

The plug is made from _high- 
strength alloy steels, in a full range of 
sizes from ys to 2-in. 

Standard Pressed Steel Co., Jenkin- 
town, Pa.—Industrial Distribution, 
September 1949. 











End Mills 
Shanks Heat Treated 
For Strength & Rigidity 


A new design in the manufacturer’s 
standard carbide end mills provides 


(Continued on page 140) 
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Consistent National Advertising to Your Customers 


WE TELL 77 
SEL. EM 


BYLLIN GS. <6 SPENCER COMPANY HARTFORD lL, CONMES Peo r 
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GILMER has the PULL 


You find new Belts—new data—new convenience 
in this latest complete catalog of Gilmer Flat 
Belts and Belting. It’s easily readable and handy 
to use and tells why you get more out of any 
recommended application. 


Besides a selection of special Belts to solve various 
power transmission problems, you find belts rang- 
ing from high torque, heavy duty service to light 
duty belts for minimum pulleys and maximum 
speeds. The well known Gilmer Kable Kord Belt 
in the unique two-belts-in-one design is featured. 


~ * 
Se 
a 


There is a page of Belt Connector data, another on 
Industrial Webbing and a complete section of-belts 
for the Textile Industry. Also a page of Special 
Products—not belts—is important to many plant 
men; it covers such items as Shock Pads to 
eliminate machinery vibration. 


This book is chock-full of information to help you 
use the right belt for the job. The Belt Selector 
page is a regular “‘dictionary of belts’’ to aid you. 
Send for this new Gilmer Catalog. Free. 


L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 


DIVISION OF UNITED STATES RUBBER COMPANY 


THROUGH YOUR 


GILMER DISTRIB 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 
1. A “buy-through-Distributor” policy; no factory 
sales in competition. 


2. A widely-experienced District Manager affords 
frequent direct sales help. 


3. Engineering assistance when needed from fac- 
tory power transmission specialists. 

4. Distributor protection. 

5. Uniform discount schedules. 

6. A profit on every sale. 


7. Full jobber profit on non-stocking Special Pur- 
pose Belts. 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 
10. Stockroom and merchandising aids. 


NEW GILMER CATALOG 
advertised to your customers in 
CURRENT INDUSTRIAL 
PUBLICATIONS. 

And Gilmer tells them 
“Buy through your Gilmer Distributor.” 
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-RINDING WHEEL DRESSER CUTTERS 










Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that 

means sure repeat sales. Stock the complete 
\ line for quick delivery . . . increased profits. 








on 

0 Dressers 1 ” 

* Use is _— 
face- 






ge #1 wressers 9" | 
* Uineels oe ‘to 






* Wineels 
face- 






of extra _ FOR CORRECT DRESSER SIZE 


VINCENT 


STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
HIGHWAY SURFACER CUTTERS 














TUBE CLEANER CUTTERS © 











Detroit 7, Michigan 





2424 Bellevue Avenue 















extra strength in the body of the tool 
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New Products 


(Continued from page 136) 





and additional backing for support of 
the cutting edges. The cutting edges 
are diamond lapped. 

The shanks are heat treated for great 
strength and rigidity. A special feature 
is the greater chip capacity. The end 
mills are available in straight and tape: 
shank styles with straight and right or 
left hand spiral flutes. The sizes rang: 
from } to 2-in. 

Wendt-Sonis Co., Hannibal, Mo.— 
Industrial Distribution, September 


1949. 






















Shaper 


Features Roller Chain Drive, 
Cast Iron Crank Plate 


A new &-in. shaper has an 84-in. 
maximum stroke which permits full 
and accurate machining of work 8-in. 
long, handling straight and angular 
cuts, squaring, machining and slotting. 

Six automatic feeds in either direc- 
tion, from .002 to .012-in., are set by 
a feed dial with readings graduated to 
.001-in. A half turn of the feed handle 
in either direction reverses the feed. 
Any speed from 35 to 180 strokes per 
minute is obtainable. The adjustable 
table support mounted on -the base 
provides solid reinforcement and _as- 
sures extra capacity on heavy cuts with- 
out chatter or vibration. 

Logan Engineering Co., Chicago, 
Il].—Industrial Distribution, Septem- 
ber 1949. 

























s\ 3 , 
How to make a‘no man. | (2) 
‘\) u ara 
say yes Se meen enema 
=> 


handed. Remind him that you handle General Electric 
lamps and just ask for the order. Every customer 
you call on needs lamp bulbs. And since G-E 
lamps are tops in preference, it often only takes 
a suggestion from you to clinch a sale. 





THE REPLACEMENT MARKET for fluorescent lamps is 
getting bigger every day. Help your customers 
get all the light they pay for by reminding them 
to replace worn-out tubes with new General 
Electric fluorescents. 


JUST ABOUT EVERYONE uses incan- 
descent lamps somewhere in his 
plant or office. G-E makes all 
types and wattages for every 
requirement. 


MORE AND MORE places being lighted by G-E 
slimline fluorescent lamps! Point out they’re 
the newest in fluorescent—instant starting — 
extra long—more efficient. You can often dhe 
sell a whole installation! AND DON’T FORGET G-E 
miniature lamps! 
They can add up toa 
good-sized order be- 
cause they’re used in 
so many ways—in 
elevators, indicators, 
instruments — hun- 
dreds of other places. 





EVERYBODY USES LAMPS... 


G-E LAM ps THE EASIEST TO SELL ARE 
GENERAL @@ ELECTRIC 
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Band Saw 


Adjustable Cushion Tensioner 
Protects Blade from Shocks 


A new 12-in. band saw features a 
frame-and-body in three-piece cast iron 
design, for accuracy and freedom from 


| vibration and distortion. The guides 


fod “ 


Heres: 
= 


LEZEN Gf? 


on PILE DRIVERS 


and in other heavy-duty steam hose applications where unmter- 
rupted service is of paramount importance. The special armored- 
insulated construction of this hose gives it greater strength, dura- 
bility and safety than conventional types provide, without im- 
pairing its flexibility. Recommended for pressures up to 150 lbs., 
and regularly furnished with Mulconroy High Pressure Hose 
Couplings. 


“DYNAMITE” Steam Hose, Style 801. Tube is special heat- 
resisting compound, reinforced with continuous spiral of steel 
wire, and insulated by woven asbestos lining. Cannot buckle or 
collapse. Carcass is extra strong combination of rubber and duck. 
Cover consists of multiple layers of braided wire, surrounded by 
spiral of half-round galvanized steel. Sizes 43” to 3”. Other styles 
for higher temperatures and pressures. 


MULCONROY MEANS MORE 
BUSINESS FOR Yous / | 


Wherever the requirements call for greater resistance to temperature, pressure 
and wear than conventional rubber or all-metal hose can give, you can sell a 
Mulconroy Special Hose Construction that will insure the desired results. 
Send us your inquiries, and we will cooperate promptly in helping you 
secure this extra business. 


"“MULCONROY Siar... 





5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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have split-leaf blocks set at 45° to se- 
cure maximum support close to work, 
with low friction loss and long blade 
life. 

Other features are: capacity, blade 


to frame 12-in. guide to table 7-in.; 
_ complete guarding with steel wheel 
| and blade covers; readily carried from 
| job to job since it weighs 120 Ib. with- 
| out motor. 


Walker-Turner Div., Kearney & 
Trecker Corp., Plainfield, N. J.—In- 


| dustrial Distribution, September 1949. 














Carbide Cutters 


Line Is Increased 
To 40 Standard Shapes 


Illustrated are only five of the more 
than 40 standard shapes of carbide cut 
ters available from the manufacturer. 
Made to exacting specifications, they 
increase material removal and are said 
to outlast high speed steel files and 
cutters. 











Sinews of Du Pont “Cordura” yarn 
pack strength into conveyor belts 





Help your customers PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used 
... and usually more economical! “Cordura” is a yarn 
your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 
use for “Cordura.” Du Pont will be glad to furnish a 
detailed analysis of any applications they have in mind, 
along with other helpful information. Rayon Division, 
E. I.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


... give high strength 





at low cost to many other 


industrial products, too! 


A conveyor belt made with Du Pont 
Cordura* High Tenacity Rayon is light 
in weight. It “troughs” well so that it can 
be fully loaded. And it has the strength to 
carry heavy loads . . . resist flexing and 
impacts. 

Because of their light weight, portable 
conveyor belts sinewed with “Cordura” 
are easier to set up and work with. And 
“Cordura” provides the necessary tensile 
strength for long-lift, fixed installation 
belts that eliminate costly transfers. 

This man-made fiber is made up of con- 
tinuous filaments—no short pieces to pull 
apart under strain. “Cordura” also has 
unvarying uniformity. 

The economy of “Cordura” yarn has 
been proved in tires, hose and V-belts. It 
makes a thinner, stronger, more durable 
strength section. And raw material costs 
can be reduced—because so much less 
“Cordura” is needed to attain a desired 
strength. 


*REG. U. S. PAT. OFF. 


REG. U.S. PATOFF. 


for RAYON... for NYLON...for FIBERS to come...look to DU PONT 
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IT’S THE ‘BLUE FACE’ LINE 
. for early delivery 

. for customer 
satisfaction 


‘ 
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— for 
) profit-minded 
Industrial 
( Distributors ! 


' 


OR years Sprout-Wald- 
ron Cast Iron ‘Blue 
Face’ Pulleys have been 
the natural choice for 
both users and Industrial 
Distributors. 
Their careful balance 
. their rigidity 
their belt saving quali- 
ties — these are only a 
few of the features 
which make S-W ‘Blue 
Face’ Pulleys click! 

Get your copy of the 
New Pulley Bulletin 
P-848 today. Write 
Sprout-Waldron & Co., ° 
Waldron St., Muncy, Pa. 


UMC ig, 


2. 
Ane 


ISIN 


PENNSYLVANIA 








These cutters meet the demands of 
such manufacturing operations as 
filing, burring, grinding, finishing, 
counter-sinking, chamfering, light mill- 
ing, profiling and tool, die and mould 
machining. 

M. A. Ford Mfg. Co., Davenport, 
Iowa—Industrial Distribution, Sep- 
tember 1949. 





P 
— 

















Hand Pump 


Delivers 20 Gallons 
Per 100 Strokes a Minute 


A diaphragm-type high-vacuum hand 


| pump dispenses fluid in a steady flow 
| on both back and forth strokes and 


| 
| 
| 


will handle water, gasoline and any 
petroleum that will pour. It will prime 
a 20-ft. lift in 12 strokes. 
Built of aluminum alloy with top and . 

bottom housings of rust-proof pressed 
steel, the diaphragm is liquid-sealed 
and supported by stainless steel plates. 
The pump is easy to service; the user 


| can adjust or replace packing, clean or 
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replace screens and replace diaphragm 
with only a screw driver and pliers. 

The pump is available with 8-gal. 
counter-totalizer and with hose and i 
automatic shut-off nozzle or spout with 
pail hook. It is also available with cast- 
iron base for use with underground 
storage tank. 

Tokheim Oil Tank & Pump Co., 
Fort Wayne, Ind.—Industrial Distri- 
bution, September 1949. 


Service Cock 


Ball-Check Valve Unit 

Prevents Back Flow 

Available in 3 and 1-in. sizes, high- 
pressure lubricated service cocks have 
cast iron bodies and bronze plugs, 
made with both screwed recessed ends 
and Dresser super-service ends. (The 


(Continued on page 148) 
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CHECK THESE 


TO HELP YOUR SALESMEN 


Low Height 


Journal Jack \ PUBLIC UTILITIES 


Use Jacks for... 


ss Pulling and straightening poles 
Lowering Jock Supporting cable reels 

Forcing pipe 

Pulling pinions and gears 
Bracing trenches 


Repairing equipment 








CHEMICAL PLANTS 


Need Jacks to... 


Support tanks 
Adjust heavy connecting lines 
Force pipe 


Install pressure vessels and other 
equipment 








STEEL FABRICATORS 


Need Jacks to... 


Shove, lift and hold steel plates for 
welding or riveting 

Position and support fabricated 
sections 

Frenihoy mw 4 Move loads horizontally 
Adjust material for downhand 

welding 

Install complete units 


Repair cranes and equipment 





MACHINE SHOPS 


Use Jacks for... 


Unloading and placing machinery 
Lifting and moving old machinery 
Repairing lift trucks 

Pulling pinions and gears 
Repairing cranes 


Special lifting, lowering or 
straightening jobs 





DUFF-NORTON’S ADVERTISING AND PROMOTIONAL PROGRAM 
IS IN THERE PITCHIN’ FOR YOU 


DUFF-NORTON HELPS 


Tear out this ad and pass the sales leads outlined above along to your sales- 


men. On every call, they will find customer acceptance and easy jack sales. 

VOU 1 Guam The high quality of Duff-Norton jacks—backed by a broad, hard hitting 
SALES AND PROFITS advertising and promotional program in national trade journals, direct mail 
campaigns, sales literature imprinted for you, catalogs and other sales aids— 

simplifies your selling job and helps you to greater jack sales and profits. 


Get the facts . . . sell Duff-Norton Jacks! 


Write for Catolog 203! 


THE DUFF-NORTON MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA. 


CANADIAN PLANT, TORONTO, ONT. 


“Ohe House that Jacks Built” 
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PRODUCTS 








12 YEARS AGO WE PUT THIS QUESTION 
TO A GROUP OF OUR DISTRIBUTORS... 


it alt Sac Mol 


HERE ARE THE ANSWERS THEY GAVE US THEN... 


AN OHIO DISTRIBUTOR: 


“The real growth of our packing 
business dates from the day we 
switched to the J-M line exclusively.” 


A TEXAS DISTRIBUTOR: 


“We have never found more depend- 
able products or a fairer distribution 
policy.” 


A NEW YORK DISTRIBUTOR: 


“Complete confidence in the quality of 
J-M packings and full satisfaction 
with your distribution policies.” 


A VIRGINIA DISTRIBUTOR: 


“A fair distribution policy, plus steady 
advertising . . . and the outstanding 
quality of J-M packings.” 


A NEW JERSEY DISTRIBUTOR: 


“A steady flow of new and repeat 
business has made Johns-Manville one 
of our most profitable connections.” 


A NEW YORK DISTRIBUTOR: 


“During 20 profitable years handling 
J-M packings, they have increased my 
packing business and earned for me 
the confidence of my customers.” 


A TENNESSEE DISTRIBUTOR: 


“The J-M packing line is easy to stock 
and handle, moves fast, and has given 
us 18 years of steadily increasing 
volume.” 


A MISSOURI DISTRIBUTOR: 


“It has made our selling job easier 
and more profitable . . . and the 
dependability of J-M packings keeps 
our customers sold.” 


AN OREGON DISTRIBUTOR: 


“The J-M policy of supplying quality 
products has brought us satisfied 
customers and a profitable packing 
business for 14 years.” 


JOHNS-MANVILLE 
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jhuthorized Disthibuitr 


Johns-Manville 
Packings 


op INDUSTRY SINS 


HERE IS WHY IT’S STILL ‘“THE BLUE CHIP’’ PACKING FRANCHISE TODAY 


Today, all the distributors whose state- 
ments appear on the opposite page 
are still with Johns-Manville . . . many 
others have been with us for 20, 30 and 40 
years. Such testimony from satisfied distrib- 


utors speaks for itself regarding the distribution 
policies that make the Johns-Manville franchise 
so desirable. Here are some of the reasons 
why these distributors have stayed with Johns- 
Manville through the years: 





1. A strong distributor policy — It is the Johns- 
Manville policy to sell replacement packings through 
its authorized distributors. 


2. Acomplete quality line—No need to stock 
more than one line when you're a J-M Packing Dis- 
tributor! From one source, you can obtain a packing 
or a gasket to meet any requirement—whether it's 
a rod or plunger packing for a severe corrosive 
condition, a moulded packing for hydraulic service 
or a metallic gasket to withstand temperatures up 
to 2000°F. And every style is backed by J-M's 
many years of packing “know how.” 


3. An accepted name—Johns-Manville has been 
serving industry for over 80 years . . . making 
industrial packings for more than 75. Packing users 
everywhere know Johns-Manville—have confidence 
in the J-M name because of its long association 
with quality products. This acceptance, although 
intangible, is one of the most valuable assets of 
the J-M packing franchise. 


4. Aggressive promotional support—In 22 
national publications and on coast-to-coast radio, 
too, Johns-Manville packing advertising regularly 


If you're looking ahead . . 


reaches packing users in every important field . .. 
keeps them posted on the latest packing develop- 
ments ... and refers them to their local J-M Packing 
Distributor as the place to buy. This intensive ad- 
vertising support is supplemented by direct-mail 
literature and other sales aids available without 
cost to the distributor. 


5. The backing of the J-M sales organiza- 
tion—Johns-Manville packing representatives are 
located in or near all important industrial trading 
areas. These men work closely with J-M Packing 
Distributors—help them solve tough packing prob- 
lems, assist in the development of new markets, etc. 
Their services are one of the “plus” values that go 
with the J-M packing franchise. 


6. A policy of “looking ahead” —Johns- 
Manville is not satisfied with merely “keeping pace” 
with industry's packing needs. J-M research con- 
stantly seeks to improve packing performance . . . 
to create new packings that will do the job better. 
As a result of this policy, Johns-Manville Packing 
Distributors have been first in the field with many 
important packing developments—and first to offer 
these new packings to their customers. 


. interested in making more 


money in replacement packings, why not investigate the 
many opportunities in this “blue chip” packing franchise? 
Address Johns-Manville, Box 290, New York 16, N. Y. 


PACKINGS and GASKETS 
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through their = 
d TRA wide range of sizes 


ow A Cold-Forging Processed 
Cleveland 

High Carbon Heat Treated 
Cap Screws 


@ You can fill more orders with this Cleveland Line 
of extra tough Cap Screws because our range of 
sizes is unusually wide. Even in large diameters, you 
can get up to 1% inch, and lengths to 10 inches in 
a hurry. And you assure your customers extra values 
due to Kaufman Process manufacture—extra strength 
and uniform accuracy without extra cost. It pays 
you to stock and sell Cleveland High Carbon Heat 
Treated Cap Screws. The Cleveland Cap Screw 
Company, 2917 East 79th Street, Cleveland 4, Ohio; 


Warehouses, Chicago, Philadelphia and New York 
City. 





ORIGINATORS OF THE 
BLE ROCES 
KAUFMAN Nass P S$ 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 
Ask your jobber for Cleveland Fasteners 
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plug is always held against its seat in 
the body by a gland through resilient 
packing which has five layers.) 

The bottom of the cock is a continu- 
ous casting, and the top is closed by 
means of a screw-type bronze gland 
which requires a_ special spanner 
wrench. Bodics and plugs are fitted for 
tightness and provided with a lubricant 
screw of cadmium-plated steel and a 
lubricant grooving system for “pres- 
sure-sealed” lubrication. A_ built-in 
double stop in the bottom lubricant 
well limits the movement of the plug 
to 90°. 

Walworth Co., New York, N. Y.— 
Industrial Distribution, September 
1949. 














Ratchet Wrench 


Synthetic Rubber Ring 
Retains Socket in Position 


A reversible ratchet wrench is so 
constructed that strain or load is ap- 
plied to the wrench so all working 
parts are in compression. The total 
leverage exerted through the handle is 
wholly applied to the work, and the 
danger of pawl breakage is entirely 
obviated. 

A synthetic rubber ring cannot come 
loose, but it may be snapped on or off 
for interchange of heads without spe- 
cial tools. Pawl and socket teeth have 
been angle-set for sure clutch fit. 

The wrench features a “double 
head” which permits each head to 











have two sizes of openings, each ac- 


commodating a different size nut. It is — 


available with 15, 24 and 27-in. han- 
dles, sockets to accommodate Ameri- 


can Standard heavy nuts from } to | 


14-in. bolt sizes. 


Greene, Tweed & Co., North | 


Wales, Pa.—Industrial Distribution, 
September 1949. 








Auger Bit 


Design Permits Resharpening 
On A Grinding Wheel 


Available in six sizes from 3 to 1 
by 4-in., a new auger bit for wood is 


made from drop forged steel and is | 


heat treated. The design permits the 
bit to be resharpened on a grinding 
wheel instead of using special files. 

The bits can be obtained singly or 
in a rolled kit with plastic pockets 
which contain one bit of each size. 

Whitman & Barnes, Detroit, Mich. 
—Industrial Distribution, September, 
1949, 


Cylinder Truck 


Balanced Design Enables 


Heavy Load Handling | 


Ruggedly built, a featherweight cyl- | 
inder truck features all-welded tubular | 


construction, mechanical rubber tires 


and oilless bronze bearings. It has an | 
exclusive, balanced design that enables | 


it to handle heavy loads easily and 


speedily. It is especially designed to — 


handle small size acetylene, oxygen and 
other gas cylinders securely. 

Burdett Oxygen Co., Cleveland, 
Ohio—Industrial Distribution, Sep- 
tember 1949. 


CLEVELAND SPECIALIZATION 
in Cap Screws, Set Screws and Milled Studs 


gives you More 4704 
for More turnover and More profits 


Cleveland helps you sell more of your most profitable ~ 
fastener line because we concentrate on making a few 
items well in the largest range of sizes, we believe, in the 
industry. Even large diameters, up to 1} inch, are carried 
in stock for prompt shipment. It pays you to stock and 
sell Cleveland Top Quality Fasteners. Our Monthly stock 
list may save you time and money. Write for it. The 
Cleveland Cap Screw Company, 2917 East 79th Street, 
Cleveland 4, Ohio; Warehouses, Chicago, Philadelphia 
and New York City. 


ORIGINATORS OF THE 
BLE 
| KAUFMAN ion aI) PROCESS 


Specialists for more than 30 years in 


| CAP SCREWS, SET SCREWS, MILLED STUDS 


|. Ask your jobber for Cleveland Fasteners 
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THE NEW SENSATIONAL 


Stainless SJ feel 


FIRE EXTINGUISHER 
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NEW BE 





pERMANENT 














12 New Socket Wrenches 
Increase Utility of Sets 


Increased work coverage is provided 


| by 12 new socket wrenches, added to 


the manufacturer’s line. 
One model is a }-in. drive, 8-point 


| (double square) socket with -in. open- 

ing. Three models are 3-in. drive, 8- 
| point sockets with openings of 4, ¥, 
| %, 2s and 4-in. Two are 3-in. drive, 12- 
| point (double hexagon) sockets with }% 
| and %-in. openings. One is a universal- 
| type é-in. drive, 12-point socket with 


{#-in. opening; another is a 4-in. drive, 
12-point model with @-in. opening. 
The other two additions are 3-in. drive 


| screwdriver sockets. One, with a y- x 


.040-in. bit, is extra long to permit use 


| where clearance is limited. The other, 


® Far stronger. Each Buffalo Stainless Steel Extinguisher tested 
to 500 Ibs. (Ordinary types tested to only 350 Ibs.) 


Nearly 7 Ibs. lighter — light enough that a woman easily 
can operate it. 

Rust-Resistant, Acid-Resistant, Corrosion-Resistant, 
Oxidation-Resistant. 

Available in both Soda-Acid and Foam types. Size: 22 gals. 


Approved by Factory Mutual and Underwriters Laboratories 


More good news! These new extinguishers will restore the big fire 
extinguisher profits of early years. For they have a new price 
structure, enabling you to make real money. Write now for all the 
facts on this best fire extinguisher proposition ever offered to you. 


BUFFALO FIRE APPLIANCE 


oO @e eeayyTts oOo 8 


, DAYTON 1, OHIO 
/ BUFFALO Established 1895 


q etter-butl 


| with an jj x .116-in. bit, is a heavy- 
| duty type for use on large slotted 


screws and nuts. 

Plomb Tool Co., Los Angeles, Calif. 
—Industrial Distribution, September 
1949. 


Coating 


Operates Under Temperatures 
From —30° to 225° F. 


A modified, polysulphide elasto- 


meric coating can be applied to any 


| fiberous-type base material in film 
| thicknesses of .001 to .005-in. Its high 


plastic flow under moderate flange 


| pressures saves costly machining. Cast- 
| ings and machined parts are sealed 


efhciently without using a finishing 
cut or surface grinding. 
The coating has low permeability 


| to fixed gases such as hydrogen or car- 
| bon dioxide, as well as high resistance 


to ozone. It contains no free or ex- 
tractable sulphur compounds, there- 
fore will not corrode or stain alloys, 
copper or aluminum. 

Felt Products Mfg. Co., Chicago, 


| Ill.—Industrial Distribution, Septem- 
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Here is a fast-selling item with a 
liberal distributor discount. Every user 
of a 5-horsepower air compressor is a 
prospect. The lightest and fastest tool for 
drilling holes in all types of masonry. 
Every demonstration means a sale. 

Weight only 9 pounds, no recoil, one 
hand operation. 

Automatic rotating hammer action 
assures rapid penetration in all masonry 
materials. Easily converted to a standard 


chipper. 


Preferred. by Operators because: 


It is light — rugged — makes tedious jobs easy — eliminates fatigue and improves pro- 
duction — safe and cool to handle. Safety type inside throttle lever prevents accidents. 


Low initial cost * Low maintenance cost . Low air consumption 
High production * High quality of work 





CLECO HANDI-DRILL KIT . OO WANT QUicK 


is a necessity for: | Paad weaeee $A 
Public utilities ei 
Telegraph and telephone companies 
Stone masons e¢ Building contractors 
Heating, plumbing and ventilating contractors CLECO DIVISION 
Industrial plant maintenance e Railroads of the REED ROLLER BIT COMPANY 


Installation of signs, theater seats, sprinkler systems, etc. ies sneaeanie womens 
Please send complete information on the CLECO HANDI-DRILL 
KIT, including dealer discounts and recommended sales prices. 


CLECO DIVISION rome 


of the REED ROLLER BIT COMPANY 
P. O. Box 2119, Houston, Texas 








Street Address 
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A MARKET FOR YOU:--- 


® THROUGH PRODUCT DESIGN AND 
ON-THE-JOB PRODUCT PERFORMANCE 


® ALSO BECAUSE THE LINE IS COMPLETE TO 
' MEET VARIOUS INDUSTRIAL APPLICATIONS 


V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits... compactness...positive speed 
a dability... quietness... cleanliness... 
shock absorption... easy on bearings... low 
maintenance cost...smooth driving and safety. 


Othe. Wedart Products 


Belt e Pillow  ¢ Shaft 
Adjusters Blocks Couplings 


Literature on each is available. Write. 





Petes continues relentlessly 
to seek ways of economizing ... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


.» 


Sleevelock Type. Simple to mount and 
dismount. Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 
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| Lamps 


96-In. Fluorescent 


White 100 Watt 


Two new lamp types have been in- 
troduced by the manufacturer. One 
(illustrated) is well suited to applica- 
tions where lamps must be partially or 
completely unshielded and where uni- 
form brightness is desired. It effects 


_ good light diffusion and the output is 
| said to be equal to that of the inside 
| frosted lamp. 


The other new type is a 96-in. long 


| fluorescent lamp; at present rated at 
| 75 watts when operated at 0.425 am- 


peres. The ends are of sturdy single- 
pin construction for use in fixtures con- 


| taining spring loaded sockets. ‘They are 
| instant starting, requiring no starter 


switches. The outside is coated with an 
invisible film to insure satisfactory 
starting under high humidity condi- 
tions. 

Champion Lamp Works, Lynn, 
Mass.—Industrial Distribution, Sep- 
tember 1949. 














Work Bench 


Steel Will Not Warp, 
Crack, Gouge or Slinter 


A 6-ft. long, 34-in. high and 28-in. 


| deep steel work bench is extra strong. 


Small lathes, drill presses, bench grind- 


| ers and punch presses can be attached 
| and operated with ease on its top. 
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LYON METAL PRODUCTS, INCORPORATED 


General Offices: 953 Monroe Avenue, Aurora, Illinois * Branches and Dealers in All Principal Cities 














A PARTIAL LIST OF LYON PRODUCTS 


® Kitchen ( ® Filing Cabinets ® Storage Cabinets *® Conveyors Lim Kole] Mh ie late] ® Flat Drawer Files 
Olive) loh ae tel!) Cabine nches ® Bench Drawers © Shop Boxes ® Service Carts * Tool Trays ® Tool Boxes 
© Har tbinets © Folding Vairs Work Benches ® Bar Racks * Hopper Bins ® Desks ® Sorting Files 


} 


Welding Benches ® Drawing Table wer Units ® Bin Units © Parts Cases * Stools * Revolving Bins 
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Get yourself the RIGHT 
kind of Maintenance 
Equipment to Sell— 


i 


INDUSTRIAL 


BRUSHES axo BROOMS 


@ Sell the “right tool” for the job . .. that means the 
proper CAPITAL Industrial Brush or Broom to do a 
specific job for your customer. In plants, ware- 
houses, railroads, schools, public buildings, and in- 
dustrials of all kinds, maintenance and cleaning 
represent a sizeable amount of money. You 

can help those responsible for this outlay to g 
get the best for their money by selling £ 
CAPITAL Industrial Brushes and Brooms // 

. they outlast and outperform like 4/7 , 
equipment. Profits are good—sales are “Lp Mi is 
steady. We urge users to buy through iy TAIL IY 
Yi} )\) 


Reig ii 
ia iL Mt) |} 
$ Yi / Ty tel ee 
ey), bad ‘ 1 
Wy) / ras 4 


their local distributor. fi 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 
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INDIANAPOLIS 7, IND. 


| 


The legs are sloped back and elec- 
trical knockouts for double outlets are 
provided in the front of each leg be- 
low the top. Back rails keep items 
from rolling off the top or shelf and 
the drawer is pilfer-proof and mounted 
on rollers. The full base to floor keeps 
dirt and refuse from accumulating 
underneath and the bench may be 
bolted to the floor through concealed 
holes inside flange of end panel. 

Equipo Div., Aurora Equipment 
Co., Aurora, Il].—Industrial Distribu- 
tion, September 1949. 
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Pliers 


Jaws Receive 
Second Hardening 


Diagonal cutting pliers in 6 and 7-in. 
sizes are finished with a lustre-black 
protective finish. Special high carbon 
steel is used in drop-forging while the 
jaws receive a second hardening by 
electronically controlled _heat-treat- 
ment. 

The cutting edges are precision ma 
chined and hand sharpened to an edge 
offering maximum in cutting ability. 
Unusually large diameter rivets assure 
smooth action without distortion over 
a long period of use even when cutting 
heaviest wire. 

J. H. Williams & Co., Buffalo, N. Y. 
—Industrial Distribution, September 
1949. 


Hand Truck 


Feature Is Rear Beam, 
Part of Heavy Plate Base 


A new hand truck is constructed of 
electric welded alloy steel tubing with 
high-strength aircraft quality welds 
throughout. An exclusive feature is the 
rear beam which is part of the extra- 





Here’s Your Happy Answer 
to Many Testing Problems 





TEST MATERIAL 
Pressure Gauges Convert 


Blackhawk Hydraulic Jacks 
Into Test Instruments 





This is another big reason why Blackhawk 
is “Industry’s No. 1 Hydraulic Jack Line.” 

Blackhawk Jacks are easily equipped with 
gauges to solve many tricky laboratory, pro- 
duction or construction problems. These 
gauges “measure” the force exerted by the 
Jack — whether it be a few thousand Ibs. or ; 

TESTING the strength of materials. The gauge 

200,000 Ibs. mounts into a standard Blackhawk Hydraulic 

This compact, low-cost, simple equipment Hand Jack and registers the force exerted. 
replaces large, costly, improvised arrange- pre wm Pc oo neg 2 al yo aw 
ments otherwise needed to measure or test in desired length. 
terms of vast tonnages. 


A Few of the Uses 


Ingenious applications of Gauge-Equipped 
Blackhawk Hydraulics include: PORTO-POWER RAM 

















® Test breaking point of materials 


e Check weights of large, cumbersome 
members 


® Press plastics, foods, etc. PORTO-POWER PUMP 
® Press parts together with cautionary pre- } 


determined pressure Gums 
® Test load-bearing qualities of soil 


® Sink piling to pre-determined loads HIGH PRESSURE HOSE 
® Draw cables to specified tension 

















Simple to Sell 


There’s nothing complicated about Black- REMOTELY- CONTROLLED, all-directional “Porto- 
Power” Jacks can also be used with gauges. 


hawk Gauge-Equipped Jacks. They are com- These jacks push, pull, press, bend, spread, and 
pletely cataloged in both the Blackhawk Jack clamp. Gauges can also measure internal fluid 


and Porto-Power catalogs. Write if you have senensnaies 
a question. 


4 Product of BLACKHAWK MFG. co., Dept. J1799, Milwaukee 1, Wis. 


LACKHAWK: 


HYDRAULIC EQUIPMENT + WRENCHES 
bee 
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For light or heavy 
duty service Darnell 
Casters and Wheels 
are made for along life 
of trouble-free usage, 
to protect floors and 
increase employee 
efficiency. 






































| heavy base plate and increases over-all 


strength of the truck. 

The truck has heavy axle-supporting 
gussets, 5-in. solid rubber wheels with 
friction-resistant sleeve bearings and 
will carry 400 Ibs. with ease. Size: 44- 


| in. high and 14-in. wide, base plate is 


| 9-in. deep. 


DA 


a 
CASTERS & E-Z ROLL WHEELS 


° FOR NEW 192 PAGE 
Write DARNELL MANUAL 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST., NEW YORK 13, N_Y. 
36 N. CLINTON, CHICAGO 6, ILL. 
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Schmidt-Beverly, Inc., Chicago, III. 
—Industrial Distribution, September 
1949. 





Valve Spring Compressor 


Includes Double-End Adapter, 
Fits 2 Sizes of Cylinder Studs 


A valve spring compressor operates 
on diesel engines and includes a 
double-end adapter which fits two sizes 
of cylinder studs. It has adequate lev- 
erage to compress these valve springs 
safely and easily. It features a drop- 
forged, heat-treated yoke and handle 
for strength and long life. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Sep- 
tember 1949. 














CORRECT POINT ANGLE 
Increases Drill Life Almost 100% 





@ Even the finest tool— such as the CLE-FORGE 

High Speed Drill pictured here—will work better 

and last longer if it is properly used. oe Last year an 
engine manufacturer was getting only fair results on a cer- 
tain drill press operation. The drills seemed to be wearing 
out too quickly. He mentioned this to one of our Service 
Representatives, who studied the problem and recom- 
mended changing the type of point on the drill. Result: 
Tool life increased almost 100%! <> When you have a 
problem that involves drills, ask our nearest Stockroom 
to send a C@veland Service Representative, or... 


Telephone Your Industrial Supply Distributor 
BY THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street * Cleveland 14, Ohio 


Stockrooms: New York 7 «+ Detroit 2 ¢ Chicago 6 * Dallas} © San Francisco 5 
Los Angeles 1) + EP. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland Toos 
iu ary. 


( G FLFI BAI 
\ iCoY Limit 
DISTRIBUTORS EVERYWHERE 


are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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“There goes Mr. Jones . . . not the type to throw money around . . . hope 
he’ll be satisfied with that ‘just-as-good’ Can!” 


Yes, you made the sale—but perhaps lost a valued customer. 


Now is the time to point out WITT Can features. Sell customers the qual- 
ity which makes them return, reflects credit on your store. 


From the top, one-piece with a firmly attached handle, to the bottom, 
raised from the ground, curved for extra strength and sealed with “cover- 
all” hand-dipped galvanizing, WITT Cans are a picture of extra value. 
The tough body of heavy gauge steel is strengthened with deep rolling cor- 
rugations and reinforced with structural steel bands. 


These features make possible the famous guarantee . . . “WITT Cans out- 
last ordinary Cans, three to five times.” They are also responsible for the 
WITT Can preference expressed by so many quality (and dollar) conscious 


WITT CANS > 
have the night angie: E3 


ag 
) fa 


STRAIGHT SIDES Pro- 
vide Rugged Strength... 
Greater Resistance to 
Rough Handling .. . 
Longer Wear! 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
“Originators of the Corrugated Can” 
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| Hammer 


Sensitive Ratchet Control 
Guides to Clamping Position 


Six outstanding features are offered 


| by a new pneumatic body and fender 


hammer. ‘They include ball swivel ac- 


| tion on both upper and lower dollies 
| that always aligns perfectly, push but- 


ton “On-Off” air control that works 


_ like an electric switch and independent 
| needle valve with knurled nut control 


that regulates speed and power from 


| dead stop to full power. 


Also included are: sensitive ratchet 


| control which guides hammer to exact 


clamping position, positive ratchet 
lock which is set or released by a flip 
of the finger and holds the hammer 


| firmly locked in position and a rigid 


yoke locking device which permits 


| quick changes and prevents wear and 
| loose-fitting yokes. 


Independent Pneumatic Tool Co., 
Aurora, []].—Industrial Distribution, 


| September 1949. 


Cemented Carbide Tubes 


Available in Straight Tungsten 
Or Titanium Carbide 


Two types of cemented carbide 
tubes are available in sizes as small as 
vz-in. O.D. with an I.D. of .004-in. 
One type is straight tungsten carbide, 
combining high hardness and unusual 
strength. It is suitable for parts sub- 
jected to abrasion at normal temper- 








* aad ed 
oe 


ogoee, QUALIT 


SANDER by 


f pepeNDABLE SERVICE” 


century 





STERLING 


Like the famous 20th Century Limited of 

the New York Central Railroad . . . the 

new Sterling Century Sander gives you 
speed, quality and dependable service. 
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Sand wood, metal or composition surfaces with 
the new low cost Sterling Century. Only 4 inches 
high, the Century gets into those hard-to-reach spots. 
Weighing only 434 pounds it permits easy, 
one hand operation. A powerful, vibrationless tool, 
built for long, continuous use 
... Sterling performance and 
quality at low cost. 


The Century’s pad speed is 5000 r.p.m. — 
plenty of power to assure fastest, most 

uniform sanding. Pad quickly loads with 

\s of standard abrasive sheet. 
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This is one of a series of advertisements 


APPEARING IN 47 TRADE AND 
BUSINESS PUBLICATIONS AND 


THE SATURDAY EVENING POST 
reaching YOUR markets! 











STERLING TOOL PRODUCTS CO. 
1336-F Milwaukee Avenue, Chicago 22, Illinois 
Canada: Terminal Warehouse, Dept. 29, Toronto 3. 
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BELT FASTENERS 
anp RIP PLATES 






FOR HEAVY CONVEYOR 
AND ELEVATOR BELTS OF 
ANY WIDTH 


Flexco HD Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

Flexco Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 
FLEXIBLE STEEL LACING COMPANY © 4633 Lexington St., Chicago 44, Illinois 
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Strong, Smooth, Readily Troughing 
Order From Your Supply House 
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atures such as wire and thread guides, 
orifices, nozzles, etc. 
| The other type is essentially titan. 
ium carbide. Its chief property is that 
it withstands corrosion and abrasion at 
elevated temperatures, and it also has 
a high resistance to thermal shock, 
Tubes of this high temperature mate. 
rial are suitable for furnace roller, 
guide bushing, thermocouple protec. 
tion applications. 

Kennametal, Inc. Latrobe, Pa.—In. 
dustrial Distribution, September 1949, 

































Height Gage 


Incorporates Scriber Point 
As Integral Part of Jaw 






Having a slotted base which makes . 

| possible direct readings from 0 to 6-in, 7 
| a new height gage eliminates the neces- 
| sity for computations and consequent 
| possibility of errors. Because the Ver. 
| nier scale is adjustable, the zero setting 
'can be maintained at all times. 
| For faster operation when used for 
| direct layout on parts, the gage has a 
| scriber point as an integral jaw part. A 
| hole in this jaw permits quick attach- 
/ment of indicators for all types of in- 
| spection. All gaging surfaces arc of Bie 
| hardened tool steel; the satin finish 
| climinates glare. 

Vard, Inc., Pasadena, Calif.—Indus- 
trial Distribution, September 1949. 
























Precision Turret Lathe 


12 Spindle Speeds 
Range from 16 to 880 rpm 


Chief feature of a new turret lathe 
is a locking mechanism which will in- 
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The Versatile No. 616 
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sion at Cylindrical Grinding and 
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host. Indexing Attachment 

; Mate- 

roller, 

protec- 

1.—In- 
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¥ Py, Y 
This “money-saver” for your customers is a 
“money-maker” for you! It is designed for use on 
surface grinders... provides means for dry 
grinding small cylindrical work, tapers and work 
requiring indexing. Where such work is occasional 
, or in limited quantity, Brown & Sharpe No. 616 

Attachment will do an efficient job without 
involving the expense of a large machine. 

~ Point 

S toe On the easily-portable No. 616 Attachment, straight 
cylindrical or tapered work is ground between 

makes centers. Work, 14” diameter or less, can be held in 

Oo 6-10, , ‘ ‘ ist . 

eis indexing spring chuck. Indexing is performed with 

equent headstock index plate or with interchangeable 

ie Ver- indexing spring chuck. 

setting 

: The No. 616 Attachment is compact, inexpensive, 

a aw yet precision-built. It is a very timely product 

> has ¢ : : ; 

part. A to promote. Get all the important facts . . . then see 

attach- what an easy set-up it is for extra sales. Write for 

of . Bulletin. Brown & Sharpe Mfg. Co., Providence 1, 

are 0 R.1., U.S. A 

finish es 
-Indus- 
949. 


No. 616 Attachment in use on a Brown & Sharpe 
No. 2L Surface Grinding Machine. Capacity of 
Attachment: centers swing 6” diameter; take 





le work 514” in length. Maximum grinding angle, 45°. 
Speeds 
0 rpm ' ‘ 
im We urge buying through the Distributor 
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If widespread acceptance is any criterion for quality, then 
TRIPLEX must rank high in the field of fasteners. For not only 
are TRIPLEX threaded fasteners sold throughout the U.S.A., but 
they are also preferred by buyers in 55 nations around the 
world. (See map) 


TRIPLEX fasteners have gained world-wide acceptance largely 
because of their “toughness.” Rugged, dependable holding power is 
built into all TRIPLEX products—so they hold tighter, longer. 


The complete TRIPLEX catalog and handy wall chart of types and 
sizes are yours for the asking—write for them today. 


THE TRIPLEX SCREW COMPANY 


5307 GRANT AVENUE e CLEVELAND 5, OHIO 


ROO oa 7% oa By SOT 





Ser AND SET SCREWS BOLTS, NUTS AND RIVETS 


dex the turret head within plus or 
minus .005-in. measured 4-in. from the 
turret face. The lathe can be equipped 
with universal or independent chuck 
for machining castings and forgings or 
equipped with draw-in collet attach- 
ment for machining bar stock or tub- 
ing. 

“A 4-way turret tool block is available 
to order. A large diameter micrometer 
graduated collar on the cross slide 
handwheel permits adjusting the cut- 
ting tools with extreme accuracy. Full 
advantage may be taken of the higher 
cutting speeds of tungsten-carbide 
tools as the result of the wide range of 
speeds and feeds available. The use of 
a 2-speed motor permits quick change 
from high to low speeds for reaming 
and tapping operations. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
September 1949. 











Paint Roller 


Lays on Uniform Film 
Without Brush Marks 


A 4-in. pressurized paint roller holds 
more than a half pint of paint. A 
seamless wool pile cover surrounds the 
roller which receives its paint supply 
under pressure from the tubular han- 
dle. To operate, merely depress arm 
alongside hand. This opens valve 
which feeds paint to roller and, 
through holes in its surface, into 
sleeve. 





(ADVERTISEMENT ) 


MEETING ALL 
OPERATING CONDITIONS 


Being able to render service to users of mechani- 
cal equipment by increasing production efficiency 
and reduction of upkeep costs certainly places the 
salesmen of LUBRIPLATE lubricants in an enviable 
position. Machinery as used in manufacturing 
plants, on the farm and in other industries is sub- 
jected to all kinds of operating conditions, many 
of which are unfavorable. Extreme high and low 
temperatures, steam, water and acids are common. 
The use of LUBRIPLATE lubricants permits proper 
machine performance, regardless of operating con- 
ditions. A very good example is the case of the 
industrial salesman who introduced LUBRIPLATE to 

the Wolverine Shoe & Tanning Corporation of Rock- 
able to meet extreme temperature con- : - c i 
ditions, demonstrates the ability of these f0°Frd, Michigan. It is related in the following un- 
products to cope with the wide variations solicited letter. 


often found in everyday industry. Be- 


sides this feature LUBRIPLATE Lubricants * * * * * 


possess attributes not found in conven- ''Our Engineering Department advises that 
tional lubricants. Write for literature. the results secured from the use of LUBRI- 
PLATE No. 100 are very much beyond our ex- 
pectations. This lubricant is used for 
LUBRIPLATE lubrication of chain drives on paddle 
Lubricants definitely purr wheels which turn the hides lying in a 
ten end went » nenaen liquid solution in large concrete vats. 
They lower power 6° te on r js 
long the life of ecg When in use the chains become soaked with 
infinitely greater degree, a solution which is caustic and is some- 
aso ; times acid which is, of course, highly de- 
LUBRIPLATE structive to metal. 
Lubriconts pte Te clon a 


| This feature We have been applying LUBRIPLATE No. 100 

BRIPLATE — to our chain drives for about two years and 

front of conventional lubrican's: to date we have not had to replace a single 
| UBRIPLATE chain. So far our chain life has been 

i extremely eco- doubled and we estimate that for every 

son thot they dollar spent for LUBRIPLATE we have saved 


life and ‘stay- 


possess very 10nd | LuBRI- sevendollars inchainreplacement ex- 
put’’ properties. 


PLATE goes @ long WOY: pense.'' 


* * * * * 


Today owners and operators are vitally interested 
in ways and means of improving machine operating 
efficiency, also in the reduction of upkeep costs 
to the lowest possible minimum. Today the use of 
LUBRIPLATE lubricants is looked upon with more 
favor than ever because its use reduces friction, 
wear and power consumption, and the reduction of 
upkeep costs and replacement of machine parts due 
to wear. Although the initial cost of LUBRIPLATE 
is somewhat higher than so-called conventional 
lubricants, its continued use reflects real divi- 
dends. 


The fact that LUBRIPLATE Lubricants are 
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Investment 
IN YOUR BUSINESS 


There is only one right way, we think, to look at a 
good catalog. If it is really a good book for its pur- 
pose, it should be regarded as a producing invest- 
ment. +: It would be possible, of course—theoretically 
possible—to operate a business entirely by word of 
' mouth. The business might even keep in the black. 
But it goes without saying that it would be quite a 
trick to keep it rolling, and it is practically certain 
that you would have to work harder than would be 
necessary. x There is no question about the value of 
the catalog as a sales tool; the only question is how 
to get the most useful and productive kind of catalog. 
Having wrestled with that question through many 
years—having produced enough books to line the 
walls of a good-sized room (a good part of them 
“repeats’’), we have a lot of experience to offer in 
your service. *: If you are thinking about a catalog 
that will pay handsome returns on the money it 
costs, why not talk it over with us. No obligation in 


ae consulting us. 





WARREN & 
BAILEY CO. 


INDUSTRIAL 
SUPPLIES 


LOS ANGELES. CALIFORNIA 


STEEL AND SUPPLY 


SAN FRANCISCO 
LOS ANGELES 
OAKLAND 
PORTLAND 
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GILMORE 


A REPEAT AND THREE FIRST ORDERS 


Repeat Orders never come from any but satisfied 
customers, and First Orders come from concerns 
who also want the better service—and the more 
accurate work always found in Donnelley-built 
catalogs! 
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R..R. Donnelley & Sons Company 


THE LAKESIDE PRESS 
350 East Twenty-second Street, Chicago 16, Illinois 


BINDERS *« ENGRAVERS « LITHOGRAPHERS 
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Advantages include no stooping over 
to dip paint brush or pushing and 
pulling paint onto surface. The roller 
lays on a uniform film without brush 


| marks and eliminates “flashing” with 
| deep tons. 


Rubberset Co., Newark, N. J.—In- 
dustrial Distribution, September 1949. 

















Work Gloves 


Curved to Fit the Hand, 
Lined with Flanne! 


A rubber-coated canvas _— glove 
curved to fit the hand, gives great 
knuckle freedom and “natural feel”, 
enabling workers to operate with great 
safety and efficiency. The gloves ar 
lined with flannel from finger tips to 
cuff ends for absorption of perspira- 
tion and elimination of sticky fingers 
and clammy hands. 

Made in three styles, knit wrist and 
12 and 144-in. gauntlets, the gloves 


| have a one-piece back giving greatcr 


structural strength, with no seams to 
bind, irritate the hand or split open. 
The gauntlet type has heavy-duty scal 
loped cuffs designed to resist abrasion 
and tearing. 

B. F. Goodrich Co., Akron, Ohio— 
Industrial Distribution, September 
1949. 














Self-Priming Pump- 


Positive Non-Siphoning Feature 
Assures Automatic Repriming 


Six stationery models of self-priming 
pumps cover a range of capacities from 
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Cabal: 


One of your star salesmen 


Although he never calls on a custom- 
er, this technician helps sell quality- 
controlled Hewitt Hose and Belting. 
His craftsmanship—and that of hun- 
dreds of other workers like him— 
helps build customer confidence in 
Hewitt products. That confidence is 
an important reason why even the 
most demanding users specify Hewitt 
Hose and Belting year after year. 


These users know that nearly a cen- 
tury of Hewitt experience in pioneer- 
ing industrial rubber products stands 
behind every Hewitt Hose and Belt. 
They know, too, that Hewitt offers 
them a complete line of improved hose 
and belting. 

Remember, as a Hewitt distributor, 
you also offer your customers the 
sound engineering advice of trained 
Hewitt field technicians when hose 
or belting problems arise. 


Check the panel at the right for the 
profitable advantages you enjoy with 
the Hewitt franchise. You'll see in- 
stantly why Hewitt enjoys such long 
and pleasant association with major 
distributors! For further details write 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo 5, N. Y. 


HEWITT 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING e PACKING 


6 reasons why you can profit 
with Hewitt Hose and Belting 


Customer confidence. Preferred 
by many of the largest and most 
particular users for generations, 


Advanced engineering. You 
benefit by nearly 100 years of 
Hewitt experience in developing 
improved hose and belting. 


Top quality. Quality control in 
every step of the manufacture of 
Hewitt Hose and Belting gives 
you a big sales advantage. 


Complete line. As a Hewitt 
distributor you offer an outstand- 
ing product for almost every 
hose or belting need. 


. Technical service. A skilled staff 
of Hewitt field technicians is as 
near to you as your telephone. 


National advertising. Hewitt 
supports you with a steady flow 
of sales-stimulating messages in 
leading business papers. 


HEWITT-ROBINS @): INCORPORATED 
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SERIES F pumps — with four- 
port design offering 8 op- 
tional piping arrangements 
—are used with all kinds of 
clean liquids. Standard or 
bronze fitted; packed box or 
mechanical seal. Up to 300 
p.s.i.; 1 to 300 g.p.m. 


<a 






SERIES H pumps are used for 
hydraulic mechanisms; other 
places where high pressures 
are required. Packed box or 
mechanical seal. Pressures 
up to 1000 p.s.i. 


SERIES K pumps are used for 
hydraulic service, fuel trans- 
fer, or fuel supply. Roper 
Venturi suction and dis- 
charge principle. Packed 
box or mechanical seal. 150 
p.s.i.; 3 to 50 g.p.m. 


GEO. D. ROPER CORPORATION 
339 Bleckhawk Park Ave., Rockford, Illinois, U. S. A. 


Dependable Roper Rotary Pumps are built 
in a wide range of sizes and capacities to 
take care of diversified needs in industry. 
Simple, compact design permits optimum 
performance and smooth, quiet operation 
under sustained pumping runs... maximum 
suction qualities—in all types of liquid 
transfer work — give high volumetric effi- 
ciency with low power requirements. 


Whether you work with thin or thick liquids, 
there is a Roper available to handle virtually 
any clean liquid. Pumps are standard fitted 
and bronze fitted —have capacities from 
34 to 300 g.p.m.— pressures up to 1000 
p-s.i. — speeds up to 1800 r.p.m. — mount- 
ings and drives for every practical need. 


Investigate Roper Pumps and their adapta- 
bility to your installation. This is the quick, 
sure way to solve your pumping problem. 


Write for Descriptive Literature 








\— SERIES 3600 pumps ase used 
for general purpose work 
handling thin or thick 
liquids. Standard or bronze 
fitted; with or without built-in 
relief valve. 40 to 200 g.p.m. 


SEEOUR 
\ CATALOG IN 
ES | 
——a/! 


F PUMPS FOR MANUFACTURING, MARINE, PETROLEUM, AND PROCESS INDUSTRIES 








10 to 300 gallons per minute against 
heads up to 250 ft. Priming is fast, 
automatic and reliable; the pumps are 
completely self-priming on suction lifts 
up to 25 ft. 

Semi-enclosed, non-clogging impel- 
ler permits passage of usual size solids 
encountered in dewatering service. Im- 
peller is adjustable for wear. Pump 


| casing is bolted to heavy-duty support 


head. Shaft operates in two deep- 
grooved, over-sized ball bearings to re- 
sist severe use. 


Deming Co., Salem, Ohio—Indus- 


| trial Distribution, September 1949. 











| Conveyor Chain 





Assembled Or Disassembled 
Without Use of Any Tools 


There are but three component 
parts to a new type of rivetless con- 
veyor chain—center link, side links 
and connecting pin. Bearing surface in 
the center link is of ample area, and 
the pin is locked against rotation in 
the side links assuring long life. 

The open structure of the chain, 
plus the fact that the center link on 
pin bearing area is in direction of load 
only, makes the chain serviceable in 


| corrosive or dirty conditions. It is im- 
| possible for the pins to freeze, thus the 
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chain remains flexible. 

The chain has no rivets, welds or 
bolts, requires no special or joining 
links and may be disconnected at any 
point. All parts are drop forged from 
high carbon steel having a tensile 
strength of 85,000 to 95,000 Ibs. 

Jervis B. Webb Co., Detroit, Mich. 
—Industrial Distribution, September 
1949. 


Screwstick 


Constant Measured Torque 
Provides Uniform Tightening 


A screwstick is a one-piece stick of 
identical small screws which are 
twisted off automatically and the 
fastening made when a predetermined 
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SSTON PR 







WSS, / (IN New competition is forcing your customers to redouble their quality 


safeguards. Yet they can’t relax the fight on costs. That’s' a made to 
order situation for your Disston Wood Cutting Tools. 


wood cutting tools 


The best-believed sales point in the industry is the record long life 
built into cutting edges by Disston Steel. You’re backed up further 
Fi R TH AT BUYER S MARKET by Disston skill that balances tools exactly—to preserve not only the 

V : tools, but even the machines they’re used on. And always, Disston 
foresight, study and research give you proved designs for the very 
latest production demands. It takes tools like that . . . Disston Tools 


€ 
facing your customers ... to close orders for you today. 
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i DISSTON Knives 


Two select Disston Steels—Dissteel and High Speed—assures lower 
production costs on every user's operations. Knives balanced in sets, 


* 


s 








HEAVY PLANER KNIVES... 


Three different tempers to meet all requirements accurately. 
Standard slots or slotted as required. Also beveled backs as 
specified. Balanced in sets. 


SSTON PRODUCT YOU Made of specially heat-treated steel that stands up to strains and 
#- abuse. Available for all standard machines. 





HENRY DISSTON & SONS, INC., 923 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C. 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 
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WASHERS 


STEADY DEMAND- and continuous REPEAT business. | 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 

BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 

130 Shamrock St. 


BEALL TOOL DIVISION, Hubbard & Co., east ALTON, ILL. 


BEALL Spring Washers 
— prompt shipment — 
in cartons and bulk. 





TIGHT 


in service 


‘ 





torque is reached. As the tightened 
screw is freed from the neck, the next 


| screw in line is automatically ad- 


vanced. Amount of torque is controlled 
by cross-sectional area of neck joining 
the screws. The head of driven screw 
is burnished smooth by the next screw 
to be driven. 

Screwsticks are now available in No. 
0, 1, 2, 3, 4 and 5 diameters in mild 
steel, brass and aluminum. 

American Screw Co., Providence, 
R. I.—Industrial Distribution, Septem 
ber 1949. 

















Motor-Operated Fan 




















TIGHT 


after long service 
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Permits Stable Readings 
Within 30 Seconds 


Accurate humidity readings can be 
| obtained by the use of a motor-oper- 
ated fan developed for attaching to the 
manufacturer’s relative humidity indi- 
cator. 

Powered by dry cells, the fan will 
move air over the indicator’s wick in 
sufficient volume to obtain readings 
within 30 seconds. No calculations are 
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required as readings are immediately 
obtained on the instrument’s simpli- 
fied slide rule. 

Weston Electrical Instrument Corp., 
Newark, N. J.—Industrial Distribu- 
tion, September 1949. 

















Record-Keeping Device 


Takes Only 3 Seconds 
To Produce Record Slide 


A push-button, mechanized record- 
keeping device consists of a metal unit 
holding 4,020 sets of Kardex records 
in 60 trays or slide and a desk-top ex- 
tension at which a clerk sits. When 
she taps one of the keys of a control 
panel on the desk surface, the slide 
that has been in use returns automati- 
cally into the cabinet and the one 
she has chosen appears, positioned me- 
chanically at the right level for quick 
reference or posting. 

The motor and relays operate on 
110 volt, DC current and a rectifier 
is provided to convert from AC to 
DC. A slip clutch clears the mechan- 
ism in case anything should interfere 
with the free movement of a slide. 
Power is turned on and off by a key- 
locking switch. In case of power fail- 
ure, the unit is equipped with hand- 
operated controls. 

The cabinet is 25%-in. wide, 63-in. 
high and 534-in. deep, including desk 
extension. 

Remington Rand, Inc., New York, 
N. Y.—Industrial Distribution, Sep- 
tember 1949. 


Valve Body 


Disk-Piston Rises 
Out of Path of Flow 


A newly-designed cast steel valve 
body makes it possible for a smaller 
check valve to do the work of a larger 
valve. Smaller body size has been 
achieved by use of integral Stellite seat 
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SELL Electuce 
UNIT HEATERS 


for... 


V PERIODIC HEATING 


¥ TEMPORARY 
HEATING 


Vv ISOLATED — 
BUILDINGS 


V¥ AUTOMATIC 
HEATING 


¥ PREVENTION OF 
FREEZING 


V¥ AUXILIARY 
HEATING 


¥ MILD CLIMATES 
¥ DRYING PROCESSES 





| 


STEAM, HOT WATER and GAS-FIRED 
MODELS ALSO AVAILABLE 


Two models — with capacities 
from 14 K.W. to 15 K.W. 
| 


Feature this fast-growing modern method of electric heat- 
ing. ILG Electric Unit Heaters completely eliminate need 
for a central heating plant, pipe lines, caretakers, overnight 
fires, and ash removal. There’s no coal dust, soot or oil 
film, no wasted heat at the ceiling. ILG Electric Unit 
Heaters provide clean heat—FAST—with safety, economy, 
convenience. Find out today how ILG Unit Heaters can 
boost your profits. Call nearby ILG branch office (consult 


| 


ILG ELECTRIC VENTILATING CO. 
2897 North Crawford Avenue, Chicago 4 1, Illinois 
Offices in more than 40 Principal Cities 


C] Please send FREE Electric Unit Heater Bulletin No. 804 


Firm Name 





Executive's Name 





Address 





City 
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Here is a hoist you can sell with 
confidence and then forget. It is quality 
built to stay sold and to sell others. 
For safety, all mechanical parts are 
factory tested at 100% over- 
; f ) rated capacity. For long life, 
(((4 (J, all moving parts are heat 
y treated, sealed in oil, de- 
signed for the most continu- 

ous assembly line usage. 


Prompt, efficient Coffing 
£4 service, with immediate ship- 
p ment of replacement parts fur- 
~)\ ij ther assures customer satisfac- 

7™\)\/ tion—further encourages repeat 
) ) yt" ) sales. Find out for yourself that 

i! the hoist business can be good 
p business — with Coffing Quik-Lift 
Electric Hoists. 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 








Vif WM Hoist-Jack * Safety-Pull Ratchet Lever Hoists * Mighty- 
Midget Pullers * Spur-Geared Hoists * Differential Chain 
Hoists * Load Binders and I-Beam Trolleys. 


err 








and equalizer which allows the disk- 
piston to rise completely out of the 
path of flow, utilizing entire flow pass- 
age. Bonnet bore is only slightly larger 
than ASA standard. Overall weight 
of valve is reduced and pressure load 
on bonnet seal and operating mechan- 
ism is minimized. ‘Tubular design of 
disk-piston is of minimum weight and 
prevents over-the-disk flow. 

Check valves with the new body 
design are built in 900, 1500 and 
2500-Ib. classes with both globe and 
angle patterns. They are available 
with pressure-seal or bolted bonnet 
and with flanged or welding ends. 

Edward Valves, Inc., East Chicago, 
Ind.—Industrial Distribution, Sep- 
tember 1949. 








Die Truck 


2-Speed Hand Pump 
Operates the Hoists 


A 16,000-lb. capacity hydraulic cl- 
evating die handling truck is furnished 
with a platform 48 x 57-in. The roller 
top consists of 5 rows of rollers placed 
on 4-in. centers and aids in transferring 
of heavier dies. The platform can be 

_ lowered to 24 in. or elevated to 38 in. 
| Elevation is made possible by the ar- 
| rangement of + hydraulic hoists oper- 
| ating against toggle levers. Finger tip 
release lever controls lowering specd. 
| When positioned in front of a press, 
| the truck can be firmly secured by a 
| special screw type lock that engages 
| the floor. The 10-in. wheels roll on 
ball bearings. The hand which, used 
| to draw dies on the table, is geared to 
a 96 to 1 ratio and supplics with 25 
| ft. of steel cable. 
| Lyon-Raymond Corp., Greene, N 
| Y.—Industrial Distribution, Septem 
| ber 1949. 


Dresser & Attachments 


Lead Screw Adjustable 

To Height From 12 to 6-in. 
| Made of hardened tool steel, a new 
size dresser dresses the face or sides of 
the wheel, or both face and side in onc 
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Whether they ask for 








No matter how varied the styles and sizes 
of fastenings called for by your customers, you can 
count on meeting virtually every need when you 
handle the Bethlehem line of fastenings. 












The Bethlehem fastenings line is as complete 
a line as you could wish for. It numbers headed 
np and threaded items in hundreds of individual styles 
sts and sizes. And Bethlehem fastenings are as rugged 
- and dependable as they are varied. They're good 
od items to carry ... good items to sell. 
os BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
. On the Pacific Coast Bethlehem products are sold by 
ng Bethlehem Pacific Coast Steel Corporation 
be Export Distributor: Bethlehem Stee! Export Corporation 
in. 
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@ Every plant which moves raw 

materials or finished product . . . and that’s just 
about all of ’em ... is a prospect for Conveyor Belting. 
Your calls on any of these plants will bring bigger and 
better profit returns if you offer the BUFFALO line... 
with customer satisfaction assured, through BUFFALO’S 
complete selection of finest-quality belts for standardized 


or specialized industrial use. 


4) C4) 


OFFER THESE BUFFALO PRODUCTS: 





& e 
Buffalo Solid Woven Buffalo RF & C | °}. 
Cotton Belting (rubber-covered) Belting ~ 
@ & 
Buffalo PlasTex Buffalo Glazed 
(plastic impregnated) _ (nitro-cellulose coated) 





e Belting 

Buffalo Latex Belting (neoprene synthetic or natural) | 
Buffalo Solid Woven ‘Céiton Belting also available 
with Asphaltum or Paraffin impregnation. 








Write for further information and samples” re 


Fu BUFFALO WEAVING & BELTING CO. 


209 Chandler Street 








CHICAGO ° BUFFALO 7, N. Y. ° NEW YORK 
DETROIT e PHILADELPHIA bd SAN FRANCISCO 
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operation. ‘The lead screw is —_—— 
to any work height from 4 to 6-in., 
making it unnecessary to raise and 
lower the wheel while re-dressing. By 
adjusting the lengths of the diamond 
shanks, it is possible to make a wide 
range of settings for size-dressing set- 
ups. 

Also available are the following at- 
tachments: surface clamp, adjustable 
angle ramp and dresser extension. 

J] & S Tool Co., Inc., East Orange, 
N. J.—Industrial Distribution, Septem- 
ber 1949. 





Drill Dispenser 


Separate Compartment 
With Rounded Bottom 


A drill dispenser eliminates hunting 
through stacks of packaged drills for 
the nght size. It prevents “running 
out” of drills, since the complete stock 
can be seen at a glance. 

The drill compartments will hold 
several dozen drills in the smaller sizes. 
Compartments for larger drills, such 
as 4-in., will hold at least 14 drills. 
Cabinets may be stacked one above 
the other to save space. 

Huot Mfg. Co., St. Paul, Minn.— 
Industrial Distribution, Septembei 
1949. 




















Bushing Adapter 


Taper Bored Sleeve 
Fits into Hub Bore 


Consisting of a taper bored sleeve 
which fits into the straight bore of the 
hub, a new line of bushing adapters is 
recommended where it is more con- 
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AMAZING RESULTS 


















on the Toughest Sanding Jobs 
with this Dependable Combination 


Sioux “RESIN BOND Abrasive Discs 






They're tough . . . they're sturdy .. . they're flex- 
ible . . . they're cool even with continuous cutting 
action . . . they're fast-cutting . . . they're long- 
lasting . . . they're amazingly flexible for concave, 
convex and reverse curve sanding... they're ev- 
erything you want in a sanding disc. 





Ball-bearing construction, heat treated alloy steel gears, per- 
manent lubrication. Cyclone fan for increased ventilation and 
patented tool spindle lock for changing discs. 3 Models: No. 
1250—9"' High Speed Heavy Duty; No. 1267—7' High 
Speed Heavy Duty and No. 1265—7"' Special. 


No. 1250—9" In Action High 
Speed—Heavy Duty. 





No. 1267—7" High Speed 
and No. 1265—7" Special. 
Same design and specifica- 
tions except load speed. 


WORLD OVER 
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How SPEED helped catch ““bugs”’ 


in the lacquer 





ay 























Final finish on pianos mysteriously going “sour.’’ Production halted. Lab needed 


X-ray diffraction camera to identify impurity. At 9 A.M., 10-lb. camera Air Expréss- 
ed from 1100 miles away, delivered by 4 P.M. same day. Cost, only $3.58. Company 
uses Air Express as routine method to get supplies fast, keep inventory low. 








That low $3.58 figure was total cost 
for Air Express and included door-to- 
door service. That makes the world’s 
fastest shipping method exceptionally 
convenient, complete, and easy to use. 


















— 


Scheduled Airlines carry Air Express 
on every flight. Speeds up to 5 miles a 
minute! Direct by air to 1300 cities; 
air-rail for 22,000 off-airline offices. 
Serves many foreign countries, too. 


FACTS on low Air Express rates 
Shaper 8 of blueprints (4 lbs.) goes 800 miles for $1.54. 


ia 


tools (21 lbs.) go 600 miles for $3.87. 


— 
(Every kind of business finds Air Express pays.) 


Only Air Express gives you all these advantages: Special pick-up 
and delivery at no extra cost. You get a receipt for every shipment and 
delivery is proved by signature of consignee. One-carrier responsi- 
bility. Assured protection, too—valuation coverage up to $50 
without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 


Express Agency. 













And specify “Air Express delivery” on orders. 


GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in all principal towns and cities 








ay 
AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE U.S. 
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venient to use a straight bore in the 
hub than to drill and taper bore hubs 
to accommodate the bushings. 

The bushings slips inside of the 
adapter which is tapped to receive the 
bushing screws. In tightening the 
locking screws in the bushing, the 
adapter is expanded against the hub 
bore and contracts the bushing upon 
the shaft with the firmness of a press 
fit on all surfaces. 

Dodge Mfg. Co., Mishawaka, Ind. 
—Industrial Distribution, September 
1949. 

















Glass Drill 


Two Flute Design 
Assures Easy Sharpening 


A new line of carbide tipped glass 
drills is available in sizes from § to 
sin. Special feature of the drill is the 
two flute design which provides for 
casy sharpening, resulting in lower 
prices. The drill is built for industrial 
and home use in drilling glass, tile and 
other ceramics. 

Super Tool Co., Detroit, Mich.— 
Industrial Distribution, September 
1949. 





Handpieces & Angle Heads 


Saves Time in Performing 
Succession of Operations 


Flexible shaft machines are made 
more efficient and practical with the 



















































INDUSTRI-JET Combination centrifugal and jet 





1e pump in one compact unit gives unique advantages in 

e high pressure—low capacity applications. 9 sizes, 

e capacities to 35 GPM, pressures to 190 lbs. Write for 

e Bulletin 630. 

b 

n 

ss 
CLOSE-CUPLD Pump and motor 

1. are combined in a compact, single 

or unit of relatively light weight. It is 
easy to install and maintain and 
gives excellent performance. Capac- 
ities to 60 G.P.M. with heads to 

; 110 ft. Write for Bulletin 624-A-2. 
Other Close Cupld models available 

4 for capacities to 2000 G.P.M. and 
heads to 400 ft. 









SELF-PRIMING SUMP 
PUMP Unusual design 


keeps pump and motor 
out of pit away from 


ADVANCE 
DESIGN PUMPS 



















1g fumes and dirt—makes 
pit and strainer easy to clean. Write for 
ws Bulletin 635-A-1 for complete details. 
ie For the 
or 
: Industrial 
id 
Market 
er NEW CENTRIFUGAL 


Advance design gives com- 
pact, simple construction 
with high operating effi- 
ciency—and many other sell- 
ing features. 14 sizes for both 
motor and belt drives. Ca- 
pacities from 10 to 1800 
G.P.M., heads to 120 ft. Write 
for Bulletin 622-A-2. 


CONDENSATE UNIT Compact units equipped with 


standard Goulds Pumps. Tanks are specially constructed of 
copper bearing steel. These easily installed units are fur- 
nished with automatic controls and can be provided with 
automatic feed water make up. Sizes up to 40,000 feet of 
radiation, pressures up to 120 Ibs. Write for Bulletin 661-A-1. 





el 

meena j; GOULDS PUMPS INC. 
eee a / Dept. ID, Seneca Falls, N. Y. 
ee el 


Please send your FREE Bulletins... . to: 
NAME — 
@@ Seneca Falls ow. a 
; STREET aera 
) New York 
cITY STATE = 
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standard and ~ 
fast spiral 








The most com 
your customers 
in New York, D 
A new catalog , 


— carbide tool line available 
well by making use of our lar. 


etroit Chicago GI 
r 7 end 
eady soon. nt. 


) 


SUPER TOOL CO. 


21650 Hoover Rd., Detroit 13, Michigan . 5210 San Fernando Rd., Glendale 3, California 


Serve 
ge stocks 
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use of a quick] change handpiece coup- 
ling. Snap-on-or-off changes are made 
from a straight handpiece to an angle 


head, from a grinder to sander and 


then to buffer of wire brush wheel 
without loss of time. 

Trouble with crossed or damaged 
threads in the handpiece is avoided. 
The snap-on-or-off feature comprises 


| a sliding sleeve on the handpiece of 


the straight or angle spindle which 
locks four stcel balls in an annular 
groove, allowing the handpiece to 
swivel but not to be disconnected. 

Addition of the handpiece coupling 
does not increase the size nor present 
any difficulties to the operator. All 
parts are of heat-treated steel, cad- 
mium plated. 

Wyzenbeck & Staff, Inc., Chicago, 
I]].—Industrial Distribution, Septem- 
ber 1949. 











Lathe Turrets 


Will Index Each Tool 
At 30° Intervals 


A new line of lathe turrets feature 
12-position indexing which allows the 
use of standard tools without costly 
regrinding and provides a quick setup 
for threading. Reindexing accuracy 
within .0005-in. is assured. 

The feature of being able to index 
cach tool at 30° intervals often climi- 
nates second operation setups. Tur- 
rets are available in 33 models. 

Enco Mfg. Co., Chicago, IIl.—In- 
dustrial Distribution, September 1949. 


Turbine Pump 


Impeller Only Moving Part, 
Rotates Without Friction 


A new line of medium duty turbine 
pumps is available in capacities of from 
2 to 10 G.P.M. and 20 to 100 head 
feet in water at 1750 rpm or 2 to 8 
G.P.M. and 100 to 200 head fect in 
water at 3450 rpm. 

The only moving part is the impeller 
which is mounted on a stainless stcel 
shaft, turning on two ball bearings. 


| There is only one stuffing box, of 

















NON- FERROUS AND STAINLESS STEEL 


EVERLASTING © FASTENINGS 


have 13 advantages to 1 over common steel 


1—Resistance to Rust and Corrosion 7—Easy to Clean 
2—Resistance to High Temperatures 8—High Strength 
3—Non-Magnetic 9—Long Life 
4—Non-Sparking 10—Lower Ultimate Cost 
5—Re-Usable ; 11—Resistance to Fatigue 
6—Attractive Appearance 12—Easy to Plate or Finish 
13—Resistance to Abrasion and Wear 


COMMON STEEL—lower first cost ONLY 











An amazing combination of advantages in favor of non- 
ferrous and stainless steel bolt and nut products over common 
steel at only a slight additional cost . . . in many cases only 
a fraction of a cent per piece. 


Distributor Stocks. The demand for Harper Everlasting 
Fastenings is increasing daily as more and more manufacturers 


learn of their many advantages and immediate availability. 


The Harper Distributor Policy provides you with a profitable 
item with rapid turn-over and enables you to give your cus- 


tomers an additional needed service. 


THE H. M. HARPER COMPANY 
General Offices and Plant 
Morton Grove, Illinois (Suburb of Chicago) 


New York Office and Warehouse —200 Hudson Street, New York 13. 
Los Angeles Office and Warehouse — 835 East 31st St., Los Angeles 11. 





BRANCH OFFICES: Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, 
. Denver, Detroit, Grand Rapids, Los Angeles, Milwaukee, Oakland, 
, Philadelphia, Pittsburgh, St. Louis, Seattle, Toronto (Canada). 


b EVERLASTING FASTENINGS 
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Quality Products 
Since 1876 





REG us PAT: 





COAL 
BARROW 




















THE QUALITY LINE Bi 
FOR DISTRIBUTORS 


whose customers 
appreciate the best 





There’s no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. it 

(Available with steel wheels) | 

















JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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ample size and depth for recom- 
mended pressures. The impeller rotates 
without friction within the pump, pro- 
viding quiet non-pulsating perform- 
ance. 

Roy E. Roth Co., Rock Island, 
I]_—Industrial Distribution, Septem- 
ber 1949. 

















Air Hoist 


Band-Type Brake 
Gives Positive Holding Power 


A midget single drum utility hoist 
will lift a 600-Ib. load at 50 ft. per 
minute. Measuring 183 x 103 x 
113-in., the hoist is compact and light 
in weight (72 Ibs. less rope). 

The reversible 4-cylinder _ radial 
piston-type air motor, equipped with 
safety type throttle, supplics cxtra 
power. A band-type brake gives posi- 
tive holding power while the reversible 
motor permits lowering the load under 
power. For quickly pullizg out cable, 
a clutch lever permits the operator to 
disengage the drum. 

Ingersoll-Rand Co., New York, 
N. Y.—Industrial Distribution, Sep- 
tember 1949. 


Gaging Spindle 


Facilitates Checking 
Shallow Large Diameter Holes 


A spider type gaging spindle climi- 
nates difficultics of sticking and cock- 
ing. It enters shallow holes with great 
ease and is very light in weight. A 
flexible hose connection to the instru- 
ment makes it casy to handle and use. 

The spindle makes possible a read- 
ing with accuracy entirely unaffected 
by rough surface finish. It is balanced 
for complete rotational accuracy and 
diameter locating surfaces are faced 
with tungsten carbide for long wear 
life. 

Sheffield Corp., Dayton, Ohio—In 
dustrial Distribution, September 1949. 
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A heavy duty type hole saw, which 
may radically change present shop prac- 
tice for cutting large holes in steel or 
other machinable materials up to 1” 
thick, has been developed by the 
Armstrong-Blum Manufacturing Com- 
pany of Chicago, who also build 
MARVEL Metal Sawing Machines and 
MARVEL High-Speed-Edge Hack Saw 
Blades. 


These hole saws are designed for gen- 
eral use, not only in all types of portable 
power tools, but in drill presses, lathes 
and other standard machine tools. They 
reduce the cost of cutting large holes by 
saving setting up time, reducing machin- 
ing time and lowering tooling and power 
costs. These economies result from the 
basie operating principles of a hole saw 
—-the removal of a large core by 
making a narrow peripheral cut. For 
example, a 4%” hole with an area of 
approximately 16 square inches, can be 
sawed out with a hole saw by cutting 
away only 14% square inches of metal. 


DRILLING OR 
ane MACHINING 
1.324 sq. in. 15.904 sq. in. 








The comparative area of metal which must 
be cut away to make a 42” diameter hole 


Added to the peripheral cutting prin- 
ciple, the “gang tool” cutting efficiency 
of a hole saw (a 4%” 
hole saw: has 85 cutting 
teeth) enables small ca- 
pacity machine tools to 
cut large size holes. 
A %”" portable drill can 
cut a 4%” hole thru 4” 
steel plate in one minute. 
Compare this method 
with the ordinary prac- 
tice of first, drilling a 
starting hole, second, setting-up a lathe 
or boring mill, and third, machining the 
hole, “a-chip-at-a-time.” 


BASIC DIFFERENCES IN HOLE SAWS 
Hole saws are basically of two types: 
ordinary hole saws and MARVEL High- 
Speed-Edge Hole Saws. Ordinary hole 
saws have long been used by sheet metal 
workers and appliance installers for 
cutting holes thru sheetmetal, wallboard 
and other light gauge, soft material. 


MARVEL High-Speed-Edge Hole 
Saws, on the other hand, were developed 
and designed specifically to broaden the 
usefulness of these tools. These uses 
include cutting holes in every type of 
machinable material to a depth of 1”, 
as well as the usual applications. They 
are manufactured in sizes ranging from 
55” to 41%” in diameter in steps of %”. 

In order to be useful for such a wide 
variety of applications, a hole saw must 
have many exclusive and unique fea- 
tures. Due to the peripheral speed de- 


HEAVY DUTY HOLE SAWS 


for... Shop and Production Use. 


veloping intense heat, a high speed steel 
cutting edge is essential. Furthermore, 
because hole saws are subjected to 
severe use and rough handling, the tool 
must be practically indestructible. 
MARVEL Hole Saws are made from 
the same materials used in the manu- 
facture of the famous MARVEL Un- 
breakable High-Speed-Edge Hack Saw 
Blades. High speed teeth are welded to 
a tough, chrome vanadium body. In 
other words, the teeth can withstand 
extreme heat, will cut anything which 
can be cut with a high speed steel tool, 
yet they are unbreakable, due to the 
tough body which backs up the high 
speed steel teeth. To permit sawing 
deeper than the gullet of the teeth of 
the saw, chip clearance must be 
provided. 





This is accomplished in MARVEL 
Hole Saws by a special method which 
produces an exclusive type of set. In 
every three teeth, one is set extremely 
to the inside, the next one straight and 
one slightly to the outside. The reason 
for the latter is to prevent binding of 
the saw in the cut, yet assuring fairly 
constant diameter during the life of 
the tool. 


A tool which will withstand all de- 
mands imposed upon it requires an 
equally good arbor for the drive. 
MARVEL Hole Saw Arbors are all 
made from a solid bar of special alloy 
steel. One end is milled to a hexagon 
shank which will fit any %”, or larger, 
two or three jaw chuck. A special 4” 
high speed steel pilot drill is furnished 
with each arbor. This pilot drill is held 
in the arbor by a set screw which con- 
tacts the drill at a 5° angle. To assure 
a positive lock, immune to the tendency 
to twist loose, the drill has a flat ground 
into the shank, also at a 5° angle. This 
method of holding the drill does not re- 
quire undue stress on the jaw of the 
chuck to keep the pilot drill from turn- 
ing in the arbor. 





Only two arbors are required for the 
entire range of sizes, Numbers 2 and 3 
being identical except for shank dimen- 


sions. These larger arbors, which 
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are used on hole saws from 14” to 
4%", incorporate a rugged, foolproof 
drive. The hole saw fits onto a %” 
thread, but the thread does not carry 
the load of the drive. In the body of 
the arbor are two drive pins. These 
drive pins fit into two holes in the top 





of the hole saws. In order to register 
the drive pins with the saw holes, it is 
necessary to back up the saw after it 
has contacted the shoulder of the arbor. 
When the drive pins are in place, the 
saw is provided with a positive, dual 
but flexible drive. This drive relieves 
the saw and pilot drill of undue strain 
by allowing a certain amount of 
“universal joint” movement. This is 
especially advantageous when the saw 
is used in portable power tools. The 
drive pins are not loose parts but are 
permanently fastened to the arbor and 
cannot be lost. 


The No. 1 Arbors which accommodate 
hole saws from %” to 14%”, do not have 
drive pins, as on the smaller sizes this 
arrangement is unnecessary. The body 
of the smaller saws is welded to a hex- 
agon back and removal of the hole saw 
is easily accomplished by clamping the 
hexagon shank in a vise and using a 
wrench on the hexagon part of the saw. 


Occasionally it is difficult to use a 
hole saw because the body of the power 
tool prevents getting into close quarters 
or near to the work. To overcome these 
conditions, the No. 7 Extension is avail- 
able. This handy extension is 12” long 
and fits over both the No. 1 and No. 2 
Arbor, permitting the hole saw to be 
used that distance away from the 
power source. 


—_— 


Complete instructions for proper use 
of MARVEL Hole Saws — correct 
speed, lubrication and application — 
are packed in each standard package of 
ten saws. Bulletin ST-49 contains full 
description, illustrations and list prices 
and is available for the asking. Write 
for your copy today to Armstrong-Blum 
Mfg. Co., 5700 Bloomingdale Avenue, 
Chicago 39, Illinois. ~ 
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Since 1876 
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Quality Products 


COAL 
BARROW 














THE QUALITY LINE 
FOR DISTRIBUTORS 


whose customers 
appreciate the best 


There’s no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. 
(Available with steel wheels) 





JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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ample size and depth for recom- 
mended pressures. The impeller rotates 
without friction within the pump, pro- 
viding quiet non-pulsating perform- 
ance. 

Roy E. Roth Co., Rock Island, 
I]]—Industrial Distribution. Septem- 
ber 1949. 

















Air Hoist 


Band-Type Brake 
Gives Positive Holding Power 


A midget single drum utility hoist 
will lift a 600-Ib. load at 50 ft. per 
minute. Measuring 184 x 103 x 
11}-in., the hoist is compact and light 
in weight (72 Ibs. less rope). 

The reversible 4-cylinder radial 
piston-type air motor, equipped with 
safety type throttle, supplics extra 
power. A band-type brake gives posi- 
tive holding power while the reversible 
motor permits lowering the load under 
power. For quickly pulling out cable, 
a clutch lever permits the operator to 
disengage the drum. 

Ingersoll-Rand Co., New York, 
N. Y.—TIndustrial Distribution, Sep- 
tember 1949. 


Gaging Spindle 


Facilitates Checking 
Shallow Large Diameter Holes 


A spider type gaging spindle climi- 
nates difficultics of sticking and cock- 
ing. It enters shallow holes with great 
ease and is very light in weight. A 
flexible hose connection to the instru- 
ment makes it casy to handle and use. 

The spindle makes possible a read- 
ing with accuracy entirely unaffected 
by rough surface finish. It is balanced 
for complete rotational accuracy and 
diameter locating surfaces are faced 
with tungsten carbide for long weai 
life. 

Shefhield Corp., Dayton, Ohio—In 
dustrial Distribution, September 1949. 
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A heavy duty type hole saw, which 
may radically change present shop prac- 
tice for cutting large holes in steel or 
other machinable materials up to 1” 
thick, has been developed by the 
Armstrong-Blum Manufacturing Com- 
pany of Chicago, who also build 
MARVEL Metal Sawing Machines and 
— High-Speed-Edge Hack Saw 
Blades. 


These hole saws are designed for gen- 
eral use, not only in all types of portable 
power tools, but in drill presses, lathes 

and other standard machine tools. They 
reduce the cost of cutting large holes by 
siving setting up time, reducing machin- 
ing time and lowering tooling and power 
costs. These economies result from the 
basie operating principles of a hole saw 
—-the removal of a large core by 
making a narrow peripheral cut. For 
example, a 4%” hole with an area of 
approximately 16 square inches, can be 
sawed out with a hole saw by cutting 
away only 1% square inches of metal. 


DRILLING OR 
stead MACHINING 
1.324 sq. in. 15.904 sq. in. 








The comparative area of metal which must 
be cut away to make a 412” diameter hole 


Added to the peripheral cutting prin- 
ciple, the “ovang tool” cutting efficiency 
, of a hole saw (a 4%” 
hole saw: has 85 cutting 
teeth) enables small ca- 
pacity machine tools to 
cut large size holes. 
A %” portable drill can 
cut a 4%” hole thru 4” 
steel plate in one minute. 
Compare this method 
with the ordinary prac- 
tice of first, drilling a 
starting hole, second, setting-up a lathe 
or boring mill, and third, machining the 
hole, “a- chip-at-a -time.” 


BASIC DIFFERENCES IN HOLE SAWS 


Hole saws are basically of two types: 
ordinary hole saws and MARVEL High- 
Speed-Edge Hole Saws. Ordinary hole 
saws have long been used by sheet metal 
workers and appliance installers for 
cutting holes thru sheetmetal, wallboard 
and other light gauge, soft material. 


MARVEL High-Speed-Edge Hole 
Saws, on the other hand, were developed 
and designed specifically to broaden the 
usefulness of these tools. These uses 
include cutting holes in every type of 
machinable material to a depth of 1”, 
as well as the usual applications. They 
are manufactured in sizes ranging from 
5s” to 4%” in diameter in steps of %”. 

“In order to be useful for such a wide 
variety of applications, a hole saw must 
have many exclusive and unique fea- 
tures. Due to the peripheral speed de- 


HEAVY DUTY HOLE SAWS 


for... Shop and Production Use. 


veloping intense heat, a high speed steel 
cutting edge is essential. Furthermore, 
because hole saws are subjected to 
severe use and rough handling, the tool 
must be practically indestructible. 
MARVEL Hole Saws are made from 
the same materials used in the manu- 
facture of the famous MARVEL Un- 
breakable High-Speed-Edge Hack Saw 
Blades. High speed teeth are welded to 
a tough, chrome vanadium body. In 
other words, the teeth can withstand 
extreme heat, will cut anything which 
can be cut with a high speed steel tool, 
yet they are unbreakable, due to the 
tough body which backs up the high 
speed steel teeth. To permit sawing 
deeper than the gullet of the teeth of 
the saw, chip clearance must be 
provided. 





This is accomplished in MARVEL 
Hole Saws by a special method which 
produces an exclusive type of set. In 
every three teeth, one is set extremely 
to the inside, the ‘next one straight and 
one slightly to the outside. The reason 
for the latter is to prevent binding of 
the saw in the cut, yet assuring fairly 
constant diameter during the life of 
the tool. 


A tool which will withstand all de- 
mands imposed upon it requires an 
equally good arbor for the drive. 
MARVEL Hole Saw Arbors are all 
made from a solid bar of special alloy 
steel. One end is milled ito, a hexagon 
shank which will fit any %”, or larger, 
two or three jaw chuck. A special 4” 
high speed steel pilot drill is furnished 
with each arbor. This pilot drill is held 
in the arbor by a set screw which con- 
tacts the drill at a 5° angle. To assure 
a positive lock, immune to the tendency 
to twist loose, the drill has a flat ground 
into the shank, also at a 5° angle. This 
method of holding the drill does not re- 
quire undue stress on the jaw of the 
chuck to keep the pilot drill from turn- 
ing in the arbor. 





Only two arbors are required for the 
entire range of sizes, Numbers 2 and 3 
being identical except for shank dimen- 


sions. These larger arbors, which 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 


are used on hole saws from 14” to 
4%”, incorporate a rugged, foolproof 
drive. The hole saw fits onto a 5” 
thread, but the thread does not carry 
the load of the drive. In the body of 
the arbor are two drive pins. These 
drive pins fit into two holes in the top 





of the hole saws. In order to register 
the drive pins with the saw holes, it is 
necessary to back up the saw after it 
has contacted the shoulder of the arbor. 
When the drive pins are in place, the 
saw is provided with a positive, dual 
but flexible drive. This drive relieves 
the saw and pilot drill of undue strain 
by allowing a certain amount of 
“universal joint” movement. This is 
especially advantageous when the saw 
is used in portable power tools. The 
drive pins are not loose parts but are 
permanently fastened to the arbor and 
cannot be lost. 


The No. 1 Arbors which accommodate 
hole saws from %” to 1%”, do not have 
drive pins, as on the smaller sizes this 
arrangement is unnecessary. The body 
of the smaller saws is welded to a hex- 
agon back and removal of the hole saw 
is easily accomplished by clamping the 
hexagon shank in a vise and using a 
wrench on the hexagon part of the saw. 


Occasionally it is difficult to use a 
hole saw because the body of the power 
tool prevents getting into close quarters 
or near to the work. To overcome these 
conditions, the No. 7 Extension is avail- 
able. This handy extension is 12” long 
and fits over both the No. 1 and No. 2 
Arbor, permitting the hole saw to be 
used that distance away from the 
power source. 


Complete instructions for proper use 
of MARVEL Hole Saws — correct 
speed, lubrication and application — 
are packed in each standard package of 
ten saws. Bulletin ST-49 contains full 
description, illustrations and list prices 
and is available for the asking. Write 
for your copy today to Armstrong-Blum 
Mfg. Co., 5700 Bloomingdale Avenue, 











Chicago 39, Illinois. 





























Floor Cabinet 


Designed to Withstand Pressure 
In Bending of Heavy Materials 


is] Li | ‘I'wo shelves built into the new floor 
a | >. WHIPRET | bender cabinet provide storage space 
' for the bending mandrels usually used 


with the machines. The cabinet is of 
welded steel construction, weighs 90 

The fast, ae, a a me hoist— 

in capacities from 250 to 2000 pounds—available 


Ibs. ‘The dimensions are 15 x 15 x 34 
| in. and the working height with bender 

with parallel or cross-mounted trolley, lug or hook 

suspension. 


mounted (as illustrated) is 38-in. 
ALSO..: 


O’Neil-Irwin Mfg. Co., Lake City, 
Minn.—Industr:al_ Distribution, Sep- 
' 
. a line of high quality Chain Blocks, Hoists 
and Trolleys. 





tember 1949. 








FOR INFORMATION about Ford materials han- 
dling equipment, get in touch with the Ford district 
office in your territory. Or, if you prefer, write us at 





York, Pennsylvania. 











Welders’ Goggle 


Features Indirect, Ventilated 
Louver Side Shield 


Compression-molded of a phenolic 
compound that is non-flammable, 
moisture and heat resistant, a new 
welders’ goggle features non-reflecting 
eyecups which provides a snug, pleas. 
ant fit. The eyecups have larger, 
rounded, face-contacting edges and 
will withstand considerab!e impact. 















York, Pa., Chicago, Denver, Los Angeles, Philadelphio, Portland, San Francisco, Bridgeport, Conn. 





Other features include wide angle 
FORD CHAIN BLOCK DIVISION vision, chain bridge enclosed in a 
AMERICAN CHAIN & CABLE form-fit plastic covered tube which 


rests lightly on the nose, large lens 
rings, and one-piece rubber headband. 


In Business for Your Safety 
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STATE 


TAPS & DIES 


Standard Quality and Precision Performance — 
on the nearby shelves of your 


industrial supply distributor. 


BAY STATE TAP & DIE CO 


MANSFIELD, MASS. 
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A HEIN-WERNER HYDRAULIC JACK 
Is A BASIC MAINTENANCE TOOL 





| 
| 


HEAVY EQUIPMENT...the low cost, | 
time saving efficiency of ac HEIN-WERNER 
HYDRAULIC JACK can’t be beat! 


Your customers will save time—and time means money at mainte- 
nance jobs—when they put Hein-Werner Hydraulic Jacks to work 
for them. H-W Jacks give full power at any angle from horizontal to 
vertical—and full power in a Hein-Werner means that it is abso- 
lutely dependable . . . factory tested at 11 times rated capacity. 

There’s no better implement for moving heavy equipment—and 
no more versatile package of hydraulic power (up to 100 tons 
capacity) for bending, pressing, pushing or lifting operations at 
plant maintenance than an easy-operating, super powerful Hein- 
Werner industrial jack. 

Made in models of 11%, 3, 5, 8, 12, 20, 30, 
50 and 100 tons capacity. Write us for com- 
plete details. 














H-W IS THE ANSWER TO 
1001 INDUSTRIAL 


| 
MAINTENANCE PROBLEMS | 








| 
HEIN-WERNER CORPORATION | 
WAUKESHA, WISCONSIN | 
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The goggle is fitted with 50 mm 
round Noviweld lenses in shades 3, 
4, 5, 6 or 8; and also Noviweld Di- 
dymium lenses in shades 3, 4, 5 or 6. 

American Optical Co., South- 
bridge, Mass.—Industrial Distribu- 
tion, September 1949. 











Wire Rope Hoist 


Oversize Load Brake 
Automatically Controls Speed 
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Suitable for stationary, hook or 
trolley mounting, a wire rope hoist 
unit is available in 4, 4 and 1-ton 
capacities with pendent rope or push 
button control. All models are 
equipped with totally-enclosed, ball 
bearing motors that develop high 
starting torques. 

An electrically-activated, shoe-type 
motor brake provides instantaneous 
stopping and assures accurate spot- 
ting of loads. Safety-enclosed hook 
blocks and drop-forged steel hook 
swivels prevent uneven or jerky lift- 
ing by eliminating twisted and 
jammed cables. Adjustable for var- 
ious beam sizes, trolley assemblies are 
equipped with ball bearing wheels. 

Robbins & Myers, Inc., Springfield, 
Ohio.—Industrial Distribution, Sep- 
tember 1949. 


Direct Mounted Motors 


Equipped with Machine Brackets 
. *To Mount on Driven Machine 


*, 

The adaptability of a line of elec- 
tric motors to such machines as 
pumps, compressors, mixers, -grinders, 
etc. enables installation to be madc 
without , changing existing machine 
designs or construction. Belts, chains, 
guaré§g.tight angle gears or cumber- 
some power@transmission devices can 
sometimes be eliminated. 
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UTTING maintenance expense is an impor- 
tant subject these days. That’s why this lat- 

est Lunkenheimer Valve advertisement features 

the Non-Metallic-Disc line to your customers. 


















Why not check your stock now... also be sure 
you have a supply of new circular No. 558.... 


@ | p pea Is TO you yf yours for the asking, 


ESTABLISHED 1862 


cost-conscious =—- = LUNKENHEIMER 


CINCINNATI 14, OHIO. U.S.A. 
NEW YORK 13. CHICAGO6 BOSTON!1O0 PHILADELPHIA 34 
EXPORT DEPT. 318.322 HUDSON ST.. NEW YORK 13.N. Ys 


This ad is reaching 
over 500,000 readers 
through leading busi- 


ness publications. 
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GEARED 
PIPE 
THREADER 








FRI G41 No. 4P’s handles take the 
struggle out of carrying and putting on pipe 


@ Even when your customers feel extra strong they ap- 
preciate the sensible balanced loop handles that make 
the 4P easy to pick up, carry and work with. Mistake- 
proof workholder sets to size before they put it on pipe, 
one screw to tighten, no bushings. 4 sets of 5 high-speed 
steel chaser dies give clean accurate threads on 2!/2," 3,” 
344" and 4” pipe. Ratchet handle furnished — Ritaip Uni- 
versal Drive Shaft and Power Drive available for power- 
threading. For quick easy sales and pleased customers 
sell the best — Rima No. 4P. 


WORK-SAVER PIPE ewHis 
THE RIDGE TOOL CO. © ELYRIA, OHIO 
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Integral mounting brackets offer- 
ing a varicty of bolt circle and sur- 
face layouts can be supplied. The 
“built-in” appearance lends eye-ap- 
peal and provides additional safety 
for the operator by elimination of 
external drive appurtenances. Rat- 
ings are from 4 to 500 hp. 

U.S. Electrical Motors, Los An- 
geles, Calif—Industrial Distribution, 
September 1949. 





Lifting Boom 


Also Reaches Over Machinery 
For Lifting Operations 


A lifting boom for handling engines, 
long bars, bulky and odd-shaped mate- 
rial has been added to the accessories 
available for the manufacturer’s 5,000- 
Ib. fork truck. 

The boom is readily interchanged 
with the forks and attached to the 
carriage in the same manner. ‘The 
swivel hook can be positioned in any 
of 6 positions or used with another 
swivel hook (as illustrated). 

Buda Co., Harvey, [ll.—Industrial 


| Distribution, September 1949. 


Milling Machine 


Chucking Mechanism Provided 
To Handle Various Workpieces 


A new line of knee type milling 
machines features a built-in chucking 
table to simplify workholding prob- 
lems. The chucking table is cast in 
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WIN 
CUSTOMERS 








HOLD 








CUSTOMERS 


¢ A single trial 
proves their high 
production records 


@ Uniform quality and 
service bring repeat orders 


© GRIFFIN factory experts in the 
field help your salesmen 
create new accounts 


GENERAL SALES AGENT 


JOHN H.GRAHAM & CO. INC. 


105 DUANE ST., NEW YORK 7, N. Y. 


_ MADE BY G. W. GRIFFIN CO., FRANKLIN, N. H.* HACK AND COPING SAW BLADE SPECIALISTS SINCE 1880 
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one piece; 24 chucking table milling 
machines are available in plain or 
vertical stvles, with or without auto 
matic cycle monolever table contro! 
in two sizes. Power capacities range 
from 20 to 50 hp. 
‘Noteworthy features include 4 
deep well coolant drain, self-cleaning 
‘top holes, longitudinal T-slots, op 
crator’s tool space, metered tablc 
addle lubrication, transverse T-slots 
ind mono-lever table control. 
Kearney & ‘Trecker Corp., Mi’ 
vaukee, Wis.—Industrial Distribu 
con, September 1949. 

















rire Extinguishers 
On-the-Spot Recharging, 
No Special Tools Needed 


Available in two sizes of 20 and 
30-lb. capacity, a dry chemical type 
fire extinguisher is a_ self-contained 


| unit with no protruding gadgets. It 


is free-flowing with no syphon tubes 
or valves within the cylinder to be- 
come clogged or inoperative. The dis- 
charge hose and nozzle remain empt\ 
until the extinguisher is actuated. 

The dry chemical is non-conduct- 
ing, non-corrosive, non-freezing and 
non-toxic, highly effective on flam- 
mable liquid and electrical fires. 

C-O-Two Fire Equipment Co., 
Newark, N.J.—Industrial Distribu- 
tion, September 1949. 
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1§ GOOD FOR SLOPE 


HAULAGES BECAUSE (T 
1S COARSE AND 
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FOR BOOM FALLS AND HOIST —7 jf 
ZZ” wolf 
ROPES ON A POWER SHOVEL 3 
ITS 700 STIFF. HERE WE 
RECOMMEND USING U-W = 
6x19 FILLER WIRE a 
CABLE WHICH 1S MUCH 

MORE FLEXIBLE 


~~ “sw / 
1s 
- & 


~ 
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For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to lee UPSON-WALTON engineer your tough rope jobs, 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Cleveland 135, Okda 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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HIGH SPEED MOTOR 


GIVES YOU: 
1700 RPM 
3600 RPM 
7200 RPM 
9000 RPM 


STANDARD SPEED MOTOR 
GIVES YOU: 


850 RPM 
1800 RPM 
3600 RPM 
4500 RPM 


Cabinet 
Type> 


eee 
-rrrrree Clee ; 


Distributors can sell the new 

Strandflex 4-speed gear drive flex- WY 

ible shaft machine with enthusiasm, 

for here is a quality product with outstand- 
ing, trade-accepted features. It represents 
a onaed step in the flexible shaft machine 
business. 


Strandflex provides your customers with 
four speeds, allowing the change of RPM 
in a matter of seconds. This will meet many 
variable requirements of the trade. 


The Strandflex gear drive is provided with 
two sets of helical-cut, hardened steel gears. 
By means of an eccentric driving-sleeve 
assembly, one or more master gears can be 
engaged by a slight rotary and axial move- 
ment. The unit is totally enclosed, 


Other STRANDFLEX models available. . . 
Cabinet type and Vertical type for overhead 
use. 

Strand distributors are provided with litera- 
ture that tells a complete story to the trade. 





Corporation 


N. A. STRAND & CO. DIVISION 


STRAND 


FLEXIBLE SHAFTS 
and 
FLEXIBLE SHAFT MACHINES 
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Small Hole Gages 











Design Permits Gaging 
Shallow Holes or Grooves 


A new line of small hole gages, 
ranging in size from 4% to 4-in., is 
said to be ideal for measuring the 
diameter of a small hole or the width 
of a slot or groove below the 4-in. 
range of telescoping gages. Size of 
the handles is in proportion to the 
size of gage, affording proper balance 
essential to accurate measurements. 

To operate, insert the ball end of 
the proper size gage in the hole or 
groove, turn the knurled until the 
right “feel” is obtained and then 
measure ball end with a micrometer. 

Lufkin Rule Co., Saginaw, Mich. 
—TIndustrial Distribution, September 
1949, 














Connecting Pin Design 


Increases Ease in 
Assembling or Disassembling 


A single connecting pin design for 
the manufacturer’s stock double roller 
chain couplings increases the case 
with which roller chain couplings can 
be assembled or disassembled. The 
couplings are made in 7 sizes rang- 
ing in capacity from 2.7 to 97.0 hp 

er 100 rpm and have a wide range 
of finished bores. 

Morse Chain Co., Detroit, Mich. 
—Industrial Distribution, September 
1949. 





CHECK THESE EX TRAS 


FORGED * 


% For Greater Strength 

% For Extra Toughness 

% For Closer Grain Structure 
%* For Greater Uniformity 


Extra Length Pipe Threads 


Full length S.A.E. pipe threads on all 
pipe ends. They give extra assurance of 
tight joints and provide for additional 
. «+ We're Telling Your Customers take-ups when reconnection is necessary. 


“LOOK FOR THE DIAMOND ‘I’ 2 ° 
ON EVERY FITTING YOU BUY?” Tubing Size Marked on Nut 


When you sell Imperial Fittings you're : ° , . ‘ 

way oan elf so amine oe “tes pro- Gives Quick Size Identification on both 
vide the EXTRAS that your customers Compression and Flare Type Fittings. 
will appreciate. In addition to the advan- 

tages illustrated, Imperial Tube Fittings 

also feature accurately machined threads 

and seats, adequate wall thicknesses, flats *Elbow and Tee Bodies 

for wrench hold and rigid inspection. 


IMPERIAL TOOLS...the complete quality line that leads the field 


HI-DUTY TUBE CUTTER FLARING TOOL WITH HAND TUBE BENDERS 


Free-wheeling ball bearing action makes SLIP-ON YOKE Calibrated open-side bend- 
cutting easier, faster. Cuts hard or soft tub- Has Imperial's ers. Make smooth, well- 
ing. Roller type exclusive quick formed bends to a short 

with flare cut-off slip-on yoke of forged radius .. . any angle 

groove. Makes stecl. Makes proper 45° | up to 180°. No. 

clean, right angle flares on copper, brass 364-F ... in- 

cuts. Retractable or aluminum tub- dividual 

reamer. No. 274-F ; allt ios. No. 193-F | benders 

«+ for Y%” to 1” baad pee { flares ‘Ye, 

O.D. tubing. yy", Ve", %”, 
"6", 42" O.D. tubing from Mic” to 4” O.D. 


Ask for Catalog No. 350 
ed 


axo~} 


/A= 














THE IMPERIAL BRASS MFG. CO., 511 W. Harrison St., Chicago 7, Ill. Ss. ‘ah ¢, 


TUBE FITTINGS over 2000 stock ITEMS, 
Catalog 350 shows a wide range of 
sizes, types and styles. Write for copy. 
“Look for the Diamond) on every fitting you buy”’ 
S&S 
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Know the Answers 


to quiz on page 130 














| 

| 1. (a) flat chain wrench: (b) tongs; 
(c) 3-wheel cutter; (d) Stillson 
wrench; (e) roller cutter. 


2. Lip is the inclination of the cutting 
edge of the chaser to the surface 
of the pipe die head. Chip space 
is the space provided in the holder 
to prevent clogging and tearing. 
Clearance is the angle between the 
threads of the chasers and those of 
the pipe. Lead is the angle ground 
or machined on the front of each 
chaser to enable the die to start on 
the pipe and distribute the work 


FOR INDUSTRIAL DISTRIBUTORS | of cutting. Chasers are the actual 


cutting device in the head. 






































3. The lip angle should be between 

YOUR SELLING PR 15 and 25 deg. 
PROGRAM— 4.Chattering or a wavy thread indi- 
cates too much clearance between 

heel and work. 


A good catalog is an essential part of 5. That’s true. 


. That’s true, too. 


any pre-planned selling program. With- 


7.The chain pipe wrench, the strap 
wrench and the toggle type wrench 


out either, the catalog or the program, are similar in that they “seize” the 
: ; | pipe by a similar method. 
a firm can but grope around in the dark- | §8.The webbed strap wrench, of 
: : course, because it will not mar the 
ness of obscurity. With both, a firm ad- finish. 
va f the dei f . That’s true. 
ar ae See eee of uncertainty .The compound leverage wrench 
— ee P would be your first choice. It will 
to activity characteristic of achievement. give more leverage than the others, 


as much as 14 times more. 


. That’s true. 


The catalog is meeting today’s urgent 


. True, too. 


needs and will open up the opportuni- _ 13.None of them is correct. The 


Stillson wrench still is most com- 


ties of the future. monly used. 
. The best lubricant would be a sul- 
phur base threading oil. 


5. That’s generally true. The wheel 
Quauty CATALOG type cutter only needs a few drops 
NG DEPARTMENT of lubricating oil on the feed screw 


e © 
VY LSCONSIN and at the revolving cutting 
wheels. 
. Chipping and stickers indicate the 
cutting oil is of an inferior grade, 
SINCE 1847 IC. and of insufficient quantity. 


Salesmanship—That which makes you 


230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN | buy something you don’t need when 


CHICAGO © PHILADELPHIA © NEW YORK © SAN FRANCISCO _ °°" ain't got the money too R. 
—Will Rogers 
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JOB RECORDS SHOW 


1 Tp Pafamance 


wth TOLEDO 
SIMPACT 


Your customers can do the job ina 
jiffy with a Toledo Simpact—a 
great tool for all-around use! 

It’s self-contained ...one set of 
high speed steel dies for four pipe 
sizes, 1”’ to 2” pipe... sizes changed 
in a matter of seconds... extremely 
easy to Operate... produces ac- 
curate leak-proof threads. Has 
few moving parts... light in weight 
... strong and sturdy. Dies can be 
reground when dull. 3-jaw pipe 
holder is designed for easy hand- 
ling and accurate centering. Handle 


FO J PIPE TOOLS 
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24” long. Amazingly compact— 
the Simpact will thread a pipe 
projecting through a wallas short 
as 6¥,"". Weight complete only 
20% lb. The Toledo Pipe Thread- 
ing Machine Co., Toledo, Ohio. 
New York Office: 165 Broadway, 
Room 1310. 


SIMPLE . . . COMPACT. ote the simplicity 
of the Toledo Simpact. No complicated 
cam parts to clog with dirt and wear. 


a A 
AUTOMATIC DRIP OILING. Oil pockets in head 
of a Toledo Simpact collect oil and drip 
directly on dies. 


SIZES CHANGED INSTANTLY. Simpact dies are 
changed from one size to another easily aad 
quickly. Positive, practical die setting. 


3-CHUCK JAWS. Toledo Simpact pipe helder 
with 3-chuck jaws is strong, easy to center, 
has powerful grip. 





Here's how 
VICTOR 
helps you sell 
more blades 





> 





i 


aRT—All about hac 


free! 


2) - a 
VICTOR WALL C ae 


5 
blades — selection, U 


‘ 
\ 


\ .. \ ? 
AL CUTTING BpOOK-Free™ 


reye) | kit. 


p> 


CTOR MET 


on blades— 


“vl 


VERTISING _Effective advertising 


os ¢ eal. 
f market yeaf round, every year 


fits por ket OF 





yh 
VICTOR AD 
blankets you 
| 


sepere pores 3 : f Victor 
’ oe 11 _Free electros 0 
‘Aangs ws in your catalog. 


products for use 1 





plu S Victor's complete line 

— hand, band and power hack 

saw blades and the specially de- 

signed hand hack saw frame — 

your assurance of more sales...more repeat sales. 
Put these Victor “salesmen” (free) to work for 

you. Write today —tell us what to send and how 

many. 


\ MIC R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 
Makers of Hand and Power Hack Saw Blades, Frames and Band Saw Bladés 
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Selling Is 


My Business 
(Continued from page 122) 





they are going to do well in advance, 
By calling on these customers once 
each week, Mr. Dunsmore feels he is 
able to keep in touch with their plans 
and their requirements. 

In the case of the remaining two 
customers, however, a call a week, or 
even two and three calls per week, 
would be insufficient in Mr. Duns- 
more’s estimation. A recent sale made 
by Mr. Dunsmore to one of these ac- 
counts illustrates what he means. 

This plant is engaged in the fabri- 
cation of refrigeration equipment and 
takes contracts for special equipment 
in order to make maximum use of its 
facilities. On one of his calls, Mr, 
Dunsmore was told there was likeli- 
hood of some new business soon and 
further information the buyer was 
not at liberty to divulge. Mr. Duns- 
more kept calling daily and, a few 
days later, was told he was just in 
time to take a large order for valves, 
fittings, etc. 

The buyer then told him that the 
firm had a large order for some sugar 
refining equipment. The specifications 
were being drawn while details of for- 
cign exchange and payments were 
being worked out. As soon as these 
matters were cleared the buyer was 
able to place his order and speed was 
of the essence. 

The touch-and-go nature of such 
operations, said Mr. Dunsmore, makes 
daily calls on such customers just plain 
common sense on the part of the sup- 
ply salesman. Failure to make the 
daily call may mean the loss of a large 
order to a more attentive competitor. 





Stepping Stones 
to Successful Selling 





Reflectior:s of a veteran sales- 
manager, culled from bulletins 
to his salesmen. 


lar be it from me to go “holy” on 
vou, but a great deal can be said for 
bringing more of The Golden Rule 
habit into your selling. You get, as 
they say, in proportion to what you 
give. 

Three of the major gifts distributor 
salesmen hand out—or should be hand 
ing out—are Friendliness, Service, and 
Cooperation. (Pardon the capitals. 
Just want to make a point.) 
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PUMPING OPERATIONS (74/¢ COST LESS 
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First cost is hardly a gauge of pumping expense. 
What is paid for maintenance and repairs... 


BAG AIRTROL 
bs 
~~ 
y-8yZ 
le 
i pa 
th i i ®& 88G 
\ 
RETURN MAINT] 1] |} | Yrever 
csi] | | VALVE / 


®&G FLO-CONTROL 
VALVE a 


SUPPLY MAIN’ ~~" 


B&G COMPRESSION TANK 


STe AM CONTROL, 
o VALVE 
(NOT FURNISHED WITH 
eR THE HEATER ) 
| I} <— STEAM 
t - 2 


what production losses due to breakdowns 
amount to... these are the real measure of 
pumping costs. 

When you elect to sell B & G Centrifugal 
Pumps, your good judgment will be rewarded 
by customer satisfaction. Design, material and 


f ay ee 
Oa 


paceooster ba7J) T / | 
an { B&G TYPE “CSU" CONVERTOR | 


i | d ii | 
‘ ae eA 


workmanship all combine to produce long- 
lived, trouble-free pumping units which are 
winning the approval of engineers and oper- 
ating men everywhere. 


+a ct 1} — 
RH Z ! CONDENSATION 
BAG REDUCING b) q BAG AIRTROL m RETURN 
VALVE BOILER FITTING | _J-3- VENT IN ACCORDANCE 
— ti WITH TYPE OF STEAM 
SYSTEM INSTALLED 


To prove to yourself that pumping operations 
can cost less, write for engineering data on 
B & G Series 1522, 1531, 1510-15 Centrifugal 
Pumps. 


B&G HEAT EXCHANGERS 


A complete line for steam-to-water and water-to-water heat transfer. 
Illustrated is the “CSU” Steam Converter, as used to heat water for a 
forced hot water heating system. Write for Catalog BN-1048. 


ule 


2. . Hydre -Fis PRODUCTS 


B & G Hydro-Flo Products include Forced Hot Water Heating Equipment . . .- Water 


itor Heaters . . . Centrifugal Pumps . . . Refrigeration Condensers and Evaporators. 
ind- 
- BELL & GOSSETT COMPANY 


Dept. BD-35, Morton Grove, Illinois 


*Reg. U.S. Pat. Off. 
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I don’t think any salesman needs to 
be told that he must approach every 
sustomer with a friendly _ spirit— 
whether or not the customer buys from 
him every time. Because there is always 
a “next time,” and if the p. a. doesn’t 
go for that new product right of the 
bat, hit him with it again the next timc 
you call, or the time after. If he needs 
it at all, he’ll get around to knowing it, 
especially if you can make him realize 
his need. Sometimes they don’t know 
Anyway, friendliness, sincere good will, 
wears down the toughest opposition 
and prepares the ground for the seed 
to take hold and blossom into orders 

By service, I mean the ability to 
climinate or get around difficulties 
When your customer gets the idea in 
his head that Joe Bones can be relied 
on for help in an emergency, or foi 
service on the spot; when he begins to 
believe you're not just trying to fore: 
your product on him—you'll get thc 
business, and I don’t mean in the neck. 

And of course to get anywhere in 
today’s business world you're got to 
co-operate. But co-operation, by defini 
tion, is a two-way thing. Sure it is, and 
maybe he doesn’t want to co-operat: 
with you. Maybe he’s against you be- 
cause you wear a bow tie, maybe his 
home life sets him off (you might r 
mind him of that brother-in-law who's 
been over-staying his visit) maybe th« 
poor guy’s got arthritis; maybe it’s just 
the weather. But for gossakes! find out! 
Don’t just accept his “non-coopera 
tion.” Take the time and trouble to 
learn what’s behind his prejudice; then 

This new ARO lightweight take more time and trouble to un 
WEIG HS Grinder is made with tough prejudice him, cultivate his good will: 
: " : get him to co-operate. 
magnesium castings for light- . 
ONLY 14 LBS ness... rugged steel motor 
- housing for protection... styled 
without guard or grinding wheel for a perfect grip ...and has 


! 
SAVES LABOR...less fatigue! “©?! Power 











Straight or spade handle 

SAVES TIME ... greater models. Speeds, 4200 to 6000 
cutting power RPM for 6” and 8” grinding 
wheels, radial wire brushes or 


CUTS GRINDING COSTS cup wire brushes. 


RUGGED . .. DEPENDABLE Send coupon for bulletin. 
... POWERFUL See your nearest industrial 


distributor. 





The Aro Equipment Corp. 
Bryan, Ohio 


Without obligation, send illustrated bulle- 
y tin on ARO 8” Air Grinders. 


Al R TOOLS Sener. 


Also...LUBRICATING EQUIPMENT...HYDRAULIC EQUIP- 


MENT...AIRCRAFT PRODUCTS. ..GREASE FITTINGS | “Well, then, pretend it’s a bag of gold which 
you must carry with you at all times for fear 


it may be stolen.” 





jobbers: This advertisement appears in leading Industrial Publications. Write for attractive proposition. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





—_ 
hea 
*a 


DISTRIBUTOR 
© pan OR nee nai inane tii 





Rivets that can be uniformly driven will 
maintain the permanence of the assembly 
... help your customers get True Fastener 
Economy. The extra margin of holding 
power furnished by RB&W Small Rivets 
is the product of more than a century of 
continuous research and progressive 
development in rivet manufacturing . . . 
backed by the skill of four generations 
of RB&W men and women. 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, Ill, los Angeles, Calif 
Additional sales offices at: Philadelphia, 


Detroit, Chicago, Chattanooga, Oakland, 
Portiond, Seattle. 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


ey 
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RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 





This improved bond is start- 
ing another trend in the abra- 
sive industry. Used only in 
Chicago Grinding and Mounted 
Wheels—the result of half a 
century testing and experience. 


FV Bonded Wheels will pro- 
duce finishes that are superior 
and have a lower RMS without sacrificing production. 


® AVOID OBSOLESCENCE ® 
Stock and sell the latest in wheels—Chicagos made with FV Bond. 
It will mean a steady flow of profitable business from your customers. 


RAPID SERVICE. 


While we realize you must have a good-size stock of Grinding and 
Mounted Wheels on hand at all times, we are in a position—through the 
increased facilities of our modern new plant—to give you the finest 
delivery service on your orders. 


Write for Free Literature and Attractive Franchise open on all 
nationally advertised Chicago Wheel products. 


CHICAGO WHEEL & MFG. CO. 
1101 W. MONROE ST., DEPT. MB, CHICAGO 7, ILL. 
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OBITUARIES 





Charles H. Morse, III 


Fairbanks, Morse Official 
Killed in Airplane Crash 


Charles Hosmer Morse III, vice- 
president in charge of manufacturing, 
lairbanks, Morse & Co., Chicago 
manufacturers, and eldest son of 
Colonel Robert H. Morse, president 
of the company, lost his life when the 
company’s big Lockheed Lodestar 
two-motor plane crashed near Roa- 
noke, Ill. on July 9. 

Mr. Morse, known to his friends 
and business associates as “Hos”, had 
been connected with Fairbanks, Morse 
& Co. since 1919. 


Edward L. Fenn, 
Millers Falls Executive 


Edward L. Tenn, 53, eastern sales 
representative of the Millers Falls Co. 
of Greenfield, Mass. and former Con- 
necticut State Senator, died on Au- 
gust 1. 

Mr. Fenn, who made his offices at 
28 Warren Street, N. Y. C., was 
elected to the Connecticut Senate in 
1941 on the Republican ticket and 
served for two terms. He was vice- 
president of the Pickwick Land Co.; a 
director of the Greenwich Co. and a 
director of the Greenwich Chamber 
of Commerce. 

Surviving are his widow, 
and a son. 


a daughter 


Grant D. Seaton 
Linde Air Sales Manager 


Grant D. Seaton, who retired three 
vears ago as district sales manager for 
Linde Air Products at Seattle, Wash., 
died on June 22 at the age of 68. 

Born near Chicago, Mr. Seaton had 
lived in Seattle for 30 years. 





@ DISTRIBUTOR PROTECTION 


Your assurance of fair dealing and a good profit 
margin. 


@ SALES LEADERS 


Exclusive Laughlin ‘‘Fist-Grip’”’ Safety Clip, the 
Laughlin ‘‘Missing Link’’, the Laughlin Safety 
Hook with the ‘“‘latch that locks the load” and 
other Laughlin feature items. 


@ PROFITABLE MARKETS 


Laughlin products are used wherever wire rope and 
chain are used — in construction work, mines, 
quarries, railroads, oil fields, materials handling, 
maintenance, marine rigging, agriculture and many 
other fields. 


@ SALES BACKING 


A catalog recognized as industry’s data book and 
that acts as your salesman in the field. 


Ons 


e 


@ NATIONAL ADVERTISING 


Widespread advertising in leading key publications 
directs business to you. 


@ RELIABLE SERVICE 


You can depend on prompt delivery when you dis- 
tribute Laughlin fittings. 


@ A COMPLETE LINE ALLOWS SMALL 
INVENTORIES 


Laughlin offers the world’s most complete line of 


wire rope and chain fittings . . . a single source of 


supply and frequent shipments keep your inven- 
tories at rock bottom. 


@ FULL COOPERATION 


Laughlin gives you full cooperation through con- 
veniently located sales offices. 


@ OUTSTANDING REPUTATION 
Quality respected throughout the field; 82 years in 
the business. 


@ REPEAT SALES 


Laughlin customers come back for more. 


hd LAUGHLIN 
pays off on all 


TO counts 


Laughlin Protects the Distributor 


‘|[AUGHLIN © 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND. CHAIN FITTINGS 


A Laughlin representative will be glad to tell 
you more.Write: THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, MAINE, 
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ALWAYS the Riphe: Conneilin 
LZ hiubber howe Linces 


Water, Steam, 
Air, Oil, Gas, ; 
Hydraulic... 
High or Low 
Pressure 


‘T WASHER TYPE 
HOSE COUPLING 


“BOSS 


STYLE W-16 


The coupling that has led the way in making the name DIXON 
synonymous with quality and reliability. Designed and built to com- 
bine great strength and durability with ease in connecting and dis- 
connecting. Tightening of free-swiveling wing nut insures a completely 
leakproof seal. Powerful, full-circumference grip of the “BOSS” Offset 
and Interlocking Clamp precludes all possibility of blow-offs. Fur- 
nished in %" to 6" sizes, with male or female spuds. Cadmium plated 
for protection agcinst rust and corrosion. 


Sold in Accordance With Our Established Distributor Policy 


PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES = MENDERS « CLAMPS 
“BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING” “DIX-LOCK”’ 





PHILADELPHIA, PA. BRANCHES: CHICAGO «+ BIRMINGHAM *. LOS ANGELES * HOUSTON 
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Edward J. Burnell 


E. J. Burnell 
Link-Belt Vice-President 


Edward J. Burnell, vice-presideut 
and general sales manager and a di- 
rector of Link-Belt Co., Chicago, dicd 
at his home in Winnetka, II. on F'ri- 
day, July 22. 

Mr. Burnell was born in Tondu, 
Wales, Great Britain in 1888. He 
came to this country with his family 
and lived in Catasauqua, Pa. 

He was graduated from Lehigh Uni- 
versity in 1910. He served Link-Belt 
Co. in many important capacities, in 
engineering, sales and plant equip- 
ment. He was, among other affilia- 
tions, a director of the American Min- 
ing Congress, Drexel State Bank of 
Chicago, the Foundry Equipment 
Manufacturers Association, and the 
Conveyor Equipment Manufacturers 
Association. 

During the war he served on the 
advisory boards of the Machinery 
Branch of the War Production Board, 
and the Chemical Corps of the War 
Department, and as consultant to the 
Reconstruction Finance Corp. 


George E. Thackray, Jr. 
Thackray Co. President 
George Edward Thackray, Jr., 54, 
president and general manager of the 
Thackray Co., Johnstown, Pa., for a 
number of years, died in his home 
after an illness of several months. 
Born at Westmount in 1894, he was 
a son of the late George E. Thackray 
and Mary O’Shaughnessy Thackray. 
After service in World War I, he re- 
turned to Johnstown and entered the 
employ of Midvale Stecl & Ordnance 
Co. Later he was affiliated with Swank 


| Hardware Co. 


In 1929, he and the late Charles L. 
Crouse formed the Thackray Co., 


wholesale mine and mill supplv vd 


at 1036 Broad Street. Mr. Thackra\ 
served as president and general man 
ager until his death. 








IMLcoF-85 


CASTOMATIC— A NEW Power in Solder! 


Federated Metals has developed and patente: 
- modern machine which is producing an 
cntirely NEW and BETTER bar solder. Be- 

cause it’s better it will sell faster! 

> 

CASTOMATIC solders are absolutely uni- 
form. Every portion of every bar melts at the same temperature and 
every bar gives the same resulis because casting is done automatically 
under pressure. Composition, size and weight are always the same for 
any one alloy because the machines measure the bars accurately. This 


is a selling aid, 


CASTOMATIC solders are permanently bright and shiny on the 
outside, fine-grained and free of voids on the inside. The completely 
closed CASTOMATIC system excludes harmful oxides . . . makes 
hand-cast bars seem frosty and dull by comparison. 


CASTOMATIC solders sell faster because they look 
better and are better. Bars of standard 11% |b. size are 


available in a!l commercic! compositions. 


METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5, N.Y. 
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HACK SAW BLADES 


WHEN 
IT COMES TO 


A well known magazine* you 
know and read every month 
along with over a million 
other Americans, recently 
asked a question of U.S. hack 
saw suppliers. Most important 
question to us—and to you 
from the viewpoint of stock- 
ing the brand your customers 
want—was, ‘What blade is 
most asked for?” 


50% OF THE REPLIES 
SAID STAR! 


Take advantage of Star's over- 
whelming sales leadership. 
Take advantage of Clemson’s 
hard-hitting advertising cam- 
paign that tells customers to 
buy Star metal-cutting prod- 
ucts from you. Take advan- 
tage of Star’s profitmaking 
merchandising program that 
gives you free sales aids with 
which to influence your cus- 
tomers, including the 32-page 
booklet, ‘““METAL CUT- 
TING” and a new Star Wall 
Chart. 

Stock the complete Star line 
for bigger sales—bigger profits 
—a bigger list of satisfied cus- 
tomers. 


*Name upon request. 


Ger 


CLEMSON BROS., INC. 
MIDDLETOWN, N. Y. 


LEMSON 


| 





FROM THE 


FILES 


1924 





(25 Years Ago 


The expense of motor truck delivery 


| was becoming an increasingly impor- 
| tant problem to distributors, according 


to the National Association. One large 
house in the Mid-west figured out it 
cost a little over 30 cents per stop for 
deliveries. 


The “half-and-half” policy of some | 
| manufacturers — maintaining 


local 
branches to harvest “all the big stuff” 


and leaving the small pick-ups for the 


distributor—was roundly condemned 
by a prominent mill supply man. 


Frank Farrington’s lesson on_suc- | 


cessful salesmanship quoted a good 
one: 
“He walked beneath the moon; 
He slept beneath the sun. 
And lived a life of going to do 
And died with nothing done.” 
Sounds like several salesmen we 
know—and a couple of sales managers. 


| But the English poet Aubrey gets the 


credit line. 
Louis A. Clark, president of Samuel 


| Harris & Co. “entertained” a fire at 
| his home that did damage to the 


amount of $35,000. High? Yes, but 


| some rare paintings collected by Mrs. 


Clark were involved. 
Leighton Supply Co., Fort Dodge, 
Iowa, held its annual outing with 70 


| members of the Leighton “family” in 
attendance. 


A. A. Hoerncer, for 22 years assistant 


|p. a. for Somers, Fitler & Todd Co., 


Pittsburgh, resigned to become treas- 


| urer and purchasing agent of the 


Beighley Hardware & Tool Co., also 


| in Pittsburgh. 


10 Years Ago 


The Hardware ‘l'rade Association of 
New York donned sports clothes and 
set forth to burn up the golf links in 
their annual get-together, held this 


| time at the Scarsdale Country Club. 


A new home, commodious and well- | 


arranged, was purchased by the Manu- 
facturers Supply Co. of Grand Rapids, 
Mich. 


The Shreveport, La. branch of Nor- | 


vell Wilder Supply Co. completed its 


“moving day” chores and now was resi- | 


dent in its new warehouses and offices. 








Ltt» 


OFFERS A BIG 
PROFITABLE MARKET 
with Steel Laid & Solid Steel 


TINNERS' SNIPS 


REGULAR PATTERN 


These rugged snips are in 
demand for cutting stain- 
less steels, galvanized iron, 
other sheet metal .. . as 
heavy as may be cut with 
the hand. High carbon 
Crucible stee! welded to 
the inside of each blade 
provides a tough, lasting 
cutting edge. Black baked 
enamel handles and pol- | 
ished blades. Also avail- 
able in Curved and Com- 
bination patterns. 


Duck Bul 
CUTTING SNIPS 


These snips are designed 
for cutting. both straight 
lines and intricate curves, 
cleanly and smoothly with- 
out bending or “chewing” 
the metal. Combine in one 
tool the advantages of 
both straight and curved 
snips, Red baked enamel 
handles, polished blades. 


REGULAR PATTERN 
No. Full Length Length of Cut 
12 9 in. 2° in. 
11 10 in. 2% in. 
10 12 in. 2% in. 
9 13 in. 3% in. 
8 14 in. 3% in, 


DUCK BILL CUTTING SNIPS 
No. Full Length 
16JR 7 in. V% in. 
22JR 10 in. 2% in. 
93IR 12 in. 3 in. 


Length of Cut 


Built for rugged duty and precision 
cutting, Clauss Tinners’ Snips will help 
build a profitable volume for you. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 
THE HENKEL-CLAUSS CO. 


J. R. Barfield, a Kentuckian, was | 
appointed a new salesman for Wood- 
bury & Co., Portland, Ore. 


FREMONT, OHIO 
New York Office: 


Makers of band and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson E-17 lawn machine. 


PP 4640 
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how fo maintain your spring lock washer sales 


and profits at minimum cost 


Reliance Distributors are looking forward to steady spring 
lock washer sales and profits. 


Their service is geared to the times — to save money for their 
customers. That fact is being constantly publicized by domi- 
nant Eaton-Reliance advertising in leading trade magazines. 


The broad acceptance of Reliance Spring Lock Washers, 
manufactured to exacting standards, and consistent national 
advertising insure sustained demand and make selling easier. 


Designers and production officials alike prefer a product of 
established dependability conforming to accepted specifica- 
tions such as those of the A. S. A. 


Reliance Distributors’ stocks are backed by Eaton-Reliance’s 
inventory of more than 200,000,000 units in all sizes, metals 
and finishes, enabling them to maintain the type of service 
that wins and holds customers. 


As a Reliance Distributor, you can face the future with con- 
fidence. Talk it over with your Eaton-Reliance sales office. 


RELIANCE O07 


Nowe) *} tock WASHERS 


-& ry 


TON MANUFACTURING COMPANY RELIANCE DIVISION, MASSILLON, OHIO 


Sales Oftices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 








BREAK PROOF 


suock poor DCYEW Drivers 





@ Big business . . . little business . . . 
> ALL business . . . is buying more Vaco 
screw drivers! And the magic name ‘'Vaco”’ 
is your best bet for greater dollar volume 
in the months ahead. Why? Because you 
can fill every order . . . including stock or 
custom built units . . . from one source 
with the finest screw and nut drivers made.- 
More than 250 stock styles and sizes! All 
handles of fire-safe, break and shock proof 
Ambery|* plastic! Blades of heat treated 
chrome vanadium steel meet U. S. Gov- 
ernment specifications! And each tool per- 
fectly designed and balanced for easy 
operation. 


end For FREE Wlastrated Catalog 


28 colorful pages of newly designed drivers 
and other tools. Complete listings of all stock 
items! Application tables for all drivers to 
‘fit the driver to the screw.” An invaluable 
buying aid... send for it, today! 





NEW Items Industry Needs and Wants 








Vaco REVERSIBLES... = typical of many 
new items in the Vaco line. Reversible blade 
has regular bit on one end, Phillips bit on 
CL — 138 the other. New interchangeable bit sets also 
available for Phillips and regular styles. 











FIRE-SAFE Handles... Vaco Ambery|* 
handles are listed under the reexamination 
service of Underwriters’ Laboratories . . . 
end the old nitro-cellulose fire hazard that 
barred many plastic handle drivers from 
large shops. Handles available in a wide 
variety of sizes. 








BERYLLIUM Drivers... with practically 
same strength as ordinary drivers . . . but 
will not spark. The opening wedge to many 
lip orders! 


‘ — 
VACO S/B V8 440" 
0 eran 


DISPLAYS ... There's a Vaco display for 
every purpose! Square blade, round blade 
and recessed head blade displays shown 
here are sure-fire business getters on any 
counter. im “ 
*Trade Mark Registered es I O. or 
’] si Mg Wy W! 

All Items Fully Covered In Our New Catalog 
PRODUCTS Co. 

317 East Ontario St., Chicago 11, Illinois 
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The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee 





Purchasing cxecutives’ reports show 
July business recording a further de 
cline, but at a slower pace than in May 
and June. There are several trend in 
dicators, which may be confirmed in 
August, showing that the declining 
cycle is approaching bottom. Produc- 
tion, under the handicap of vacations, 
makes a good showing in our reports, 
with 21% on the upgrade, and 49° 
holding to previously reduced sched 
ules. Order booking reveals the great 
est strength since the start of the d 
cline, with 30% reporting increases as 
compared to 28% on the down side. 
The downward price trend is reported 
showing a tendency to slow up and 
level off, though Purchasing Agents 
feel there are many adjustments still 
to be made. Purchased inventories con- 
tinue to shrink at the same sharplv de- 
clining rate reported for the three pre- 
vious months. Our reports on cmplov 
ment point to a slight reversal of thc 
past six-month trend, 45% maintain- 
ing the June pay roll average, 14% in- 
creasing. The predominant buying 
policy continues to be very short-range. 
A note of confidence, lacking in recent 
months, is evident in many reports for 
the July Survey. It is pretty well off- 
set, however, by the caution generated 
by pending wage negotiations in sev- 
eral important industries. 


Commodity Prices 


The general trend is to reduce 
prices, though important basic com- 
modities—copper, lead and zinc— 
have shown marked strength during 
July. Competition is becoming more 
active and more general. Salesmen bet- 
ter equipped to negotiate are calling. 
Opinion is repeatedly expressed that 
many prices must still be adjusted to 
the lower cost trends. Many priccs that 
have been reduced have further to go 
before price stabilization is reached. 


Inventories 


Industrial stocks continue to be re- 
duced at the sharp pace ‘set four 
months ago. There is more indication 
this month that some inventories have 
reached the lowest workable minimum. 
This is evidenced by increases in new 
orders, most of which are for limited 
quantities and near-term delivery. 





we 


eV. 


FLEXGRIP 


SUREGRIP 


ARMSTRONG-BRAY & C 


PLATEGRIP 


PLATEGRIP 
REPAIR PLATE 


HINGED PLATEGRIP 
BELT FASTENERS 


Complete lines of products that sell every day 


ARMSTRONG-BRAY & CO. is a manufac- 
turer of staple items, of products needed 
daily where power belts, conveyor belts 
are used, wherever gears, wheels or pul- 
leys turn. It is from such products that 
industrial Distributors enjoy continuous 
daily sales and profit. It is on such items 
that distributors must be ever mindful of 
handling, billing and similar indirect costs. 
ARMSTRONG-BRAY Lines are complete— 
not just one but both types of belt lacing; 
not a few gear and wheel pullers but 
many fast-selling industrial aut tive 
and special types. By standardizing on 
Armstrong-Bray products you can get all 
your needs from one reliable source, can 
avoid the expenses of buying, from many 
suppliers, can save in buying, transporta- 





tion, clearing, checking and handling costs 
—more profit on every sale. 

STEELGRIP Flexible Belt Lacing—is easily 
applied, anywhere by anyone. All you 
need is a hammer. 12 sizes. In standard 
boxes with 2-piece rocker hinge pins and 
a gauge pin included. Handy packages 
and long lengths are available. 
PLATEGRIP FASTENERS for heavy duty 
conveyor and elevator belts—available for 
belt thicknesses of 4" to 1/2". These 
PLATEGRIP FASTENERS are exceptionally 
strong and easily applied with special 
hand tools. PLATEGRIP FASTENERS make 
a tight joint that is flex ble and strong. 
This type of joint not only distributes the 
load uniformly across the belt but also 
conforms readily to shape rollers, trains 
or crown pulleys. 


Write for Catalog 


WIREGRIP Belt Hooks—come on cards with 
extra blue aligning strips that assure per- 
fect alignment of hooks and also prevent 
hook loss from handling. Wiregrip Hooks 
can be applied with any standard make 
lacing machine. 6 sizes. 


ARMSTRONG-BRAY Gear and Wheel 
Pullers provide an easy and efficient way 
to pull wheels, gears, pulleys, bearings, 
eic. from shafts; they save time, save irre- 
placeable parts, prevent battering of ma- 
chines and equipment. 12 types, 41 sizes 
and capacities including: CHAINGRIP 
universal pullers, STEELGRIP Rigid Arm 
Pullers and 2 or 3 drop forged steel arms, 
and many automotive, refrigeration, oil 
burner and other special purpose pullers. 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway 


Chicago 30, U. S. A. 
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Over-all purchased inventories are be- 
lieved to be in a healthy condition and 


now WPE HELPS INDUSTRY in balance with current requirements. 
Buying Policy 
SAVE TIME, CUT COSTS. ee | Hand-to-mouth to 30 days’ buying 


range is the policy of 70% of the 
Purchasing Agents reporting. Though 
there is increased buying, the trend 
is to order frequently in small 


“7 


amounts, even at the loss of quantity " 
discounts. Weighing the advantage | 
of quantity discounts against pos- 


sible price reductions and the short- 
term production plans being generally 
followed, finds Purchasing Agents 
being extremely conservative. 


van 


Employment 


41%, the lowest percentage of re 
ports since December, show further 
employment declines. 14%, which 
is the highest since November, te- 
port additions to pay rolls. Several 
industries which were cut below 40 
hours a week have increased the run- 
ning time. Productivity is improv- 
ing, with the better operators being 
retained or called back. White col 
lar workers are readily available in 
several areas. 





Specific Commodity Prices 


Following extensive price declines, 


GRIDS, DOORS; SHELVES _ copper, lead, zinc and their products 
Wid PERMACEL. 7 


headed a short list of commodities 


KEEPS LOOSE PARTS FIRMLY IN | on the up side in July. With sub- 
PLACE, CLEAN WHEN stantial reduction of production and 
ITS as | increased demand, these materials 

‘ | are reflecting a change in the supply- 
demand picture. 

Others up, were: alcohol, new bur- 
lap, ceramics, corn, limerock, cot- 
AROUND EDGES AND ACROSS : | — oft jn oil, rosin, — 

ported down: ammonia, asphalts, 

FACE FOR PROTECTION trucks, butanol, carbons, castings, ex- 

AGAINST CHIPPING, cept nonferrous, chemicals, chipboard, 
SCRATCHING. | coal tar, cotton linters, dyes, elec- 
trical equipment, feldspar, ferrosili- 
con, fiber, foods, coal, coke, fuel oil, 
gelatin, leather, lumber, methanol, 
mercury, plastic powders, lubricating, 
linseed, soybean oils. Pipe and fit- 
tings, platinum, paper and _ pulp— 
parafin wax, rubber, shellac, steel 
scrap, cotton and rayon textiles, tires, 
turpentine. 








PERMACEL TAPES are omnes 
tested under toughest conditions [0 
hesion, stretch. Play safe —use 


° y-developed, carefully 
e 
® 
: LET OUR TRAINED TECHNICIAN 
s 
* 
e 
a 


r tensile strength, ad- 





PERMACEL! 


§ come and help you 
th PERMACEL TAPES. 


find ways of cutting time and costs Ww! 


Canada 


Canadian general business con- 
tinues to slide off. Where they have 
been on a higher level than the 
United States for several montis, 
July reverses the position. Commodity 
prices are holding better; inventories 
are not being reduced as rapidly as 
in the United States. Employment is 


INDUSTRIAL TAPES increasing—mostly seasonal. Buying 


policy about the same as the United 


INDUSTRIAL TAPE CORPORATION e NEW BRUNSWICK, N. J. States. 


@ 
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Fig. 531-P 


350 Ibs. Steam * 1000 Ibs. OWG 


Reading, Po. + Atlanta « 


STEM high tensile rolled bronze. Large diameter 
and long thread contact. 

PACKING NUT and gland follower of heavy 
bronze transmit even pressure onto packing. 
STUFFING BOX large and deep. Packed with 
formed rings of braided asbestos, lubricated and 
graphited. Can be repacked under pressure. 
UNION NUT heavy, rugged. Facilitates removal 
and replacement without danger of distorting 
body or threads. 


BEVELED JOINT permits tighter union between 
body and bonnet. 


DISC LOCK-NUT holds disc securely to end of 
stem. 


BODY P & C High Test Bronze. Reinforcing 
ribs give added strength. Heavy end hexes with 
standard, full length threads. 


which contains a 
detailed description of § 
this valve. Ask for DH-116 | 


Baltimore * Boston * Chicago * Denver * Detroit * Houston 


New York + Philadelphia + Pittsburgh * San Francisco * Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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D-A-T-Es§ 
TO REMEMBER 





Sept. 11-14 — National Industrial 
Storcs Association, Ambassador 
Hotel, Atlantic City. 

Sept. 12-16 National Instrument 
Conference & Exhibit, Municipal 
Auditorium, St. Louis, Mo. 

Sept. 17-20—Mail Advertising Service 
Association, Congress Hotel, Chi- 
cago. 

Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago, Ill. 

Sept. 21-23—Direct Mail Advertising 
Association, Congress Hotel, Chi- 
cago, Ill. 

Oct. 4-6 — Industrial Packaging & 
Materials - Handling Exposition, 
Convention Hall, Detroit. 


| Oct. 10-13—Hardware Convention, 


Help Production Speed 


Many manufacturers looking for ways to cut production 
costs have found that Klein Pliers on their production 
lines will save valuable minutes on assembly line which 
rapidly add up to important man-hours. 

There are two reasons for this: 


First, the Klein line includes pliers specially made 
for every job. 

Second, Klein quality assures perfect alignment of 
jaws—matched cutting knives that stay sharp—the cor- 
rect spring to hand-fitting handles that minimize fatigue. 

If you are interested in saving production time—in 
increasing workers’ efficiency—see your Klein supplier. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


The Klein Pocket Tool Guide, showing 
the Klein line and containing useful 
information, will be Wiailed on request. 


Mathias A WE BN] & Sons 


3200 BELMONT AVENUE CHICAGO 18 Oe Oe os 
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American Hardware Manufacturers 
Association, Atlantic City, N. J. 
oe 12-15 — National Hardware 

Show, Grand Central Palace, N. Y. 

Oct. 17-21—National Metal Exposi- 
tion, Cleveland, Ohio. 

Oct. 23-26—Annual Conference & 
Products Exhibit of the National 
Institute of Governmental purchas- 
ing, Hotel Cleveland, Cleveland. 

Oct. 24-28—National Safety Congress 
Exposition, Chicago, II]. 

Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 

Nov. 2-5 aint Industries Show, 
Haddon Hall, Atlantic City. 

Nov. 4-6—Annual Paint Industries 
Show, Chicago. 

Nov. 14-18—Sixth All-Industrv Re- 
frigeration and Air-Conditioning 
Exposition, Auditorium, Atlantic 
City. 

Nov. 26-Dec. 3 — National Farm 

~ Show. Coliseum, Chicago. 

Nov. 28-Dec. 2—Building & Factory 
Maintenance Exposition, 71st Arm- 
orv, New York. 


| Nov. 28-Dec. 3—Chemical Industries 


Exposition, Grand Central Palace, 
New York City. 
1950 


| Jan. 16-19—Plant Maintenance Show, 


Auditorium, Cleveland, Ohio. 


Jan. 23-27—-Southwest Air Condition- 


ing Exposition, State Fair Park, 
Dallas, Texas. , 

Jan. 25—Annual Dinner of New Eng- 
land Iron & Hardware Association, 
Convlev Plaza, Boston. 

Mav 8-12—American Textile Machin- 
erv Exhibition, Atlantic Citv. 
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Dawa WIS 


of Charneler 
is" 
The building of the present Bunting Distriburoey 
organization has not been a matter of weeks 
or months; it has taken years. 
Beginning before the war and finishing in these first 
post-war years we, at Bunting, know we have the 
finest Distributor organization in our history. 
These Distributors have, instantly available for you, 
Bunting Standard Stock Bearings and Bunting 
Bars of Cast Bearing Bronze. The leading Distributorin 
your community is, almost certainly, the Bunting : 
Distributor. The Bunting Brass & Bronze Company, 
Toledo 9, Ohio. Branches in Principal Cities. 


BRONZE BEARINGS 
PRECISION BRONZE BARS 


BUSHINGS 
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South Sixth Street 


Discover How 


cr0- Seal. 


HOSE CLAMPS 





More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
‘the clamp-end engages with the 
worm. Wo loose parts to drop. 


« UNIFORM 
, CLAMPING 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tuber 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 








NEW LINES 
taken on by 
DISTRIBUTORS 





The Hines Bearings & Industrial Sup- 
' ply Co., of Billings, Mont. has been 
appointed distributor of Hewitt in- 
dustrial rubber products in Billings 
and surrounding territory. 


Pye-Barker Supply Co., Atlanta, Ga. 
has been named an authorized dis- 
tributor for the Carboloy Co., Inc. 
In adidtion to Atlanta, the com- 
pany will also supply users in the 
northern counties of Georgia. Stand- 
ard tools, blanks, carbide-tipped 
masonry drills and diamond impreg- 
nated carbide grinding wheel dress- 
ers will be carried in stock. 


Robert J]. Uplinger, Inc., Syracuse, 
N. Y., has been named dealer for 
Allis-Chalmers motors, controls, 
Texrope drive equipment and cen- 
trifugal pumps in eleven counties in 
New York State. 


Henry Upjohn, Kalamazoo, Mich. has 
been appointed distributor for prod- 
ucts manufactured by the Rust- 
Oleum Corp. 


Moore-Morris Co., Cambridge, Mass., 
has been named dealer for Allis- 
Chalmers motors, controls and Tex- 
rope drive equipment. 


Southern Pipe & Supply Co., Orlando, 
Fla. has been named Allis-Chalmers 
dealer for centrifugal pumps. 


M. Glosser & Sons, Johnstown, Pa. has 
been named dealer for Allis-Chal- 
mers motors, controls and Texrope 
drive equipment. 


Hayden Supply Co., Grand Rapids, 
Mich., has been made a distributor 
for pumps manufactured by the 
Peerless Pump Division. 





FREE SAMPLE: oir cit wihou obligetion 


NAME 





COMPANY 





ADDRESS 





BREEZE CORPORATIONS, INC. 


AIRCRAFT STANDARD PARTS CO. DIVISION 


Newark 7, N. J 


CITY & STATE 
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A New York Newspaper said in 1856, 
“The habit of drumming for customers 
is now almost universal; yet it is often 
disagreeable, sometimes quite disgust- 
ing and always to be deprecated.” 





“How far ahead is Omaha?” 

“Wa'al”, said the rustic, “The way 
you're headin’ it’s about 23,998 miles, 
but turn around and it’s less’n two 
miles!” 








No Other Blade Offers You 
Better Profits, Greater Customer Satisfaction 


When a hack saw blade promises to cut saw- 
ing costs 20% to 50% and delivers what it 
promises, it’s bound to find ready acceptance 
fast. That is the story of “Jet-Edge” — the 
great new Millers Falls blade that has proved 
itself time after time in metalworking plants 
throughout the entire country. 

Naturally, “Jet-Edge” distributors are 
making money and finding new customers 
with this rugged, unbreakable, safer-to-use 
blade. They can’t help it, when customers 
tell them how it outperforms the best blades 


MILLERS FALLS 
TOOLS 


eae pee 5 2 ar bis 
ft , Ag. CF 
TINNY Cree ie 


© 


THERE’S NOTHING LIKE IT! 
In addition to the sensational “Jet- 
Edge” blade, let the “Blu-Mol® 
Tensiometer” build your hack saw 
business and profits. This unique 
device greatly increases the cutting 
efficiency and life of any blade. 
Easily installed on all types of ma- 
chines, it assures constant, correct 
tension ... protects blades against 
shock ... promotes faster cutting 
. ». improves accuracy. 


they’ve ever used. The super high speed 
edge welded to an extra strong back is the 
reason why it stands up, even under toughest 
cutting conditions... why “Jet-Edge” blades 
are a distributor’s entree to the best hack 
saw business in his area. 

We have interesting reports which prove 
“Jet-Edge’s” cutting superiority and suggest 
its profit-possibilities for alert distributors. 
If you want to offer your customers the best 
hack saw blade service, write today to Millers 
Falls Company, Greenfield, Mass. 


iene 


MILLERS FALLS ‘ver-coce: 
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Here’s Help in 
| LIFTING ¢ LOWERING 





PLACING 
of Heavy Materials 








e EASIER 

e FASTER 

e SAFER 
oo ot 


e LOWER COST 


Send for Helpful New Catalog 





SALES HELPS 


from 
MANUFACTURERS 














GEARMOTORS 








GEARMOTORS-—Double and triple 
reduction units are illustrated and de- 
scribed in a 12-page catalog. A single 


| selection table and a new listing of 


Chester Hoists and Trolleys, in their basic forms and a 
number of special adaptations, are being successfully used 
in every type of industry. Time and again, they have 
proved themselves to be a self-liquidating investment in 
better materials handling—by saving valuable man-hours, 
eliminating damaged materials and production delays. This 


new catalog tells you why 


CHESTER SPUR 
GEARED CHAIN 
HOISTS. Sizes from 
14 ton to 25 tons. 
Timken bearings 
insure smooth oper- 
ation, long life. Re- 
taining break holds 


CHESTER TROLLEYS. Available in 
either plain or geared types, with 
either Timken or plain bearings. 
load at any position. . 

CHESTER DIFFERENTIAL HOISTS, Designed for 
use where occasional lifting is required at 
minimum expense. Made in 4%, %, 1 and 
1% ton sizes. 


THE NATIONAL SCREW & MFG. CO. 


Chester Hoist Division Lisbon, Ohio 
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| minimum sprocket wheel diameters 
| are two special features. Diagrams and 
| arrangement numbers for right and 


left hand, floor, ceiling and _ wall 
mountings have been placed directly 
under the dimension drawings of the 
double and triple reduction  gear- 
motors, with all dimensional data on 
the same page.—Link-Belt Co., Chi- 
cago, Ill. 


TAPS & CUTTING TOOLS—Are 
covered in two booklets which contain 
illustrations of the tools and specifica- 
tion tables of size and price.—Na- 
tional Twist Drill & Tool Co., Roches- 
ter, Mich. 


SANDERS — A_ 20-page, illustrated 
booklet gives information on the man- 
ufacturer’s line for sanding and rub- 
bing plastic, metal, wood, stone and 
leather. Specification and price data 
are given, along with operating instruc- 
tions. — National Air Sander, Inc., 
Rockford, III. 


SAFETY EQUIPMENT -— Including 
goggles, spectacles, helmets,. face 
shields, lenses, and plates are illus- 
trated and described in a 36-page cata- 
log. Each page is made up so that the 
user can easily identify the application 
of cach product, its construction de- 
tails and important features, thus se- 








ESL promotion like med 


Fluorescent signs like these point 
you out as an authorized SUS 
Distributor! 





a 
this Advertising like this 


tells the SUS Quality 
Product story to the men 
who buy in your area! 











* 
this Films and other 


sales material plus 
experienced sales assistance 
... help your salesman 





to move the DS 


Products from your shelves! 





helps you sell MORE! 


When you are an S£S"° AUTHORIZED Distrib- 
utor, your sales efforts are backed by an SIS 
organization that is merchandising wise . . . as 
well as engineering wise. 


Your sales efforts are made easier by every sales 
aid from national advertising to counter display 
cards. AND, the quality of SISF Products is 





INDUSTRIAL BALL and ROLLER BEARINGS ENGINEERED BY 


J 
this Catalogs and litera- 


ture like these point out 
the large variety of DISF 
Products... you carry and 
sell a complete line! 














recognized by the men who buy, influence or 
specify ball and roller bearings. 

Make good use of SSF Sales Promotion mate- 
rial . . . it can help you sell more . . . easier 
and faster. Get the details and all the material 
you need by writing: SS Industries, Inc., 
Philadelphia 32, Pa. 6687 


oKF 
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MORE HOLES PER DRILL 











You can do better with... 





GROUND FR THE SOLID 


ce) ao 
yee 


E 
P 


° 


You get more holes with every Ace Drill because they are manufactured under an 
exclusive process that assures ideal heat-treating conditions, and proper drill 
design. The extensive Ace line, includes high speed steel drills and reamers; 
tungsten carbide drills for non-ferrous metals and plastics; and carbide tipped 
drills for hardened steel. 


JOBBERS... 


WRITE FOR COMPLETE CATALOG AND _IN- 
FORMATION REGARDING OPEN TERRITORIES. 
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lecting the items meeting his exact 
requirements.—Burdett Oxygen Co., 
Cleveland, Ohio. 


PRESSURE RECORDER — A new 
bulletin describes the manufacturer’s 
absolute pressure gages and gives data 
on the new principle of operation em- 
ployed which makes it possible to 
record accurately and automatically 
control absolute pressure within a 
scale range as low as zero to 20 milli- 
meters of mercury absolute.—Bristol 
Co., Waterbury, Conn. 


VALVES-—A new folder describes the 
company’s bronze globe and angle 
valves with renewable composition 
discs. It features a large blow-up of a 
sectional drawing and includes a table 
of available sizes and dimensions.— 
Kennedy Valve Mfg. Co., Elmira, 
N. 7. 


SOLENOID VALVES-A new bulle- 
tin describes the manufacturer’s sole- 
noid valves in detail. Data includes line 
drawings, specifications, types, sizes, 
capacities and operations. — Skinner 
Chuck Co., Norwalk, Conn. 


SPROCKETS—An 80-page, profusely 
illustrated catalog lists stock and engi- 
neering data of value in selecting, pur- 
chasing and making applications of 
sprockets and roller chain drives.— 
Cullman Wheel Co., Chicago, III. 





CHUCKS-A revised engineering cata- 
log covers all sizes and styles of 4-jaw 
independent chucks, 3 and 4-jaw self 
centering, 2 and 4-jaw combination 
and 2-jaw chucks and collet chucks. 
Photographs and engineering - draw- 
ings, with dimensions, weights and 
price lists make this catalog a veritable 
engineering manual for all current 
types of hand operated chucks manu- 
factured. — Cushman Chuck Co., 
Hartford, Conn. 








GOOD PRODUCTS 


with a 
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HOME 


RUBBER PRODUCTS 
BELTING 


Transmission 
Conveyor 
Elevator 


HOSE 


Steam Suction 
Acid Water 
Spray Air 
Chemical Jetting 
Brewers Sand Blast 
Fire 


PACKING 


Sheet and Rod 

Hot and Cold 

Air and Acids 
Water and Steam 


“N.B.O.”" The original Black 
Sheet Packing . . again In 
stock for immediate shipment. 





Offices: 


” 


grows the acceptance for 


HOME RUBBER PRODUCTS 


Home Rubber’s more than sixty- 
five years’ specialization in pro- 
ducing mechanical rubber goods 
has resulted in better products 
more widely distributed and 
more widely recognized. All of 
which means that distributors 
making Home Rubber their 
source of supply are in position 
to cash in on the ever-widening 


acceptance of these quality 


products throughout all indus- 
try. 

You can depend on Home Rub- 
ber for the hard-to-get mechani- 
cal rubber specialties your cus- 
tomers insist on. You can se- 
cure them with a personalized 
service that means so much 
these days when you need to ren- 
der a special service to sell your 
customers. 


HOME RUBBER COMPANY 


Factory: TRENTON, NEW JERSEY 


NEW YORK: 80-82 Reade Street, CHICAGO: 168 N. Clinton Street 
LONDON, ENGLAND: 107 Clifton Street, Finsbury, E. C. 
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Desmond 
PLANNED SELLING IS PAYING OFF 


in 49 
> 


“Practical Tips’ on dressing grinding 
wheels is the theme of Desmond’s 3-Star 
campaign, appearing in six leading trade 
publications, helping users to get more 
service from their grinding wheels at 
lower cost, and helping you to sell more 
Desmond Dressers. Only Desmond makes 
a complete line of dressers and cutters— 
sold exclusively through industrial dis- 


tributors. 


More than 50,000 copies of the Des- 
mond Dresser Guide distributed. This 
valuable 9’’x 12” wall chart on faster, 
easier grinding through proper dresser 
selection—released early this year — met 
with immediate welcome as a “door 
opener” for industrial distributor sales- 
men. Customers find it attractive, helpful, 


easy to use. 


A constant stream of Desmond folders, 
booklets, and data sheets continually 
strengthen acceptance of Desmond prod- 
ucts and help distributors capitalize on it. 
You'll find it profitable month-after- 
month, year-in-and-year-out to tie your 
sales efforts in with Desmond’s planned 
selling. 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 








the only complete line of grinding wheel 


DRESSERS & CUTTERS 








BALL GF 
DRESSERS 


214 


curren TY? TYPE DRESSERS 


SIMPLEX 


wien _— TOOLS WHEEL TYPE 
STEEL-SLIDE VISES 
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BELT CONVEYOR —A 4-page, 2- 
color folder describes and einen 
the company’s portable power belt 
conveyor. Horizontal and inclined ap- 
plications are shown, while a special 
section describes construction features. 
The back cover contains an engineer- 
ing drawing and a specification table 
gives dimensions, belt widths, motor 
hp ratings, adjustments and weights.— 
Rapids-Standard Co., Grand Rapids, 
Mich. 


BRAZING -— Information, _ including 
applications and development, is con- 
tained in a 4-page folder which fea- 
tures a picture story on how to make 
copper tanks.— Handy @& Harman, 
New York, N. Y. 


PUMPS-—F our main types covering 26 
basic series of self-priming centrifugal 
pumps are apne ge and illustrated in 
a 12-page, 2-color bulletin. It opens 
with a comparison of the different 
kinds of centrifugal pumps and a 
check list for selection guidance. An 
important feature is a section devoted 
to general information on industrial 
pump installation and a typical ex- 
ample of the procedure used in engi- 
necring and _ installation. — Marlow 


Pumps, Ridgewood, N. J. 














COUNTER DISPLAY — A. Diack, 
orange and white counter display, 16 x 
22-in. high, holds 12 adjustable crow- 
foot attachments. Firmly fastened to 
the display by soft metal clips, the 
attachments are easily removed when 
sold and can be readily replaced.— 
]. H. Williams & Co., Buffalo, N. Y. 


INDUSTRIAL REVIEW-The elev- 
enth issue of a report of the manufac- 
turer’s tapes at work. Nine basic 
applications with a few typical uses of 
each are listed on the inside back 




















These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 





Square head and headless—cup point—case hardened—sizes ¥4" 
diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS © SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Balata Belting 
Solid Woven & 
Belting—raw, 


impregnated, coated. 
Many widths and plies. 


me ‘ Belting Specialties 
Pep. 


" be AM . 
SAE ORRADS A Dh hd ODRBARD AD 





Vietor Batata & Texeite Bening C e 
53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. 
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cover. Also included are _ illustrated 
articles and accompanying explana- 
tions of how to utilize the products.— 
Industrial Tape Corp., New Bruns- 
wick, N. J. 


DEMONSTRATOR —A new “pull- 
tab” demonstrator shows the way the 
company’s one-piece blind rivets with 
inside threads are installed. It cites 
their advantages and explains how 
they work.—B. F. Goodrich Co., Ak- 
ron, Ohio. 


SOCKET SCREWS -— Specification 
and dimensional data, shipping weights 
and thread lengths in tabular charts 
are contained in an illustrated 16-page 
catalog. Many standard items carried 
in stock are listed. Cutaway and dia- 
grammatic charts and key kits illus- 
trated with charts showing _inter- 
changeability of keys are also included. 
—Brighton Screw & Mfg. Co., Cin- 
cinnati, Ohio. 


TIPS & BLANKS—A new 14-page 
catalog section covers specification data 
and list prices on standard, modified 
standard, semi-standard and modified 
semi-standard tips and blanks.—Firth 
Sterling Steel & Carbide Corp., Mc- 
Keesport, Pa. 


STEEL CHAIN—A 12-page bulletin 
contains complete specifications on + 
to 1}-in. diameter steel chain. It in- 
cludes working load limits, definitions 
and cautions, recommended use and 
details of chain service for the manu- 
facturer’s steel chains, sling chains and 
attachments.—S. G. Taylor Chain 
Co., Hammond, Ind. 


PUMPS—Two new bulletins offer de- 
tailed information on the manufac- 
turer’s compressors and dry vacuum 
pumps and self-priming centrifugal 
pumps. The former bulletin contains 
labeled diagrams and _ specification 
tables—Worthington Pump & Ma- 
chinery Corp., Harrison, N. J. 


HOSE-Catalog No. 30 gives typical 
applications for the manufacturer's 
line of lightweight, strong, flexible 
spiral wire reinforced hose. It also 
includes information on_ ring-rein- 
forced retraactable hose and non-rein- 
forced collapsible hose and accessories. 
rag ag Ventilating Hose Co., 
New York, N. Y. 


TORCH OUTFIT — Information, 
both specification and price, is given 
on soldering accessories, tip extensions, 
handle assembly, stock hose assemblies 
and miscellaneous equipment making 
up the manufacturer’s master torch 
outfit. — Industrial Engineered Prod- 
ucts Co., Los Angeles, Calif. 











Sell Johnson Bearings 
on 


Quality and Accuracy 


‘Tuese FEATURES have proved to be 
business-getters for Johnson Bronze Distributors for 
years. When customers get to know the uniformly high 
quality and precision of Johnson Sleeve Bearings they 
become steady repeat-buyers. 
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TUMOCH ULC 


SLEEVE BEARING HEADQUARTERS 















Every 
Modern 
Means known to science is em- 


ployed at Johnson Bronze to control 
and protect the consistent, uniform 
high quality of every Johnson product. 





Modern testing devices such as this 
dynamometer determine in advance 
the performance ability of every type 

of Johnson bearing. 
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Did you know that Kester makes over A 
100,000 sizes and types of flux-core solder? 


Hirth of Mau-Sherwood 
Is Made Firm’s Secretary 








George Hirth, manager of purchases 
at The Mau-Sherwood Supply Co. has 
been elected secretary of the company. 
He started with the firm in out-of 
town sales 32 years ago. 

In 1943, he became manager of pur- 
chases and will continue to retain that 
position in addition to his new secre- 
tarial duties. 

Mr. Hirth is a member of the Pur- 
chasing Agents Association. Before 
his tenure in Cleveland, he worked for 
the Standard Machine & Supply Co. 
in Pittsburgh. 


Williams Named to Sales 
By Edward Valves, Inc. 


X \ Thomas J. Williams of Houston, 
\ Tex, has been appointed a new sales 
BANS engineer in the southwestern states 


~ ‘ Qs | ee 

5 ae | hag ag Valves, Inc., East Chi 
i Formerl Mr. Willi 

A\ N y, Mr. Williams was em- 

HNN \\ \\ ployed by Pate Drilling Co. in Texas, 

‘Ny, NN and prior to that, he had experience 

| N rrr with the Texas Co. Recently he has 

| ini \ XN been undergoing a training program at 

\ HG the Edward home offices in East Chi- 

TATA AK cago. ; 
i Hi | } a Mr. Williams will make his head- 
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¥ \ 
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\ 


————— 


| quarters in Tulsa, Okla., with the 
yy Rockwell Mfg. Co. 
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OR over fifty years Kester has been concerned 

with producing solder for every phase of in- 
dustrial work. Have your customers take advan- 
tage of this experience by consulting Kester’s 
Technical Department on all soldering problems. 
There is no obligation. 


FREE—Technical Solder Manual Available on Request 


Send for Kester's new solder manual, 
“SOLDER and Soldering Technique.” 


KESTER SOLDER COMPANY ~*~ > ME\(SYN43% 


4201 Wrightwood Avenue « Chicago 39, Illinois 


Factories also at 4 0) LD E R PICK-UP order is assembled by Joseph 


N k, New J * Brantford, Canad Edwards of the inside sales staff at the 
lene tani W. J. Foss Co., Springfield, Mass., to 


be ready when customer’s man appears. 
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A MESSAGE TO ALL 


; MILFORD 


DISTRIBUTORS’ SALESMEN 


ny. hi There's a 


MILFORD ¥ It pays to TALK... SELL... AND 


bee Bi DEMONSTRATE the Exclusive 
re. ‘BF gay) X : “Easy Starting Teeth” feature 
= E of all Milford Duplex Blades 


Rarely does a product lend itself to the quick, 
impressive demonstration so easily given on 


AND HACK \ £ MILFORD’S EASY STARTING TEETH. It’s a 
He ONLY 4 |. & 
: rat ADES witH | §& perfect “natural” ... and it pays off, as we well know. 
\ Nj 
ial ie saw B @TiNG TEETH | E Right at the buyer’s desk, demonstrate with one 
ales ft EASY ate Sen 3 of your calling cards. Take a MILFORD blade in 
ates ; | 7 | —  advantagee 3 your hand (no frame is necessary) and gently push 
| ’ er , 
ni to give yen 4 the coarse teeth nearest your hand over the edge of 
” q i 2 | @ Starts cut at ony angle _— the card. These coarse teeth will catch on the edge, 
mas is — @ Teeth will not catch _ which is exactly what happens when the ordinary 
nce an ey | @ No scraping t° begin ne na tne B: type of blade is used in a frame. 
"A we, | duces cvtt! 4 
a e tantertelty so cutting line 4 Now take the same blade and push the smaller 
Shi poner setae fl length ofblede =F) EASY STARTING TEETH across the edge. How 
@ Wear dis ‘cutee &: easily it starts to cut! There is no sticking .. . no 
ead- Meo needtocut..ofhOW =" RK hesitation ... no forcing. This is how easy a 
the | a J No matter what YOU hot MILFORD'S know 


_ you'll find & DUPLEX blade cuts metal or any other material. 


" eccumuloted in over 


fecturing experience. * 4 It’s so simple ... yet so effective. And it helps 
Sail blode for the job -- 4 to sell more MILFORD DUPLEX BLADES. 
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MILFORD ¢ THE HENRY G. THOMPSON & SON CO. 


ie eae nee = Saw Specialists Exclusively for over 70 Years 
REZISTOR AND DUPLEX 


; NEW HAVEN 5, CONNECTICUT, U.S.A. 
HACK SAW BLADES 
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FINDING 
MONEY! 


Time was when Industrial 
Distributors considered bolts, nuts 
and screws “‘convenience items’’— 
carried mainly to keep their customers 
happy. 
Nowadays, however, progressive 
distributors have discovered that bolts, 
nuts and screws are high profit items that 
paint a pretty picture on the balance sheet 
year after year. They say that this discovery 
s “almost like finding money” 
Here are a few of the important reasons 
why fasteners are real profit makers: 
1. Turnover is fast—you can take your profit 
on your normal stock 8 to 12 times a year! 
2. Bolts and nuts do not depreciate—there is 
no chance of loss due to obsolescence or 
“storage depreciation.” 
3. No service expense involved—as there is with larger, more 
expensive, pieces of equipment. 

4. No loss in handling—such as leakage, or breakage. 

5. There is little sales expense involved in selling bolts, nuts and screws. 
They practically “sell themselves” if the 
customer is reminded of his need for them. 

Take these and other facts into consideration 
and you, too, will realize 
there's real money in fasteners! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th St. « Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham ¢ Chicago 


LAMSON ¢ SESSIONS 


INDUSTRIAL ‘DISTRIBUTION © “SEPTEMBER, 1949 





J. P. Dickinson 


| Changes In Personnel 


For Stow Mfg. Co. 


Jim) Dickinson, who has 


been with the Stow Mfg. Co. of Bing- 


hamton, N. Y. for the last 20 years, 


| has been promoted to the position 


of vice-president and general manager. 


| Mr. Dickinson had been vice-president 


in charge of sales since January, 1945, 
J. L. (Bub) Dickinson, who has 
been with the company for 14 years 


| and who has been vice-president in 


charge of production since 1943, has 
been promoted to vice-president in 


| charge of sales. 





W. W. (Bill) Rappman, who has 
been with the company for ten years 
and who has been assistant sales man- 
ager since being discharged from the 
Navy in 1945, has been promoted to 
sales manager. 


J. L. Dickinson 








on your gage, meter and instrument lines... 


WIPE OUT “NUISANCE MAINTENANCE? :.: 
DWARD FORGED STEEL GAGE VALVES 


hg 





OU'LL FIND MANY ADVANTAGES in Edward forged 
steel gage valves over bar stock valves for instrument 
and meter lines, pump vents, Diesel and gas engines. 


Here are eight important ones... 
1. Forged steel bodies for extra strength. 


2. Long taper semi-needle 
stem for close regulation. 


3. Extra broad seat joint for 
tight seating. 


4. Contoured T handle for 
easy operation. 


5. Safety taper threaded 
joint prevents bonnet 
backing out of valve. 


6. Hardened stem, 
lengthens life. 


a Bonnets and Ceetitiiew : i 
packing nuts sila f merrier 
EValized to reduce 

abrasion and 

corrosion. 


8. Priced competitively with less strong “bar 
stock” valves. 


Edward globe and angle gage valves are builtin three metals—carbon 
steel; all parts 13% chrome stainless steel; or all parts 18-8 stainless 
steel, sizes Ye"-1". Conservatively rated at 4000 Ib at 150 deg, or 
600 Ib at 750 deg. Write for Catalog No. 103. 


O Webiew, ne. @ 3 


SUBSIDIARY OF ROCKWELL MANUFACTURING CO 


EAST CHICAGO, INDIANA 
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312 Cedar St., en 
Owatonna 


Robert P. Melius 


Rockwell Establishes 
Power Tool Division 


The Rockwell Mfg. Co., Pittsburgh 
recently established a new division of 
the company, the Power Tool Division 
with headquarters in Milwaukee, to 
serve as the selling organization for 
the four divisions of Rockwell engaged 
in the manufacture of various types of 
power tools. 

Heading the new organization and 
reporting direct to the president is 
Robert P. Melius, for many years sales 
manager of Delta Mfg. Division in 
Milwaukee. 
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Recently, Mr. Melius and Wm. A. 
Marsteller, Chicago, were elected vice- 
presidents of the Rockwell Mfg. Co., 
Pittsburgh. Mr. Melius has been with 
Delta Mfg. for 19 years and has been 
sales manager of the division since 
1935. Mr. Marsteller for the past sev- 
eral years has been manager of adver- 
tising and market research for the 
company, as well as vice-president of 
Edward Valves, Inc., East Chicago, 
Ind. He is completing a two-year term 
as president of the National Industrial 
Advertisers Association. He is, also, a 
member of the American Marketing 
Association, the Association of Na- 
tional Advertisers and the American 
Statistical Association. 

Delta is one of the divisions whose 
output is to be marketed through the 
new Power Tool Division of Rock- 
well. Other Rockwell plants whose 
products are to be sold by the new di- 
vision are Arcade Mfg. Division, Free- 
port, Ill., maker of Delta-Homecraft 
power tools for the home workshop 
market; Red Star Products Co., Nor- 
walk, Ohio, maker of Delta-Multiplex 
Radial-Arm saws; and Crescent Ma- 
chine Division, Leetonia, Ohio, manu- 
facturer of crescent woodworking ma- 
chinery. 





ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 

Shapers. 


ARMSTRONG Turret Lathe and 
Screw Machine TOOL HOLDERS 
Drill Holders, Cutter Holders, 
Finishing and Knurling Tools for 


ARMSTRONG HIGH SPEED 
Ready-to-grind Bits...Ground Cutters. 
ARMALOY Cast Alloy CUTTER-BITS 

ARMIDE Carbide-Tipped CUTTERS 
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ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp 
Dogs. 12 types, all sizes. 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types, 
both plain and reversible. 


6 cutter shapes, 12 sizes—2 grades. 


ARMSTRONG Drop Forged 
“C"" CLAMPS 
Heavy Duty, Medium Serv- 
ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also Machinists’ Clamps. 


ARMSTRONG Drop Forged 
Wrenches 
Both Carbon and Alloy Steel. 
Over 100 types in all sizes. 
Improved designs, steels, and 
heat treating ... stronger. 


ARMSTRONG Setting Up 
Tools 
A complete line of Drop 
Forged Strap Clamps, Planer 
and Bracing — and T-slot 
ts. 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


standard operations. 


ARMSTRONG Drop Forged 
Eye Bolts 

Plain or shoulder pattern. 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 
Vises. 


tiple | ARMSTRONG BROS. TOOL CO. 


; : “TE 90: 4 
anu- 
7 ma- 1 0 Ltd bn aca eo — — better 5205 W. Armstrong Ave. Chicago 30, lil. 
nS wit ar ene » alloy Or drop lorg parts Eastern Whse. and Sales: 199 Lafayette St., New York 12, New York. 
wherever they will add to strength or tool life. Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 
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KEEP AN EYE on the new products 
coming onto the market, if you want 
to get a couple of steps ahead of your 
competition: That’s the advice of 
Treasurer C. P. Spuck of Sager-Spuck 
Supply Co., Inc., Albany, N. Y. dis- 

tributors. d ' 
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American Brake Shoe Co. 
Purchases War Plant 


American Brake Shoe Co. an- 5 
nounces that it has contracted to pur- 
RUST- OLEUM Stops Rust! chase from the WAA a former oe sti 
plant at 344 Vulcan Street in Tona- 
we | wanda, N. Y. The plant is located 
near the Buffalo city line and is ad- Eacl 
jacent to the Farrel-Birmingham Co., figu 
Inc. — 

It will be operated by Brake Shoe’s om 
Ramapo Ajax Division, manufacturers pre 
of railroad frogs, switches, and special al 
trackwork. The division plans to trans- 
fer certain operations from its Hillbum poh 
and Niagara Falls, New York plants to wit 
the newly-acquired plant in the near 
future. 

Edward R. Anderson has been ap- 
pointed vice-president of the Kellogg 
Division of American Brake Shoe. He 
is located in San Francisco, Calif. 

He has been in the engineering and 
sales departments of the Brake Shoe & 
Castings division since joining the 
company in 1930. He became district 











In the first six months of 1949, Rust-Oleum sales were 26% greater than 
for the same period in 1948—and, month by month, they continue to show 
substantial gain. That's solid proof that Rust-Oleum has the sales power 
that distributors want. Positive protection for metal against rust is a 
“must” in every maintenance program. Rust-Oleum’s effectiveness in 
stopping and preventing rust is outstanding. Each new sale makes a 
repeat buyer. 





Every industry is a possible buyer. Factories, utilities, public works de- 
partments and thousands of other potential users need Rust-Oleum low- 
cost, long-lasting protection. It cuts Preparation time, goes on faster 
right over the rust, saves valuable “man hours” in application and out- 
lasts ordinary materials many times. Our plan of selective distribution 
and hard-hitting sales promotion gets results for distributors. 


ad 





Rust-Oleum Makes Money for Distributors - Here's Why: 





@ Rust-Oleum is a good profit, REPEAT SALE line that offers practical time, 
labor and money-saving advantages. 


@ An exclusive formula provides a powerful sales story that gets new business and 
wins more volume from established accounts. 


@ Rust-Oleum gives lasting protection—at a big saving over any other anti-rust 
method. It prevents rust . . . and is decorative too—available in aluminum, all 
colors and white. Dries to a firm, hard finish. 


@ It’s very easy to apply. No sandblasting or chemical cleaners are necessary. 
Brush, dip or spray after wire-brushing. 


@ Rust-Oleum is easy to sell—salesmen require no complicated technical knowledge. 


@ Advertising in Time, Newsweek, Business Week, Factory and other nationally- 
read publications, plus direct-mail, directories and our complete catalog in 
Sweets’ draws salesmaking inquiries for distributors. 


@ A proved sales program, backed by Rust-Oleum’s trained field engineers helps 
you to get sales volume faster. 


Write today for complete information on Rust-Oleum's tested promotion 
plan based on selective distribution and sales promotion program. 


2413 Oakton St., Evanston, Illinois 
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sales manager of the Pacific district for 

this division in 1947. He will con- 
tinue to serve in this capacity in addi- 
tion to his new duties. 





PRODUCT KNOWLEDGE always 
helps, so C. H. Moreland and Jimmie 
Smith of Industrial Suppliers, Inc., 
Jackson, Miss., bone up between cus- 
tomers at the retail sales counter. 
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with the 
deal designed for you! 


5 Yew FHP Belt Assortments 
pur- 
_ streamlined for extra Profits 


ona- 

ated 

; ad- Each assortment is scientifically balanced in accordance with national sales 

Co., figures to provide fast turn-over and extra profits—tailored to give maximum 

coverage with minimum investment. They consist of two specially prepared 

distributor assortments and three fast movers for dealers. Attractively colored 

metal wall display boards are furnished with each distributor assortment, 

; and a new type display rack, brightly colored for dealers. Its design permits 

ecial ready access to each belt without removing other belts on the rack. 1, Display rack (above) 


rans- "for 40-H and 40-R 
wan All assortments include Manhattan Whipcord FHP Belts, noted for quiet a. Sas 
and smooth running and with wide margin of strength. racks large enough for 
its to , 10 to 12 belts, or 8-hook 
near metal wall display 
“A” ASSORTMENT — for a medium size distributor stock. It is a well-rounded boards (right) 
inventory of Popular and Semi-Popular Belts. 350 belts in 119 sizes, with 
ten 8-hook metal wall display boards. 


10€’s 
urers 


2. 3-in-1 Size Gauge 
“B” ASSORTMENT — for large distributor stock. Provides maximum coverage —— 
with minimum investment that will yield an attractive profit. 850 belts in 
: P Dealer Data Book. Over 72,000 SS 1) = 


154 sizes, with fifteen 8-hook wall display boards. 


40-H ASSORTMENT — for large hardware dealers. Consists of 40 carefully 
selected sizes. Will service over 1500 different makes and models of 4 
machines a V-Belt Length Calculator 


® listings 


40-R ASSORTMENT — for refrigerator dealers and service men. Consists of 40 
belts in 32 sizes. Will service over 1800 different makes and models of 5. Display Pennant and Banner 
refrigerators and washing machines. 

25-H ASSORTMENT — for small hardware dealers. Consists of 25 belts. Ideal ins 
for the small dealer just getting started. Will service over 1000 different e Window or Counter Card 
makes and models of machines. 


7 Three Direct Mail Card Requests 


GET THE PRICE AND PROFIT PICTURE TODAY 


Each Manhattan FHP Belt Assortment contains the Sales Builders shown at 
right. These are your silent salesmen waiting for you to cash in on the 8. selection of 12 newspaper mats 
millions of FHP Belts sold every year in a fast growing replacement market. 
With the correct assortment for your locality, your profits are assured through 
~ 5 ; Price Ch ith helpful h- 
a steady turn-over. Write today for details on the deal designed for you. 9. deen eeions a Clap; 


Keep Ahead with Manhattan 
MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels * Bowling Balls 
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For easier sales... 


GORHAM 
M-40-U 
CENTERS 


OFFER A MIGHTY 
FINE PROPOSITION! 





So superior is this alloy that by actual fest it has 
shown results 3 to 10 times better than high 
speed steel and other alloy materials for 
centers. That’s important to YOU. GORHAM 
M-40-U centers are in big demand .. . an extra 
profitable item ina profitable line. M-40-U alloy 
is just one more reason for handling GORHAM— 
the line that sells itself. Cash in on its nation- 
wide preference: Choose GORHAM today. 


GORHAM 
TOOL 
COMPANY 


14400 WOODROW WILSON 
DETROIT 3, MICH. 
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Manufacturer’s Man 
Joshes The Pessimists 


Recently a manufacturer's man 
found himself in a strange city, mak- 
ing calls with the sales manager for a 
local distributor frm. What he saw, 
and heard, and about “the business 
situation” from the top down con- 
vinced him the future wasn’t as black 
as it was being painted. 

It occurred to him that his experi- 
ences that day would make good read- 
ing, so he put down what had trans- 
pired in the form of a dialog between 
a pessimist and an optimist. Much of 
what he writes in his half-serious dia- 
log has a great deal of truth in it, 
especially what he reports about pessi- 
mists in general, and some of the 
gloomy extravagances they get off. But 
here, judge it for yourself: 

* ok x 

“Everything's going to pot,” the pessi- 
mist said, reaching for the aspirin tab- 
lets. “Business is bad and it’s going 
to be worse.” Having delivered him- 
self of this weighty opinion, he lapsed 
into silence and contemplated the low 
state into which things had fallen. 

The optimist hadn't said much up 
to this point, but he thought it was 
about time to get in a few licks. So 
he nudged the conversation along with 
a purposeful “How come?” 

The pessimist rose to the bait. 
“How come?” he said. “Just take a 
look. It’s the same story everywhere. 
Production slowed up, layoffs, «nem- 
ployment at the highest point since 
the war, people not buying, export 
trade gone to hell, sales down and go- 
ing lower—.” He paused, “I’ve a good 
mind to say the devil with it and go 
to Florida.” 

“To the contrary,” said the opti- 
mist, lighting a fifty cent cigar. ““Busi- 
ness is good and it’ll be better. Un- 
employment today is nothing com- 
pared to prewar. National income is 
way up over the 30’s. Mill supply 
sales are 734% over prewar sales, and 
1948 was better than 1947 by 12.3%. 
(He was guessing at the figures, but 
he knew the pessimist was too busy 
counting his troubles to question 
them). “The business is there,” he 
concluded, “Just go out and get it.” 

“Bosh,” replied the pessimist. 
“Even if what you say meant any- 
thing—and it doesn’t—there’s too 
much competition. Why, do you 
know—” and here a pleased smile 
lighted his face, because he was em- 
barking on his favorite theme—“Do 
you know that when I went into busi- 
ness back in 1909 there were exactly 
three mill supply houses in the whole 
city?” He emphasized his point by 
stabbing three fingers at the optimist. 
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Fa 


arranged and low friction prove the 
utility—the balanced performance—of the 
gyroscope. Whether it spins in a piece of 
equipment or the hold of a ship—the result 
is balance. 
Keystone, too, achieves a positive balance in 
their Speed-Reducer and Enclosed Gear Lubri- 
cants. Maximum load requirements are met 
with a minimum of internal friction. Keystone 
does not depend on thickness or high viscosity 
to achieve body and film strength, but, through 
special materials and methods, produces /ow- 
viscosity, low-friction lubricants with sustained 


high film strength. 


These lower-density Keystone products pro- 
vide cooler, smoother operation, display a 


ee 
Tee@de Marts 


eyes 


Saat SPECIALIZED 


- wv 


high level of stability—they neither expand to 
cause leakage nor break down to accelerate 
wear. Engineering tests have shown resultant 
savings of 11.3% in power consumption alone. 
And, like all Keystone products, SR Lubricants 
cut lubrication time, increase machinery life 
and reduce lubrication costs—another example 
of specialization at work for you. 


Keystone Distributors from coast to coast 
know the special features of Keystone prod- 
ucts—features that make them serviceable... 
dependable... profitable. They know, too, 
Keystone’s clear-cut “partnership” distribu- 
tion policy. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa. 


$. Per. OFF. 


LUBRICANT SS BEGleae 
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|. “Yes sir, just three. And how many 
do you suppose there are today?” He 


R & M HOIST | waited a moment, and then answered 
his own question with triumphant 


“Sixteen! Sixteen mill supply houses 












with the in the city today, that’s how many,” 

His face resumed its normal melan- 

DOWN TO EARTH PRICE choly expression. “Every mill supply 
- - salesman who begins to deliver 4 





pretty good volume thinks he has to 


your customers demand go into business for himself. That's 
the trouble today,” he said. 

The optimist decided to slip a fast 
one between the pessimist’s rib. “And 
how did you get your start back in 
09?” 

“That was different,” replied the 
pessimist. “And anyway it doesn’t 
change things. There’s still too much 
competition. You mark my words,” 
and he stabbed the air with his fore- 
finger again, “some of these fellows are 
going out of business. There isn’t 
enough to go around.” 















ADJUSTABLE TROLLEY- 
MOUNTING AND 
ADAPTERS FOR ALL 
MONORAILS (HOOK OR 
STATIONARY MOUNTING 
ALSO AVAILABLE) 
















SPECIAL 
HIGH-TORQUE 
HOIST MOTOR 







Competition Is Healthy 






| “For once I find myself forced to 
agree, in part,” replied the optimist. 
“Of course there’s competition, and 
where there’s competition there will 
be failures.” He took a few sips from 
his glass. “Competition is the key- 
note of free private enterprise, and we 
aan nee are going to have it as long as the 

system endures. It’s a healthy con- 





SINGLE-UNIT 
HOUSING 















WIRE-ROPE CABLE 








ROPE OR dition.” The optimist paused, men- 
po tally calculated his bank balance, and 






offered a silent prayer for the perpcetu- 
ation of the system. Having done so, 
he continued, “All you’ve got to do 
is see to it that your business is one 
of the successful ones. For instance, 
take the salesman who goes into busi- 
ness on his own. Give him a chance 
| to make money, and mavbe he won't 
| be anxious to leave you.” 
| Up until now the pessimist had 
| been listening patiently, if morosely. 
At the sound of the word “more 
money,” however, he shot from his 
chair as though stabbed in the back- 
beam sizes. It has adequate lift for prac- side. “More money,” he | bellowed, 
tically all applications. Motor is especially built for hoist use pr his hands wildly. Operating 
| expenses today are sky high! Net 
by Robbins & Myers. The “J” has the rugged construction for profits have dwindled to nothing! 


long service with little maintenance. Skilled, experienced hoist | Taxes are up! Everything is up! And 


you say more money.” He snorted. 
: ; ; : “Hah—I'll cut wages, if anything.” 

tity-production economy into this value-packed package. The optimist took a few leisurcly 
Requires little headroom. Easy to install. Push-button control puffs on his cigar for he was enjoying 


R : x : Bd . ° of “e «= : 
for easy, fast spotting. Single-unit housing for positive align- | himself. ‘You ve got the cart before 
| the horse,” he said, mentally adding 


ie i =p , | 
ment. Sizes A /2 ne l on. wee for bulletin 451-ID. | “as usual.” “You've got to give your 

SOME TERRITORIES STILL AVAILABLE. | aihnaaan: Gee Mnetiien ty Glak * 
business, and make money doing it. 
As far as costs are concerned, the 


R © | B B ! N S & ed E R % bd i | C Py thing to do is to economize through 


greater efficiency.” 
SPRINGFIELD 99, OHIO © BRANTFORD, ONTARIO . “Efficiency!” ‘snorted the pessimist. 


MOTORS + HOISTS + CRANES + FANS > MOYNO PUMPS “With the kind of help vou get today? 
Now back in 09 we had real help. 






w J-1 
1000 LB. CAPACITY 


‘240 


HOOK SUSPENSION, 
ROPE CONTROL 
10 FT. LIFT 





ENCLOSED BLOCK 
WITH SWIVEL HOOK 












You know today’s story: your customers 
want plus-value. R & M has the answer 
in the new wire-rope “J” hoist. You can 
sell it profitably as low as $240. And you 



















don’t have to rebuild it because it is 









plenty versatile . . . lug, hook or trolley 
mounting . . . adaptable to 7 different 









builders have incorporated every technical advance and quan- 
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- > -Z *». Niagara Pilot Filter Unit with Aloyco Gate 
> WI ' ' : . : 


Valves of 18-8SMo stainless steel. 
from 
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tance, & Stainless Steel Valves,’’ says the Niagara Filter Corporation. 
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“It is a rare occasion when we have to replace one of the Aloyco 


Yet they say: ‘“‘The use of Aloyco Valves on these all-stainless 


steel pilot filter stations puts them to quite a severe test, since 
t had Aloyco Flanged 4 able in 18-85, 18- 


i j i ; Gate Valve, No. 8SMo, Alcyco 20 
these units are rented to all types of companies in the chemical, ir isom Wen ate Mn la 


12” inclusive. Avail- ’ resistant alloys. 


more food, fermentation and process industries, and they must with- 
back- stand the corrosive action and varying operating conditions of all 
ine types of food and chemical liquors. We ourselves often do not 

Net know what these units are being used for, but judging from the 
— reconditioning required occasionally, they get some pretty rough 


orted. usage...” 
1g. 

isurely 
joving © 
pl of frequent valve replacements these days. You can save money 
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> vor - all along the line by specifying Aloyco Stainless Steel Valves for 
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No company—not even yours—can afford the expensive luxury 


your corrosive-fluid pipelines. 


ALLOY STEEL PRODUCTS CO., Ane. 
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Profitable for Industrial | 


230 


Distributors 


because: 


They are widely and continuously advertised. 


Your local SHELDON sales engineer is 
always available to help you close sales. 


Prospects’ inquiries from advertising are sent 
to the local Distributor. 


Catalog is easy to read—illustrations, descrip- 
tions and specifications with available vari- 
ations are all on facing pages. 


Price lists illustrate and give “professional 


quotations” as well as prices for each model. 
66 variations of 5 basic tools meet every need. 


All SHELDON machine tools come crated 
fully assembled ready for use. 


Most widely used capacities in profitable 
“package sale” units. 


Meet or surpass N.M.T.B.A. Specifications. 


Fit into your power tool department—sell 
like portable tools, drill presses, ete. 


Give complete satisfaction and build repeat 
business. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes ¢ Milling Machines * Shapere 
4232 N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, U.S.A 


No 3000 P TS-56 B é No 8000 
Milling Machine Y : - 12” Shaper 
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Worked six days a week, ten hours a 
day, and did a good job of it.” 

The optimist, being familiar with 
this line, interrupted hastily. “I’m 
not talking about help, which, inci- 
dentally, is as good as it ever was. I’m 
talking about new methods, different 
systems, short cuts, incentives, freeing 
ourselves of traditional, old fashioned 
ways.” He paused to figure out a good 
solid below the belt jab. Having hit 
on one, he continued. “Now in my 
place, we have a damn good system. 
There’s a minimum and maximum 
quantity set up for every item. When 
a bin gets down to the minimum, a 
gong rings and yellow neon lights 
flash. If the bin gets empty, a gun 
goes off and red lights flash. In vour 
place, I bet vou take physical inventory 
once a month. I bet you have no cfh- 
cient stock control system to tell vou 
what your customers are ordering.” 

A bright red color suffused the pes- 
simist’s face, for this was indeed a sore 
spot. “I’ve been in this business for 
40 years, man and boy,” he said, vis- 
ibly trying to control himself, “and I'll 
be blankety blank—go to hell if I can 
see whv that kind of stuff is any more 
needed today than it was then. Good, 
common horse sense is all we need 
nowadays, and a change in the admin- 
istration.” The thought of such a 
change, even though highly improb- 
able, pleased him, and calmed him. 
“The trouble is with the manufactur- 
ers,” he announced. “We need a big- 
ger spread and they won't give it to 
us.” 


Cooperate to Cut Costs 


“Nonsense,” replied the optimist. 
He was about to say that spreads were 
quite adequate, but fearing a_ real 
explosion he decided against it. In- 
stead, he said, “All you need to do 
is find cheaper ways to do business. 
If you want to bring the manufacturer 
into it, make him help you cut costs. 
Holler for better packaging, labelling, 
shipping, billing, for clean cut policies 
and stronger jobber support.” He 
stopped to consider what he’d said, 
and then added thoughtfully, “I'll ad- 
mit it will take one hell of a long time 
to get results, but if you shove and 
shout long enough it can be done. 
And when you do you won’t be wory- 
ing about your spread.” 

The pessimist took two more aspit- 
ins, said firmly and distinctly, “Every- 
thing’s going to pot,” and stalked off. 
He went home to dream happily of a 
private heaven where depressions and 
crashes daily threatened to put an end 
to all business, and where there were 
no optimists. 

The optimist ordered another beer 
and took time out to count his bless- 
ings. 
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These Products have consumer acceptance and goodwill. . . 
sell fast and stay sold . . . offer liberal profits. Our firm—with 


SHEAVES © PULLEYS » PILLOW BLOCKS 


imist. more than 92 years’ specialized experience—is a reliable 


; were COUPLINGS e BEARINGS e COLLARS organization that makes a good, dependable line of products 
real sa a for the Mechanical Transmission of Power. Write for our attrac- 
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Threadwell Tools 
do many jobs 

















try them on your tough ones 


We dropped in to see one of our dealers the other day to tell him that Threadwell 
was now producing the Little Champ Two-Piece Double Bevel Adjustable Dies. 


“Oh, that's fine,” he said, in a voice husky from singing the blues. “What do I 
do with them?” 


Slightly taken aback, we pointed out that he was going to sell them .. . easily. 
“Uh huh. Like hot cakes, perhaps?” 


We are not a bakery, we told him, but manufacturers of the finest cutting tools 
in the business. 


“I know,” he said, “but guys are only buying a few items at a time these days. 
Piddle, piddle, piddle.” 


All the more reason to have a good line to sell 
when the order does come in, we said. Especially 
one that is well advertised and merchandized. All 
“Okay.” he said, “count me in. I was only pulling 


your leg anyway. Your story’s always made sense. 
By the way, please don’t block the cash register.” 


Are you taking advantage of the Threadwell story? 


THREADWELL TAP. & DIE COMPANY, Greenfield 


aps @ Dies @ Drills © Counterbores © Keyway Broaches ® Screwplates 


Massachusetts 


- p T 
® Gages ® Pipe 'hreaders 
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THE NEW DIRECTOR of steel 
sales for ‘Tay-Holbrook, Inc., San Fran- 
cisco distributor, is Charles S. Conrad, 
formerly general manager of sales for 
Columbia Steel Co. 





American Steel & Wire Co, 
Changes Operating Staff 


A number of changes in the com- 
pany’s district operating staff were an- 
nounced today by American Steel & 
Wire Co., U.S. Steel subsidiary. 

L. J. Westhaver, general superin- 
tendent of the company’s Donora, Pa., 
Steel & Wire Works, has been 
named Duluth (Minn.) district man- 
ager of operations for the Wire Com- 
pany. B. E. Pheneger, present Duluth 
district manager, has been appointed 
assistant to the vice-president of oper- 
ations and will make his headquarters 
in Cleveland. 

Harold Cope, general superintend- 
ent of the company’s Central Furnaces 
and Coke Works, has been named 
Donora Steel & Wire superintendent, 
replacing Mr. Westhaver. 

Harry O. Johnson, superintendent 
of the Donora blast furnaces, succeeds 
Mr. Cope as Central Furnaces and 
Coke Works general superintendent. 
Jacob W. Cox, assistant to superin- 


L. J. Westhaver 
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Lighten Materials Handling Loads 
with Richards-Wilcox ZIG-ZAG 
Continusus Power Conveyor 
Designed for carrying light loads within a confined space, 


Richards-Wilcox ZIG-ZAG OveR-Way continuous power 


conveyors are serving production and processing lines in 


every imaginable industry — increasing efficiency, cutting 
costs. If you have perplexing handling problems to solve, 
call or write the nearest office of Richards-Wilcox .. . 
outstanding makers of power conveyors and sliding door 
hardware... for free literature. 


Paes econ, Mtg. Co. 


FOR ANY DOOR A SLIDES 
RORA, ILLINOIS, 
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OveR-Way Conveyors 
Unburden Industry 


3 Styles Solve Any Overhead 
Handling Problem 


I] 


Richards- Wilcox Tru-Tred and Steel 
Beam OveR-Way for heavy loads 
up to 8,000 pounds. 


2 


Richards- Wilcox Tubular Trolley 
Track OveR-Way for medium loads 
up to 3,000 pounds. 


3 


Richards- Wilcox Zig-Zag Powered 
Chain OveR-Way for light loads to 
be conveyed through degreasing, 
finishing, baking and other 
processes facilitated by meander- 
ing conveyor track with power 
operated enclosed chain. 


RICHARDS 
WILCOX 


OVER 69 YEARS 





i os tendent of the Coke Works in Cleve- 
Wh | ¢c ea on €& ot these land, replaces Mr. Johnson as Donora 
blast furnace superintendent. 

Mr. Westhaver, a native of Melrose, 
Mass., and a graduate of Dartmouth 
College, joined the Wire Company 

F in 1928 as a tester at the South Works 

REG gs Aron in Worcester, Mass. After a few 
months he transferred to open hearth 

TR work and in 1930 was made a general 
foreman, Becoming assistant superin- 

tendent and then superintendent of 
the open hearth and rod mill, he was 


4 named superintendent of the steel 
is BEST for Your Job ? works in 1939. 


In 1942 he left Worcester to be- 
come assistant general superintendent 
of the Donora Steel & Wire Works 
and in 1945 became general superin- 
tendent, a position he has held since. 


Hall Joins Campbell 
At American Wheelabrator 


1A Series —Sta- 3A Series—Single Ball 3F Series—Single Ball 34 Series—Single Ball Watson P. Hall has joined Robert 
tionary Caster Race Swivel "Rader Race Seteal” Genter i cated "Games Campbell in the Toronto, Ont. sales 
ee ee Cee eS Cee Ge office of the American Wheelabrator 
& Equipment Corp., Mishawaka, Ind. 
For the past three years, Mr. Hall has 
been a member of the service engineer- 
ing staff of this same organization. 
Prior to joining American Wheela- 
brator in 1936, Mr. Hall was associ- 
ated with Consolidated Mining & 
Smelting Works, North Ontario and 
Nova Scotia, and with the Sullivan 
Mines in British Columbia. During 
3G Series—Single 14A Series—Tongue 23A_Series—Double Spring Action the last war he served with the RCAF 
— fe Se Swivel Caster Ball Race Swivel Caster Swivel Caster in England. 

Mr. Hall, a graduate of McGill Uni- 
versity in Montreal, is a member of the 
Canadian Institute of Mining and 
Metallurgy. 





36A Series—Double 40A Series—Double 41A Series—Structural Dual Wheel 
Ball Race Swivel Caster Ball Race Structural Steel Stationary Caster Swivel Caster 
Steel Swivel Caster 


: dl yp" wr f 


’ : 
u 


V-Grooved Wheel Caster Structural Steel Caster Vulcanized-on Solid Rubber Wheel 
with Wheel Brake Rubber Tread Wheel 


BOND built-for-the-job Truck Casters assure 
efficient, profitable production! Write today 
for your copy of the Bond Catalog K-38— 
you'll find complete descriptions of the full 


line of Bond Casters and Wheels. OPERATIONS in the new plant are 
discussed by H. R. Fowler, general 


manager, and Richmond Lewis, presi- 
BOND FOUNDRY & MACHINE COMPANY cat Ge ts i. Lace Ge. 
Sateet item Gosier MANHEIM ¢ PENNSYLVANIA Springficld, Mass. 
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~ Solution 


to lasting fastening problems... 


LAAT FAI FAYE 


| 
| 


HN 


li 


} 


NAVE 


UPSON : 
WReET DE G ea 
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| 
} 


He 
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Whatever the fastening 
problem, there's a solution 
to be found in REPUBLIC’S 
full line of more than 
20,000 different sizes and shapes of 
headed and threaded products. From clean, 
sharp threads to sound, full heads, they 
offer positive assurance of lasting fastening 


satisfaction. Republic Steel Corporation... 





Bolt and Nut Division, Cleveland, Ohio 
and Gadsden, Ala... . Export Department: 
Chrysler Building, New York 17, N. Y. 
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Wow SOLVE YOUR CUSTOMER'S MARKING PROBLEMS WITH 





















A 16-page “Mark- 
it Manual” giving, 
illustrated informa- 
tion about all the 
markers needed in 
industry today. 
Your Guide to the 
right marker to do 
eZ the job right. 












E 3 i, Rood i i j) q : # 
ROTARY CLUB number one, of Chi- 
cago, has just elected G. Walter Os- 
trand, general manager of the Caldwell 
plant of Link-Belt Co., Chicago, to its 
board of directors. 








OLD FAITHFUL nas tem au: 















QUALITY MARKERS . . . to meet every condition, from 
drastic cold to white-hot heat . . . for smoothest glass 
or roughest timber . . . for hot, cold, slick or oily metal 


. . . for every surface and every purpose. 
Send today for the NEW INDUSTRIAL CRAYON GUIDE. 


Caster and Truck Makers 
Participate in Meeting 


The Caster and Floor Truck Manu- 








It’s FREE! Dept. ML-44 


the /!\MERICAN rol -T\10), eh 


Ew 


yor 


AM FRAN CISC 








GREATER PROFITS 


CLIPPER 


‘ v Constant Consumer Demand 
S vNo Factory Sales to Users 
W Nationally Advertised 


‘ v Firm Resale Price Policy 
vV Highest Uniform Quality 
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facturers’ association participated in 
the Joint Materials Handling Institute 
Meeting held recently at the Grove 
Park Inn, Asheville, N. C., with over 
200 representatives of the industry is 
attendance. 

The Wheel Committee of the As- 
sociation announced the revision of 
Molded-On Rubber-Tired, Factory 
Truck and Caster Wheel Standards. 
A printed list of these revised stand- 
ards is available on request. 

The group sessions, which were held 
daily, were actively attended by ex- 
ecutives from the leading manufactur- 
ers of the type of equipment involved. 
The possibility of a national Mate- 
rials Handling Exposition was dis- 
cussed, and it was the feeling of the 
memebrship that an exhibit in 1951 
would merit active support. 

In cooperation with various govern- 
ment bureaus, a special committee is 
working on the standardization of hos- 
pital and industrial casters, with refer- 
ence to procurement standards. 


N. Y. Hardware Square Club 
Substitutes Clam Bake 


For the first time in 15 years, the 
Hardware Square Club of New York, 
Inc. has eliminated its Annual Shore 
Dinner in favor of an old-fashioned 
Clam Bake to be held at Reinhard’s 
Park, Bayville, Long Island on Sep- 
tember 14. 

The event at Bayville will be an all 
day affair, reports chairman George 
Jungkind and the clam bake in the 
evening. 
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Important , Profitable 


Kbannd 


Brightboy, tested against other methods and ma- 
terials, is showing cost-conscious production men 


substantial time and labor savings. 


METALWORKING, WOODWORKING AND PLASTICS 
INDUSTRIES BUY & USE ABRASIVES & RUBBER 


*Brightboy 


1. Brightboy is used following the rough grind. IN ONE 
OPERATION, Brightboy abrasive and rubber, working 
simultaneously, burr, finish, clean, polish: bridge the gap 
between the grind and the buff. 


2. Brightboy works to close tolerances. Can be shaped 
to contours. 


3. Brightboy produces a wide variety of conventional and 
special surface-finishes and patterns; damaskeening, for 
example, and frequently the final polish. 


4. Brightboy requires no before-use preparation or dress- 
ing, no skilled labor to handle it. 


YOU SHOULD SELL PROFITABLE 


Brightboy 


Because of the unique action of its abrasive and rubber 
content, Brightboy possesses wide adaptability, versatil- 
ity and sales potential. (Read paragraphs above). You 
need Brightboy to round out your complete abrasives 
service to customers. Brightboy is a sales natural to sell 
in combination with grinding wheels, abrasive cloths, 
cutting tools, files. A small, fast-turnover Brightboy in- 
ventory enables you to supply all Brightboy styles and 


BRIGHTBOY INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co., Newark 7, N. Y. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


*WHAT BRIGHTBOY IS: 
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sizes in wide, everyday use. Made in wheels, sticks, rods 
and blocks, for manual and machine use. 

Brightboy is advertised consistently in leading metal- 
working publications, and backed by a territorial sales- 
promotion plan which many distributors are finding 
highly inviting and profitable. Brightboy franchises are 
available in a number of choice industrial localities. 
Write, now, for distributor franchise information. 


a 


WELDON ROBERTS 


Brightboy 


Brightboy is a combination of abrasive and rubber in perfect balance, which achieves a unique 
and simultaneous burring-finishing-cleaning-polishing action. 



















CH METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: ¥% to 5 tons. 


















































CH CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 


















chain. Capacities: % to 10 tons. 


you are not selling a satisfactory volume of chain and electric « 
hoists, get posted on CM and open up some new business. e 


CHISHOLM-MOORE 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


SALES GFFICES: New York, Chicago and Cleveland. e 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 





CH PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool. that saves 
time on countless jobs. %4 ton 
model weighs 13 Ibs. Capac- 
ities: %4, 1%, 3 and 6 tons. 


HOIST CORPORATION 


Affiliated with Columbus McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N., Y. 


Distributors Evérywhere 
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“BEAT THE BUSHES” is the advice 
V. W. Logan, manager of industrial 
supply division of Mississippi Hardware 
Co., Vicksburg, gives to salesmen on 
the hunt for new customers and for 
sales to regular customers. 





Preliminary Report 
Interprets Census Data 


Because of the widespread interest 
shown by manufacturers and distribu- 
tors in the Census of Manufacturers 
for 1947, just completed by the Bu- 
reau of Census, INpustriaL Distrisu- 
TION has gone into the subject in some 
detail. A recent preliminary report, for 
instance, summarizes the number of 
manufacturing establishments in the 
nation, the number of production 
workers, and the value added to prod- 
ucts by manufacture. In the following 
pages, these figures are shown both by 
major industry groups and by states 
and districts for 1947 and 1939. 

For the reader’s convenience, in- 
cluded in this report are percentage 
figures on the distribution of manu- 
facturing activity by states, districts and 
industry groups, compiled by Inpuvs- 
TRIAL Distr1BuTION. In each case, the 
percentage of change from 1939 to 
1947 also is shown. 

A word on the terms used: “Manu- 
facturing Establishments” includes all 
establishments primarily engaged in 
manufacturing; employing one or more 
persons during the census year. 

“Production Workers” comprises 
working foremen and all nonsupervi- 
sory workers engaged in fabrication 
and service, record-keeping, etc. 

“Value Added By Manufacture” is 
computed by subtracting the cost of 
materials, supplies, containers, fuel, 
purchased electrical energy and con- 
tract work from the total value of 
products manufactured. For marketing 
purposes, this “net” value of manu 
facturing gencrally is the most satisfac 
tory yardstick as it presents a morc 
realistic picture of industry’s equip 
ment, tool and supply requirements. 
By exclusion of purchased material 
and commodities, duplications ob 
viously is minimized. 




















BELMONT 


CONSUMER 
ADVERTISING 


WORKS 


i a ee 


DISTRIBUTOR 


1. Creates demand for 
Belmont Packings by pro- 
moting the extra values in 
the Belmont line through 
specific references to 
Belmont features. 


2. Directs the reader to 
the Belmont distributor. 
Note how the ad repro- 
duced here mentions the 
olKsialoleh iol a 


we Develops definite sales 
leads for Belmont distribu- 
tors to follow-up. 


—o— 
feoeen BE LMONT 7 
STADE PHA, Ua 





WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facili- 
ties for their manufacture. 


2 Belmont controls the pur- 
chase of the raw flax fibre. It 
is carefully selected for length, 
strength and softness. 


3 The steps of hackling, 
spreading and drawing of suit- 
able rovings are all accom- 
plished within the Belmont 
plant. 


4 The braiding of rovings; 
lubricating and finishing of the 
completed packings are under 
expert supervision. 


Try them ... in the blue box 
with the orange-colored trade 
mark. 


Distributors located in every 
large industrial center, are 
ready to serve. Or, write on 
your company letterhead for 
catalog No. 40. 


Rees 
PViva Streets 


Philadelphia 37 5 
de] 
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PACKING 
AND RUBBEP CO. fe 


Butie, and 


Best quality Line Flax Fi 
selected length and stre 


BELMONT 404 (Coil) — Pure 


‘flax fibre of next fibre length 


to Line Flax. 








AMINATED SHIM COMPANY inc 
































Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint as well as the customer's. 


FREE ADVERTISING FOR YOU —Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis—helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS —Yov fill 
the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gauges, 
from .001" to .010", are available, each packed in 
sturdy, metal-edged carton. 


LARGER PROFITS—targer units of sale for you. 


You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 


LAMINATED SHIM COMPANY 


INCORPORATED 
SHIM STOCK . GLENBROOK, CONN AN-COR LOX NUTS 
















































Ew Low 
” PRICE! 


CATAWISSA 
OT FORGED 
STAINLESS 
STEEL 
UNIONS 


hac §=—CATAWISSA VALVE & FITTINGS CO. 


BULLETIN 
10-A 300 Mill St. - CATAWISSA, PA. 
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Manufacturing Establishments 
1939 - 1947 


Census of Manufacturers 




















Region and 1947 1939 Perc. 
State Change 
Number| Nu:nber| ’39-’47 
U.S. TOT. 240,801 173,802 38.55 
New Eng..... 20,257 15,202 33.25 
Sa 1,636 1,118 46.33 
oe 1,124 772 = 45.60 
Vt... 830 659 25.95 
Mass 10,516 8445 24.52 
iS. ere 2,213 1,399 58.18 
er re 3,938 2,809 40.19 
Mid. Atlan... 75,239 53,226 41.36 
lo Ge 47,701 32,672 46.00 
ES Ee 10,751 7,438 44.54 
ST 16,787 13,116 27.99 
E.N. Cent... 50,557 38,013 33.00 
OND: os as 12,299 9543 28.88 
TS eee e 5,407 4,192 28.98 
ha 15,982 11,983 33.37 
a 9,889 5,961 65.89 
| ee 6,980 6,334 10.20 
W.N. Cent... 17,401 14,066 23.71 
Minn... 4,567 3,735 22.28 
Iowa..... 2,965 2,541 16.69 
Bib. aos sis 5,724 4,487 27 .$7 
StS | Sage 362 342 5.85 
NED othe 494 450 9.78 
SS Se 1,343 1,093 22.87 
OT 1,946 1,418 37.24 
S. Atlan...... 23,999 16,656 44.09 
ee 482 416 15.87 
RA cantons 2,825 2,712 4.17 
DD GE. a5. 430 452 —4.87 
Wicca. ssee 3,643 2,494 46.07 
We WBiss a0 1,602 1,094 46.44 
N. C. 5,320 3,158 68.46 
S.G:.. 2,138 1,300 64.46 
CO os a%e8 4,752 3,054 55.60 
oC 2,807 1,976 42.05 
E. S. Cent.... 10,904 7,024 55.24 
NNN 5 5 wie 2,244 1,582 41.85 
UMMA Ss a aiars 3,345 2,225 50.34 
RR dis 4 3,334 1,982 68.21 
BRRGG soso 1,981 1,235 60.40 
W.S. Cent... 13,175 9,509 38.55 
1, Oe 1,924 1,115 72.56 
ee 2,387 1,779 34.18 
Ce 1,740 1,530 13.73 
Ce 7,124 5,085 40.10 
Mioumnt. ..c46 5,142 3,787 35.78 
Most... ... 745 552 34.96 
eR agi ai 664 498 33.33 
WIOs Kian 255 300 —15.00 
co Sere 1,603 1,219 31.50 
N. Mex 432 262 64.89 
Ariz 545 313 74.12 
Uteh.....5. 773 549 — 40.80 
ee 125 94 32.98 
Pac... 24,127 16,319 47.85 
Wash...... 3,407 2,858 19.21 
TR ss 5% <0 3,075 1,903 61.59 
Cal. 17,645 11,558 52.46 











Play “close harmony” with musical 


instrument makers in both these vital ways--: 


1. ‘Sweet Music in Production: Never a “sour note” of spoilage, delay 


or accident where these automatically straight-driving American Phillips * 
Screws are used in assembly. Costly materials and hours of skilled work- 
manship are never wasted or lost. To the contrary, American Phillips 
Screws combine speed with precision So that fastening time is cut 50%, even 


on the fussiest work. 


2. ‘Sweet Music’ in Promotion: American Phillips Screws are “grace 
notes” in their clean, modern appearance on musical instruments and all 
other products. --# signature of quality 0 the surface that certifies the 
quality within. Wherever you find American Phillips Screws, you find 

a product that sells well and stays sold. Write. 


AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago 1: 589 E. Minols St. Norristown, Pa. Detroit 2: 502 Stephenson Building 


ALL TYPES 

ALL METALS: Steel, 
Brass, Bronze, Stain- 
less Steel, Aluminum, 
Monel, Everdur (sili- 
con bronze) 
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NEW 


Safety H ook 
by 





For Safer, Better, 
More Economical 
Lifting of Loads 


Now you can improve your han- 
dling of loads with the new BTC 
Drop Forged Steel Safety Hook. 
Here is a hook with patented con- 
struction that prevents the sling 
from slipping off, adds strength to 
the hook, and eliminates common hook faults—hook 
point won't straighten out, and no more snagging of 
ledges or dangerous slipping of loads. The new BTC 
Safety Hook has automatic mousing action with a 
safety-tie lip lock holding the point of the hook... 
and an extra margin of safety because of special 
shoulder and lip lock construction that maintains 
the load-holding capacity of the hook. 

With only two sizes—5-ton or 10-ton— and two types 
—Eye Bridge or Shank Bridge—BTC Safety Hooks 
simplify inventory problems by replacing eight 
sizes of standard open hooks: and weight is only 
one-third as much as ordinary hooks for same rated 
capacity. 

BTC Safety Hooks are essential wherever rigging or 
sling lifting of loads is a part of materials handling. 
BTC Franchises are now available for qualified 
Industrial Distributors. 

All bearing surfaces are machined for easy and 
positive action. Note that in load carrying position, 
patented shoulder and lip lock construction hold 
the load. 


THE BREWER-TITCHENER CORPORATION 
2 Hook Street Cortland, N. Y. 


Metal Products Manufacturers for over 100 Years. 


The Brewer-Titchener Corporation 
Cortland, N. Y. 


Cc Send me bulletins describing the new BTC Safety 


Hooks. 
‘= 


1 

| 

| 

| 

We are interested in selling BTC Safety Hooks. | 

| 

Name | 
| 

| 

| 


Send information. 
Company 
Street 

















































































How the 
Brc 
Safety 


Hook 
Operates 


LOAD 
CARRYING 
POSITION 


START OF 
OPENING 
POSITION 









O 
FULL OPEN POSITION 
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Production Workers 


1939 - 1947 


Census of Manufacturers 




















1947 1939 
Region and Perc. 
State Average | Average | Change 
Number| Number| '39-'47 

(000) (000) 
U.S. TOT. 11,918 7,808 52.64 
New Eng..... 1,246 947 31.57 
anor! 90 74 21.62 
ee 66 55 20.00 
Vt... 30 20 50.00 
Mass 601 459 30.94 
Si ee 128 106 20.75 
oo ae 331 233 = 42.06 
Mid. Atlan... 3,249 2,234 45.43 
he eee 1,426 949 50.26 
Sh See 602 432 39.35 
ee 1,221 853 43.14 
E. N. Cent... 3,564 2,181 63.41 
ROUND 5 :s,00srs 989 596 = 65.94 
TS 457 275 = 66.18 
BY a win ious 953 591 61.25 
Mich...... 822 520 58.08 
IB sess sae 343 199 72.36 
W. N. Cent... 635 376 = 68.88 
Minn...... 145 78 = 85.90 
BOW. oss 112 65 72.31 
BE asia 270 176) 553.41 
| eee 4 3 a3.33 
3 | eer 8 5 60.00 
PS es eas 37 18 105.56 
Re. cks70% 59 31 90.32 
S. Atlan 1,346 978 37.63 
SS dows 29 20 =45.00 
OME. gcas'< 189 141 34.04 
D. of C 10 8 25.00 
| ee 191 132 44.70 
| | re 109 74 = 47,30 
N.C... 350 270 =. 29.63 
ere 176 126 =. 39.68 
Ga. 225 156 44.23 
(ee 67 51 31.37 
E. S. Cent 559 355 57.46 
re 111 62 79.03 
‘ee 192 131 46.56 
EB sa atieles 186 116 =. 60.34 
Miss. 70 46 52.17 
W. S. Cent... 455 259 75.68 
Ark. 58 36—s« 61.11 
Ritts 111 70 = $8.57 
SON isin oss 44 28 = 57.14 
Texas 242 125 93.60 
Ce 119 67 77.61 
Mont...... 17 9 88.89 
Idaho...... 15 10 = 50.00 
St ee 4 3 33.33 
RD c Sisise 44 24 83.33 
N. Mex 6 3 100.00 
RNs Sass 11 6 = 83.33 
US eae 20 11 = 81.82 
OV css ia0s 2 1 = 100.00 
| Oar 745 411 81.27 
WRG. ss05 123 82 50.00 
(OD ae 92 57 61.40 
Calif 530 272 = 94.85 
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,.- another 
reason why 
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Distributors 
are better 


prepared for a 
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as stood the test of years. Never have the fair-and-square business principles estab- 

















of Parker-Kalon relationships with its distributors, 


To maintain our leadership as origina- 
tors of Self-tapping Screws and manufacturers of 
the only complete line. To continue the design 
and engineering enterprise in development of 
Socket Screws. To maintain the highest standard 
of quality in every Parker-Kalon product. 


SELECTIVE DISTRIBUTION. To sell only through recog: 
nized distributors, and to limit distribution of @ 
given product to the number of jobbers a territory 
can profitably support. 


PROFIT MARGIN. To provide an adequate margin of 
profit for our distributors. 

PROTECTION AGAINST PRICE DECLINES. To reasonably 
protect distributors against losses through price 
changes. 





KNOW-HOW 
SHOW-HOW 
TYPES AND SIZES 

EFFECTIVE SALES PROMOTION 


The Parker-Kalon Distributor not only carries the No. 1 line 
of Self-tapping Screws, but has all these extra sales ad- 
vantages working for him. In a buyers market, they can spell 
the difference between “break even” and mounting profits. 





~ 
SS 


\ 


















E staunchness of the Parker-Kalon Policy which assists and protects Distributors 
lished by Parker-Kalon over thirty-five years ago been dimmed or relaxed Economic+ 


storms that would send the mercury to the bottom of the business barometer, and 


topple over weak jobber-policies, have only served to show the strength and stability 


* & & & & & THE PARKER-KALON POLICY * &* kk & x 


PROTECTION AGAINST “DEAD” STOCK. To protect job- 
bers against unsatisfactory turnover by exchanging 
slow moving standard items for faster selling 
merchandise. 

SALES PROMOTION. To create business for distribu- 
tors of Parker-Kalon Products by continuous in- 
dustry-wide advertising, and to furnish effective 
literature and other sales helps. 


7 SALES COOPERATION. To maintain a force of trained 


sales engineers whose sole function is to develop 
business for our distributors by intensive mission- 
ary work in the field. 


8 ORDERS AND INQUIRIES. To refer to our distributors 


orders and inquiries received direct from users 
« 
and prospects, 


RHR2AEAaee eee 2eeneearkeeenzwrereaenrznrzeearnzre se 


PARKER-KALON’ 


Dist 
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REMEMBER...IF IT’S P-X...1T7’S OK! 
PARKER-KALON CORPORATION, 200 VARICK ST.,NEW YORK 14,N. Y, 


Makers of Self-tapping Screws * Cold-forged Socket Screws, Wing Nuts, Thumb 
Screws * Hardened Screwnails and Masonry Nails * Shur-Grip File and Solder 
iron Handles * Metal Punches * Damper Regulators and Accessories. 
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OE (STE By Manufacture 
osname aa 1939 - 1947 


SEINIFIEL on every Census of Manufacturers 
assembly line | Region and | 1947 | 1939 % 


State $ Value| $ Value} Change 
+ Mils.| + Mits.) ’39-'47 

















































































“Yankee” Spirals take the twist out of | 
assembly lines, do the hard wrist work, U.S. TOT. $74,364 $24,487 203.69 


reduce many motions to just one... a | New Eng..... 6,772 2,414 180.53 

































simple push. Wherever assembly shops See 432 151 186.09 
are looking for time-saving, money-mak- é 
ing shortcuts, you’ve got a sale for | N.H.....- 307 104 195.19 n e 
““Yankee”’ Spirals. Made in three sizes and | (eae See 150 50 200.00 Sell high-cost savings 
two styles—regular and Quick-Return. Mass...... 3,333 1,181 182.22 
| ely ; ie ae a oie In these days of harder-te-get — V 
| "ae 20,760 7,309 184.03 ness and high costs, management's 
“ie 9,636 3,314 190.77 ears are wide open for anything that 
“on 4,174 1,518 174.97 will save time and money. 
ST eee 6,950 2,477 180.58 Employing a ‘Budgit’ Electric Hoist 
E. N. Cent..: 23,481 7,744 203.22 is like putting 75 minutes in every 
Ohio....-.. 6,379 2,116 201.47 production hour. That justifies instal- 
Ind........ 2,979 965 208.70 lation! An equally important saving 
Mil......... 6,674 2,187 . 205.17 comes because workers like ‘Budgit' 
Mich...... 5,187 1,794 189.13 Hoists because they make their jobs 
Wis. Si ioc erm = ence much easier. Fear of possible sprains, 
Quick-Return Spring brings back handle after each sie | forgotten so that mental and physical 
ia. Ss deee. a gem ones Towa....... 673 243 176.95 | energy all go into added production 
| Oe 1,623 582 178.87 | — for even lower costs. 
& MOEPs Gases 29 11 163.64 | 
a 51 20 155.00 | A prospect for a ‘Budgit’ Hoist is 
ee 260 68 282.35 | vitally interested in the savings it can 
RON oosss5% 461 117 294.02 | make for him — as well as a descrip- 
oe as 6,941 2,216 213.22 | tion of the fine mechanical features F 
See 182 54 237.04 that make them continually possible. 
2 See 1,140 4@1 170.78 That it will pay for itself quickly and 
Uf 99 43 130.23 many times over in its long lifetime 
| ee 1,052 376 179.79 is more important than the initial low 
: W: VAs... 664 213 211.74 price. 
— iit | Cee 1,646 544 202.57 
Pe, S.C....... 795 169 370.41 This has been proved in many 
rw ae with “Yankee” 30A. Rapid ae 1,011 280 261.07 | thousands of installations, in hun- 
spiral saves workers’ muscles, gives you more of i 352 116 203.45 | dreds of industries wherever lifting is 
their skill. 2,878 823 249.70 @ major part of the job. 
745 186 300.54 Add the factors of no installation 
956 318 200.63 | 
877 246 256.50 | costs, low maintenance, trifling cur- 
rent consumption, and see extra 
300 713 310.96 ‘Budgit’ sales swing your way. 
3,015 816 269.49 | . 
266 66 303.03 
692 199 247.74 
341 102 234.31 
1,716 449 282.18 Write for copies of 
855 269 217.84 Bulletin No. 391 
108 39 176.92 
110 30 266.67 
Body assembly with “Yankee” 130A. Quick-Return Wee....-.. 31 15 106.67 
Spring keeps rs in slot and worker’s eyes on the job. “a 290 90 222.22 
aad tpn. | N. Mex.... 55 9 sitt1 | Gem. ‘B U D rT 
cmees-ennn ane: Ob. | Ariz....... 104 —-32—«-225.00 Mi 
Philadelphia 33, Pa. | Utah...... 129 43 200.00 | Flr H. : 
“YANKEE” TOOLS NOW PART OF Se 28 11 154.55 o1sts 
| Pac.......... 5,541 1,548 257.95 a ee 
i re 872 268 225.37 : ; apy a . 
STA N ELE | Ore... 673 157 328.66 | Liter Hoists and other lifting Specialties, “Mates 
ee a9Ns 1198 smban | Sneed Some Sete eae 
ques 2 Reg. U.S. Pat. Off. REBR ean Industrial and ‘Microsen’ Electrical Instruments. 
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BRONZE BEARINGS 
mee every need of 
DISTRIBUTORS 
DISTRIBUTOR SALESMEN 

AND PURCHASERS 


@ Buckeye gives you full distributor protection;— a 
recognized “name”; a quality product; adequate factory 
inventories upon which to draw; and a wide range of 
sizes to meet customers requirements. 











Manufactured from selected materials under our exact- 
ing controls, Buckeye fully-finished ready-to-use bearings 
and fully machined maintenance bars are free from 
porosity — of uniform metal analysis throughout — and 
accurately dimensioned. They are recognized everywhere 
for long, efficient, trouble-free service. 





Stocked and sold by representative distributors in 
the principal industrial centers, — some of whom have 
handled the Buckeye line for more than 25 years. 


| ETE 


c. BRASS AND MANUF 


BRONZESMITHS 


6410 HAWTHORNE AVENUE 





aysman Co 
trong, 








TURING COMPANY 


SINCE 1900 










ad 
ers 
on 

an’ 
nts. 


CLEVELAND 3, OHIO 
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Step Up MUSIC WIRE Sales 


with gust 4 worps: 





































































REPLACE END! 




















Dispenser 
carton 









let this ing disp carton give you a “new look" 
on Music Wire sales! See how easily it can help you put music 





wire sales in the profit making class by eliminating fuss and 


.004 to .180 Diameter. 
Immediate delivery! 


muss, by stepping up unit of sale. 


THe carton—exclusive with Precision—has center opening; 
wire is drawn as needed from inside of coil; natural tension 
holds coil neatly in box. It’s convenience that makes it just 
as easy to sell the carton as a few feet. You'll save time; get 
more in profits! 


TOP QUALITY SHIM STOCK 


Carefully selected brass or steel packaged to save your time 
on sales and handling — those are the big advantages you 
get with Precision Brand Shim Stock. Dispenser cartons, Four- 
In-One Assortment or Packaged Flat Shim. All plainly marked. 





COMPLETE LINE OF GROUND FLAT STOCK 


A practical product for the practical machinist — now available in both 
oil and water hardening types with many new sizes added. Made of first 
quality electric furnace tool steel, precision ground to within .001”. Ready 
for scribing, shaping, tempering and drawing. Each standard size oiled, 
wax wrapped in protective envelope, marked with size and heat treatment. 


You'll sell more and sell it faster, whatever Precision Brand product you 
choose. You'll get top quality, with highest accuracy and uniformity plus 
extra packaging features that step up sales. Why not check with Precision 
today — see how much more Precision can give you in over-the-counter 
sales ad ges! Also ¢ lete stocks of Drill Rod and Thickness Gauge 
or Feeler Stock. 


PRECISION STEEL WAREHOUSE, ine. 


MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24, ILLINOIS 


SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 
DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 























Manufacturing Establishments 
1939-47 Census of Mfrs. 

















Maj. ind, no 7 1939 7% 
group Num- | Num- | Change 
bers bers ’39-'47 
ALL IND. 240,801 173,802 38.55 
Food & prod. 39,904 43,667 —8.62 
Tobacco manuf. 1,087 765 42.09 
Tex. mill prod. 8,110 6,388 26.96 
Appar. & prod. 30,905 20,275 52.43 
Lumb. & prod. 26,324 13,208 99.30 
Furn. & fix. 7,687 5,178 48.46 
Paper & prod. 4,103 3,328 23.29 
Pr. & pub. ind. 28,987 24,878 16.52 
Chem. & prod. 10,073 8,839 13.69 
Pet. & coal pro. 1,387 = 1,227 13.04 
| Rubber prod. 875 595 47.06 
Leather & prod. 5,307 3,505 51.41 
Stone, clay, glass 11,65) 6,678 74.45 
Pri. metal ind. 5,363 3,512 52.71 
Fab. metal pro. 16,729 9 532 75 50 
Mach.(exe. ele.) 17,907 8,860 102.11 
Elec. mach. 3,973 1,979 100.76 
Trans. equip. 3,706 2,012 84.19 
Inst. & prod. 2,599 1,292 101.16 
Misc. manuf. 14,125 8,084 74.73 





Production Workers 


1939-47 Census of Mfrs. 

















1947 1939 % 

Maj. Ind. Aver. Aver. Ch = 
é hange 
Group No. No. 139147 

(000) | (000) 

ALL IND. 11,918 7,808 52.64 
| Food & prod. 1,098 802 36.91 
Tobacco manuf. 104 88 18.18 
Tex. mill prod. 1,147 1,081 6.11 
Appar. & prod. 974 753. 29.35 
Lumber & pro. 599 423 41.61 
| Furn. & fixture —-283 189 49.74 
Paper & prod. 389 270 = 44.07 
Pr. & pub. ind. 438 324 35.19 
Chem. & prod. 467 276 = 69.20 
Petr. & coal pr. 170 108 57.41 
Rubber prod. 215 121 77.69 
Leather & prod. 349 327 6.73 
Stone, clay, glass 406 267 52.06 
Pri. metal ind. 1,010 672 50.30 
Fab. metal pro. 822 451 82.26 
Mach.(exc. elec.) 1,244 536 132.09 
Elec. mach. 639 248 157.66 
Trans. equip. 985 545 80.73 
Insts. & prod. 182 85 114.12 
Misc. manuf. 397 242 = 64.05 
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Value Added To Products 
By Manufacture 


1939-47 Census of Mfrs. 

















Maj. Ind. | 1947 | 1939 a 
GC Val 5 *hange 
roup $ Value| $ Value 139147 
ALL IND. 74,364 $24,487 203.69 
Food. & prod. 9,022 3,485 158.88 
Tobacco manuf. 643 350 83.71 
Tex. mill prod. 5,334 1,818 193.40 
Appar. & prod. 4,423 1,386 219.12 
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(Continued from preceding page) 





Value Added To Products 
By Manufacture 


1939-47 Census of Mfrs. 





Maj. Ind. 
Group 


1947 1939 Cha 
$ Value| $ Value uange 


"39-"47 





























Y.... railroad customers will 
appreciate the weather-resist- 
ance, durability and long life 
of Whitlock Waterflex Manila. 


It’s a quality rope, scientifi- | 
cally laid and treated by the 
Waterflex Process for the best 
in lubrication and waterproof- 
ing. For general railroad util- | 
ity use provide your customers | 
with Whitlock Waterflex. 


id 


WHITLOCK CORDAGE 
COMPANY 
46 SOUTH STREET - NEW YORK 5,N. Y. 








Lumber & prod. 2,513 731 = 243.78 | 
Furn. & fixtures 1,379 418 229.90 
Pap. & allied pr 2,875 888 223.76 
Print.& pub. in 4,269 1,765 141.87 
Chem. & prod. 5,360 1,819 194.67 
Petr.&coal pro. 1,017 697 189.38 
Rubber prod. 1,303 406 220.94 
Leather & prod. 1,485 583 154.72 
Stone, clay,glass 2,307 856 169.51 
Prim. metalind, 5,775 2,169 166.25 
Fab. metal pro. 4,918 1,401 251.03 
Mach.(exc. elec.) 7,817 2,037 283.75 
Elec. mach. 3,894 942 313.38 
Trans. equip. 5,860 1,773 230.51 
Instrts. & prod. 1,080 333 224.32 
Misc. manuf. 2,090 630 231.75 





Steel Output for 6 Months 
Establishes New “High” 


Despite a decline in steel output 
last june to the lowest level in more 
than a year, the steel industry pro- 
duced a new high record of 45,928,476 
net tons of raw steel in the first six 
months of 1949. That, compared with 
the previous peak, established in the 
last half of 1948, of 42,711,998 tons. 

The June production, 6,501,332 
tons as against 7,265,249 tons in the 
same month last year, was the third 
successive monthly decline and the 
lowest output since April, 1948. 

















“Lady and gentleman, | have come before 
you today with a heartfelt plea . . .” 
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Profit from the 
biggest selling 
name in Clamps 





© 
HARGRAVE 





IMPROVED SPRING CLAMP 


in three convenient sizes 


oan 







“C” CLAMP 
Openings 1 in. to 14 in. 


HAND SCREW 


All popular sizes 





QUICK CLAMP 


Openings 4 in. to 5 ft. 





NO. 640 IMPROVED “I” BAR CLAMP 
Openings 2 ft. to 10 ft. 


“‘Individually Tested’’ 


You sell more when you sell 
quality. Hargrave Clamps have 
been constantly improved with 
the aid of skilled mechanics to 
offer greater operating advan- 
tages and increased durability. 
Individually Tested, they must 
be stronger, tougher and flaw- 
free. Made in openings from 
34 in. to 10 ft., from 12 in. to 
16 in. deep. 


WRITE FOR CATALOG 


showing the complete line of Hargrave Indi- 
vidually Tested Clamps, Chisels, Punches, Star 
Drills, File Cleaners, Brace Wrenches, Washer 
Cutters, Saw Vises, etc. 


4032 
HARGRA' 


Montgomery Rd. Taiteh Taals 


THE CINCINNATI 
TOOL COMPANY 


Si ati a ieee ae Mi ia. aii am 


Cincinnati 12, 
Ohio 








th 
ti 





¢ 


Sec 































Geren M. Baird, Sr., Memphis. Charles W. McKnight, Dallas. 1. W. Williams, Nashville. 
23 years with Cleveland Chain. 22 years with Cleveland Chain. 20 years with Cleveland Chain. 


4 southern representatives 
offer 75 years of 
Cleveland Chain experience 


YPICAL of Cleveland Chain representatives throughout the country Geren M. Baird, Jr., Memphis. 
are Geren M. Baird, Sr., Charles W. McKnight, I. W. Williams and 10 years with Cleveland Chain, 
Geren M. Baird, Jr. 


Combined chain experience of these men totals 75 years. 


From the vast store of knowledge accumulated during this period, 
they are equipped to serve your every chain need . . . to advise you rela- 
tive to stocking, merchandising, display and proper chain applications. 


HI We of Cleveland Chain are indeed proud of these four men and the 
je entire Cleveland sales organization. We know that our representatives 
th are capable, experienced and, above all, friendly. Our one desire is to 
to serve you better, more efficiently—and constantly! 

n- 




















st Vice Pres., Charge of Sales 
NV - 
m 
” [{LEVELAND (‘HAIN 
di- Lhe Cleveland Chain E&M& Ce. The Cleveland Reel Salesman is 
fer ; Cleveland 5, Ohio typical of modern merchandising 
her ; AP ‘iinet Sa Neth ie eee tools which will boost your chain 
iti s ssociate ompanies: avi oun on, y . 
Costin’ y Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. . TDR’ sales. It holds 4 reels or their 
CHAIN INSTITUTE 3 eee > hee . wen be aa Since pane soe 1869 equivalent in % or ¥y, reels ... 
: Ss oe ai pag ey ae aad ios Anagies 34, California wae! sells chain “right off the reel.” 
= Woodhouse Chain Works, Trenton 7, N. J. A-2144 
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all sizes malleable chain 







Peoria Malleable offers a complete range of 













sizes and styles — detachable, H class, 400 and 


) 









700 class and attachments. Most sizes are now 


CGE IEE 
a) 
acpi. 


le 






available for prompt delivery. All Peoria Mal- 





leable chain is precision-built, strength-tested at 






the factory to assure finer performance. Also 






complete line of Elevator Buckets. Wise buyers 





look for the ‘‘Peoria’’ trademark. 






bal 


| 





puTors 
Send for complete 
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Jack Stout 

















Harper Names J. Stout 
Coast District Manager 


Jack Stout has been appointed dis- 
trict manager of the new West Coast 

office recently established by The 

H. M. Harper Co. in the Thayer 
Building, Oakland 12, Calif. 

Mr. Stout has had intensive train- 
ing and experience in the manufacture 
and application of Harper non-ferrous 
and stainless steel nut and bolt prod- 
ucts. 


Herman Nelson Corp. 
Advances C.* A. Pickett 


C. A. Pickett has been appointed 
Chicago regional sales manager for the 
Herman Nelson Corp., Moline, IIl., 
manufacturers of heating and venti- 
lating products. In his new capacity, 
Mr. Pickett will supervise sales activi- 

















C. A. Pickett 










Here’s why’ this 














NATIONAL Pipe is uniform in metallic struc- 
ture, ductility, strength, resistance to corrosion 
...uniform in diameter, wall-thickness, and sur- 
face finish. Such uniformity, rigidly maintained 
at all times, is one of the main reasons why 
NATIONAL is the largest-selling pipe in 
the world. 





The smooth, strong, easily-made threads on 
every length of NATIONAL Pipe are due to 
the unvarying quality of the metal and to the 
absence of slag inclusions, laminations, and 
blisters. Uniform and homogeneous, the steel 
cuts clean and retains its characteristic strength 
even in the lightest part of the smallest thread. 





IT COILS AND BENDS WELL 



















NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


NATIONAL Stee! PIPE — 
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HERE IS NO longer-lasting, better-performing steel pipe than 

NaTIONAL. That’s not just a boast. It’s a fact based on more than 
sixty years of pipe-making experience . . . and proved time and time 
again in thousands of industrial, commercial and residential installa- 
tions under every condition of service. Check the advantages below 
which have made NaTionaL—the world’s most widely used steel pipe. 


In making coils and bends, there is satisfaction 
in knowing that the pipe has an extra measure 
of strength and ductility to meet the demands 
of close and exacting work. NATIONAL Pipe 
strength and ductility are the result of speci- 
ally selected materials, special processes, and 
special tests and inspections—all under the 
supervision of skilled workmen. 


Take a cross section of successful buildings or 
industrial applications anywhere in the country 

. and you will find they have one important 
characteristic in common—a predominant use 
of NATIONAL Pipe. NATIONAL leads in 
pipe use and sales because it is produced by the 
leader in manufacturing facilities, in skill and 
in progressive practice. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

























































nye 
Leather 








Lester D. Linehan 


ties in the Detroit, Saginaw, Grand 

Rapids, Indianapolis, Milwaukee, St. 

Louis and Chicago sales territories. 
Mr. Pickett became associated with 


Leather 
“NOTHING TAKES THE hb 

PLACE OF Leat er! the firm in 1920 as representative in 

Kansas City. Later he served as man- 


EXCELSIOR LEATHER WASHER MFG. CO. ager of the sales office in St. Louis, and 
ROCKFORD, ILLINOIS since 1937 has been manager of the 

Chicago branch sales office. 
Lester D. Linehan has been ap- 


inted anager of the Chica 
OTHER KELLER W/AYRCO EOE EADD Bante | ponte office. Sie Linehan hes tad 


















Hid Flange 
Leather 





























POWER HACK SAW FOR ANY MATERIAL, SHAPE OR THICKNESS “bh years’ — in the heating v4 
= dustry and was for many years with 
MODELS a ee ee Peoples Gas, Light and Coke Co., Chi- 


= siesta ee cago. More recently..he was Chicago 
. manager for Penn Electric 


iol branch 
re eE nif : a Switch Co. 
= BAR STOCK Wi i 
PRESSURES FROM 0 TO 125 LBS. \eeeee om a Management Executives 


KELLER Named By Williams Valve 


Three top executives have been en- 



























No. !-HB Bench Model 
Capacity 5” x 5” 






POWER oe trusted with management responsibil- 
HY DUTY ities of The D. T. Williams Valve Co. 
HACK SAWS division of The Schaible Co. They in- 
PEED 3 ‘al fr : clude: 
SPEEDS CUTTING of ll patel from tin wall | Art HL Weedendor, Ji 
right amount of blade pressure. president and general manager of ‘the 
saw 0j3:0,"et.out,,.. | CUTS COSTS by reducing cutting time per piece Williams Division; Charles G. Wirtz, 
? —lowers power consumption and eliminates costly plant superintendent of the same divi- 


blade replacements. 
INVESTIGATE all outstanding 
features of the entire KELLER 
line . . . you'll find a model to fit 
your requirements. 


sion and Herbert D. Hinson, chief en- 
gineer of that division. 

Mr. Weddendorf, associated with 
Williams since March 1949, also has 
served as president and general man- 
ager since 1945 of the Positive Con- 
trol Co., Trenton, Ohio, another 
Schaible Division. 


Se 7, ‘6 Mr. Wirtz, with Williams since 
M March, previously had been associated 

ervice achine ool 0. with the Schaible Plant on Summer 
2363 UNIVERSITY AVENUE Street since 1945. Mr. Hinston has | 


ST. PAUL 4. MINNESOTA been associated with the Schaible par- 
ent firm since 1942. 








No. 1 Bench Model WRITE FOR NEW ILLUSTRATED 
BULLETIN TODAY! 
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WORTHINGTON BALANCED ANGLE AIR COMPRESSORS 


A complete line of single and two-stage models 
bare or tank-mounted, in sizes from 1 to 15 hp. Bal- Hoag 
anced matched pistons... aluminum heads... Tim- 
ken main bearings... Worthington Feather* Valves. 


WORTHINGTON 


Sos > St. [SS 
L- LS 
WORTHINGTON PUMP AND MACHINERY CORPORATION 


PUMP AND COMPRESSOR MERCHANDISING DIVISION 
HARRISON, NEW JERSEY 


} 








*Reg. U.S. Pat. Off. 












POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 
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Business 


on your line of 
Worthington 


Air Compressors 


We’re giving our distributors the 
help they need to make the Worth- 
ington line of air compressors a 
consistent profit-maker. 


A complete line of water-cooled 
and air-cooled compressors with 
plenty of good talking points... 
aggressive national advertising . . . 
broadsides and stuffers for your local 
mailings . . . and the engineering as- 
sistance of factory-trained Worth- 
ington district office representatives 
—make the Worthington line a good 
one to push. 


Sales emphasis on the up-to-date 
Balanced Angle Air Compressor— 
the unit with many features for 
efficiency and dependability—will 
bring in profitable business. 


So get in touch with Worthington 
to make sure you have ail you need 
to get all the business that this line 


merits. prs 
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External cage, 
flange or spin- 


FOR DIFFICULT 
LIQUID LEVEL ale 96 fo 
CONTROL APPLICATIONS ae 


The motion of the float is transmitted directly 
to the pilot, which in turn applies the proper 





pressure from an auxiliary air or gas line to 
the Kontrol Motor Diaphragm Valve, thereby 
positioning the inner valve and controlling the 
liquid level. 


( 

















Air or non-corrosive gas at 20-25 p.s.i. is used to 
operate pilot which may be installed as much as 100 
feet away from the Kontrol Motor Diaphragm Valve. 

Adjustment of throttling range can be made while 
unit is in operation and full valve travel with float 


movement from 1” to 8” can be obtained. 


A wide combination of float units and valve sizes 








may be used. Request Bulletin 1000 from Kieley & 
Mueller, North Bergen, New Jersey. 


Valve sizes for 
this service up 
to 16". 

The Kieley & Mueller policy of continued pio- 
neering has helped the K&M reputation grow con- 
stantly throughout the past 69 years. Look to K&M 
for: BACK PRESSURE REDUCING VALVES © PRESSURE 
REDUCING VALVES © STRAINERS © ATMOSPHERIC 
| RELIEF VALVES © STOP AND CHECK VALVES ¢ STEAM 
SEPARATORS ¢ GREASE EXTRACTORS. 





 KONTROL 
NORTH BERGEN N. J. M. OTOR 
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EX-PRESIDENT Harry Pulver, Pulver 
Machinists Supply Co., Chicago, turns 
over the duties of president of the 
Chicago Industrial Distributors’ Asso- 
ciation to A. M. Steed, Barrett Hard- 
ware Co., Joliet, newly elected to office. 






Chicago Distributors 
Elect New Officers 


The Chicago Industrial Distributors’ 
Ass’n. recently announced the results 
of their mid-year election of officers. 

A. M. Steed, sales manager, Barrett 
Hardware Co., Joliet, was elected pres- 
ident. J. J. Madalli, president, Stand 
ard Equipment and Supply Co., Ham- 
mond, Ind., was made vice-president. 

New directors of the association are: 

. F. Bennett, president, Couch & 
Heyle, Inc., Peoria; R. A. Dunberg, 
sales manager, Mid-States Industrial 
Corp., Rockford; and S. H. Clark, 
treasurer, Samuel Harris & Co., Chi 
cago. 


Conant & Donelson Co. 
Bought By Threadwell 


Purchase of the assets, plant and 
business of the Conant & Donelson 
Co., Conway, Mass., has been an- 
nounced by Paul W. Polk, vice-presi- 
dent and manager of the Threadwell 
Tap & Die Co. Production has been 
transferred to the plant of the latter 
company at Greenfield, Mass. 

Louis Polk is president of the 
Threadwell Tap & Die Co.; Paul W. 
Polk, vice-president and manager, and 
Carl J. Linxweiler general sales man- 
ager. 
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UNION SUPPLY COMPANY 









THE NEW HOME of the Union Sup- 
ply Co., in Denver is at 1920 Market 
Street in a building 50 by 135 ft. 

























“Yes sir, our best 
customers ask for 
Blue Heart” 



































an- 
sats w iL * 
ll Blue Heart” manila rope 
en 
ter Top grade Manila fibre, selected, processed, spun and laid with meticulous attention to 
every detail — there, in simple terms, you have the basic specifications for 

the H & A “Blue Heart” Manila Rope. No wonder that when experienced users want 
Ww a rope of easiest handling qualities and assured durability, they most frequently ask 
a their suppliers for “Blue Heart.” Always absolutely reliable — and readily 
“ identified by the trade-marked blue thread center. Obtainable in all regular sizes. 
= Distributed by leading jobbers the country over. 

there is no better rope than H & A “Blue Heart” 

In addition to ‘Blue Heart’’, H&A produces cordage of all standard com- 

mercial grades, including Transmission Rope, Drilling Cable, Lariat Rope, 

Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 

Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 

THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 

BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 
p- 
et 
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\ scodr pROFLIS THIS SEASON 


WITH THE RUGGED MAGOR LINE 


Dealers! You'll reap a pile of profits... repeat 
sales . . . satisfied customers ... if you meet 
the seasonal coal and grain scoop rush with a 
stock of tough, easy-handling MAGOR 
scoops. ¢ Send today for a price list on the 
simplified, rapid-turnover line of MAGOR 
shovels, scoops, and spades*. 


CAR CORPORATION 
Shovel Division 
50 CHURCH ST., NEW YORK 7, N.Y, 


MASTER » POWER + DIGWELL 


Famous MAGOR BRANDS 


ARROW + BULL’S EYE + GOLD TARGET 











FOR PRECISION MITERING 
RECOMMEND OHLEN-BISHOP DADOS 


This saw will cut smooth grooves, mor- 
tises, and rabbitted joints that require 
little or no sanding for fitting and 
gluing. 

Outside cutters are carefully bevel filed. 
Inside cutters are swaged, ground and 
matched to give a smooth cut with or 
across the grain. 


No. 606 OHLEN-BISHOP DADO SAW 
is 6 diameter. Sets consists of two 1” 
outside cutters, two 1” inside cutters, 
one 44" and one 1/16” inside cutter. 
Where wider cuts than 13/16” are re- 


NO. 606 OHLEN-BISHOP quired, extra inside cutters may be 
eenael added. 






















J. J. Summersby 






Worthington Advances 


Summersby and Kehane 

John J. Summersby has been elected 
vice-president in charge of sales by the 
board of directors of Worthington 
Pump & Machinery Corp. and Thomas 
J. Kehane assistant vice-president and 
general sales manager. 

Mr. Summersby joined the Cincin- 
nati Works of Worthington Company 
in 1916 as a student. In 1919, he was 
assigned to the St. Paul district office 
as a salesman and later was made dis- 
trict sales manager. He was manager, 
Holyoke Works sales from 1929 to 
1931; assistant general sales manager 
from 1931 to 1934; then, assistant vice- 
president and general sales manager. 

Mr. Kehane joined Worthington in 
1915 as an office boy. Since then, he 
has advanced through various posi- 
tions in the sales department and in 
1944 was appointed commercial vice- 
president, Pacific Coast. For the past 
two years he has served as Pacific 
Coast regional vice-president of the 
Navy Industrial Association. 


































INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 






T. J. Kehane 















4 reels of VEELOS replace 
316 sizes of endless v-belts 





@ Why jam your stockroom with costly inventories of 
hundreds of sizes of endless v-belts when 4 reels of 
VEELOS will handle every v-belt job in the O, A, B and C 
widths? If you use only two widths of v-belts, two reels 
of VEELOS will be all you need. 

It’s a matter of record that dollar for dollar VEELOS 
gives the greatest value. Machine maintenance is kept 
low because uniform tension is easy to maintain. You 
install VEELOS without dismantling outboard bearings. 


PUT THESE 7 VEELOS EXTRAS 
TO WORK FOR YOU... 


@ Minimum Inventory 

@ Easy Installation 

@ Any Length Immediately Available 

@ Practically No Downtime 

@ Smooth, Vibrationless Power Delivery 
@ Long Lasting 

@ Matched Belts That Stay Matched 


For All the Facts and complete engineering infor- 
mation, measuring and installation directions— 
write for your copy of the Veelos Data Book. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA, 


ADJUSTABLE TO ANY LENGTH « ADAPTABLE TO ANY DRIVE 


Made in all standard sizes, fits all standard grooves. Packaged on reels in 
100-foot lengths. Sales engineers in principal cities; over 350 distributors 
throughout the country. Veelos is known as VEELINK outside the United States. 
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MACHINE SCREW 


EXPANSION 
ANCHORS 


Install work and =<". 

fasten with stand- — ' , *:,' 

ard machine '+,‘.% 

screw, Ar 

ees oad 

ARRO Machine Screw EXPANSION 
ANCHORS are easy to install and pro- 
vide a dependable anchorage for the 
work in brick, concrete‘and other solid 
materials. Yet, the work can be dis- 
mantied and reassembled at will with- 
out destroying effective anchorage. 
Typical ARRO quality includes: sturdy 
construction, best materials obtain- 
able, expert workmanship, long life 

service. In sizes from 6-32 screws to 
' %” bolts inc. 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 








Sands G. Falk 


Falk Corp. Names Falk 
Manager of Foundry Sales 


Sands G. Falk has been appointed 
manager of foundry sales for The Falk 
Corp. of Milwaukee. He succeeds 
John S. Wilkinson, who will become 
foundry sales consultant. 

A graduate of the University of 
California, Mr. I'alk has been asso- 
ciated with the company for 10 years. 
He has been assistant manager for the 
past five years. 

Mr. Wilkinson joined the company 
in 1905 and has been active in foun- 
dry sales more than 20 years. 


Public Wants Lower Prices 
Reserve Board Reports 


Consumers are looking forward to 
lower prices during the remainder of 
this year and are expecting continued 
good times for the country and them- 
selves, according to a recent report of 
the Federal Reserve Board. 

The proportion of consumers in bet- 
ter financial position was larger at the 
beginning of 1949 than in any recent 
year, 

Consumers were more nearly in 
agreement on what would happen to 
prices in 1949 than at any time in the 


post-war period. They expected them | 


to go down, though most expected 
price adjustments to be moderate. 
The number of spending units with 
some liquid assets, including Govern- 
ment bonds, savings and checking ac- 


counts, was at least as large at the | 
beginning of 1949 as it was a year | 
earlier. Among the things consumers | 


expected to spend their “assets” on 


were automobiles, television sets, re- | 
frigerators, furniture and other house- 


hold items and, of course, housing. 
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STAR DRILLS 


Dasco FORGED TOOLS 


PUNCHES 


SCREW DRIVERS 


ARCH PUNCHES 


COLD CHISELS 


ROCKFORD, ILLINOIS, U. S.A. 


DAMASCUS STEEL PRODUCTS CORPORATION 
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Y our endorsement of our “Sales Policy’ - 


has been evidenced by your many _ kind 
letters -- 


We are grateful. | 
| BUCH MFG. CO. 
MANUFACTURERS 


ESTABLISHED 1868 

ELIZABETHTOWN, PA. 

OF | Ren REET 

36 MODELS WHEELBARROWS 6 MODELS LAWN ROLLERS 3 MODELS LAWN SPREADERS 
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SERB. 


KEy-TITE 


WATER pROO ime 


‘ 
\ 


ARAN 


..the ideal sealer for all lines carry- 
ing oil, gasoline, kerosene, and high- ing water, gas, low-pressure steam, 
pressure steam. Listed by Underwriters’ 
Laboratory. 


A few territories for distributors are still 
available — write for free samples and 
full information. 


2621 McCasland Ave., East St. Louis, Ill. 


A 
SEALING COMPOUNDS 


Your KEY to Added 


aA 


Cl ny 


KEY GRAPHITE PASTE KEY-TITE 


.- for sealing pipe joints on lines carry- 


compressed air, etc. Does not affect the 
taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key- 
will not freeze in the joints. Nationally advertised. Attractively packaged in litho- 
graphed containers. immediate delivery. 


KEY COMPANY 
































ALLIC GATO R 


BE LT L A Tac ING 
4 Every Tooth 
™” a Vise* 













For Transmission and Conveyor Belting 
of all kinds. Excellent for Package Con- 
veyors. 

Separable and smooth on both sides. 

12 Sizes: For belts from 1/16” to 5/8” 
thick—and any width, 

Made of Steel, “Monel”, “Everdur”, 
Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY 
4601 Lexington Street, Chicago 44, Illinois 





JUST A HAMMER 
TO APPLY IT 
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William A. Mars 


Mars Co. Advances 
William A. Mars 


William A. Mars has been ap- 
pointed vice-president in charge of 
sales of the W. P. & R. S. Mars Co. 
of Duluth, Minn. 

Up to this time, Mr. Mars has 
made his headquarters at Hibbing, 
Minn, on the Missabe Iron Range, 
but from now on he will be in the 
company’s headquarters office in 


Duluth. 


Hughes Joins Republic 
As Sales Promotion Manager 


James M. Hughes has been ap- 
pointed to the position of sales pro- 
motion manager of the Republic Rub- 
ber Division, Lee Rubber & Tire Corp. 

Mr. Hughes formerly was assistant 
sales manager of the Pennsylvania 
Rubber Division of the General Tire 
& Rubber Co. 

He is a graduate of Michigan State 
College and comes to Youngstown 
with a background of 13 years’ experi- 
ence in sales promotional work. 





James M. Hughes 



































Ger Our COPY 
PF sas vew [eli 
WIRE ROPE HANDBOOK 


— for the man on the job 


easy to read« 
“ up-to-date tHere’s the new illustrated J&L Wire Rope Handbook 
. written for the man who handles wire rope on 
the job. It contains 96 pages of information to help 


you get the most out of the wire rope on your machine. 















Co It’s easy to understand ... it has the answers to many 

A of your questions about wire rope . . . it’s yours for 

as . . 
ving, the asking. Thousands of men have already put this 
Inge, book to good use. Why not send for your copy now? 

the 

in 

It tells you about 

eer ® installation and operation 

ap- 
Rub. © selecting the right rope 
Dorp. 
oor’ e J&L wire rope maintenance | 
vanila | 
Tire 
State © standard fittings, slings, and 
town splicing service available with 
xperi- J&L wire rope 

Send the coupon for your copy now! 
Recommendations for: Jones & Laughlin Steel Corporation 





420 Jones & Laughlin Building 
Pittsburgh 19, Penna. 


Excavating Equipment 
Oil Country Uses 
Marine Applications 
Industrial Needs 
Logging Installations 


Please send me a free copy of the new 
wire rope handbook entitled ‘‘Wire Rope 
is a Machine.” 











Name_ 
JONES & LAUGHLINSTEELCORPORATION {| 7 
From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED : 
a bagged afulllineof BARS AND SHAPES + STRUCTURAL SHAPES + HOT AND COLD 
products, aswell as Address. - 





Gowe See sees Seeseooeseseee 


certain products in ottsco.oy ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 
and JALLOY (hi-tensile steels), | PRODUCTS + “PRECISIONBILT’ WIRE ROPE + COAL CHEMICALS 


|. mim eames eennmmenemenenennian 





nN 
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Suggest to your customers the proven fact that their products will 
sell faster if they're modernly streamlined with flush-to-surface 
Western Socket Screws and completely free of dangerous protrud- 
ing bolt heads on all moving parts. There’s extra profit for your in 
that story. Western Socket Screws are a profitable fast-turnover 
item. Western Socket Cap and Set Screws provide these sales 
advantages, plus greater strength, because, made of alloy steel and 
heat-treated in modern electric furnaces, they assure extra tensile 
strength and greater holding power. That means the important 
. economy of fewer screws needed to do the job and faster assembly 
that saves time and money. We invite you to write for the facts— 
and we'll be glad to send you an informative new catalog. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O, 
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Precision Screw Products, Parts and Assemblies Since 1873 





Herbert J. Rowe 


Edward Valves Names 
Rowe To Sales 


Herbert J. Rowe, St. Louis, Mo., has 
been named sales engineer for the 
Great Lakes region by Edward Valves, 
Inc. of East Chicago, Ind. 

For the past six months, Mr. Rowe 
has been training in the sales depart- 
ment of the home office. He will make 
his headquarters at the East Chicago 
office, serving valve users in the region 
and working in cooperation with Ed- 
ward representatives. 


G. E. Lamp Department 
Establishes New District 


The Lamp department of the Gen- 
eral Electric company recently estab- 
lished a new sales district and at the 
same time appointed two district sales 
managers. 

The new district, to be known as 
the South Central Sales District, will 
have its headquarters in Memphis, 
Tenn. It brings to 30 the number of 
sales districts operated by the depart- 
ment. 

Named to head the new district is 
George V. Ellis, who now is a member 
of the sales organization of the south- 
eastern sales district, with headquarters 
at Atlanta, Ga. Mr. Ellis is stationed 
at Birmingham, Ala. The district in- 
volves all of Mississippi, southeastern 
Louisiana, eastern Arkansas and west- 
ern ‘Tennessee. 

Also appointed to a sales district 
managership is Robert V. Corning, 
who will head the Ohio Valley sales 
district, with offices in Cincinnati, 
Ohio. He replaces W. E. Davidson, 
who was transferred to Nela Park. 
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QUAKER PACKINGS ARE PRE-TESTED TO ASSURE PERFECT FIT 
. « » TO SAFEGUARD YOUR FUTURE SALES 


A packing that doesn’t fit accurately results in a dis-satisfied customer 
-..@ loss of future sales. That's one of the reasons Quaker Packings are 
pre-tested as many as 18 times to assure satisfactory performance in 
every installation . . . to build customer satisfaction. 

Measuring for accurate size is just one of the many tests Quaker 
Packings go through before leaving the plant. Each and every test is 
designed to safeguard the performance of these packings when put into 
use. Pre-tests that assure long, trouble-free operation, freedom from 
unnecessary breakdowns, help reduce production costs. 

Quaker Packings . . . as well as the entire Quaker line . . . will build 
repeat sales for you. Everything that bears the Quaker name—belting, 
hose, V-belts, molded products and packing—is pre-tested for peak 
performance. You can sell Quaker quality with confidence and plan 
on the sales they will build for you in the future. 


HOSE THAT LASTS FOR PEAK HORSEPOWER 


-.. because it has been Quaker belts are pre- 
pre-tested to stand pres- tested for every in- 
sure and resist wear. dustrial need ... belts 
Quaker Hose is available of all kinds that as- 
in all types for all indus- sure peak efficiency 
trial purposes ... a com- ++. customer satisfac- 
plete line to help you tion... repeat sales. 
build more sales. 


QUAKER RUBBER CORPORATION 


PHILADELPHIA 24, PA. + New York 7 + Cieveland 15 + Chicago 16 - Houston 1 
Western Territory 
QUAKER PACIFIC RUBBER CO. + San Francisco 10 + Los Angeles 21 + Seattle 4 
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ACE Protection means 


Oe mm PADLOCK PROFITS 


BEARING Gea 3 | ig Pee 


VALLEY crinbers 


Accuracy and Performance 
Records already established od | 


In the more than 30 a that Valley —— mae _ 1, Bese Gun GRO00 tny dhmnee 

used by many of t e country s largest industrials, t ey 2. Double-locking bolt that locks both 

have established fine records where accuracy and per- sides of the hardened shackle into 

formance count. These grinders are all powered by the case. 

Valley Motors and every unit is built to a single high SS comnd bey Oot ees @ 
. A, . . 4 authorized duplication virtually 

standard of quality. This means complete satisfaction in impossible. 

service which builds profitable demand for these ‘efficient, 4. May be master-keyed with no loss 

low-cost tools. of security. 

Add ‘em up and you have positive security 

that gets quick acceptance by your cus- 

tomers! Available in 1/2” and 2” cases, 


Valley Electric Corp. Write today for Bulletin ID. 


4221 FOREST PARK BLVD. e ST. Louis 8,MO. | BG PEG 'E Meta male 
2024 N. Racine Ave., Chicago 14, Ili, 


WHITNEY 
PUNCHES 


@ All WHITNEY Punches carry our 
guarantee for good construction and 
high quality product. The depth of 
throat on this No. 92 is 10’—weight 
165 lbs.—capacity same as No. 91. A 
valuable accessory is a notching 
punch and die that will notch angles 
up to 142 x 1% x Ye" and cut a 90° 
notch. Good returns on this necessary 
tool. Immediate attention to orders. 














Chicago ACE Padlocks give you four 




















NO. 92 
BENCH PUNCH 


Lever Type. 
Uses same 
= punches, 
dies, and 


“ ‘ Py ace 6 es +. working 
.] ; ' - bora ga i | SF, parts as 


WH SAGINAW PRODUCTS CORP 
Pe? MUA SRT LUM GLO | |W. A. Whitney Mfg. Co. 
636 Race St. Rockford, Ill. 
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56-16 Arnold Ave., 





Maspeth, N. Y. B 





THE COUNTER at the Fred A. Ell 
feldt Co., Kansas City, is ably manned 
by this three-man team: Frank Bauer, 
Jim Starmer, and Joe Bauer. 





Bright Century Ahead 


In Brookings Forecast 


Overwhelming abundance, well-be- 
ing and material progress will be a 
real possibility in the United States 
during the next hundred years, pro- 


tural resources are systematically con- 


| served and fostered, according to a 
| recent forecast by the Brookings In- 
| stitution, the well-known research or- 
| ganization. 


The study, which is based on the 


| fundamentals underlying economic ad- 


vancement, examines the recent past 


of the United States and predicts that | 
| its period of greatest (potential) ac- 
| complishment still lies ahead. 


Given adherence to wise policies,” 
the publication avers, “the United 
States over the next century could 


| support a population double that of 


today, on a plane of living some cight 
times as high as that now prevailing.” 

The study concludes that the eco- 
nomic system best suited to guarantee 
the century of abundance is private 
enterprise, modified by government 
regulation policies designed to estab- 
lish “rules of the game’ and to set 
acceptable standards of performance. 
The government policies should be di- 
rected toward performing its functions 
without assuming the vital functions 
of business management or destroying 
the essentials of the competitive free 
enterprise system. 





A LARGE GLASS FRONT display 
arca is onc of the main features in the 
new home of Industrial Suppliers, Inc., 
Jackson, Miss. 


— We have a 
copy for you- 








| vided our potential supplies of na- | 


.. . facts about industry’s 
rating of gauges that you 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, tll. 


xhe gauge 
with the , 
uRECALIBRATOR 


t has be 
Se anne finishing 
us' 


GAUGES *® VALVES © TRAPS. 
DIAL THERMOMETERS 


HEATING SPECIALTIES 
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Pre-Budgit Chain Blocks! 


iY 


You'll find as finesia : 


‘Budgit’ Cliain Blocks us } 
lations where manual lifting is essen- 
tial. 





rospect for 





new instal- 


4 





i Ue ae 
Check gorages, service stations, re- 
pair shops, dairies, boatyards — all 
do manual spot lefehig and the 
‘Budgit’ Chain Block should easily be 
first choice because with it a man lifts 


¥ 
more . . s easier, faster, and longer. 


Plus thet, the ¢onvenient light 
weight of ia ‘Budgit’ Chain Block 
makes it possible for one man to lift, 
carry, and. hang ep even the 2-ton 


size on jol.to job/as it's needed. 
ie 

Sell the.| value} of the roller type 
load chain: which does not stretch, 
stiffen nor & nd sind can be shortened 
or lengthened gh the job. Sell the 
other mecha | advantages that in- 
sure safety, e Sy operation, and long- 


time service. 


Sure, sell the factories in which 
there are many spots for ‘Budgit’ 
Chain Blocks, but do not miss out on 
easy-to-get business in the obsolete 
market and the hundreds of other- 
than-factory places where ‘Budgit' 
Chain Blocks also represent the utmost 


in performance and economy. 
Do you need more 


copies of Bulletin 393? 


If so, write for them. 


“il BUDGIT 
Chain Blocks 


Ml 
= 
z 
z 
< 
= 





MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 
Lifter’ Hoists and other lifting specialties. Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Con- 
solidated’ Safety and Relief Valves, ‘American’ 
industrial and ‘Microsen’ Electrical Instruments. 


266 








A complete stock of all types 
over 35,000 dozens available 
for immediate delivery including 


Corning Standard. Low Pressure 


Pyrex Red Line, Pyrex Heavy Wall, 


and Pyrex High Pressure in all stand- 






ard diameters. With our own cutting, 





raUEdiate Molaro mel alateliate mre lel] olul-taLemm o1eelnl od 





shipments can be made on_ special 
p 





lengths. Our stock includes MacBeth Flat 





glasses, Pyrex Oil Cup glasses and Pyrex 
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quirements, for Swift Service, write, wire or 


telephone. 







SWIFT 





LUBRICATOR CO., INC. 


24 Home Street 





Elmira, N.Y. 
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ARC WELDERS 


A RANGE OF MODELS FOR 
EVERY WELDING JOB 


= 






















For 
PRODUCTION 
CONSTRUCTION 





REPAIRS 


Reduce Costs 


increase 
Profits 4 
Thereis an easy-to-E WS 
operate Trindl welder 


to fit every demand from small appli- 
ance repairs to heavy construction 
work. From 60 amp. to 360 amp. 
models. Prices start at $39.50. De- 
pendable Trindl welders, accessories, 
and supplies are available to save 
you both time and money. 

Write, wire or phone 
today for catalogs and 
particulars. 

Jobber inquiries invited. 
Write for selected 
distributor Plan. 
DEPT. AY-99 
TRINDL PRODUCTS, LTD. 


17 East 23rd Street — Chicago 16, Illinois 
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HEAVY-DUTY UTILITY 


KEROSENE FURNACE 


% Exclusive figure-8 generator burns 
kerosene without carbon formation. 

% Steel Tank—Copper Brazed—with- 
stands severe abuse for years. 


wa 1-gal. Size 8 x 13, 13 Ibs. Priced right 
for PROFIT. 


WRITE TODAY for FREE BOOKLET 


giving full information on 
Unique’s complete line of 


GASOLENE and KEROSENE 


FURNACES and BLOWTORCHES 


UNIQUE MFG. CO., INC., Est. 1921 


223 W. Walton St., Chicago 10, Ill. 





) CUSTOMERS! 


No. 55 Always Recommend The 
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Industry Men and Editors ee , 
Will Advise Plant Show : soe | en {Demins 





cent FUGAL PUMPS 


A fifteen-man board of leading in- 
dustrialists and editors will act as an 
advisory group for the first Plant Main- 
tenance Show, which will be held in 
the Auditorium, Cleveland, Ohio, Jan- 
uary 16 through 19. L. C. Morrow, 
editor, Factory Management and 
Maintenance, will serve as general 
chairman of the board as well as of the 
four-day conference on plant mainte- 
nance methods which will be held con- 
currently with the show. 

Some 50 companies already have re- 
served space and it is expected that 
several times that number will be rep- 
resented when the show opens in Jan- 
uary. The conference will be the first 
ever devoted exclusively to mainte- 


im READY ANSWERS 
Major stress at both the show and 


conference will be placed on cost re- 


duction factors. Equipment, services to thousands of Questions 


and materials to be exhibited will in- 


clude the fields of air-conditioning, AB T i an? 
heating, ventilating, buildings, build- 


ing materials and services, mainte- 





























nance tools and supplies, electrical _ These handy reference guides simplify the problem 
equipment, employee relations, train- | of selecting the best pump for the job ... Any one 
ing and safety, instruments, meters, I of th - 
gages, lubricants and lubricating equip- | or all of these guides are yours for the asking. 
ment, management consultants and 
services, materials handling equipment, CHECK YOUR NEED AND MAIL TODAY 
a mechanical rubber goods, paints, paint- | —_——<2<n ee es se ee ee ee ee . 
ing equipment and product finishes, | | | 
power generation and distribution | THE DEMING COMPANY 
power transmission, welding and gas 511 BROADWAY e_—s SALEM, OHIO 
cutting. | 
| No. 3300-A Self-Priming Centrifugal Pumps. No. 4303"'Motor Mount" Centrifugal Pumps. | 
| Electric Motor and belt driven units, Also 63 standard sizes. Capacities from 5 to 650 | | 
| portable, gasoline engine units. gallons per minute, | 
| No. 3900-B Side Suction, Single and Two No. 5003 Single Stage, Side Suction, Single | 
| Ball Bearing Centrifugal Pumps. Sizes '/.'"', Ball Bearing Centrifugal Pumps. Sizes |"' to | 
: | ¥%,"", I", 12" and 2". Capacities up to 200 10'' discharge, Capacities 10 to 3600 gallons per | 
llons per minute, inute. 
| ga Pp minu | 
| No. 4010-A Single Stage, Side Suction, Single No. 4700-B Deep Well Turbines. Water lubri- | 
| Ball Bearing Centrifugal Pumps. Sizes |'' to cated. Vertical, multi-stage construction. | 
| 10". Capacities: 10 to 3600 gallons per minute. Capacities up to 3000 gallons per minute. Vari- | | | 
drive, 
Ss! | No. 4012-A Single Stage, Side Suction, Two cu Sypenet Gants tar eae typenet pomes drten | | 
Vs | Ball Bearing Centrifugal Pumps with sepa- 4605 Vertical Sump Pumps and Cellar | | 
rate liquid end construction. Sizes |"' to 10". Drainers. Centrifugal types. A wide range | 
The | Capacities: 10 to 3600 gallons per minute. of capacities up to 3200 gallons per minute. | | 
No. 4013-A Single Stage, Side Suction, Two No. CR-I Condensation Return Units and | | 
Ball Bearing Centrifugal Pumps. Sizes |"' to Boiler Feed Pumps. Equipped with various | 
| 6"' discharge. Capacities: 10 to 1200 gallons types of standard Deming Pumps to meet all | 
| per minute, needs. Full range of capacities. 
| | 
OE | (PLEASE PRINT YOUR NAME AND ADDRESS) | 
| | 
| | 
— cassia ! 
‘h- | ene ee : Seah aniee asians 
| | 
“ | SESE ene eee er spss haianiicaaaeineeipasctienontcmeiauaeaGealnueioon | 
} | 
CITY .... ; ens ZONE BE Gea sciicaaccemeoatosainnnios | . 
LET L t 
THE MANAGER of Weston Electric 
4 Instrument Corp.’s new district sales 
ES office at 6230 Third Street, N.W., in 
1 Washington, D. C. is Lawrence F. 
921 Parachini. The office will serve the 
District of Columbia and adjacent 
‘Ml Diselct PUMPS AND WATER SYSTEMS 
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‘MUiT-oRILL 


for Production Drilling 


CHECK THESE MULTI-DRILL 
SALES FEATURES 


@ 9” Drilling Areca 

@ Available with 2 to 8 spindles 

@ RUGGED CONSTRUCTION 

@ Quick, easy adjustments to any 
hole pattern on or within a 9” 


circle; 2° minimum center dis- 


tance; drill sizes 1/32” to 
¥%” 





GET TWE LEAL 
OUT OF 
your —! 


| Keep it profitably fluid by relying 
“4 | on Atlantic Metal Hose. 





















4| Our efficient production system, 
‘| personally supervised order fill- 
|| ing, top engineering consultation 
“4 | and utilization of fastest delivery 
@ | facilities possible, bring ATLAN- 
= © ©6TIC almost as close to you as your 
_ own stockroom. 


ATLANTIC METAL HOSE 


will handle 






@ Special adaptations avail- 
able 
MULTI-DRILLS are made 
in other sizes and models 















ate eer. e chemicals ® steam 


mation about 2 a 
: MCLTREDRILL COMMANDER MFG. co. . 
7 in your territory. 4217 W. KINZIE STREET, CHICAGO 24, ILLINOIS "24 | 


Product of Commander — Builder of the Commander WLI 7 723 










e oils © tars ® asphalt 


















e alkalis © gases 








light solids 
© refrigerants 


© gasoline 





_DE-STA-CO Arcee ot 
SPACERS * a pe ATLANTIC METAL HOSE 


absorbs vibration 


_ AND 
_ SHIMS 


® corrects misalignment 


© provides mobile 
service 





© eliminates thermal ex- 


ansion strains 
Demanded by name for over 30 years, the machinist's P 
preference for shimming gears and bearings, spacing 
milling cutters, and for numerous machining set-ups. 
You can profit on the ready recognition of De-Sta-Co 
quality by carrying a complete stock of these precision 
packages. Arbor Spacers packed in standard sizes 
from 3%” to 4” I.D., thicknesses from .001” to .125”, all 
with keyway. Handy cellophane envelope contains a 


Bronze, steel or stainless steel 
depending on application . 
Ye” - 36” 1.D. inclusive . 
Standard or special couplings, 
flanges, nipples, fittings . 
With or without braid or armor. 








— “oe el set of 19 graduated decimal thicknesses. Shims are * INVENTORY 
solicited supplied in same sizes, without keyway. 
Special spacers—thicknesses greater than .125”—~— Wri 7 
available in popular sizes, machined from bar stock, ite for Compt “— Catalogues 
hardened and ground, with standard keyways and i 





identification. | 
Write for price sheet and stocking distributor's : 
discount plan. | 
. 


SHIMS 
tim peony srampine comPANY METAL HOSE CO., IC 


| 104 West 64th St., New York 23, N. Y. 
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Just what you've been waiting for—an 
entering wedge into a lot of profitable 


ng business. Amazing Pack-Patch repairs 

cracks and holes in wood, concrete and 

masonry floors and sidewalks. Packed 
m. in air-tight containers, ready for use; 
1 weather-proof, freeze-proof; truck over 
ll. the patch immediately; very low in cost. 
on Exclusive protection—a high-profit deal 
“ws for wholesalers only. Sells to industry, 
ry cities, shippers; for platforms and docks, 
N- everybody having a surface for foot or 
ur vehicular traffic. 


For Use On 
“Factory floors @- Traffic aisles 
Ramps @ Stairs © Sidewalks 
Parking courts @ Loading docks 
Ready for use indoors or out 
Permanent © Inexpensive 
No re-routing of traffic 


Get discounts and literature. 


EUCLID-URBANA CO., INC. 


Euclid Ave. at Urbana, Cleveland 12, 0. 





“Instant” — Permanent 








The Lighthouse 
of the Highway 





SE 


The Warning Lantern 


nt with the 








Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 


manager of the Apparatus Department 
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i NEW ASA, and SAE STANDARDS 


ADOPTED BY LEADING 
_ AUTOMOTIVE MANUFACTURERS 


Diamond G does it again! A leader 
in bringing you the new fiat washers 
made to the latest specifications 
adopted by manufacturers of auto- 
motive, farm and electrical equipment 
throughout the world. 

These Diamond G Flat Washers are 
made to meet the new ASA and SAE 
specifications in the same high quality 
that has won the widespread acclaim 
in every industry. These new flat 
washers are made in regular steel, 
spring steel, stainless steel, brass, 
bronze, monel metal, aluminum, Alclad 
and copper... and can be plated 
with zinc, cadmium, nickel, brass, 
chrome ... or they can be parkerized. 
Diamond G stands ready to give 
you quick deliveries on all of these 
new flat washers... aS well as 
a complete line of spring lock 
washers, stampings, hose clamps, snap 

| rings or retainer rings. 


GEORGE K. GARRETT CO. 
PHILADELPHIA, PA. 
NEW DATA FOLDER 


eep up to date on the 
pnd dt Write 
for your free copy of 
the technical charts and 
data just compiled by 
GARRETT Engineers. No 
obligation. 


| 
| 




























Frank Goodman 


| Lincoln Names Goodman 
Sales Promotion Manager 





| 
‘ 
i 
e) 
| 
«| 


Frank M. Goodman, formerly of 

Skilsaw, Inc., has been appointed sales = 
promotion manager of the industrial | 
division of Lincoln Engineering Co., 
St. Louis, manufacturers of a complete 
line of industrial lubricating equip- 
ment and centralized lubricating sys- 
tems. 

Mr. Goodman spent 16 years with 
Skilsaw, selling in the Pittsburgh area, 
managing their Cleveland offices and 
as their eastern sales manager. 


Belanger New Director 
At Allegheny Ludlum 


John W. Belanger has been clected 
a director of the Allegheny Ludlum | 
Steel Corp. 


Mr. Belanger is assistant general 





















of General Electric Co.. making his 
headquarters _ in Schenectady, N. Y. 
He succeeds H. V. Erben, G.E. vice- 
president, who resigned. 









NEW LOADING dock and shipping 
area at the Bidwell Hardware Co., Hart- 
ford, Conn., permits trucks to deliver 
merchandise in rear of building easily 
and quickly. 


OF SMALL PARTS 









FOR 45 YEARS 


“ROTARY °* 


With Distributors because 
Blackmer Provides 


COMPLETE LINE OF =, 






















ROTARY POWER PUMPS 





Capacities From 
$ to 1500 G.P.M. 
él 


mes 









For Barrel, 
Underground 
Storage 

And Portable 
Dispensing 
Units 













“EZY- 
KLEEN” 


Sizes For 
Every 
Common 
Plant 
Requirement 






LOW INVENTORY— 
SIMPLIFIED PARTS SERVICE 


Blackmer Pumps 
Can Easily Be 
Serviced By Any 
Mechanic Or 
Maintenance 
Man 


Replacing Vanes 


MORE NET PROFIT WITH 
LOWER SALES COSTS 


Blackmer selection tables help sales- 
men sell THE RIGHT PUMP for every 
job. 
95% of all industrial plants are 
customers or prospects for Blackmer 
products—power pumps, hand pumps, 
strainers. Your salesmen are ‘among 
friends” with the Blackmer Line. 


Write for 


NEW CATALOG 


Complete up-to-date distributor's catalog 
provides easy index to more rotary pump 
sales to industry, petroleum handlers, chemi- 
cal plants, bulk liquid handlers. Get this 
guide to more sales. 


BLACKMER PUMP COMPANY 
GRAND RAPIDS, MICHIGAN 











WLLL 


GARDINER Fyfe) fp) 4: 


ik] GOOD Fyfe) 8) 4: 


SOLDER 








STOCK THE SOLDER THAT SELLS! Comes in distinctively colored 
packages with counter display carton. Federated Gardiner brand Acid 
Core, Solid Wire and Rosin Core Solders are nationally advertised to 
help your sales. In all commercial sizes and compositions. 


A PRODUCT OF 


Std METALS 


division of American Smelting and Refining Company 
Whiting, Indiana (Chicago) 





















——WHEN— 


your customers want “the best” in 
cap screws, set screws, milled studs 


and coupling bolts, remember... 


WHO 
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MAKES THEM 
“WHO iss. Wu. H. Ottomillor vor PA, 


Ottemiller products are sold through’ Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 





— 












P 























EVERY CUSTOMER gets full infor- 
nation on any equipment he may in- | 
quire about of S. B. Sullivan, secretary | 
and manager of the industrial supplies | 
lepartment of Sullivan Hardware Co., | 
\nderson, S. C. 

| 








Ampco Drill Facilities | 
Moved By Greenfield Corp. | 
The Greenfield Tap & Die Corp. | 


announces the removal of their Ampco | 
Twist Drill manufacturing facilities | 
from Jackson, Michigan to Green- | 
field, Mass. The actual moving now 
is underway and is expected to be com- 
pleted early in September. 

The corporate structure of the 
Ampco Twist Drill Corp. has been 
dissolved and all assets have been 
transferred to Greenfield, where a 
complete drill-making establishment is 
being set up. 

Frank J. Sikorovsky, president and | 
general manager of the former Ampco 
Twist Drill Corp., becomes a_ vice- 
president and director of the Green- 
field Corp. 

The Ampco sales organization will 
continue as an independent unit, also 
with headquarters in Greenfield. All 
drills, reamers and end mills made 
by this division will continue to be dis- 
tributed under the name 


AMPCO. 
































ORDERS at the retail counter are filled 
by Bill Wallace and Ralph Hamby at 
Poe Hardware Co., Greenville, S. C. 






GTD. | 
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Xclusive § 


flame-hardened for 








LONGER LIFE and MORE SALES 





The Rapid-Flame hardening process is an exclusive 


feature .. . makes ball raceway surfaces diamond-, 
hard . .~ means extra years of service under heavy 
loads and tough operating conditions. Other “‘sales- 
potent” features: double ball raceways for extra 
shock resistance . . . steel-forged construction, with 
top plate and. king pin in one, solid, ‘““wobble-proof”’ 
unit. ‘ Available in a wide range of sizes, with steel, 
rubber or plastic wheels. . . 


FEATURE RAPISTAN* CASTERS! They're nationally advertised 
. . » nationally recognized as top quality! Literature available. 


Your inquiries invited. 
*T.M. 


‘Kapidlan. CASTERS 


STEEL-FORGED 


FLAME-HARDENED 


Representatives in principal cities 


6000060608 


The RAPIDS-STANDARD COMPANY, Inc. 
98 Rapistan Building, Grand Rapids 2, Michigan 



















, 





{ Owe-Araud! 


“ee 

















PORTER'S NEW HanoKuP 6C WIRE CUTTER 


A one-hand tool with two-hand tool power — cuts 14” soft bolts 
in thread — 3%” soft rods and cable. Hook blade pulls staples, gets 
under tight wire, lifts clenched nails. 


HanoKkuP 6A Angle Cutter— same capacities as above, but 
cuts close —and no scraped knuckles. Excellent for form wires, 
cotter pins, protruding bolts or screws. 


HanoKuP 6T Shear Cutter — cuts *%” baling or box wire 
steel strapping up to .035” x 114” on bales, boxes, cartons, crates, also 
steel strip stock. A ‘‘must’’ in shipping and receiving rooms, strip 
mills, on the farm. 

All three HandKIiP tools are 8” long, weigh 34 Ib., have tough, 
hard, alloy steel heads, grip-fitting handles, specially coated for non- 
slipping, weather and water resisting. Adjustment gives longer life. 

Buy them at your leading supply house, hardware distributor or 
dealer. Available immediately. 

Write for circular. 

Don’t Forget Those Redesigned Porter Two-Hand Cutters. A 

Tool for Every Purpose. 


H. K. PORTER, INC., Somerville 43, Mass. 


j IMPROVED | 
PORTER CUTTERS 
These popular two. 


~hand 
now 15 ways better tools are 


J er. They’re 30% 
/o ©asier to handle and 
ty to cut cable, chain 
other metals is far 


d for folder des 


6A 6T ae. 
15 new features, cribing 


ANGLE SHEAR 
CUTTER CUTTER 





Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains... 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVE. 


CHICAGO 13, ILL. 





@ Times MORE 
POTENTIAL PROFIT 


60% Savings in Space 


PAT. PEND 


MANUFACTURING CORP. 
2909 S$. Wabash Ave.,Chicago 16, Ill 


Forte © 


MAUREY manuracturine corp. 
2909 S$. Wabash Ave.,Chicage 16, fil. 
Please send us further information 
seqoreies Maurey-Made_ Interchange- 
able V Pulleys and Bushings. 


__ Reumisnen ‘ 
STRRGT 


CITY_______- ZONE__STATE._ 
PE TR 
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VIKING ROTARY PUMPS 


slight application necessary 
. that is 


is and seals belting from for- The Pump that moves any clean liquid regardless of viscesity . 


the Viking Rotary Pump. 
‘ t Ul} 

Hump on belt or pulley Its “Gear within a Gear—2 moving parts” principle gives you this service. 
and preserves belting Iis rugged construction, without small intricate parts, springs, gadgets, etc. 
: fs belting assure long, dependable life. 
contains t injurious ingredients such —_ Viking rotary pumps are engineered for the job 
G2 remn, Grente, oe. | G . .. to do the work assigned them. Ask for free 
folder 495MM today. Recommendations gladly 


@ keeps belting pliable in all kinds of AN HONORED N 
— AME 
atmosphere and under all conditions. | | IN PUMPING deen ethene ited, 





@ good for all types of belting 
The regular use of CANTOL BELT WAX will not 
iw 


only insure better traction but will give a ne : i 
me Scdnes tor deters eg te , ao ® ara '¢ 
Seiad bast cy Us ck Cees Rac O 16 » gg Pumr Company 
° 
CANTOL WAX PRODUCTS CO. we Cedar Falls, lowa 


BLOOMINGTON @ INDIANA 

















Stainless Steel 
@ BOLTS ® 
SCREWS 24 
NUTS @ 
Hens @, 


A Complete Line 
Available from Stock, 


STAINLESS STEEL 
BOLTS SCREWS NUTS 


Machine Machine Hexagon 


Carriage Cap Square 
Lag Wood Wing 


WASHERS Ke) ' 
All Types RIVETS EXCLUSIVE FEATURES ! 


All Types a 
All Types 1. Saves time —one hand operation —'‘lift, slide, lock!”’ 





Available also in. Monel, Alumi- re) 2. Saves tooling expense —smaller, simpler jigs. 


num, Everdur, Naval Bronze and 
Alloy Steels 


We are prepared to fill your ie 
needs for ‘Specials’. Send your \an/ 


prints or specifications. 


dtripfess 
SCREW & BOLT CORP. 


135 Church St#., New York 7, N.Y. 
CO 7-0675 


4. Indispensable for toolroom work in addition 
to production. 


! 
! 
! 
i 
3. Saves space in tool crib. ; 
i 
! 
! 
: 
! 
t 


SPEEEIISE- SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. 


CARDINAL MACHINE COMPANY 


new literature available 
GLENDALE, CALIFORNIA 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 








ATTENTION DEALERS! Available again for - 
STANDARD’S 
VALUES 


inbench and | ttco KeEvLess 


pedestal grinders oy 
DRILL CHUCKS 


E’RE happy to announce that we have 

caught up with the big demand for 
these chucks and can once more, make 
prompt shipments. This will be good news 
to the thousands of shopmen who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
| are easily released by hand. Because no 
| strength is needed Ettco chucks are par- 
| ticularly suited for women operators. 
| When it comes to holding drills tight, MADE IN 5 SIZES 
| 
| 





rigid and true, Ettco chucks are unsur- 

passed. When it comes to quality and ee 0 TO 
workmanship there are no better chucks ¥e'’ DRILLS 
made. 








| ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. 





FOR SMALL OR 
LARGE SHOP USE... 


1. Small capital investment 
2. Great Economy 


Immediate delivery! Types 10 BA and 10 BAP There is ever-present danger when things are sus- 


Medd ite vs Re NOHOEO"! = | pended. ‘That is why rope plays such an importan! 


cycle. role in safeguarding life. Realization of this fact places 
tomnaed for two 10” x 1%4” x 7%" grinding | grave responsibilities on the purchasing agent who 
List prices FOB Cincinnati: cannot afford to gamble. He must buy quallty—not 
TYPE 10 BA $126. | price. Be sure your orders specify “Fitler”’; producers 
TYPE 10 BAP $159. | of the world’s finest rope at a reasonable price since 


Extra equipment: Twist drill grinding attach- | 1804. 
ment with adaptor—capacity 4%" to 1%” | 
round or taper shank drills: $31.; illuminated 

eye shields complete with light bulbs, cord and Aw tere SV Look for the Registered (No. 245091) Blue & Yel- 


built in switch: $18. BK - a) low Colored Yarn Trade Mark in all Fitler Brand 
Write today for Bulletin 112 eS | Pure Manila Rope. 


Visit our Booth 1628 at the Na- TEE IS eg ; 
wey iene Cleveland, SR } = THE EDWIN H. FITLER CO. 
THE STANDARD x . > —_ Pcacagrss ws 24, Pa. 
i << anufacturers of Quality Rope Since 1804 
ELECTRICAL TOOL CO. SS 3 e 


2520 River Road, Cincinnati 4, O. | 
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Hil <x 


TUBE 
SCRAPERS 


INGALLS 


ENGINEERS’ 
FAVORITES 


ELLIPTICS 
ABRAMS 


FINE WIRE & 
SPIRAL BRUSHES 


TUBE BLOWERS 


Gauge Glare 


Complete Stocks — Im- 
mediate Delivery — Ask 
us about attractive 
prices. 


MANUFACTURER 


A. W. CHESTERTON CO. 


6 ASHLAND ST., EVERETT 49, MASS. 





SODERING 
BRAZING 
WELDING 


* sodering paste 

* sodering sticks 
sodering oil 
sodering flux 
sodering liquid 

* sodering syrup 

* sodering acid 

* stainless steel polish 

* solid sal ammonia 


Let our engineers help 
your customers to solve 
their sodering problems. 
Send for free sodering 
chart which shows melt- 
ing point of all soders. 


L. B. ALLEN CO., Inc. 





Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 





Socket Screw Keys 


In all sizes—short or 
long arm series. 





specify BLUE DEVIL 


Socket Screw Products 


Socket Cap Screws 
neat, cold formed 


ead 


— continuous 


fibre structure. 


Socket Set Screws 
New precision- 
ground threads 
assure finest su- 
per-smooth finish. 


Socket Pipe Plugs 

Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide excellent seal. 


Sold through authorized 


Industrial Supply Distributors 


SAFETY SOCKET SCREW COMPANY 








6731 BRYN MAWR AYE. 
CHICAGO 31, ILL. 


4447 N. KNOX AVENUE ° 
11 Park Place 


CHICAGO 30, ILLINOIS 
New York 7, N. Y. 
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CULLMAN 
Sprockets 












Over 80,000 Sprockets and 80,000 
feet of Chain Now in Stock 


More than half a century of specialization in the 
design and manufacture of sprockets has made 


Cullman a leader in the sprocket field. Today, 


Cullman can ship promptly from its stock of Small-size reducing valves will 
over 80,000 sprockets, of endless types and be developed especially to fit your 
dimensions. Too, sprockets for special require- equipment. Use our 25 years of suc- 
ments can be quickly produced at low cost due cessful experience in manufacturing 
to Cullman’s long years of experience and high Automatic Valves! 


precision production methods. 


CASH- 
ACME 


A. W. CASH VALVE MFG. CORP. 











{ 








Olhe the Oiler b Q O,iginality 


RECOMMENDS 
LOOK TO 


EAGLE } XCELITE 


BROAD TOP 
OR HAND OILERS 
WITH GRAVITY FEED 





These durable and eco- 
nomical gravity feed oil- 
ers are suitable for use 
in mills, mines, factories 
and foundries. Made of 
seamless drawn steel with 
bottoms doubled-seamed to 
body. Tested under air 
pressure. Bent or straight 
spouts available in lengths 
of 10, 12 or 18 inches. 





Another ‘First’ In Sales! 


This New XCELITE Combination Kit 
in UNBREAKABLE Box of Trans- 
parent Plastic! 

Yes, you can put this attractive box on the 
floor and jump on it—it’s that tough! And 
the conterts are another XCELITE “‘first’’, too 
—a rugged man-sized XCELITE combination 
handle with THREE detachable combination 
Phillips-Regular screwdriver blades. Kit also 
available with three detachable reamers. Imi- 
tators are having a hard time keeping up with 


° ies all the XCELITE “firsts”! BETTER WRITE 

e LEAK-PROOF NOW for all the profit facts! 

© UNAFFECTED BY HEAT () | ‘irst™. "Au ‘tt the above tiandie = OT 
PARK METALWARE CO., Inc. 





SS i EE DE M- 








SD DE LE LD LE L_EL_ i LE_E i L__  HE_L_ i LE_ i O_Ea O_O C 








See your distributor or write \ Dept. F Orchard Park, N. Y 
EAGLE MANUFACTURING CO. Q, if be 5 
1347 Altgeld St., Chicogo 14, Ill. _103- Dept. ID 949, Wellsburg, West Virginia b “ua tly oo 
“Oil with on Bagle Oiler” (|. gy PREFERRED BY, EXPERTS. 
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MANUFACTURERS’ AGENTS 
Here is THE SOURCE 





Greater profits for distributors of 
* woodworking tools 


® Cost-cutting aid to their customers 


, An opportunity to supply an 
* existing market at a PROFIT 


The three Swing Saws, especially de- 

signed for low-cost cutting of produc- 

tion lengths and shapes, are Models 55 

(illustrated), 25, and 5. Capacities 
range from 3 x 12 inches to 6 x 16-inch, stock. 


Your market is extensive—lumber yards, mills, box and 
cooper shops, furniture manufacturers, steel, brass, copper 
and aluminum warehouses, crating departments, builders, 
contractors and numerous other users. 


The many features of these Swing Saws get quick 
approval—they are fully illustrated and described in our 
literature. We will gladly send copies to you upon request. 





Today—plant and production managers everywhere are 
searching for means to cut production costs, yet retain 
speed and quality. In today’s competitive markets, they 
fully realize the importance of new methods of operation 
and will readily discard out-moded methods. 


Thus, with H & A tools, backed by 28 years of engineer- 
ing “know-how”, you have a big opportunity to supply the 
finest woodworking tools to shops whose 

» Po ee ee. requirements are the most exacting. 
Ras { a For more than a quarter of a century, 
BOLTS . NUTS - RIVETS — e H & A has maintained the highest standards 
i Bu of workmanship and engineering foresight— 
AN D sc REWS e ee providing a fast-moving line to greatly im- 
prove your sales and earning power on this 
type of equipment. 


Some good territories are open at 
: the moment. Write today for de- 
y tails and get the facts about our 
CLARK Bros fo.t Co aon Ban be FR well-planned distributor policy. 
ble and 5g” rabbeting ca- 
pacity. Th-se are H & A 
exclusives. 


MILLDALE CONN. 





© 


H & A 9-inch Tilting Arbor H & A 14-inch Band 
Saw has the capacity of most H & A Wood Shaper— Saw with tilting table 
10” saws. The floor model has Model 700 in floor or has more capacity than 
wheelbarrow portability. bench styles. any other 14” band saw. 


| Established 1921 ow] & 
Quality Industrial Fasteners —_™s estou udewou 





Since 1854 





636 W. Kirkwood § Street Fairfield, lowa 
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THREE BASIC 
ASSEMBLIES PROVIDE 
VERSATILITY 


PUMP ONLY 
ASSEMBLY 
The “Pump Only” assembly is an 


adaptation designed to readily use 
existing power or operating facilities. 





FLEXIBLE COUPLED 
ASSEMBLY 


Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps ore 
assembled in a flexible coupled manners. 


CLOSE COUPLED 
ASSEMBLY 


Close coupled construction assures perfect 





peak performance under given conditions. 





CMC innovations, such as improved open thrash type impellers, double 
shaft seals, and the exclusive double jet method of priming guaran- 
tee faster priming and greater capacities. Models range in size from 142” to 10”°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Mune 
WATERLOO, 1OWA, U.S.A. 


THREE OUTS... 


Dirt, Dust, and Grit haven't got 
a chance when the CLEMENTS- 
CADILLAC cleaning tool goes to 
bat in your plant. It keeps ma- 
chinery and equipment right in 
there pitchin’. Use this power- 
ful combination blower- 
suction cleaner regularly 
for maintaining motors, 
generators, switch- 
boards, woodwork- 
ing machinery, 
tool bins, stock 
bins, etc. 

















ADVERTISING 
LIKE THIS 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 








STOCK BINS 
WANT A 






TIME +. MONEY 

PREVENT DAMAGE 
TO MACHINERY 
WITH THE 


Made in 5 models 
with attachments for 







every cleaning job. 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO! 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 
ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 





SELLER 
WRITE US 
FOR DETAILS 
























4 A HEAVY bUTY 
INDUSTRIAL TORCH 


Ideally suited to the require- 
ments of factory and utility 
maintenance men. Com. 
pletely adjustable, shielded 
flame. All brass tank. Torch 
will burn 500 hours without 
excessive carbonization. A 
rugged, dependable, eco- 
nomical torch. 


q 


Model 40, a coil firepot with 
the coil made of heavy, seam- 
less steel tubing, equipped 
with patented ‘‘dust-proof” 
filler plug cap. Tanks are 
extra heavy seamless drawn 
steel. All joints welded, 
bushings brazed, no soft 
solder used. 













Model 500-A (Qt.) 
Model 250-A (Pt.) 












A DEPENDABLE 
ALL AROUND FIREPOT 































Model 40. Uniform 
heat at any setting 





Jobber freight allowance is granted on orders of 
12 firepots or 18 torches or combination of both. 







Plumbing tools can be included on allowance. 
MECHANICS TOOLS 


BEANL si 
Claraus Koleale 


FIREPOTS 
Otto Bernz Co., Inc., 280 Lyell Ave., Rochester 6, N. Y. 
























Hah ebvah ven eal 


ECONOMY 
PRODUCTS 














... a MUST for 


Particular Customers 


@ D‘stributors who want to make a 
profit are certainly on the right 
track when they sell ECONOMY 
Screw Machine Products. They are 
backed by many years of sound 
manufacturing experience. ECON- 
OMY products have “holding 
power” two ways ... they HOLD 
on the job ... they HOLD your 
customers. Our line includes hollow 
set screws—socket head cap screws 
—headless set screws. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 
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IN CHARGE of operations and a 
newly elected vice-president of the Cen- 
tury Electric Co. of St. Louis, Fred H. 
Pillsbury has been a member of the 
board of directors for eight years. 





Liles Will Represent 
Chicago Nipple Mfg. Co. 


Robert Liles, Box 488, New Or- | 
leans 1, La., has been appointed a | 
manufacturer's representative for the | 
line of products of the Chicago Nipple | 
Mfg. Co. in the states of neesced 
and Mississippi. 

The Chicago Nipple Mfg. Co., with | 
plants in Chicago and Cicero, IIl., | 
Baltimore, Md., and Houston, Texas, 
produces reamed and chamfered nip- | 
plies pipe coils, fabricated piping, and | | 
perforated hanger iron. 


Whitlam Appoints Coombs 
Kenneth Coombs of 427 Lake Ave- 
nue, St. Louis, has been appointed 
a sales representative for the J. C. 
Whitlam Mfg. Co. of Wadsworth, 
Ohio, to cover the St. Louis and 
southern Illinois territory. In Mis- 
souri, Mr. Coombs covers everything 
east of Route 63, and in Illinois his 
territory extends south of Chicago. 




















PERSONAL attention to customer in- 


quiry is given by Harry Max, salesman 
for the Alden Supply Co., Philadelphia. 
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Harrington 


“BEARCAT” ELECTRIC 
HOISTS & “PEERLESS” 
HAND CHAIN HOISTS 
















To help you create and close 





ix more sales of Harrington 
Hoists, this illustrated display 
y | stand is available to our Dis- 








| tributors. Only a small amount t | 
ad of space is required in your 
| showroom. An operating dis- 
play of this type will substanti- 
ate the special features of Har- 
rington Hoists, and will help 
you write up more orders in | 
your sales book—in a minimum | 
amount of time. Send for com- | 
plete details. 


OTHER HARRINGTON PRODUCTS 











HEAVY DUTY “CUM ALONG” 


ELECTRIC HOIST DIFFERENTIAL HOIST LEVER PULLER TROLLEY 


HARRINGTON 


COMPANY 


PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 


















® 
multiply 
socket 
screw 


B-RIGHT-ON 


Quality and Service 
“THEY SELL FOR YOU" 


“ad 


When you fill socket screw orders with 
B-Right-On products, you're building repeat 
business. Unvarying top quality makes Brighton 
Screws tops with buyers . . . brings buyers back 
for more. Brighton service backs you up... 
helps you keep these contented customers. 


Some territories open to qualified repre- 
sentatives. 


Write for full details. 


The Brighton Screw & Mfg. Co. 


1827 Reading Rd. Cincinnati 2, Ohio 





they “© 
W, Ve giGHTON 
{ 
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JOHNSON 
XLO Music 
Spring Wire 


Clean, bright finish 
.- » well dressed 
coil. .. a specialty 
wire made in a 
specialty mill under 
absolute laboratory 
control. Warehouse 


JOHNSON 


STEEL AND WIRE COMPANY, 
WORCESTER 1, 


New York 
Atlanta 


Philadelphia 


Cleveland 
Houston Tulsa 


INC. 
MASS. 


Detroit Akron 
Los Angeles 


Chicago 
Toronto 











Sets the pace— 
leads the field 





Substantial business with good profits— 
that’s what ATLAS Distributors are sure 
of. ATLAS Car Movers have been set- 
ting a good sales pace for many years and 
they‘re still leading. They are sturdy, 
reliable, and easy to use. They in- 
corporate modern improvements which, 
combined with the same fundamentals of 
construction that have built up their 
reputation, make them the outstanding 
Car Mover of today. Write for latest 
bulletin which fully describes the ATLAS 


line. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 S. 2nd St. Milwaukee 4, Wis. 








FOOT & CHECK VALVES 


end leakage troubles... save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps. 
Ask for bulletin 401. 


| Onder from your Jobber 
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FILTERS FIRE EXTINGUISHERS FITTINGS 








Allis-Chalmer® Mfe- ©: 
Americ? Chain & Cable Co. 
Armstroné Machine Works 
Belmont Packing & Rubber Co. 
Crane Co. 
Dart Mfe- ©°” Be 
Davis Regulator Co. 

Co. 


Pee 
Tipp, _ Co 
un Aust; Custa,. tp.* 


Y, Fight. 


S8to . ve Tum 
wn Co ene oe 
Sh “t Cor, 
P.* 








ot Power Market Products 
{mechanize your selling to 


way 
we 

* 

a 


How many calls can one of your salesmen make 
in a year? How much time can he spend on a eall? 
On the average ... this is how his time is divided: 


Working time 
244 days x 8 hours 1952 hours 


38% spent in traveling 
and awaiting 


interviews 742 hours 


12% making out 
reports, etc. 234 hours 


Your suppliers can help you mechanize your sales and lower 
your sales costs! That’s because advertising in POWER and 
OPERATING ENGINEER keeps your Power Market Prod- 
ucts in front of your customers and prospects. And that means 
you get the order faster and easier since it conserves your 
salesmen’s selling time. 


That’s why the manufacturers listed on the opposite page... 0 — TING 
are helping you by advertising in... ENGINEER 


Th 


ali 


wth 


sales powers in the power market 








Remembering that Mechanized Selling. . . 
advertising . . . can pave the road to more 
and easier sales . . . then you must make sure 


that the publications doing the Mechanized 


It can only be those engineers in charge of 
the system. They and their assistants are the 
only ones technically qualified to determine 
what equipment and supplies are needed. 
Whether you sell these men directly or in- 
directly, they are your real customers for 


This publication is devoted to the generation, 
transmission and application of the power 
services: steam, electricity, mechanical power, 
hot and cold water, heating, refrigeration, air 
conditioning, compressed air. POWER em- 
phasizes information vital to those who de- 
sign, plan and direct. 


This “how-to” publication is directed to the 
men responsible for the day-to-day operation, 
maintenance and repair of power equipment. 


POWER and OPERATING ENGINEER to- 


gether reach the technically qualified power 


Here’s why POWER and OPERATING ENGINEER Lower your sales costs... 


a 


Selling for you are read by your real cus- 
tomers and prospects—the men, regardless of 
title, who actually decide when and if your 
products should be purchased. 


products belonging in the power system. 
And it takes a technically qualified publica- 
tion to reach this group of men.. . one that’s 
easy to read... helps them do their job better 
..- helps point out the right equipment and 
supplies for the plant. 


men in the majority of worthwhile industrial 
or commercial establishments. Your suppliers, 
who are listed on the foregoing page, recog- 
nize the vast buying influence of the POWER 
and OPERATING ENGINEER audiences. 
They help you lower your sales costs by 
advertising their products in 








McGraw-Hill Publishing Company * 330 West 42nd St., New York 18, N.Y. 


Boston * Chicago + Cleveland * Philadelphia + Atlanta * Dallas * San Francisco * Los Angeles * Washington * Pittsburgh 











SENN Cm 


A MARKET THAT CHALLENGES THE IMAGINATION 


» 


e lf you have any doubts about the 
sales opportunities for PAASCHE Air- 
painting Equipment, consider that al- 
most everything your imagination can 
conceive is treated with this type of 
Equipment. 

Look about you now for examples—Articles on 
your desk—picture frames—tools—check the con- 
tents of your home—the food containers, the cos- 
metic containers, sewing machines, automobiles, 
radios, television, refrigerator and many, many 
other articles too numerous to mention. 


¢ Many of the products listed above and numerous 
others are manufactured in your sales territory. A 
Huge Market Is Open For You. 
The name Paasche is established countrywide. 
‘ Paasche Airpainting Equipment can make money 
for you because of its ease of handling, its effective- 
ness in operation, its many exclusive patented fea- 
tures, and the wide variety of types. You can sell the 
small user or the large plant requiring Airpainting 
Booths, Pressure Paint Tanks, Airconditioners, Air 
Regulators, or the various types of Portable Airpaint- 
ing Units available for every type of use. 


¢ Look over the Paasche line, see why this line of- 
fers you money-making opportunities every season 
of the year. It will pay you well to become an author- 
ized PAASCHE Distributor. Remember that Sales En- 
gineers in 13 Factory Branches help Distributors 
build business. 


Re FORA S SO, ek! 


PAASCHE AIRBRUSH COMPANY 1 


1915 W. Diversey Pkwy. 
CHICAGO 14, ILLINOIS 
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ELECTRICALLY 
WELDED 


TWO U-shaped half 
links are electrically 
welded to form 
stress-free links, by 
only the most expe- 
rienced craftsmen. 


THOROUGHLY 
TESTED 


TM Alloy Steel Chain 
is subjected to gruel- 
ling tests before ship- 
ment. It has twice the 
working load limit of 
wroughtiron or low- 
carbon steel chain of 
the same size. 








See your Mill 


tributor or 
send today 
for your free 
copy of new 
™M Alloy 
Steel Chain 
Booklet! 


Tayion Mane 


Supply Dis- S 





HEAT- 
TREATED 


TM Alloy Chain and 
attachments receivea 
controlled heat-treat- 
ment. Never requires 
annealing.Resistant to 
shock, grain growth 
and work hardness. 


CAREFULLY 
INSPECTED 


Each link of every 
TM Alloy Steel Chain 
is thoroughly in- 
spected before ship- 
ment, by experienced 
chain craftsmen. 








-S.G. TAYLOR CHAIN CO. P 


71 141st Street, Hammond, Indiana 


Visit our Booth Number 9 
National Safety Congress 
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SECRETARY A. K. Glover of Textile 
Mill Supply Co., Charlotte, N. C., gives 
Joe C. Platton some pointers on cus 
tomer accounts. 





Klipfel Makes Scott 
Assistant Sales Manager 


Grant E. Scott, Jr. has been named 
assistant sales manager by Klipfcl 
Valves, Inc., a division of Hamilto: 
Thomas Corp., Hamilton, Ohio. Mr. 
Scott will serve as assistant to Frank 
Breor, sales manager of the division. 

Previously, Mr. Scott was associated 
with Wright Aeronautical Corp.. 
where he supervised testing and te- 
pair of aircraft engines, and with 
Allis-Chalmers Mfg. Co. as field and 
sales engineer. 





Don’t take NO for an answer 





by Orville E. Reed 


“For the past twenty years we've been 
buying from Smith”, 
The buyer remarks when you make 
a sales call; 
Or “The jobber that we have for so 
long dealt with 
Is keeping us happy. He’s right on 
the ball!” 


A prospect may question your terms or 
your price; 
“I am buying”, says he, “at just ten 
percent less. 
As things stand I fear I must tell you 
‘NO DICE’; 
No, I can’t place an order at this 
time, I guess”. 
“The source we now buy from is serv- 
ing us well, 
Its shipments are prompt and the 
quality’s fine,” 
He may say, “We're all set as it is and 
to tell 
You the truth, pal, we cannot con- 
sider your line.” 


Buyers dream up exouses with ifs, ands 
and whys, : 
But the boys who get orders and 
make all the dough 
Just keep in there pitching, for they 
realize 
Most sales are made after a buyer 
says NO. 
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You'll win with Stanley UNISHEARS 
for speedy cutting of sheet metal 


The NEW No. 218... only 4-3/4 Ibs. 


Cuts up to 18 gauge hot rolled mild 

steel, fast as you feed it, up to 15 feet a 

minute. Easier, faster and safer than 

snips. Blade action feeds in the work: 

operator just guides it. Hairline accuracy 

on curves, straight lines, angles, notches 
inside or out. Duplex handle. 


make 
for sO 


ht on 


rms or The popular No. 214... only 8-1/2 Ibs. 


Zips through 14 gauge hot rolled steel 
at speeds up to 20 feet a minute. Needs 
only guiding. Follows straight lines, curves, 
angles, notches right to the line. Cuts 
inside or out. Slide operated switch and 
two-position handle. Blades easily re- 
movable for sharpening. 


ist ten 
Il you 


it this 


i$ SeIv- 
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| buyer 


All types, all sizes of shops can save money, 
make money with a Stanley UNISHEAR. Cuts 
sheet iron, copper, aluminum, zinc, tin, leather, 
fibre, wire, linoleum . . . almost anything in 
sheet form. Does hundreds of production and 
maintenance jobs . .. making metal and fibre 








| STANLEY] 


mervwmm MARDWARE - HAND TOOLS: ELECTRIC TOOLS 


patterns, mock-ups of new products, machine 
guards, covers, tanks, drip pans, spray booths, 
partitions, shelving, parts boxes and bins. Shop 
magazines are telling your customers to see 
these lightweight UNISHEARS at your place. 
You’ll get more sales by helping your customers 
save more, make more money. Stanley Electric 
Tools, New Britain, Conn. 
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OMA 
T00LS 


have smooth 
working joints! 










One setting controls 
6 precision opera- 
tions to assure 
3/ 1000-inch 
accuracy on 
the joint. 


TOOL No. 259-P 
New England 
Head Lineman’s 
Side Cutting Pliers 

7” and 8” 


Sold Through 
Recognized 
Distributors 


cwenecaney [PF aeasons: 





Special alloy steel 
Electronically hardened edges 
. Smooth working joint 

. Perfectly aligned cutting edges 
. Complete variety of tools 

. Hand-honed cutting edges 


1 
2 
3 
4 
5 
6 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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| pointed Pennsylvania division sales | 


Mark C. Simpson 


Templeton, Kenly 
Names Simpson To Sales 


Mark C. Simpson has been ap- 


manager of Templeton, Kenly & Co., 
manufacturers of jacks. In the new 
post he will be associated with his 
brother, W. E. Simpson, a vice-presi- 
dent of the company at the division 


| sales office in Roscoe. ‘The company’s 
| home office is in Chicago. 





Mr. Simpson is widely known in the 
mine machinery field through previous 
posts with Hockensmith Wheel Mine 
Car Co., Phillips Mine & Mill Supply 


| Co., and The Brown Fayro Co. 


Everite Pump Advances 
J. B. Trotman 


J. B. Trotman has been named 
executive vice-president of The Everite 
Pump & Mfg. Co. 

Mr. Trotman was associated for a 
number of years with Goulds Pumps, 
Inc., in Seneca Falls, N. Y., and later 
as manager of their Philadelphia and 
Chicago offices. Later he became 
associated with Roots-Connersville 





J. B. Trotman 

















FOR GREATER PROFITS 


STOCK 
DISPLAY 
SELL 


Elliott 


FLEXIBLE SHAFT. 
MACHINES 


Over 22 high quality models to meet 
every industrial need plus a complete 


line of accessories. 


All Elliott equipment is backed by over 
50 years of experience and “know how” 


in flexible shaft manufacturing. 


Stock, display and sell Elliott. You will 
give your customers premium products at 


regular prices. 


Write for 
Catalog 49 
on your 
Company 
Letterhead 


Elliott 


MANUFACTURING CO. 
212 Prospect Ave.—Binghamton, N. Y. 












































Assures Longer Conveyor Belt Life ang) 28.8 sheath between the stares 


Thermoid Conveyor Belts are Built for the Job! 


For over 68 years, Thermoid has worked with distributors must be tow, ro twist of the yarn 
; . act specifies; ae 

and industry to develop rubber products to meet the oe yarn twisted i a. With 

° . enetrati ‘ “¥, Proper 

requirements of every industry. a impossible. “rs rubber compound 

- ‘ duces abrac;,. 1s condition pro- 

The result—a complete line of Thermoid conveyor and iii, on causing premature 


elevator belts for every major industrial application. _ is twisted too loosely, the prod 
. , ct lacks tensile streng enter 
Thermoid factory representatives are available to advise —_ discovered the optima ed 
: : : - : e yar a. -WISt O 
the distributor in the selection of belts for special rubber pte assures maximum 
. . x tration and 
applications. teaser The development ot 
. oid Impregnation ag 
More profits and customer good will are assured when you —— step forward in Those 
‘ anned program id’s 
Speedy Thermoid! Provement, assurin of Product im 
Vice 2 & Maximum ser 


Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple 
V-Belts « Conveyor Belting « Elevator Belting « Wrapped and Molded 
Hose ¢ Molded Products ¢ Industrial Brake Linings and Friction Materials. 


hermol 


Company. 


Thermoid Impregnation Process seowepate vert 



















With pr 


€ product is flexed in 
Obtain the required rubber 


the other hand, if the 


use of Therm oid 


Industria] Rubber Products 











Main Offices and Factory * Trenton, N. J., U. S.A. 
Western Offices and Factory * Nephi, Utah, U.S.A. 


Industrial Rubber Products «+ Friction Materials « Oil Field Products 
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The 


VAPORIZING — 





all-purpose extinguisher effec 





PYRE 
PYRE 
PYRE 
PYRE 


Co 


19 gals. of w 





AIR ve ep 


uple pla acs 





~cgp sae etd 350 gals of 
fam? Fou mabe liquids and 





PYRE: 
PYREI 
PYRE! 
PYREI 
PYRET 
PYRE? 
PYRED 
PYRER 
PYREN 
PYREN 


PYREN 


CARTRIDGE-OPE — 


—_ ates annual rechargin, 


Shoots 
or caliaas solution. 2'5 gal. vn 





od, poe tees ae te 
steady 40 ft. stream of w 








ponpreneesd FOAM 
214 gal. size produces about 22 gals. 
Se ches toon. Soe Sor G- 
mable liquid and ordinary combustible 
hazards. Also 10 ror and 40 gal. 
(above) wheeled units, oa systems. 








PYREN 
PYREN 


PYREN. PNR FERECINGE PIRENE PYRENE 
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ALSO MANUAL AND 
AUTOMATIC SYSTEMS; 
SODA ACID, PUMP TANK, 

AND OTHER EXTINGUISHERS 


Ger one or dlt- RENE. 


with oe 


_ ar ‘Call 


Your Pyrrene jobber can 
save you time and money! 


Your local PYRENE* jobber carries various types 
of PYRENE Fire Extinguishers in stock. You 
don’t have to wait for delivery of your extin- 
guishers, and you don’t need to pay freight 
charges from the factory. Because, there is a 
PyreENE for every fire hazard, you can centralize 
your extinguisher buying. One call to your jobber, 
one purchase order, and one invoice will take 
care of everything. Write for address of your 


local PYRENE jobber. 


#T.M. Reg. U.S. Pat. Of. 


Ey 











PYRENE MANUFACTURING COMPANY 


) 581 Belmont Avenue 


Affiliated with C-O-Two Fire Equipment Co. 









Newark 8, N. J. ENE 








NE PYRENE 


THIS IS YOUR 
ADVERTISEMENT ! 


PYRENE helps to sell your customers and prospects on the 
advantages of buying fire extinguishers through you, the local 
jobber. Advertisements like this one (in big, full two-column 
size) appear regularly in BUSINESS WEEK and a long list of 
industrial and trade publications. Take advantage of these ads 

. . talk PYRENE on every call ! 











RENE 





RENE 
RENE | 
RENE | 
RENE | 
RENE 
RENE. 
RENE 
RENE 
RENE 
RENE 
RENE 
RENE 
tENE 
‘ENE 
-ENE 
ENE 
ENE 
ENE 
ENE 
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COLLIS cine. 
SLEEVES 


SOCKETS 


We have the proper unit 
in a wide variety of 
types and sizes 








Help your customers to fill today’s im- 
portant production needs ... supply the 
proper unit from the complete COLLIS 
line. COLLIS equipment is made by men 
skilled in making taper products and 
long service is assured by the very per- 
fection of their manufacture. We give 
Prompt attention to all orders, 


THE COLLIS CcomPANy 


CLINTON, IOWA 

















THE MOST COMPLETE SOURCE 


WASHERS’ 


STAINLESS STEEL 4 


Oo NAVAL BRONZE STEEL BRASS 


P77] 
ALUMINUM MONEL- EVERDUR vi 


NICKEL ALLOY STEEL 


fe). aquest Sze el 
’ ATALOS <A ME ee 
LP \ {f samt» 


a 
KeveroWe 78 NOTE 


127 CHURCH ST NEW YORK 7. N Y 

















SI 











eat 




















these 
help 


sell m 





aids 
you 
ore 

















y-4-4-0 4-3 hs ono ns 





Philadelphia, Pa, 
Electric Furnace Plant, Simonds Canada Abrasive Co., Ltd., Arvida, P.Q. 


SIMONDS ABRASIVE COMPANY 
is a division of 





_ Fitchburg, 
Saws, Machine Knives, Files 


Other 
p Lockport, N.Y. i 


Special Steels 


SIMONDS ABRASIVE COMPANY ¢ PHILADELPHIA 37, PA. * DISTRIBUTORS IN ALL PRINCIPAL CITIES: 


Mass, 


Divisions: 


as 


Simonds Products for Canada 


SIMONDS 





ABRASIVE CO.. PHILADELPHIA 37, PENNA. © 
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Sales Tips 
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PHILADELPHIA, PA. 
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DISTRIBUTORS 
ARE CAPITALIZING 
ON THE EXCLUSIVE 
SALES FEATURES 
OF 
PHILADELPHIA 
CHAIN HOISTS 








| Blower Corp. of Connersville, Ind., as 
| general manager of the Turbine Pump 
Division. 

During the war he served as general 
sales manager of the Blackner Co. 
of Grand Rapids, Mich. His most 
recent connection was with Bowser, 
| Inc. of Fort Wayne, Ind., where he 
served as general manager of the in- 
dustrial pump division. . 





Capacities Spur Gear 

from 1% to ‘i Screw Gear 

20 tons Differential 
Types 





‘Philadelphia’ Distributors are enthusiastic 
boosters of the ‘Philadelphia’ line because 
they not only can supply a wide range of 
hoist requirements but can also present 
and prove the advantages of design and 
construction features which are exclusively 
‘Philadelphia’. Here is something to talk 
about and on which to build sales. 


For example, ‘Philadelphia’ offers malle- 
able iron load sheaves mounted on Timken 
roller bearings . . . hollow load sheave 
shafts, bronze bushed . . . solid one-piece 
driving pinion shafts . . . fully enclosed 
bearings . . . features which contribuie to 
long-life and easy, convenient operation as 
well as worthwhile savings in operating 
costs. 


Back of the products is ‘Philadelphia’s’ 
full cooperation with distributors. 


Send for 


18-page Catalog 
No. 4-A describ- 
ing the com- 
plete line of 
‘Philadelphia’ 
Chain Hoists. 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 


PHILADELPHIA 
¥r 











T. R. Colville 


Colville Named Ad Head 
By Byron Jackson Co. 


appointed advertising manager of the 


Los Angeles, Calif. 
After serving more than three years 
in the service, Mr. Colville worked in 


| tric Co. Prior to the war, he was as- 
sistant program director for an eastern 
radio station. 








PAPER WORK keeps Emma Viskocil 
busy as secretary at the W. L. Reynolds 
Co., Baltimore, Md. 
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T. R. (Bob) Colville recently was | 





pump division of Byron Jackson Co. of | 


— “a r 
the advertising division of the chem- | 
_ ical department of the General Elec- | 
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FITTINGS 


(ol Welge mele lelatyi 
costly line losses 
with 










1, 316 STAINLESS 
CONSTRUCTION 


2. DOUBLE-SEALING 
ACTION 


3. HEAVY-DUTY 
DESIGN y \ (; 





Here's positive insurance against dan- 
gerous line leaks. Because Koncentrik 
flared-tube Fittings are acid-resistant 
to cut corrosive action... they're de- 
signed to double-seal every connection 
automatically . . . and they're built 
extra tough to far exceed the burst 
strength of the tubing. 


Send for bulletin K-149 today ... so 
you'll know how Koncentrik Fittings re- 
sist vibration shock. How they install 
easily and safely. And how part inter- 
changeability keeps your stock low... 
and your profits high. 


Distributor Franchises Available 


THE SPECIAL SCREW 
PRODUCTS CO. 


5447 Dunham Rd., Bedford, Ohio 




















PN 
















ELECTRIC 


IMPACT WRENCH om 





AMAZING ALL-PURPOSE IMPACT 
TOOL FOR SCORES OF JOBS! 


For complete information about this great new Thor Silver Line 3” Electric 
Impact Wrench _.. including data on the scores of accessories that can be 
used with it .. see your Thor distributor or write for Circular 1025. 


INDEPENDENT PNEUMATIC TOOL COMPANY 


Aurora, Illinois 
Export Division: 330 West 42nd Street, New York 18, N.Y. 
Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver 
Detroit Houston Los Angeles Milwaukee New York Philadelphia 
Pittsburgh St. Louis St. Paul Salt Lake City Seattle 
San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


PORTABLE POWER 


WOLD — 
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PACKED WITH SALES APPEAL ? 


PNEUMATIC TOOLS” UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS * MINING AND CONTRACTORS TOOLS 





289 















IMPACT WRENCHES 


WITHOUT AIR OR JUICE! 


LOWELL HAVE BEEN MAKING 


LOWELL WRENCH CO. 


52 COMMERCIAL ST. WORCESTER 8, MASS. 


“EM FOR 70 ODD YEARS! 
HEAVY, RUGGED 


j 





REVERSIBLE RATCHETS 








With Plenty of 
GUTS 


WHY DON’T 
YOU TOO 
SELL ‘EM 




















CONGRESS DRIVES— 


The Complete Line — for Profitable Sales 


Congress offers you sound engineering, high quality and dependability at a low price that 
Gssures increasing sales in your territory. Congress Pulleys, precision cast from zinc-copper 
alloy, have twice the tensile strength of cast iron—are not brittle—and are chrome finished 


for maximum resistance to wear and corrosion. 


ment manufacturers. 


FRACTIONAL HORSE POWER PULLEYS 


“A” Type V Grooved—’’B” Type V Grooved—Variable Pitch—"V" 


Step Cone—’’R” Type for %4” dia. 


round belts—Flush Hub—and 


Crown Face Pulleys—the Congress line-up will pull business your 
way and keep it. All described in Booklet CD300. Be sure to send 


for a copy. 


FRACTIONAL HORSE POWER V-BELTS 








Elastic Envelope Takes the 
Wear —Transmits Loads 
to the Heavy Cord Sec- 
tion — Protects Carcass 








Q-D Sheaves—Always Tight on the Shaft 


Rim and Hub of tapered design, engineered to fit as an 
integral unit—transmitting the load as one solid mass. 









ension 





Heavy Cord Load 
Carrying Section 
in Neutral Plane 














Booklet CD 200, mailed on request. 


Here is new con- 
struction devel- 
oped especially 
for the fraction- 
al horse power 


They are first choice of original equip- 





size range. Flexibility—low stretch 
and high strength—elastic and wear- 
resisting—all are sales points that will 
produce business for you. 


CONGRESS V-BELT CLUTCH 


—Now in Production 


WRITE FOR BOOKLETS 
CD-200 and CD-300 


iia 








" CONGRESS DRIVES DIVISION 


3750 E. OUTER DRIVE - DETROIT 34, MICHIGA 
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ADMINISTRATION and sales aides 
at the Bidwell Hardware Co., Hartford, 
Conn., include Mrs. Beatrice Nevers, 
secretary, and Everett Underwood, in- 
side salesman. 





| SKF Enlarges Facilities 
For Retainer Production 


To provide additional facilities for 
the production of anti-friction bearing 
retainers, the SKF Industries, Inc. has 
expanded its plant at ee 
Pa. The enlarged facilities will enable 
the ball and roller bearing firm to take 
over a substantial portion of work now 
subcontracted. 

The Shippensburg plant, opened in 
September 1947, employs approxi- 
mately 160 persons and _ produces 
about 65 percent of the company’s re- 
tainer needs. Present plans call for the 
central Pennsylvania plant to manufac- 
ture from 80 to 85 percent of the re- 
tainers by the end of 1949. 

Work is underway on two additions 
to the plant. These are intended to 
provide larger quarters for tool and die 
and stamping operations and increased 
a space for dies and raw mate- 
rials. 








THE NEW representative in the New 
England area for Standard Pressed Steel 
Co., Jenkintown, Pa., is A. Clayton 
Graham, who has many years of ex- 
perience in industrial selling to dis- 





tributors and to manufacturers. 
























+ 


Tae 
























Attention ASE territories open 
=e or thi ae ae. 
Distriby tors | r this fast selling drill chuck 








S 

: i Change drills in a second, safely Write today 

~ fF | with this Automatic Chuck for details . 
while spindle is running 

or 

g 

1S i HERE’S ALL THERE IS TO CHANGING DRILLS 

4 

2 e 

V 

1 

} 1. Grip sleeve—pull = _—— by go eet ys 








You don't stop the machine to change drills with the AMF 
WAHLSTROM CHUCK. No keys, collets or wrenches are 
needed. 





That’s why Wahistrom Chucks cut costly minutes in chang- 
AMF Wahistrom Chucks are rugged tools, proven out in ing tools for drill press work or for spotting, drilling and 
many years of heavy production work. Simple construc- reaming in boring or milling machines, They'll also 
ened save money in lathe work for burring, turning, filing, 
etc. One spindle does the work of several. 


Tools last longer, too...smooth, hardened and ground 
jaws grip tight without chewing into tools. Grip in- 
creases with the load. 


THESE WAHLSTROM TOOLS CUT COSTS, TOO 


For fast, uninterrupted production, use the quick-change 
AMF WAHLSTROM CHUCK. It is the only fully automatic 
drill chuck which holds the widest range of straight 
shank tools... Model A—1/32” to 1/2 ; Model AA— 
1/64” to 3/8”. 


4 see your ea distributor or write today for Bul. 56-3 


WAHLSTROM TOOL DIVISION, AMERICAN MACHINE & FOUNDRY CO. 
5502 SECOND AVENUE BROOKLYN 20, N. Y. 













WAHLSTROM 


fully automatic 


MODEL 4: 


Wahlstrom Chucks are available in several size ranges: 


Model A-1/32" to 1/2”; Model AA-1/64" to 3/8". DRILL CHUCKS 


Model B~15/64" to 1/2"; 3/8" to 3/4"; 17/32" to 1”. 
{ Mudel C—Holds any size tool with No. 1, 2, or 3 M. T. Shank. NO 








KEYS, COLLETS OR WRENCHES 










AMF Wahistrom ch 


trinket Wahistrom iy) Division 


Shop . 
and Metal-Working Equipment. AMERICAN MACHINE & FOUN 
S502 2ND AVENUE, BROOKLYN oes ee 
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Dri 


Absorbs all types of Oils, 
Greases and Fats from Floors 


hy Sq 


Feil Deb 


SIRES RRR IR a a hale ae i eS a a 


4 
a4 


| Absorbs all types of Oils, Greases and Fats pled : 
. Water and Soluble Oil Solutions from Floors 





i 


7 4 bd 4 0) 3 520 N. MICHIGAN AVE. 
Oil 8 Dri Corporatio AMERICA cuicaco 11, WuNots 
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are adaptable for all 
Metal Cutting Problems 
DISTRIBUTION 


! 
- 


Both Hand and Power Sizes 


HIGH SPEED 
HACK SAW BLADES 


INDUSTRIA 


LENOX HACK SAW BLADES 


Springfield, Massachusetts, 
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AMERICAN SAW & MFG. 


L x 72. ¢7 7 
4 7 Yt tt tt tet te tt 4 i4 4 4 tp 4 tf th td 
Git 4 44 4h be 44 44 tb 4 44 4 Mi BB 
4 4 4 ‘/, / a 4 & A Z 


STF EE ETE EA A a a 











YY 
Ry 
Sy 
. 


afetwa BELT LACING 


REG. U.S. PAT. OFF. 


is easy to apply with any standard 
make belt lacing machine, lacer, or it 
can be applied with a hammer by 
using the inexpensive Safety Tu-way 
Lacer. 

Safety’s patented binder bars hold 
every hook in exact alignment, dis- 
tribute tension uniformly over the full 
width of the belt assuring efficient per- 
formance and long life. They also lap 
snugly over and protect belt ends and 
prevent belt fraying. 


L. C. Richardson 
Ridge Names Richardson 


Sales Representative 


L. C. Richardson has been ap- 
pointed sales representative of the 
inter-mountain territory of The Ridge 
Tool Co., Elyria, Ohio. The states 
under Mr. Richardson’s supervision 


are Missouri, Kansas, Colorado, Ar- 
kansas and Wyoming. His headquar- 
ters are in St. Louis. 

Mr. Richardson’s previous experi- 
ence includes 13 years with the Stock- 
ham Pipe Fittings Co. and The 
Grinnel Co., in capacities through 
which he became well acquainted 
with wholesale plumbing, hardware 
and oil field supply jobbers through- 
out the South and West. 


Landis Adds 50,000 Sq. Ft. 


The present manufacturing, research 
and office facilities of Landis Machine 
Co., Waynesboro, Pa., are being in- 
creased by approximately 50,000 sq. 
ft. The firm also purchased recently 
an appreciable number of new and 
more productive machines and tools. 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. Chicago 30, U.S.A. 


PROFITABLE appiion 10 YOUR BUSINESS 


QSweeeveeuvuevevusvsuaue 


AMERICAN 
BRAND 


SANITARY WIPING 
CLOTH 


CHEESE CLOTH 


COTTON WASTE 
and 


All types of our cleaning cloths MILL ENDS 
are packed in neat bales and e 
cartons for easy handling and . , 
stocking. All coats Quality P Service 
are guaranteed. 
Large quantity buy- 
ers get the benefit 
of special prices. 








% Here is a line of fast selling 
profitable items that may have 
missed your attention in past 
years. Now then, is the time to 
take note, for ‘“American Brand” 
gives you the quality of products 
that users like—and you build a 
good repeat business. Think of 
the wide variety of businesses 
that use products like these con- 
tinually—and such buyers are all 
about you. 








and Uniformity 
for 24 YEARS 


@ eeeeesreseesuseauaueae 


AMERICAN SANITARY RAG COMPANY 


ABAKLABBABRBABBBBRBARBARSBBBBRBREREBEREBSBEEREERER EER EE EEE 


“RAISED IN the _ business”, was 
Leonia Van Os, right, who together 
with Nellie Joe Jennings handles the 
accounting department at Mississippi 
Hardware Co., Vicksburg. 


1025-35 WEST NORTH AVE. CHICAGO 22, ILL. 
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CALLAS 


28 VAN DORN SALES AND SERVICE BRANCHES 
yr: WITHIN 24 HOURS OF ANY CUSTOMER! 


VAN DORN SERVICE 
HELPS YOU SELL! 


VAN DORN’S unmatched service facilities give | service stations furnish genuine, guaranteed serv- 


you a top-notch sales tool! They insure maximum _ice at reasonable cost. They are manned by 
productive life for every Van Dorn Tool. Helpyou _—factory-trained experts; equipped with special 
keep customers satisfied and sold. Create perfect electric tool servicing machinery, and stocked 
openings for profitable re-orders. Promote valu- with genuine replacement parts. Van Dorn Service 
able word-of-mouth advertising for Van Dorn is one more reason why this great line is perfect 
Tools and your organization! for Distributor selling! THE VAN DORN ELECTRIC 

These Van Dorn company-owned and operated TOOL CO.,717 Joppa Road, Towson 4, Maryland. 








Complete FOR POWER SPECIFY —_— 
Ny Worl Id’s be ble Electric - J (7 Notional pdvertisin? 
K\ a Is! : : ki | Buyers to YOU" 
y™ Tools: 
Give 
for TO r a 
Ily Fo mous 7 Repr 
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. | 
hangeobility of sa Train Clinics Help 
— Prompt Repo (DIV. OF BLACK & DECKER MFG. CO.) Tool Salesmen 
PORTABLE ELEcTRIC FOOLS 
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eT eee that’s why it’s 

easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 


F CALDER MANUFACTURING CO. 


Lancaster, Penna. 
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SWIVEL | 
CASTERS 


scaninc GRINDERS 


A Complete Line 
PRECISION BUILT 








4> 





. nee | Bench & Pedestal Types 
a 6” to 12” wheels 
@ Molded-On Liberally Guaranteed 
| 


Rubber Tires 


High pressure lubricating fittings in wheels 

as well as hangers. Grease retaining cham- | 
bers prevent destruction of balls. Large balls 

in upper outer races take load as well as 
side thrust and both races are protected from | 
dust and water by over-lapping lips on plates | 
and hangers. Swivel nuts provided for adjust- | 
ing bearings in case of wear. We serve resale | 
dealers and original equipment manufacturers. | 


SPECIFICATIONS 





| CARBIDE TOOL GRINDER 


Caster Wheel Bolt Hole ; ' Typical of the Baldor line of precision 

No. Size Centers Height Capacity built grinders is this carbide tool 
46E4 4x2 a 5% 650 Ibs. grinder—powered with a sturdy Baldor 
46E4C 4x2 2x4o m 650 Y H.P. ball bearing motor. Motor is 
46E5 5x2 3x4 6% 700 reversible to sharpen both right and 
acre oe 2% 42 313 °. B-4 left angle tools. 6” Silicon carbide 

a ~ 2 3 ; adj 

4558 Sas 526s 10'. 1000 | wheels; adjustable tool rest tables. 
4648 8x23 5x6 10’; 1500 BALDOR ELECTRIC COMPANY 





| 4364 Duncan St. Louis 10, Mo. 


BALDOR GRINDERS 





CASTER 
& WHEEL CORP. 


187 Breckenridge St., Buffalo, N. Y. 
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THE MAIN features of a new tool get 
a “look-see” from Frank Cook and Don 
Bryant of Allison-Erwin Co., Charlotte, 





Garrett Names Borowsky 
Vice-President of Sales 


In a new organization arrangement, 
Francis J. Borowsky has been named 
Jr. vice-president in charge of sales of 
the George K. Garrett Co. of Phila- 
delphia. Formerly, Mr. Borowsky was 
sales manager of Garrett’s for many 
years, having been with the firm for 
more than 12 years. 

His rise in the company has been 
entirely in the sales division. He 
started as a salesman and was ap- 
pointed sales manager in 1940. 


Dr. Brodeur Joins Pyrene 
As Chief Chemist 


Dr. Paul J. Brodeur has been 
named chief chemist of the metal 
finishing division of the Pyrene Mfg. 
Co., Newark, N.J. The appointment 
is in line with the company’s planned 
expansion of the division involving 
a considerable increase in size of 
plant area and production facilities. 

Dr. Brodeur has had wide expe- 
rience as a technical expert in metal 
finishing and has devoted special- 
ized attention to the field of hard 
chromium plating. 








ns 


CUSTOMERS visiting the retail sales 
department of Gastonia Mill Supply 
Co., Gastonia, N. C., get quick service 
from Bill Helton and W. K. Pursley. 









ooo 











Do YOU Get 
Backing Like This? 


If your cutting tool volume is disappointing 
despite your best selling efforts, maybe it’s time 
to take a look at the kind of backing up you’re 
getting. 

Butterfield Distributors can count on 100% 
cooperation from Butterfield because we realize 
the tremendous importance of Industrial Dis- 
tributors in our marketing picture. Take a look 
at these helps for example: 































oe And every one 
en) 2 
pec sna a a sot ee of those 
po Ll tent? wr P . . 
gor in i ee om nee business-building 
Tools le sh et eg wee ay 1 ' 
“na messages directs 
ame? 


the business 
to you. 


And your selling efforts are solidly backed up by fac- 
tory-trained experts who help your customers get the 
most from Butterfield cutting tools. They’re “on call” 
for you — anytime. 


There may be an open franchise in 
your area. Why not inquire? Write: 
Union Twist Drill Company, 
BUTTERFIELD DIVISION, Derby 


; TAPS 
Line, Vermont. 


INDUSTRIAL 
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An aggressive, consistent national space advertising 
campaign reaching your prospects through the most 
powerful trade publications in the metalworking field: 
MACHINERY, AMERICAN MACHINIST, MILL AND FACTORY and 
MODERN MACHINE SHOP. For 1949 this campaign carries 
972,079 convincing sales messages, about Butterfield’s 


100% Inspected Tools! 

















Butterfield's merchandising materials are things your 
customers want and can use... including tap size 
charts, decimal equivalent charts... and re-designed 
distinctive, up-to-the-minute packages that protect the 


contents and help prevent spilling. 


Furthermore, Butter- 
field’s written Dis- 
tributor Policy in- 
sures you full sup- 
port. It’s spelled out 
point by point — 
the agreement 
clear, simple, pro- 
gressive. When you 


is 


see it, you'll say: 
“That's for me!” 


Every Tool Individually Inspected 


=“ @eee « REAMERS . 





SCREW PLATES 


ree) mee UNE) a 

























CAR 
MOVERS 


ADAPT ABLE 
to all Rail Yard Conditions 


BADGER Car Movers are easy to handle and 
require only a minimum of attention to keep 
them in first class condition. They can shift 
and move cars from loading and unloading 
platforms in a minimum of time making them 
available for more loads. Selling BADGER 
Car Movers is always profitable because each 
type fills a particular need... POWER KING 
... NEVERSLIP ... SLIPPROOF .., and the 
ADVANCE Safety Car Wrench. We urge 
users to buy thru their distributor and our 
broad advertising campaigns give you sub- 
stantial aid. 





POWER KING 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
































with the New 


DI-ACRO 
BRAKE 


@ ROK-LOK—new sensitive material clamp increases accuracy 
@ DOUBLE-EDGED FORMING BLADE allows close reverse bends 
@ NEW PRECISION STOPS accurately control angularity of bends 


This versatile metal forming machine was developed 
for use in model shops, experimental laboratories and production depart- 
ments where it often replaces dies for all types of precision forming opera- 
tions. Di-Acro Brakes will form a great variety of materials including 
bronze, stainless steel, aluminum and bi-metals. 

MULTIPLY YOUR SALES! DI-ACRO Precision Machines—Benders, Brakes, 
Shears, Notchers, Rod Parters, Punches—can be used individually or co-oper- 
atively for “DIE-LESS DUPLICATING.” Their applications 
are almost unlimited. Use of one DI-ACRO machine often leads 
to the sale of others. Write for 40-page catalog and complete 
dealer information. 


<@ DI-ACRO is Pronounced “‘Die-Ack-Ro” 


| ee ONEIL-IRWIN mes. co. 


CISION MACHINES oop 
y, Gi = 
ess pup 312 8TH AVE., LAKE CITY, MINNESOTA 
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NEWLY-PROMOTED to be assistant 
of J. W. Kinnear, Jr., president of Firth 
Sterling Steel & Carbide Corporation, 
A. E. Barker, former mideastern district 
sales manager has been with the com- 
pany for the last 43 years. 





Fafnir Awards Vahlstrom 
Memorial Scholarship 


Richard E. Vahlstrom has been 
awarded the Elisha H. Cooper Me- 
morial Scholarship for 1949, given an- 
nually by The Fafnir Bearing Co. of 
New Britain, Conn. to the son of an 
employee. ‘The elder Mr. Vahlstrom 
has been on accountant with Fafnir 
for 26 years. 

The scholarship is valued at up to 
$1,000 a year and is good for four 
years of study at Yale, provided the 
winner maintains a satisfactory stand- 
ing. Mr. Vahlstrom plans to study 
electrical engineering, one of five en- 
gineering courses open under the 
scholarship plan. 

Established in 1947, the scholar- 
ship is a memorial to the late Fafnir 
board chairman, himself a graduate of 
Yale in the class of 1892. 





























“Been waiting long?” 
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WRIGHT EQUIPMENT is used in many Bry 
new buildings at Caterpillar » 
Tractor Co., Peoria, Illinois. 
Shown here are 3 of 10 Wright Speedway 
No. 2 Frame Electric Hoists on one 
of “Caterpillar’s” scraper assembly lines. } 













with the type of buyer who’s “from Missouri” — 
who makes his own performance tests 

on the job—whose idea of value is 

based solidly on such tests. 












Send for your copy of the descriptive folder DH-65. 
Your nearby Wright District Office 

can supply you... 

Or write direct to us in York, Pa. 








i( * Ve 
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York, Pa. - Chicago - Denver - Detroit - Los Angeles - New York 
Philadelphia - Pittsburgh - Portland - San Francisco - Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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SOLDERING IRON 


% 


N OW! An iron so light, so well balanced, its weight 
is scarcely noticeable. When customers call for an 
iron for long delicate work where fatigue works 


against quality, HEXACON FEATHER WEIGHT BAN- 


TAM is the answer. The 


fe new BANTAM is completely 
Fr comfortable, more practical 
m HEXACON MODEL 30H. Weight than a pencil iron and re- 
f : 5% oz. (less cord). 40, or 60 Watts. quires no transformer. Write 
; Both \,” and y," tips furnished. x for prices and discounts, - to- 
., Ask for literature on complete line day. 

pj Of screw tip, plug tip and hatchet 

fm irons. 

i 

= HEXACON ELECTRIC CO, 

m -138 W. CLAY AVE., ROSELLE PARK, N. J. 























The Central line also includes 


G 


FLEXIBLE COUPLINGS 


ai 


PILLOW BLOCKS 















2933 WEST 47th STREET © CHICAGO 32, ILL. 


% Diamond bored to = .0005” 
%* Perfectly balanced 


%* Finished in silver aluminum 


You’re assured of product acceptability when you 
stock the Central line. Central Standardized Drives, 
flexible couplings, pillow blocks, and mandrels are 
backed by thirty years manufacturing experience 


—known and accepted in plants everywhere. 


Write for the Catalog and price list. 
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TO EXPEDITE the sharpening of 
plancr, veneer and paper knives at A. L. 
Holcomb Co., Grand Rapids, the firm 
recently installed an 84-in. knife-grind- 
ing machine, hcre operated by Robert 
Cooper. 





| Two-Story Building 


| 





Bought By S. C. & H. Co. 


A_ two-story brick building, the 
property of the former Burke Ma- 
chine ‘lool Co. in Conneaut, Ohio, 
has been purchased by the Strong, 
Carlisle & Hammond, Cleveland. 

The company’s subsidiary, the 
Strong Steam Specialty Mfg. Co. of 
Corry, Pa., will move to the newly ac- 
quired property and operations are to 
start therein October. 

Strong Steam Spccialties produces 


| steam traps, pressure reducing valves 


and strainers. Other items are to be 
added to the present line later which 
will necessitate use of all of the 24,000 


| sq. ft. of floor space in the newly ac- 


quired Conneaut building. 


Wagner Made President 
‘Of Oxygen Manufacturers 


J. I’. Wagner of Cleveland, Ohio 


| recently was elected president of the 


Independent Oxygen Manufacturer’s 
Association at their annual mecting 
held in Quebec. 

r Y —_ . . . 

The Association includes all the 
independent oxygen producers in the 
United States, Hawaii and Mexico. 
The Quebec meeting was attended 
by more than 175 representatives to 
analyze and discuss industry problems. 

Mr. Wagner was a former vice- 
president of the association and a 
member of the board of directors 


Case Institute Students 


Visit Federated Metals 


The Whiting, Ind. plant of Fed- 
crated Metals Division, American 


Smelting & Refining Co. recently was 
‘host to a group of 41 students from 


the Case Institute of Technology, 
Cleveland. The occasion was a feature 
of the Junior Metallurgical Inspection 
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Silver Anniversary 


1949—OUR 25TH YEAR LINE OF SUPER-POWERED 


HEVI-DUTY ELECTRIC TOOLS 


Completely Ball and Roller Bearing Equipped... Milwaukee-built “Quality” Motors 

























Series ‘'S’’ Electric Drills we THE “BF’-312" — 4” 
Me he me Most powerful 1/2” drill made, 
7 types .-. . 7 speeds . . . cool with adjustable sidehandle. 
running for continuous service. For close corner work, 


$28.00 to $49.50 Special . . . $39.50 
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POWERED 
























% BENCH AND POST DRILL HEVI-DUTY RANGE, 
B: STANDS, AND HORIZON- Rare $64.00 
More Sales Through TAL BENCH BASES .. . 34,” and 7s” ca" to 
Planned Selling”’ $4.78 t0 $57.80 <8 . £ pacities . . . for $89.00 
Represented on this page is the Milwau- ——— Re 2 J nen a 





kee-built Silver Anniversary line of 34 
Electric Tools . . . powered by motors 
built in our own plant, to satisfy the most 
rugged performance requirements of indus- 
try, and reduce operating costs. The Mil- a 
waukee franchise assures new and greater profit opportunities to Industrial Distributors, } 
in today’s market, Write for our FREE Silver Anniversary Catalog. 


MILWAUKEE ELECTRIC TOOL CORPORATION | *siw-stoores ano 











For 25 years, makers of the famous HOLE-SHOOTER Electric Drills Adjustable Torque Chatch. Max. 
5340 West State Street, Milwaukee 8, Wisconsin weary TF Re Ane 





7” and 9” DISC SANDERS 9” POLISHER 










3 
* ; HAMMER-DRILL 

j Flexible spring steel safety 12,000 ft. of air per minute Light weight. Used mainly for 
5 pads reduce abrasive disc —. yor —_, The working in concrete and masonry 
f st 60%. speed and weight pre ? 
2 aa ay & $79 00 ferred by expert polishers. $98.00 

: , $67.00 













PORTABLE GRINDERS 
4”, 5", or 6” grinding wheels 
are standard equipment, 











i 60.00 t y 
i ENC $60.00 to $88.00 gl tee. MITERING SAW 
with depth gauge and ri ide. 2” 
V5, 1%, Y% and 1 H. P. pr ee ee ree a ‘ 





ee 


$42.00 to $110.00 $59.95 
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provides an “IN” 


with your indus- 


trial customers 











the UNION wnith the 
RECESSED BRASS SEAT 


All-Female Union Tee 

with Union on the Run. > 
Made also in  Male- All-Female 45° Union 
Female style. Elbow. 


Male-Female 45° Union 
Elbow. 


Completeness of the line, recognition, acceptance 
and exclusive features in design and construction 
provides sales ammunition to enable distributors to 
build a volume business from their industrial cus- 
tomers. 

Jefferson Unions of all types are made of air- 
refined malleable iron having a tensile strength of 
55,000 Ibs. per sq. in. Every size and type incorpo- 
rates the exclusive Recessed Brass Seat. This feature 
distinguishes Jefferson Unions and is recognized by 
users everywhere as an outstanding advantage. It 
provides surface contact, make-up without undue 
wrench pressure, unobstructed flow through the fitting 
and full protection against pipe ends dislodging it in 
the event pipes are screwed in too far. This feature 
is easy to demonstrate and is a convincing sales point. 


Get full details concerning the Jefferson line today. 


JEFFERSON FLANGE UNIONS 


Style “BY” 3-part Flange Style ““E”’ 2-part Flange Style “‘D’’ 2-part Flange 
Union for test pressures up Union for test pressures up Union for test pressures up 
to 2000 Ib. to 6000 Ib. to 4000 Ib 





JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N- Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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Trip, a regular highlight of the course 
in Metallurgical Engineering given by 
the school. 

The tour was conducted by J. F. 
McQuillan, plant superintendent. Ger- 
ald M. Cover, assistant professor, and 
F. J. Miller, instructor, were in charge 
of the students attending. Plant man- 
ager at Whiting is Carl J. Gross. 


Sylvania Electric 
Forms Canada Subsidiary 


A Canadian subsidiary to manufac- 
ture fluorescent lamps and other light- 
ing equipment has been formed by 
Sylvania Electric Products Inc., to be 
known as Sylvania Electric (Canada) 
Ltd. The new company has leased a 
plant from the city of Drummondville 
in the Province of Quebec. 

F. J. Healy becomes president of 
the new Canadian company; R. H. 
Bishop, vice-president; William 
O'Keefe, secretary and M. F. Balcom, 
treasurer. 

J. C. Hicks, formerly Kansas City, 
Mo. division manager, has been named 
sales manager in Montreal. 


Allis-Chalmers Names Gruehn 
Midwest Supervisor 


Harold L. Gruehn, formerly sales 
representative in the Allis-Chalmers 
Milwaukee district office, has been 
named Midwest region dealer super- 
visor with headquarters in Chicago. 

Mr. Gruehn has been associated 
with the company since 1941 and since 
1945 has been specializing in paper 
mill industry and franchise products 
in the Milwaukee district sales office. 
The Midwest region includes branches 
in Davenport, Ia.; Rockford, Ill.; Du- 
luth, Minn.; Evansville, Ind.; Louis- 
ville, Ky.; Omaha, Neb., and district 
offices in Chicago, Indianapolis, Kan- 
sas City, Milwaukee, Minneapolis and 
St. Louis. 





EN ROUTE to check stocks, Walter 
N. Lawsure of the inside sales staff at 
the W. J. Foss Co., Springfield, Mass., 
takes the elevator. 
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No other rope gives you the same superior qualities — 
consistently, uniformly, dependably. 


It’s pliable when wet. 

It’s flexible even after many tows. 

It’s rot-proofed and water-proofed. 

It’s balanced and non-kinking. 

It resists abrasion and wear. It lasts longer. 


No wonder men who know, choose Columbian every time... for every 
kind of marine use. 


Quality-controlled from plantation to you 

From the finest fibre-growing plantations in the Philippines, Columbian’s 
own buyers select only the most suitable grades of fibre. It's thoroughly 
inspected, graded . . . sent to Columbian's plant in Auburn. And here 
skilled workmen turn the fibre into as fine a rope as you can buy. 

Every foot of Columbian Tape-Marked Pure Manila Rope is guaranteed 
for quality, strength, durability and service. 

COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn, “The Cordage City,"" New York 


Colbachini 
PURE MANILA ROPE 
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the ‘other tlight 


thats always at the top of the stai $ 


CONTACT 
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AROUSE INTEREST 


If you 
every 
and ea 
tising 











Calling on as many customers as you do, 


we daresay you climb a lot of stairs... round ones 


steep and narrow ones 


and sometimes slippery ones. 


But when you’ve climbed them, there’s always 


that “other flight”’ ahead of you 
... the sales flight with the five steps 
which always must be climbed 


before a sale is made: 


sent AO 
— asc aO 


MAKE A SPECIFIC PROPOSAL 


ws 


EATE PRE 


If you had to take each of those five steps personally 
every time you made a call, you’d make fewer calls 
and earn less money. That’s why your suppliers’ adver- 
tising in good industrial magazines like American 
Machinist is so important to you. For this advertising 
is designed to take the first three sales steps for you 
... let you concentrate on steps four and five. 


We like to think of advertising as mechanized selling 
... speeding and lessening the cost of every sale you 
make, just as the modern, mechanized equipment you 
sell your customers is designed to speed the production 
and lower the cost of the products they manufacture. 


Your suppliers’ advertising in American Machinist 
offers you an excellent example of how mechanized 
selling works. Over 28,000 metalworking production 


executives are paid subscribers to American Machinist 
...many thousands of other metalworking men read 
subscribers’ copies on a pass-along basis. And every 
other Thursday (and every day between) most of the 
important metalworking production men in your ter- 
ritory sit down with American Machinist, find abun- 
dant, hard-hitting facts in its pages about the products 
you sell. 


The result? This advertising makes and keeps contacts 
alive for you . . . arouses new interest in your products 
among your customers and prospects ... builds a defi- 
nite preference for your products throughout your 
territory. Then, every time you make a call on an 
American Machinist reader, you can start farther up 
that “other flight” of stairs . . . get down fast to the 
business of making a specific proposal and closing the 
order. And closing orders is what really counts. 


THIS IS YOUR TOP SALES PARTNER 


IN YOUR BIGGEST MARKET 


t McGraw-Hill Magazine of Metalworking Production, McGraw-Hill Building, New York 18 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1949 








“advertising 


STEWART-WARNER CORPORATION 
1826 DIVERSEY PARKWAY % CHICAGO 14, U.S.A. 
LAKEVIEW 5-6000 


June 14, 1919 


Mr, Andrew B, Martin, Dist, Mgr. 
Factory Management and Maintenance 
MoGraw-Hill Publishing Company, Inc, 
520 North Michigan Avenue 

Chicago 11, Illinois 


Dear Andy: 


For a quarter of a century, Alemite industrial advertising 
campaigns have helped pave the way for our distributors and 
mill supply salesmen, Every campaign has been planned to 
accomplish this one specific thing: 


To give plant operating men convincing proof that 

an Alemite Representative can simplify and organize 
lubrication procedures, To show that his recommenda- 
tions for mechanizing lubrication "from-barrel-to- 
bearing" will increase both production and profits, 


Alemite has consistently stressed the over-all idea of BETTER 
LUBRICATION METHODS, rather than to place heavy emphasis on 
any one product item, Because of this basic sales strategy 
we concentrate our advertising on factory management and 
maintenence men.- men with the authority to originate and 
adopt better methods for production and maintenance, 


Our analysis of markets and studies of trade paper circula- 
tion and readership results have convinced us that our 
advertising dollars spent in Factory Management and Mainten- 
ance are wisely invested, 


Yours very truly, 


STEWART-WARNER CORPORATION 
Ws time you shacld ths PROFIT THIEF ! poll 
wi, a--- 
= id 
F, R, Cross, 
Director of Advertising 


1. ssinsiven inn insait tenet 
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dollars spent in FACTORY 


eee are wisely invested” 


“For a quarter of a century, Alemite 
industrial advertising campaigns have 
helped pave the way for our distributors 
and mill supply salesmen. Every cam- 
paign has been planned to accomplish 
this one specific thing: 


To give plant operating men convine- 
ing proof that an Alemite Representa- 
tive can simplify and organize 
lubrication procedures. To show that 
his recommendations for mechanizing 
lubrication ‘from-barrel-to-bearing’ 
will increase both production and 
profits.” 


Distributors need this selling help to» make 
a line worth carrying. Salesmen alone can’t do 
the whole job. They need the contacts among 
important buying influences that advertising 
in Factory can give them. These contacts 
make personal selling efforts more effective 
because they pre-condition the customer to ac- 
cept the salesman’s story. Thus the salesman 
is able to devote his full time to those jobs 
which only personal contact can accomplish. 
This helps to create more effective sales con- 
tacts and more orders. 


ABCe ABP 


The use of Factory for Stewart-Warner 
advertising is strong evidence of the recogni- 
tion of the importance of the Plant Operating 
Group in the manufacturing industries. It is 
the group responsible for: — providing and 
maintaining plant buildings, equipment and 
services; developing methods of production; 
selecting and directing workers. In this group 
are the men behind the orders, the men dis- 
tributors’ salesmen can’t always see but who 
are important buying influences in the pur- 
chase of materials, equipment and supplies, 
and the men who read Factory. 


Factory has more paid subscribers in the 
Plant Operating Group than any other monthly 
business magazine serving the manufacturing 
industries. Outstanding readership is proved 
in survey after survey and this is why alert 
distributors welcome advertising in FACTORY 
by the manufacturers whose lines they carry. 


If you’d like an opportunity to examine 
Factory more closely —to see for your- 
self why so many of your customers look 
to it for help on their daily jobs — we'll 
be glad to send you a complimentary 
copy. 


wa\en ROJROE 


MANAGEMENT 


A McGraw-Hill Publication, « 330 West 42nd Street, New York 18 N. Y 
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a Nicholson file 
for every purpose 


World's largest selling file brands 

: : — available at good hardware, im- 

NICHOLS ae sy x 3 plement and industrial-supply 
curved te nee "~~ @ dealers. 
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Word pictures... 


it’s management talking — painting a 





































word picture for you of high produc- 
tion costs; low profits; skittish mar- 
kets; producers of iron, coal, and 
steel not knowing when or where 
the next squeeze play will hit them; 
manufacturing falling off for lack of 


raw materials, and — markets. 


You can’t do much about present- 
day economic conditions. But — you 
can tell management how a ‘Load 
Lifter’ Electric Hoist cuts costs and in- 
creases production. Being able to lift 
capacity loads many times an hour, 
day after day, the ‘Load Lifter’ in- 
creases production. Demanding the 
minimum amount of attention, it cuts 
down operating costs. Possessing 
mechanical superiorities and special 
features, it's a strong, dependable, 
efficient worker always on the job 


at all times under all conditions. 


Here is part of the word picture 
you can paint for management about 
the rugged, heavy-duty ‘Load Lifter’ 
Electric Hoist . . . the hoist that meets 


every industrial need. 


Running low on copies of 
Catalog No. 215? Write us 
for additional supplies. 


LOAD LIFTER 


ahs Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Con- 

solidated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen' Electrical Instruments. 
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Standard Man 
for 50 Years 


His business is to help you solve 
your tough problems 


The job of every Standard 
Service Man is to help you solve prob- 
lems in drilling, reaming, tapping and 
milling metals. 

J. G. (Gus) Green is the Dean of the 
Standard Service Staff—now in his fiftieth 
year of service to American Industry as 
a Standard Representative. 


Business is supposed to be without 
sentiment, butGus Green's work has 


won the praise of thousands of men in 
the metal working industry—and we 
honor him for it. 


Like Gus Green every Standard Man 
is a good man to know because he knows 
his business and offers his know-how to 
you—with no obligation whatsoever. 

For help in tough problems, ‘Ask the 


Standard Man”. Wires, letters or calls 
for service will be promptly answered. 


STANDARD JOOL (0. 


Successor to The Standard Tool Company 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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STERLING BOLT 


Sterling Bolt One-Source Service 

will provide you with your stove bolt needs — 

and all your other metal fastening needs — enabling 
you quickly and economically to obtain the bolts 
that meet your specifications. Complete range of sizes, 
all head styles, steel and brass, packages or bulk. 

Call the Sterling Bolt man for stove bolts and 

for every other metal fastening requirement. 


PHONE, WIRE, TELETYPE OR WRITE TODAY! 


TERLING 
peters 
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0,000,000 ;. 
TOOLS 


IN THE Starrett 
ADVERTISING KIT 
all working FOR YOU 


Every Starrett advertisement is a selling tool that 
measures more sales and greater profit for you. And 
there are more than 20,000,000 Starrett advertising 
messages each year... well over a million and a 
half a month, month after month... in the leading 
publications read by your best customers.* 


“as, 
4em 
vs 
try 






STARRETT 
DIAL 
INDICATORS 





“ OLE ORS Fas 








Starrett advertising keeps the need for more and 


















better tools right up front in the minds of your 
customers and prospects ...and it keeps your in- 
ventory of Starrett Tools, Dial Indicators, Steel 
Tapes, Precision Ground Flat Stock, Hacksaws and 
Band Saws turning over fast and often. 
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Every Starrett Ad Tells Every Reader 
BUY THROUGH YOUR DISTRIBUTOR" 





* These Publications Carry Starrett Advertising Regularly 


Popular Mechanics, American Machinist, Machinery, Mill & Factorys 
Modern Machine Shop, Machine & Tool Blue Book, Tool Engineer, Tool & 
Die Journal, Purchasing, Industry, Motor, Motor Service, The American 
Automobile, Aviation Operations, Boating Industry, Marine Engineering 
& Shipping Review, Industrial Equipment News, New Equipment Digest, 
Industrial Arts & Vocational Education, School Shop. 





STOCK AND SELL THE COMPLETE LINE 


ONE DEPENDABLE SOURCE OF SUPPLY “a, 
THE L. S. STARRETT CO. 


fa 


* World’s Greatest Toolmakers + ATHOL, MA 
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BF sling hooks, grab hooks, shackles 
ities of one kind or another— 
ith for granted... 


Here at American Chain we take the. 
seriously. Look at this Acco Sling Hoo!., 
for example. The details of its design, 
proportions and dimensions—the contour 
of its section at every point—the analyses 
of steel which go into it—the range of ap- 
plications for which each analysis is rec- 
ommended— all these call for a high type 
of engineering, plus years of experience. 


The designers, metallurgists and other 

engineers responsible for the quality of 

American Chain products are proud of the 
results of their work. To them that hook is 
‘‘a handsome hunk of steel’’—designed to 
do a job and do it well—made for safety as 
well as efficiency. 


When you think of welded or weldless chain 
or chain fittings, think of AMERICAN—‘‘the 
Nation’s chain maker.’’ When you sell 
chain, sell AMERICAN, the complete chain line. 


C. A. GOLDSTROHM 
American Chain man 
since February, 1924. 
Now Southern District 
Sales Manager. 


. 
fort, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





